
THE STATE 
OF AI TOOLS 
IN SALES
How sales teams are adopting, trusting, 
and transforming performance with AI tools.
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Introduction

State of AI Sales Tools

In 2025, the conversation is no longer about if sales teams will use AI—it’s about how they are 
using it, what value they’re realizing, and where the technology must evolve to deliver on its 
promise. For many sales reps, AI has already reduced manual work, streamlined engagement, 
and created measurable business impact. Yet adoption also brings new questions: Can 
AI be trusted with customer-facing content? Will multiple disconnected tools overwhelm 
reps instead of empowering them? And how should organizations measure real ROI from AI 
investments?

To answer these questions, we partnered with G2, the world’s leading software marketplace, and 
leveraged their new Custom Research offering. Together, we surveyed 100 sales professionals 
across industries, company sizes, and geographies. Respondents ranged from individual 
contributors to frontline managers, representing companies from SMBs to global enterprises. 
Together, their perspectives paint a clear picture of how AI Sales Tools are shaping the sales 
profession today—and what’s coming next.

This report is designed to serve as a snapshot for sales leaders, sales operations teams, 
and frontline sellers seeking to understand the evolving role of AI in sales.
 
This report explores:

The findings reveal a profession at an inflection point: AI is already saving hours of manual work, 
boosting revenue performance, and accelerating skill development—but achieving scale and trust 
requires thoughtful investment in integration, user experience, and proof of value.

Adoption & usage patterns – who is using AI, and how.

Impact on productivity, performance, and buyer engagement.

Challenges of trust, integration, and tool overload.

Future expectations for capabilities, customization, and ROI.

3The State of AI Tools in Sales
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AI is no longer a fringe experiment—
it’s a core part of modern selling.
73% of sales professionals report 
using AI in their workflow today, 
and another 84% expect to expand 
usage in the next 12 months.



Trust is earned, not given.
Initial skepticism gives way to 
confidence after 6+ months of 
use, with reps trusting AI most for 
research and least for 
customer-facing content. 

 Value is Measured improved 
efficiencies and effectiveness.
Organizations report 200–300% ROI 
within six months, driven by faster 
deal cycles, stronger pipeline quality, 
and significant cost savings on 
research and admin.



AI isn’t just hype—it’s freeing reps 
to spend more time selling. Reps 
save 2–3 hours daily by automating 
meeting notes, research, and task 
management, with 85% reporting 
an improvement in communication 
professionalism.



The State of AI Tools in Sales 4

Sales teams are realizing meaningful efficiency and performance gains, but the true winners will 
be those who invest in trust, integration, and ROI measurement. As AI continues to evolve, the 
choice is clear: treat AI as a tactical add-on, or embrace it as a strategic partner in building the 
future of sales.

Executive Summary

Sales professionals worldwide are embracing AI Sales Tools, and the results are undeniable: 
faster workflows, stronger pipelines, and measurable revenue gains. At the same time, adoption 
brings new complexities—from building trust to overcoming integration hurdles, and from 
balancing specialized solutions with the need for unified platforms.
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Methodology

This research was conducted through structured interviews with 99 sales professionals
across various industries, roles, and experience levels. Each interview was analyzed across
15 distinct themes using advanced AI-powered analysis to identify patterns, categorize
responses, and extract strategic insights.
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Defining AI Sales Tools
The term “AI for Sales Tools” covers a wide spectrum of products—from simple automation 
platforms to fully autonomous agents. At the center of this category are AI Sales Assistants, as 
defined by G2:

AI sales assistants, also referred to as AI virtual sales assistants, are tools that assist sales 
representatives by automating tasks and processes via embedded artificial intelligence. These 
tasks can include lead qualification and follow-up, pipeline management, forecasting, meeting 
scheduling, and data entry. The best AI sales assistants are most commonly leveraged by sales 
and marketing teams to automate routine tasks and free up time to handle more complex and 
involved responsibilities.

Unlike conversational marketing or sales analytics software, AI Sales Assistants are differentiated 
by their ability to automate tasks with embedded AI, provide predictive insights, and support sales 
teams directly. To qualify as an AI Sales Assistant, a tool must:

         Support sales teams by automating basic tasks or providing predictive insights.

          Utilize embedded AI as a core feature, not just an add-on.

While the market is broadly categorized as “AI Sales Assistants,” respondents 
shared context in two categories: 

Survey respondents were screened on their usage of solutions in the AI Workflow 
or AI Agent buckets.

AI WORKFLOW AI AGENT

Definition A program that calls an LLM via API for 
one or more steps

A program designed to perform non-
deterministic tasks automatically

Core foundations Fuzzy Logic Autonomy

Tasks Deterministic w/ Flexibility Non-Deterministic 
w/ Adaptive Tasks

Strengths Better Handling of Complex Rules Simulates Human-Like Behaviour

Weaknessess Requires Data to Train Models Slower to Execute

Example “Analyze, score and route every 
website inbound lead using ChatGPT”

“Perform a full internet search on every 
inbound lead an update info”

Understanding AI: AI Workflows vs. AI Agents.




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Adoption & Usage

Our research shows that 73% of sales professionals already use AI in their workflow. This level 
of adoption underscores that AI is no longer confined to early enthusiasts—it has become a 
mainstream tool, reshaping how sales teams operate across industries and company sizes.

7The State of AI Tools in Sales

These are reps who are experimenting with AI in isolated use cases, eager to expand but not yet 
embedded deeply in workflows. 

This segmentation shows that while AI has gone mainstream, the journey to full integration is 
uneven, with many organizations still finding the balance between experimentation and scale. 
Early adopters stand out for their consistent use of AI in organizational tasks (such as updating 
CRM data) and lead follow-up (drafting emails, generating next steps). These reps report smoother 
workflows, less manual overhead, and stronger engagement with prospects. Their behavior signals 
where the rest of the market is heading: toward broader, more consistent application of AI across 
the entire sales cycle.

“We use Gong and Gong Engage… they cut 
off some of the work, but they don’t really 
have the nuance that a real salesperson 
would.” 

“
— Growth Sales Rep, noting 
how current AI tools feel limited 
compared to the promise of 
true sales agents.

“AI helps me structure my day… telling me 
which actions are most likely to hit my 
quarterly targets. That kind of coaching 
would be really good”

— Sales Executive, describing how 
AI could guide daily execution like 
a proactive coach.

of respondents described themselves as having 
“Optimistic Adoption Intentions”.20% 

“



8

Productivity & Efficiency Impact

For many sales reps, the most immediate and visible benefit of AI is time. By automating 
repetitive tasks and streamlining research, AI has become a powerful lever for productivity, 
giving sellers back hours in their day to focus on what matters most: building relationships and 
closing deals.

8The State of AI Tools in Sales

of reps use AI for workflow automation and 
task management. 

Manual prospect research has long been one of the most time-consuming parts of the sales 
process. With AI-powered assistants, research time is reduced by 40–60%, enabling reps to gather 
insights in minutes instead of hours. This acceleration not only improves efficiency but also helps 
sellers engage with prospects faster and with more relevant information.

Survey respondents report saving 2–3 hours daily through AI automation of tasks like meeting 
summaries, call notes, and follow-up task creation. Across a sales team, this amounts to entire 
workdays reclaimed each week—time that can be reinvested into pipeline development, strategic 
deal pursuit, and customer conversations.

Cutting Down on Research

Hours Saved, Every Day

Beyond efficiency, AI also improves the quality of outputs. 85% of reps said their communication 
professionalism has increased with the help of AI—whether through more polished emails, better-
structured proposals, or more accurate follow-up notes. The combination of speed and polish 
means reps can operate at a higher standard with less effort.

Raising the Bar on Communication

25% 

“AI tools have streamlined my workflow 
and shortened the sales cycle… saving 
time while increasing response rates.” “

— Account Manager (10 yrs 
B2B), showing how embedded 
AI directly boosts efficiency and 
conversion.

“We use AI to answer the first initial call or 
email… it saves a lot of time and cuts out 
the time-wasting customers who aren’t 
really looking to do a deal.”

— Sales Director, highlighting AI’s 
ability to filter low-value 
leads so sellers can focus on 
higher-potential opportunities.

“
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Trust & Reliability 

AI is powerful, but its value ultimately depends on whether sales reps trust it. Our findings show 
that trust in AI Sales Tools is not automatic—it’s something that develops with experience and 
consistent performance.

9The State of AI Tools in Sales

For many reps, the early days of AI adoption are marked by caution. Outputs are double-checked, 
and skepticism lingers around accuracy. Over time, however, trust improves significantly after six 
months of use. As reps become familiar with the tool’s strengths and limitations, confidence grows, 
and reliance deepens.

When asked where they trust AI most, respondents pointed overwhelmingly to research tasks—
such as summarizing companies, finding competitive insights, or pulling market data. These are 
areas where speed and accuracy provide tangible value.

In contrast, reps expressed the least confidence in customer-facing content. Whether drafting 
outreach emails or generating proposals, many sellers feel the risk of errors or off-brand 
messaging is too high to rely on AI without human oversight.

Even among the most confident users, verification remains a standard practice. Double-checking 
outputs—whether fact-checking research, refining email tone, or validating data—is the cultural 
norm. This cautious behavior highlights both the progress and the limits of AI adoption: reps see 
the benefits but are not ready to hand over full responsibility.

Confidence Grows with Time

Strongest in Research, Weakest in Content

Verification is the Norm

of respondents voiced concerns about trust 
and accuracy.80% 

“The challenge is fine-tuning—the accuracy. 
I don’t want the AI to hallucinate. I want it 
to use our company information to tailor 
responses to my situation.” 

“
— Sales Manager, emphasizing 
that trust comes from contextual 
accuracy and company-specific 
grounding.

“The accuracy matters—it should understand 
me as a person and my company as a 
company. Too often, it’s too generalistic.”

— Sales Manager, pointing 
out that personalization and 
contextualization are critical for 
adoption.

“
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Tool Overload & Integration Challenges

While AI Sales Tools deliver measurable value, adoption isn’t without friction. Many sales teams 
are discovering that efficiency gains can quickly be undercut by the challenges of integrating 
tools into existing workflows and managing an ever-expanding tech stack. The next phase of 
AI adoption will hinge on platforms that fit naturally into the sales workflow, reduce tool sprawl, 
and integrate deeply with CRM systems.

of respondents stated that 
they are overloaded with AI sales tools. 

AI is only as effective as the systems it connects to. Yet 56–67% of respondents report difficulties 
integrating their AI tools with CRM platforms. Manual updates remain common, forcing reps to 
double-enter data and undermining one of AI’s core promises: automation. Without seamless 
integration, tools risk becoming more of a burden than benefit.

Another growing challenge is “platform fatigue.” Reps often juggle three or more AI tools—
each designed for a specific task like call transcription, prospecting, or forecasting. Instead of 
streamlining workflows, this fragmentation creates complexity, eats into time, and dilutes the very 
efficiency AI is meant to provide.

CRM Integration: The Weak Link

Platform Fatigue Sets In

The answer, according to reps, is clear: consolidation. There is strong demand for unified AI 
platforms with native CRM connectivity, capable of handling multiple tasks within a single 
environment. Reps want fewer logins, fewer manual updates, and a single system of record that 
eliminates redundancy and keeps data clean.

Demand for Unified Solutions

28% 

“I think it should integrate better with my 
CRM… everything is siloed, so you have to be 
in multiple platforms at the same time. Rather 
than it being bidirectional… For example, the 
pipeline doesn’t match between Gong and 
HubSpot.” 

“
— Enterprise Account Executive 
(AI Software Company)

“Integration is very important… AI tools 
don’t easily connect with CRM systems, 
creating duplicate data and disrupting 
workflow.”

— Account Manager, citing 
integration gaps as a top frustration.

“
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Specialized vs. Multi-Purpose Tools
As AI adoption grows, sales professionals face a fundamental question: should they rely on 
specialized tools built for narrow, high-value use cases, or adopt multi-purpose platforms that 
cover a broader range of needs? Our research shows the field is divided—preferences reflect 
role, responsibility, and workflow complexity.

The balance suggests a market still in transition, with reps testing both approaches to see which 
delivers the best results for their context.

A clear pattern emerges when we look at role:

This divide highlights that tool selection is not just a technology decision but a role-based strategy.

Role-Based Preferences

Individual contributors lean toward 
specialized tools that help them execute 
better at the task level—whether for 
prospecting, lead scoring, or drafting 
communications.

Managers and leaders favor integrated 
platforms, which provide visibility across 
the sales process, reduce tool 
complexity, and streamline oversight.

 

30% of respondents voiced reference for specialized point tools

30% voiced preference for multi-purpose solutions

23% voiced preference for integrated workflows 

17% voiced a preference for flexibility and openess

30%

30%

23%

17%

“For me, I prefer a single AI sales agent 
that can handle multiple tasks… having an 
all-in-one solution saves time and ensures 
consistency.”

“
— Account Manager, advocating 
for unified platforms over juggling 
best-of-breed tools.

“I prefer a single tool rather than best-of-
breed… integration is lacking today, and I think 
a one-stop shop will be critical.”

— Sales Executive (18 yrs 
experience), reinforcing demand 
for consolidation and seamless 
workflows.

“
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Human vs. AI Role Perception

Few topics spark more debate in sales than the role of AI relative to human sellers. Is AI a partner, 
a competitor, or a replacement? Our findings show the answer is overwhelmingly clear: sales 
professionals see AI as a tool that augments human performance, not one that replaces it.

An overwhelming 95% of respondents said they view AI as a way to enhance—not replace—the 
human role in sales. Reps describe AI as a “digital assistant” that handles repetitive, low-value tasks 
so they can focus on strategy, relationships, and closing deals.

of respondents voiced and “empowering 
and augmentation” mindset- as opposed to 
voicing skepticism and concerns. 

AI as an Empowerment Tool

AI is most commonly seen as a back-office partner: updating CRMs, summarizing calls, generating 
research, and suggesting next steps. By absorbing these routine activities, AI frees reps to engage 
customers more meaningfully, spend more time in discovery, and exercise judgment in complex 
negotiations.

While AI can accelerate execution, it lacks the empathy, nuance, and trust-building 
capabilities that define effective selling. Reps continue to emphasize that the human 
touch is irreplaceable—particularly in customer-facing conversations where credibility and 
authenticity matter most.

Redefining Workflows, Not Roles

The Human Edge Remains Essential

95% 

“Ideally, it would replicate the effort of a 
human… collect a lot of context and reapply 
it in different situations”“

— Growth Sales Rep, articulating 
the vision of an AI that behaves 
more like a teammate than a 
narrow assistant.

“I’d want an AI colleague that reduces 
admin but also acts like a mentor—like a 
sales agent with twenty years of experience 
guiding me in deals.”

— Sales Manager, highlighting the 
dual role of AI as both helper and 
coach.

“
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Sales Process Enhancement
AI isn’t just improving efficiency—it’s transforming how sales reps move through the process 
of finding, engaging, and converting buyers. By reducing manual work and enabling 
personalization at scale, AI Sales Tools are reshaping critical stages of the sales cycle.

32% see most significant value in Prospecting and Lead Generation

21% Communication and Engagement

18% Research and Analysis

18% Process Optimization and Efficiency

11% Other

The biggest impact is felt at the top of the funnel. 27.3% of respondents said AI delivers the 
most value in prospect research and lead generation. Reps report that what once took hours 
of research now takes minutes, freeing them to engage more prospects with richer insights.

The second-highest impact is in buyer engagement (21.2%). AI tools help reps craft personalized 
outreach, increasing open and response rates. In fact, respondents report a 25–40% improvement 
in response rates when using AI to tailor communications at scale.

AI is also proving valuable in lead follow-up and opportunity nurturing. By generating tailored 
emails, summarizing meetings, and suggesting next steps, AI ensures that no lead falls through the 
cracks and every interaction moves deals forward.

Prospecting & Lead Generation

Personalized Engagement at Scale

Streamlined Follow-Up

11%

18%

18%

21%

32%

“I send a lot of emails out, and then I have to 
do manual follow-ups. If [the AI] knew which 
emails didn’t get a response and could 
tell me… ‘do you want to follow up with this 
person?’… that would be super beneficial.” 

“
— Account Executive (EV 
Charging Solutions)

“AI tools have streamlined my workflow and 
shortened the sales cycle… saving time 
while increasing response rates.”

Account Manager (10 yrs B2B 
sales)

“
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Performance & Quota Impact

Beyond efficiency, AI is driving measurable business outcomes. Sales professionals using AI 
Sales Tools report improvements across the pipeline—from shorter deal cycles to stronger 
conversion rates—resulting in tangible revenue growth. AI delivers measurable gains in quota 
attainment and revenue outcomes. 

Respondents credit AI with a 15–25% improvement in overall productivity. By automating repetitive 
tasks, reps can redirect time and energy toward higher-value activities such as strategic 
prospecting, customer discovery, and closing deals.

AI adoption is also linked to 20–30% faster deal cycles. From automated follow-up reminders 
to predictive insights on next best actions, reps move opportunities through the pipeline more 
efficiently, reducing delays and keeping momentum high.

Boosting Productivity

Accelerating Deal Cycles

of users anticipate a positive impact on 
sales performance through the use of AI

AI-powered prospecting and engagement strategies are generating a 35% increase in qualified 
pipeline. With better account targeting, personalized messaging, and timely follow-ups, reps are 
focusing on the right opportunities and improving conversion rates.

Expanding Pipeline Quality

The combination of productivity, speed, and pipeline quality translates into real business 
impact: respondents report 10–20% sales growth after adopting AI Sales Tools. For many 
organizations, AI is becoming not just a tactical advantage but a strategic growth driver.

Driving Revenue Growth

40% 

“AI allows me to prioritize prospects with 
the highest likelihood of conversion, which 
shortens the sales cycle and improves 
conversion rates.” 

“
— Account Manager, linking AI 
usage directly to performance 
metrics.

“It’s been a game changer for me… as 
salespeople, you have so many meetings and 
things fall through the cracks. The ability to 
have your own personal secretary that makes 
sure all notes and pain points are captured 
has been night and day.” 

— Enterprise Account Executive (AI 
Software Company)

“
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Learning & Skill Development

AI Sales Tools are not only transforming how deals are executed—they are reshaping how 
sales reps learn, develop, and improve over time. From onboarding to ongoing coaching, AI is 
accelerating the path to proficiency and ensuring that best practices are consistently applied 
across teams.

Onboarding has traditionally been one of the costliest and most time-consuming aspects of sales. 
With AI, new hires ramp 40% faster, gaining access to contextual coaching, automated knowledge 
delivery, and personalized practice exercises that accelerate their journey to quota.

of respondents anticipate 
AI-Enhanced Skill Development

AI provides in-the-moment support, analyzing conversations and suggesting improvements 
instantly. This real-time coaching turns every call into a learning opportunity—helping reps adjust 
messaging, sharpen discovery, and respond more effectively to objections.

Historically, access to coaching and expertise has been uneven, often concentrated among 
top performers or limited by manager bandwidth. AI changes that dynamic by scaling best 
practices across the team. Every rep, regardless of experience level, can benefit from insights and 
recommendations informed by the organization’s collective knowledge.

Faster Ramp for New Hires

Real-Time Coaching

Democratizing Best Practices

30% 

“One size does not fit all… the ability to 
customize [the AI] to really get what the 
company does – maybe upload the playbook 
into the system – that will be the game 
changer.” 

“
— Enterprise Account Executive 
(AI Software Company)

“Ideally, it would replicate the effort of a 
human… collect a lot of context and reapply 
it in different situations.”

— Growth Sales Rep

“
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Future Adoption Intentions

AI in sales isn’t standing still. Sales professionals see today’s tools as just the beginning, with 
clear expectations for how their use of AI will grow and evolve in the months ahead. With the 
majority of sales professionals planning to expand usage, the market is set to shift from early 
adoption into full-scale transformation. The winners will be those who evolve their strategies 
to keep pace with this momentum.

A resounding 84% of respondents expect to increase their use of AI within the next 12 months. 
For many, adoption has already proven its value in productivity and pipeline growth, creating 
momentum for deeper integration.

of respondents are have optimistic adoption 
intentions or strategic integration plans

Broad Expansion Ahead

In the short term, reps plan to double down on existing applications—such as prospect research, 
meeting summaries, and automated follow-up. These quick wins continue to free up time and 
deliver measurable impact.

Looking ahead, reps anticipate integrating advanced analytics, predictive insights, and live 
coaching into their workflows. These features promise not only more efficiency but also smarter, 
more strategic selling.

The long-term vision is transformational. Reps expect AI to evolve from task automation to 
redefining entire processes—from forecasting accuracy to customer engagement strategies—
fundamentally changing how sales teams operate at scale.

Near-Term: Expand Current Use

Mid-Term: Add Advanced Capabilities

Long-Term: Transform the Sales Process

50% 

“Over the next year, I expect my use of AI 
sales agents to increase and become more 
strategic—not just automating tasks but also 
advanced lead discovery, predictive analytics, 
and personalized outreach at scale.” 

“
— Account Manager, projecting a 
shift from tactical to strategic AI 
adoption.

“If I don’t use AI sales agents the right way, I’ll 
fall behind. For me, it’s critical 
to my career to stay on top of this revolution.” 

— Sales Executive, framing adoption 
as a career imperative in 2025

“
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Solution Selection Criteria

As the market for AI Sales Tools grows, sales professionals are becoming more discerning about 
which solutions they adopt. Beyond flashy features, reps and leaders are prioritizing tools that 
integrate seamlessly, perform reliably, and deliver value without unnecessary complexity. Tools 
that require excessive training or fail to embed seamlessly into the sales process will struggle to 
gain traction in a crowded market.

The top factor in vendor selection is integration and usability (28.6%). Tools that work natively with 
CRM systems and fit easily into daily workflows are far more attractive than those that require 
manual effort or steep learning curves.

of respondents said the top selection 
criterion was “Integration and Usability”.

Close behind, 25% of respondents cite performance—speed, accuracy, and consistency—as a key 
criterion. AI tools must not only work, but work well, producing outputs that reps can trust and act 
on with confidence.

Ease of onboarding is critical. Respondents stressed that tools must require minimal training and 
offer intuitive user experiences. Complex setups or steep learning curves quickly erode adoption 
and ROI.

Finally, hands-on validation is a must. Many organizations conduct proof of concepts before 
committing to a vendor. This ensures that tools deliver measurable value in real-world scenarios, 
not just in demos.

Integration & Usability Come First

Performance Matters

Low Barriers to Adoption

Proof Before Purchase

28% 
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ROI & Value Demonstration

AI Sales Tools aren’t just making work easier—they’re delivering measurable business returns. 
Sales teams are seeing fast payback periods, significant efficiency gains, and performance 
improvements that make AI investments difficult to ignore. 

A striking 89.8% of respondents cited efficiency gains as the primary measure of ROI. Automating 
research, meeting notes, and administrative tasks doesn’t just save time—it translates into tangible 
cost reductions across the sales organization.

Adoption pays off quickly. On average, organizations report a 200–300% ROI within just six months 
of implementing AI Sales Tools. This accelerated return makes AI one of the fastest-justifying 
investments in the sales tech stack.

AI is not only saving money—it’s multiplying output. Respondents report a 1.5–2x productivity 
improvement per rep and 30–40% cost savings on research and administrative overhead. For 
many teams, these gains elevate AI from a “nice-to-have” to a strategic necessity.

Efficiency is the Leading ROI Driver

Rapid Payback

Performance Multiplier

of respondents intend to use Efficiency and 
Productivity gains as the primary measure of 
success. 

74% 

“Over the next year, I expect my use of AI 
sales agents to increase and become more 
strategic—not just automating tasks but 
also advanced lead discovery, predictive 
analytics, and personalized outreach at 
scale.” 

“
— Account Manager, projecting a 
shift from tactical to strategic AI 
adoption.

“I would highlight its speed, its ability to 
research faster than any human could 
ever research, and the amount of time 
that it’s gonna save you to focus more on 
developing your relationship with the client 
or the prospect.”

— Account Executive

“
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Personalization & Customization

While generic AI tools can deliver value, sales professionals are clear: the greatest impact 
comes when solutions are tailored to their unique workflows, tone, and industry context. 
Personalization is not a nice-to-have—it’s a competitive advantage.

Survey data shows that personalized AI tools achieve 70% faster adoption than generic solutions. 
When tools reflect the way reps actually work—integrating with their systems, aligning to their 
processes, and mirroring their communication style—resistance falls and usage rises.

Customization also drives measurable performance. Respondents reported 40–60% better 
results with personalized tools compared to off-the-shelf solutions. From improved prospect 
engagement to more effective proposals, tailoring AI outputs to specific needs produces 
stronger outcomes.

AI delivers the most value when it adapts at both the individual and organizational level. For the 
rep, that means learning their tone, preferences, and selling style. For the company, it means 
aligning to industry terminology, compliance requirements, and team workflows—both dimensions 
are essential for maximizing trust and adoption.

Faster Adoption Through Personalization

Better Results, Better Outcomes

Personalization at Multiple Levels
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Strategic Recommendations

The findings from this year’s survey are clear: AI Sales Tools deliver measurable ROI, but 
adoption success depends on how organizations approach integration, usability, and trust. 
To maximize impact, sales leaders should focus on five strategic priorities.

Prioritize solutions that connect seamlessly with CRM systems and core workflows. Native 
integrations, open APIs, and unified platforms eliminate data silos and reduce tool fatigue, 
ensuring reps spend more time selling and less time updating systems.

Choose tools that are intuitive, low-friction, and require minimal training. A streamlined user 
experience accelerates adoption and ensures that AI is a true productivity enhancer—not 
another system reps resist.

Adoption sticks when ROI is visible. Invest in ROI calculators, usage dashboards, and reporting 
frameworks that demonstrate efficiency gains, pipeline impact, and revenue outcomes. This 
makes it easy for leadership to justify continued investment.

AI tools must earn their place. Provide transparency, accuracy indicators, and education so 
reps know when to trust outputs—and when to verify. Building trust over time leads to deeper 
usage and greater impact.

Look for solutions tailored to your vertical. Whether it’s compliance features for financial 
services, privacy safeguards for healthcare, or technical depth for technology, industry-fit AI 
consistently drives higher adoption and satisfaction.

Integration-First1.

2.

3.

4.

5.

User Experience Matters

Prove the Value

Build Trust & Reliability

Industry-Specific Focus
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Invest in integration-first solutions that fit seamlessly into workflows.

Build trust and confidence through transparency and reliability.

Continuously measure and communicate ROI.







Conclusion

The sales profession has reached a turning point. AI Sales Tools are no longer experimental add-
ons—they are a core part of modern selling. From saving hours of manual work to accelerating 
deal cycles and driving measurable revenue growth, the data confirms that AI is delivering on 
its promise.

The Final Word

AI Sales Tools are no longer optional—they are essential. Sales organizations that 
treat AI as a strategic partner, not just a tactical add-on, will unlock faster growth, 
stronger pipelines, and higher-performing teams. The future of sales is not man 
versus machine—it’s humans and AI, working together to close the next era of deals.

At the same time, challenges remain. Trust must be earned, not assumed. Integration with CRM 
systems and workflows continues to be the bottleneck. And sales teams are navigating the 
balance between specialized tools and unified platforms.

What’s clear from our survey is that AI is overwhelmingly seen as an empowerment tool. Sales 
reps aren’t worried about being replaced—they’re excited to be augmented. When AI takes on 
the repetitive, low-value tasks, reps gain the time and focus to do what only humans can: build 
relationships, exercise judgment, and close business.

Looking ahead, adoption is set to accelerate. With 84% of sales professionals 
planning to expand their use of AI within the next year, the market is shifting from 
experimentation to transformation. The next wave of winners will be those who:
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About Vivun

Vivun delivers the world’s most advanced AI Sales Agent—automating the critical work 
required to move complex deals forward. By generating sales-ready outputs that help 
every rep engage stakeholders, build value, and drive urgency, Vivun empowers sales 
teams to close more deals, faster.

To learn more visit www.vivun.com.
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Transform B2B Selling For Good with Vivun

The State of AI for Sales Tools 2025 makes one thing clear: AI is no longer experimental—it is 
essential. Sales professionals are already saving hours, accelerating deal cycles, and driving 
measurable growth with AI. Yet the real transformation lies ahead: moving beyond generic 
copilots and task bots toward true AI teammates that think, act, and win alongside sellers.

This is where Vivun leads. Ava, the world’s first AI Sales Teammate, is built to operate as an expert 
contributor in complex B2B sales cycles. Powered by Vivun’s proprietary Sales Reasoning Model, 
Ava doesn’t just automate tasks—she understands deal context, interprets intent, and executes 
with precision from first meeting to closed won.

With Ava, sales teams achieve:

The outcome is a future where every rep is more prepared, every deal is better managed, 
and every leader has a partner they can trust to deliver results. Ava eliminates wasted effort, 
consolidates disconnected tools, and frees sellers to focus on what only humans can do—building 
relationships and winning trust.

If you’re ready to move beyond generic copilots and fragmented tools, it’s time to meet Ava—the 
world’s first AI Sales Teammate. Built to think like a top seller, act autonomously across the deal 
cycle, and share responsibility for every outcome, Ava is the advantage your team has been 
waiting for. Don’t just adopt AI—partner with it. 
 
Request a Demo Today

Speed – Ramp reps faster with an AI-advantage from day one.

Scale – Extend the impact of high-performing teams across more deals.

Standards – Systematically raise the bar for every rep by replicating success.
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