A FIELD GUIDE FOR REVENUE LEADERS

Unlock Sales
Superpowers

Give every seller the support of a full team. The hybrid
team Is how you do .

Every generation rebuilt how we work. This one rebuilds who does the work. Your
sellers and Al agents, side by side, with people making every call that matters.

STAND UP YOUR FIRST AGENT NOW - BOOK A 30-MINUTE SESSION

AGENTIVE
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Mve 01 - THE BOTTLENECK

START HERE

Your pipeline isn’t short of effort. It’s
short of horsepower.

It’s week eight of the quarter. Your best AEs are rebuilding RevOps decks and forecast lists in
spreadsheets instead of closing and spending time with customers. Everyone is doing busy,
unproductive work. Now multiply that across the whole team.

In short, your reps are working flat out, and still spending most of the week on
everything except selling. Research, list-building, data entry, follow-up. You can’t hire
your way past it: a new enterprise rep takes two to four quarters to pay back, and
headcount is the one lever the board keeps capping.

72°/o 2-4 1x

of the average seller’s week quarters to ramp a new productivity capped by
is spent not selling. enterprise rep to full quota. human hours and effort.

So the question stops being “how many more reps can we hire?” and becomes “how much more

can each seller carry?”

You can’t hire your way out of this. The teams pulling ahead are adopting productivity gains and
leveraging their way out, giving every seller the output of a full team.
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THE PATTERN

Every generation rebuilds how we work.

This isn’t the first time the ground moved. For three decades a new platform has arrived
roughly every decade and none of them simply added a tool. Each one rewrote the

operating model of the company itself.

1993 Web Rewrote how we communicated.

1999 SaaS Rewrote how we ran the business.

2006 Cloud Rewrote how we built and scaled.

2008 Mobile + Apps Rewrote how we connected and transacted.

2022 GenAl Rewrote how we work.
(

2026 Agents Rewrites who does the work. J
g

Five generations of technology. Five new ways of working. Agentic changes team composition.
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The operating model
you inherited

The headcount math, the ramp, the ratio of people to pipeline.
All of it was built for a world where humans did the work.

This is not about fewer people. It is about each seller carrying the output
of a full team, with a human still making every call that matters.

The teams that rebuild first compound the lead.
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THE INHERITED MODEL
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THE SHIFT

Three teams. The work is moving to the
middle one.

A team has always been a group of people sharing goals and a manager. That definition
is widening to include agents. Three archetypes, one direction of travel.

WAS Human team

A group of people sharing goals and a manager. Every output is bounded by human
hours. This is the team most companies still run today.

ALL PEOPLE - BOUNDED BY HOURS

i Hybrid team
Humans and Al agents working side by side. People set direction, judgment, and
relationships. Agents execute research, drafting, and follow-through at machine speed
with a human in the loop.
PEOPLE + AGENTS - THE MOVE TO MAKE NOW

Synthetic team

Agents handle whole workflows; people supervise by exception. It has a place for
narrow, low-risk tasks but in revenue human-led hybrid team is the destination, not this.

MOSTLY AGENTS - SUPERVISE BY EXCEPTION

Humans set direction. Agents execute. The work, right now, is hybrid.
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DEFINITIONS, BEFORE WE GO FURTHER

What is an agent? Neotjustaprompt:

An agent is not a clever message in a chat box. It is a system with a job, a memory, and

the means to act assembled from eight parts.

05 - WHAT IS AN AGENT

-

\§

Agent = (coa ) + (wemory ) + (sme ) + (Toos ) +

Goal The outcome it is accountable for. Memory
Skills What it knows how to do. Tools
Rules Guardrails and policy it must obey. Evaluation
ul Where the human sees and steers it. Ux

Context that persists across runs. A
shared context graph.

The systems it can act in.
How we know the work was good.

How approval and hand-off actually
feel.

~

J

A system, not a chat. This distinction is the whole game. It is what lets an agent take a job, not

just answer a question.
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Every generation starts hand-built.
Then it productizes.

Right now most companies are hand-building agents on ChatGPT and Claude. A private bot per
person, rigged in a chat window. It feels like progress. It is the hand-built era: the same messy
opening act as the web, mobile, and SaaS before it. And it never lasts.

HAND-BUILT FIRST THEN PRODUCTIZED
Websites Hand-coded HTML & FTP Squarespace, Shopify, WordPress
Mobile apps Bespoke one-off builds App platforms & no-code
Business systems Custom, on-prem code SaaS$, laaS, PaaS
Al agents ChatGPT & Claude CLI agents

Hand-built always hits the same wall:

Undiscoverable No memory No collaboration Ungovernable Owned by no one

Productized agents are the next step. Each ships with all eight parts: memory, tools, rules, evaluation,
Ul, UX. They are built, supported, governed and owned by an organization whose job is to keep it
running. You buy the outcome, not the maintenance burden.
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THE HYBRID TEAM, STAFFED

Twelve agents. Twelve superpowers.

- YOUR SELLERS, WITH SUPERPOWERS

Twelve productized agents. All built, maintained and governed, not prompt-rigged in a chat window. Each line

below is the superpower a seller gets: one job, working from a single shared Buyer Graph, handing the

consequential decisions back to a human.

Your reps keep the judgment and the relationships. The agents carry everything else.

Target FIND

Never sell to the wrong account.

Sharpens your ICP automatically, so
every rep starts the week with a list
actually worth working.

% SDR OPEN

Open doors while you sleep.
Researches, drafts and sends first-
touch outreach across the buying
group. Every message waiting for your
approval.

A~ Pipeline RUN

Never let a deal go cold.

Keeps the pipeline clean, sequences
nurture on stalled deals and surfaces
the next best move for every
opportunity.

> Personalize INTEL

Read the room behind the room.
Maps each buyer’s motivation and
decision style, so every message lands
the way that buyer actually buys.

] Account FIND

Walk in already briefed.
Firmographics, structure, tech stack,
financials and the names that matter,
assembled before the first call, not
after it.

@ Coach RUN

Know exactly what to do today.

A morning briefing that ranks your
highest-leverage actions and surfaces
deal risk.

l~ Analyze INTEL

Trust your forecast.

Models pipeline health and conversion
patterns, and flags single-thread risk
across the book before it costs you the
quarter.

VOICE

% Studio

Sound like your best rep.

Learns your approved voice from real
materials and applies it across every
email, brief and objection card.

Q Scout FIND

See buyers your CRM can’t.

Surfaces in-market opportunities and
the missing members of the buying
group, scored against your closed-won
patterns.

</ Engage RUN

Run the whole room at once.

Parallel, personalized cadences across
every buyer. Multi-threading one rep
could never keep up with alone.

E Value Engineer INTEL

Hand over a CFO-proof case.
Quantifies ROl and TCO per deal and
drafts the business case your
champion can defend in the room you
are not in.

DEPTH

3 Mojo

A straight answer, with receipts.
Conversational depth across every
deal and account. Account plans and
business cases, always grounded in
provenance.

The superpower isn’t any single agent. It’s that all twelve share one Buyer Graph. That shared memory is the

moat, with humans always in the loop.
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WHY THIS IS HARD TO COPY

Twelve tools is not a team.
Twelve agents on one graph is.

Every vendor is shipping Al features now. Most bolt a model onto a point tool: it
answers, then forgets. The difference isn’t the agents, it’s the shared memory

underneath them.

THE DEFAULT

Bolt-on Al One shared Buyer Graph

e Each tool keeps its own data Every agent reads and writes one graph

e Nothing remembers the last step Context persists across every step

e Reps re-explain context every time Agents coordinate, hand off, compound

e Output is content, not action Output is action, written back to the graph

e Every tool you add is one more silo Every interaction makes the graph smarter

Anyone can add an Al feature. The moat is the shared memory underneath and it compounds
with every account your team touches.
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Agent-supported teams ramp 30-50%
faster.

Same people, same market. A different operating model. When agents carry the research,
drafting, and follow-through, pipeline per rep compounds instead of plateauing.

PIPELINE / REP
100 -

75
Today’s team

50

25

QUARTERS -

e=» Human-only team Hybrid team (humans + agents)

Ramp a rep in two quarters instead of three and you recover a full quarter of selling. On a $1.2M
quota, that is roughly $300K of pipeline pulled forward per hire, every hire, without adding headcount.
Payback typically lands inside the first ramp cycle.

Customer Proof. One hybrid team supported by Agentive closed additional $540K of pipeline in a single quarter with the
seller in front, agents carrying research, mapping, and follow-through. Agentic sales support delivers revenue and growth.

Selling-time and ramp benchmarks: Salesforce, State of Sales; Gartner, Future of Sales. The 30-50% figure is measured as ramp-to-first-qualified-
pipeline across early Agentive deployments. Directional, not audited. Curve is illustrative; results vary by workflow, data quality, and adoption.
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A LEADER’S DIAGNOSTIC

Score your team’s hybrid readiness.

Six dimensions decide whether agents make your team faster or just noisier. Score each
one honestly, on real workflows, not slides. Your total places you on the curve.

DIMENSION SCORE 1-5 WHAT A “5” LOOKS LIKE HOW TO TEST IT

Agents in the daily _ /5 Agents are embedded in the work, not a side Watch a rep’s actual Monday morning.

workflow chat.

Shared memory _ /5 Every agent reads and writes one source of Ask two agents about the same

(a Buyer Graph) truth. account.

Human in the loop _ /5 People approve consequential moves by Find the approval step for outbound.
design.

Skills & tools defined _ /5 Each agent has one job and the tools to do it. Name the job of any single agent.

Evaluation & _ /5 You can tell good output from bad, Show how a bad draft gets caught.

guardrails automatically.

Ramp & throughput _/5 New reps contribute in weeks, not quarters. Compare last two cohorts’ ramp.

Unweighted sum. Higher means agents are doing real work on real data — with

people steering.

25-30 18-24 10-17 < 10
Hybrid — scale it Emerging — close the gaps Bolted-on Al — rebuild the Human-only — start now
workflow

Scored under 18? You have tools, not a hybrid team. The fix is a workflow rebuild around agents and a
shared graph, not another point solution.
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HOW TO BUILD YOUR HYBRID TEAM

11 - HOW TO BUILD IT

From one workflow to a working team.

Don't do another re-org. Build a hybrid team. Start with one painful workflow, give it an agent, keep a
human in the loop, and expand from what works. See the real results as the sales teams find superpowers.

01 Scope one painful workflow
PICK

Choose a repetitive, high-volume workflow that drains
your best people, research, drafting, follow-up.

Account research m daily

03 Wire the shared memory
CONNECT

Point the agent at one Buyer Graph so context persists
and every agent reads the same truth.

Buyer Graph m read / write

05 Measure ramp & quality

MEASURE

Track ramp time, throughput, and output quality against
your human-only baseline. Let evaluation catch bad work.

ramp —-40% quality t

02 Define the agent (all eight parts)
DESIGN

Goal, memory, skills, tools, rules, evaluation, and the
UI/UX where a human stays in control. A system, not a

prompt.

Goal Memory + UI / UX

04 Put a human in the loop
CONTROL

Decide which moves need approval. People keep
judgment and relationships; agents do the rest.

draft > approve m

06 Expand the team
SCALE

Add the next agent, the next workflow. The hybrid team
grows one trusted superpower at a time.

+ Coach team of 12

+ Engage

~1 First agent in a day, full team in a quarter. One agent, one shared graph, a human in the loop,

then expand from what demonstrably works.
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12 - TWO WAYS TO START

:

THE NEXT MOVE

Stop staffing for a world
that’s gone. Build the hybrid
team.

Pick one workflow. Add one agent. Keep a human in the loop. See the ramp for yourself,

WANT TO BUILD IT YOURSELF?

Stand up your first agent in
a day

Start free with your own workflow. In one sitting
you will stand up:

1. One agent with a real job

2. A shared Buyer Graph it works from
3. A human-in-the-loop approval step
4. A first ramp-and-quality baseline

No sales call. Your own data, your own workflow,
working by end of day.

WHAT YOU WILL NEED

o Free Agentive account o One repetitive workflow

o Anamed account or list e Your seller’s voice
samples

© An approver o Aday

(= s LB]

SCAN TO START FREE -"'3-_ .._ﬁ:':
Start free at H’%

beagentive.com/signup

[=]7:3

FREE TRIAL AGENTIVE

No deck. No generic product tour. Bring one real workflow, or start free with your own.

Sources. Salesforce, State of Sales. Gartner, Future of Sales. Forrester, The State of Business Buying. Ramp and deal figures are directional,
from early Agentive deployments; results vary by workflow, data quality, and adoption.
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