
Generative AI is making waves in the sales world, empowering professionals to enhance their 
efficiency and effectiveness. Here are some ways salespeople can leverage generative AI: 

1. Tailored Customer Emails: Microsoft’s Viva Sales application, embedded with 
generative AI, assists salespeople and managers in drafting personalized customer emails. 
It ensures that communication resonates with individual clients and prospects1. 

2. Insights and Recommendations: Generative AI provides valuable insights about 
customers and prospects. It helps sales professionals understand their needs, preferences, 
and pain points. Additionally, it generates recommendations for tailored solutions1. 

3. Efficient Forecasting: By analyzing historical data and patterns, generative AI can 
improve sales forecasting accuracy. It assists sales teams in predicting demand, 
identifying trends, and making informed decisions1. 

4. Content Generation: Sales professionals can use generative AI to create compelling 
content. Whether it’s crafting persuasive sales pitches, blog posts, or social media 
updates, AI-generated content saves time and maintains consistency2. 

5. Prospecting and Research: Generative AI can assist in identifying potential leads and 
researching their backgrounds. It streamlines the process of finding relevant prospects 
and understanding their pain points2. 

6. Personalized Outreach: AI tools can help salespeople reach out to potential clients with 
personalized messages. Whether through email campaigns or social media, generative AI 
ensures that communication aligns with individual preferences3. 

Remember, while generative AI offers immense potential, it’s essential to strike a balance 
between automation and genuine human interaction. Sales professionals should use AI as a tool 
to enhance their efforts, not replace authentic relationships with clients.  


