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Pepsales Al: Business Case &
ROI Analysis

The challenge The impact
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B2B sales teams struggle with copversation inte ligence traFr)\slating to $600K in annual

. . with real-time sales
long sales cycles, inconsistent

deal qualification, poor pipeline enablement, delivering value.
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visibility, and manual CRM measurable improvements

. . . at up to 87% lower cost
updates directly impacting than competitors
revenue and productivity. '

Revenue benefits

Improvement Current - Desired Revenue Impact

20 % #itopte
Sales Cycle

1,400,000
60X = Win Rate 20% > 25% $1,400,

$10k .
investment in
Pepsales Al

Total Revenue $2,600,000

20% to 25% $140K revenue per rep.

Before $260K more per rep $3M for 10 reps.

After
Pepsales Al  [EEIEEEY

Factor Legacy Tools Pepsales Al Advantage

Software License (%21:9_ 579 User/Month) $6,000

($50/User/Month)

. (o)
One-Time 64,000 $3000 Setup Time 1 month 30 seconds 99% faster
Customization $2,000°5% ($25/User/Month)

Pricing $100-$150 $79/user 25-47% savings

ini $0 $0 P
Training (include d)

0 Methodology Generic 20+ frameworks Fully customizable
Total Year 1 $4’280_$13'48r/Month) $9,000 PP
($36-$112/Use ($75/User/Month)

Real-Time _ i i Immediate impact
Coaching Post-call only Live assistance p

Customer proof &
Impact Metric

2 spyne

Pepsales Al is becoming a core part of how we
run our sales process and make decisions. The

Voice of Prospect dashboard qi ; :
real time." d gives us signals in

- Sanjay Varnwal, CEO & Co-Founder, Spyne Tr u Sted by
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50% reduction in manual CRM effort, improved forecasting M
confidence, standardized discovery process C O m p a n I e S




