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the future of sales

The future of sales - From Digital to Autonomous
Donna - A hyper personalized future

Sales transformation at the forefront of industrial
innovation at ABB

What we learned from bringing Al into sales at ERA Real
Estate

The CIO Perspective on Redefining Go-to-Market Strategy
at Securex

Fireside chat with TVH & JDE Peet's

Drink, finger food & networking!



The future of sales -
From Digital to Autonomous
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Future Of Sales

After +420 companies and counting..
Michael Humblet
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B2B SALES — STATE OF PLAY TODAY

B2B Sales: Sales approaches through the years

Approach

Before

1sales

No social media
1 channel

1 product

/

Yesterday ——

1sales
1x social media Channel
Company as product

Multiple sales

Multiple social media — inclusive
Personal brands

Expertise as product

2 pitch = product
& company

Multiple pitches =
product & company
& Personal

© Michael Humblet 2025

www.schoolofsales.com
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School of Sales

Shaping the sales of tomorrow

Sales today

Hybrid sales model
Hybrid social media
Always Present
Always faster

315 s



B2B SALES — STATE OF PLAY TODAY s | s School of Sales
° . Shaping the sales of tomorrow
Reset of the sales: Evolution of B2B sales techniques "

Sales Method Solution Selling  Consultative Selling Provocative Selling Hybrid Selling

Time to close 1-3m 6-18 6-9m 3-6m

Skillsets for Sales

- Customer first: Personal experience

- Omnichannel sales approach

- Sales pitch is hybrid

- Own sales brands: as part of lead generatie and client connection

- Conversational content: aimed at expertise and trust

- Newlead generation techniques (Layered hunting/hyper personalisation)

- Technology as accelerator (production, outreach, follow-up)

© Michael Humblet 2025




STOP
BIG STOP
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This happened
in sales country

% Claude @

ChatGPT

einstein % manus

And many more..

© Michael Humblet 2025

www.schoolofsales.com

Became an Al influencer
on TikTok

"] started an Al

~ sales company
~ lastweek and

here is how you
can do this too.”

Oh and these brand new sales guru’s...

315
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Mail of bel maar om een juiste dag en uur te prikken aub.

Dinsdag voormiddag is voor mij niet mogelijk

JOIIII( IR
| Saw this one last week

8@ You and 20 others 2 comments
@ IZ, 1 o St owm: oww: | ExceliDatalEntiy
Comment Repost | Help Grow To Sales For Any ™ B28tead Generation ¢
! Web Research v /U
Business ) -- skipTracer o @ ©
* — Email Marketer

J

;E ‘; :‘“‘\
L

Most relevant ¥

Expert

Md.saiful Islam - 2nd
| Help Grow To Sales For Any Business

Md.saiful Islam - 2nd
| Help Grow To Sales For Any Business

Sterk resultaat! Dit toont perfect hoe een goed
uitgewerkt outbound proces schaalbaar nieuwe klanten
oplevert. Als Lead Generation & Email Marketing expert
help ik bedrijven ook met het vinden van de juiste
decision makers, bouwen van gerichte prospectlijsten en
opzetten van campagnes die converteren. Slimme
targeting + sterke opvolging = volle agenda. s#

Wil je dat ik er 2-3 varianten bij maak zodat je kunt

sruiseeion? — Learn to use your tools...

Learning Zone - lITB
Bangladesh

© Michael Humblet 2025 www.schoolofsales.com



The effect is enormous

Q_ in:spam

o- ¢ H
Wendy Bradford
Rita Nolen

Secured Brokers
Stephanie van Matixs
Max van Oostenrijk
amanda@appprojectbr...
Bogdan at AWR
dominic@getinbound... 2
ivan.reynolds

Sarah Pearson

Daniyal Majeed

X
1
Tir

o @ © 4

@ 1-300f30

Messages that have been in Spam more than 30 days will be automatically deleted. Delete all spam messages now

RE: Michael, Any updates on my Email? - Hi Michael, I'll keep this quick. | am here with an opportunity to assist you with the potential c...

Michael Humblet among The 10 Most Empowering Business Leaders to Watch in 2025 - Hello Michael, | trust this email finds you w...

(Grow your Business NOW) 2025 - Hello michael@chaomatic.com ,

Waardevolle Tijd Besparen? Wij Hebben De Oplossing! - Automatiseer uw berichten op sociale media

Michael Humblet, nieuwe investeri - Deze week presenteer ik u een unieke beleggingskans. Wilt u ook mee investeren? Nee
RE: Question for Chaomatic - Good day Michael, | know you're busy so bumping this up to the top of your inbox let me know if didn't

Your contribution to an industry study - Hi Michael, as someone responsible for delivering quality services in digital marketing and SE..

RE: Boost organic growth with SEO-focused content - Hi Michael, | hope you are having a great day! | wanted to reach out once more...
Michael - B2B Database Leads - Hi Michael - | hope this email finds you well Excited to offer you a customized B2B Database for your s...
Fwd: Proposed Telephone Appointment with School of Sales - SOS - Hi Michael, | appreciate you're busy and don't intend to be a pe...
Michael, Scaling B2B Content Like Code: A DevXen Perspective - Hi Michael, Daniyal Majeed here, CEO of DevXen. I've been followin...

+100 spam mails from lead gen
companies daily in my inbox

© Michael Humblet 2025

[

Became an Al influencer
on TIkTok’

"

Badass Al sales
guru

And now we all wonder why Cold Acquisition is no longer working

www.schoolofsales.com
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Where are we in the sales evolution?

Analogue Sales —

. Traditional, human-driven sales
approach.

. Sales reps handle everything:
prospecting, outreach, negotiation, and
closing.

. Heavy reliance on personal

relationships and in-person meetings.

. Decisions are often based on gut
feeling rather than data.

. Slow and inefficient, with limited
scalability.

© Michael Humblet 2025

www.schoolofsales.com

Digital Sales

The transition from manual to
tech-assisted selling.

CRM systems, email automation, LinkedIn
outreach, and sales enablement tools
enhance efficiency.

Data-driven insights help personalize
outreach and improve conversion rates.

Still requires significant human effort—sales
teams need to manage tools and interpret
data.

Technology supports sales, but
salespeople still drive the process.

315 2



S| School of Sales

Shaping the sales of tomorrow

What is the B2B sales reality today?

WITH SCHOOL OF SALES WE HELPED OVER 420 COMPANIES AND WE SAME THE SEE PATTERN EVERY SINGLE TIME

80% of sales ICP Cold SALES
are reactive Outreach ADMIN
Order Most struggle with No cold Endless CRM admin,
taking Discovery because of No skills copy paste, no
this No attention tracking
No trust

Lack of supporting business process & skills

© Michael Humblet 2025 www.schoolofsales.com s I s 3




Reasons why the transition to digital is hard in B2B?

1. Personal knowledge

2. Limiting believes

3. Company processes

4. No leverage of scale

© Michael Humblet 2025

Skills

Outreach &
pro-active

CRM only as
reporting tool

Digital is not Excel

www.schoolofsales.com

Your Prospect has changed
Have you?

Have your methods?
Have your sales insights?
Have your sales processes
Have your tools?

5 -



The next leap in sales

Digital Sales

Analogue Sales

© Michael Humblet 2025

Autonomous Sales

The next evolution: sales processes that run
independently with minimal human intervention.

- Al-powered sales engines handle prospecting, outreach,
engagement, and closing.

- Al continuously analyzes buyer behavior and adapts
messaging in real time.

- Hyper-personalized automation—emails, LinkedIn messages,
and video follow-ups are fully Al-generated.

- No need for manual pipeline management—AIl determines the

message to send.

— best prospects, the best time to reach out, and the best

- Al-driven negotiation, follow-ups, and even contract signing.

Key Shift: From sales teams driving the process to Al optimizing
and executing it autonomously.

www.schoolofsales.com

313



Autonomous Sales Machine Setup S|s

ARERR"

© Michael Humblet 2025

1.ICP

Ideal Customer Profile

2. List building — where can we find them

Digital — what about non-digital?

3. List enrichment
Personalisation — hyper personalisation
4. Signals — Dark Sales Traffic

What are they doing without telling you?

5. Outreach

How do we reach them?

6. Messaging + BAIT

How do we bait (lure) them into our funnel

www.schoolofsales.com

FOLLOW - UP
Is the key

/

Fix Sales admin
Aka COPY PASTE
to get things done

315



Which prospects to call first?

80 Leads imported

Score calculation

Define muitiple user events and assign them weights to calculate the lead score

\Y4 Q Search by email, last name, first name, phone number

EMAIL
First & last name s : Lead score v
@ < Email opened Positive
Lluis
g ® 100
@ & Clicked onalink Positive
W Ale 1
e 0 o
@ O Replied to email Positive
e&_ James ® 100
LINKEDIN
@ Nacho ® 100
- @ M Accepted invitation Positive
0 Ran ® 67
@ [ Message opened Positive
o Ryan ® 67
@ [ Replied to linkedin message Positive

0 Viacheslav &

= 0 lemlist

Shaping the sales of tomorrow

Joaquin ® 67
e S| School of Sales

A Albert ® 67




List Enrichment — combined with personalisation

?; All Leads v (D Columns 12/43 T Sort by Y Add filter «* Connect External Column U @ outreach incebreaker
@ ICP... D | @ FindRecentLin.. > & Hiri. > @ Outreach incebreaker ® O
No Fit No posts found 3 Teamleider ... ik zag vandaag dat jullie op zoek zijn naar een teamleider auto, manager HRM en soft...
No Fit Posts extracted 17 Customer ... ik zag vandaag jouw LinkedIn-post over het belang van datagedreven besluitvorming ...
Fit No posts found nothing found ik zag vandaag jouw LinkedIn-profiel en zag dat jullie op zoek zijn naar verschillende p...
No Fit No posts found 16 Software E... ik zag vandaag dat jullie op zoek zijn naar verschillende profielen zoals Software Engin..]
No Fit Posts extracted nothing found ik zag vandaag jouw LinkedIn-post over wie LinkedIn gebruikt voor acquisitie en zag d...
Fit Posts extracted 5 SEA Special... ik zag vandaag jouw LinkedIn-post over de waarde van kwaliteit boven prijs en zag o0o...
Fit No posts found nothing found ik zag vandaag dat jullie op zoek zijn naar specifieke profielen, maar ik kon niets vinde...
No Fit Posts extracted nothing found ik zag vandaag jouw LinkedIn-post over de wake-up call voor realistische Al-implem _
J
No Fit Posts extracted 8 Accountant... ik zag vandaag jouw LinkedIn-post over jouw nieuwe avontuur als Partnership Manage..

3 baseloop kﬂ CIay hSheetsGPT

© School of Sales 2025 www.schoolofsales.com s I s



Crystal Knows — Enrich with Personality Type

¥ Michael Humblet
= Predicted profile

Engels

Communicate more )
effectively by choosing the 5 SR
right tone and approach. ' - @ :

a
m 2 Jorik, improve your candida

Di (Driver)

Determined - Persuasive - Ambitious

) HOW TO COMMUNICATE

Focus on ambitious goals, out-of-
the-box solutions, and moving
quickly.

Do
Michael Humblet @ -iste C. Chaomatic
Auteur van WHY NOW en Nobody Knows You! Founder Chaomatic &

TG i I O r p ro po S G I S G n d e m G i I S to School of Sales. Uw prospecten zijn veranderd, u ook? ® ;::::2:“ Hogeschool
Br

ol en omgeving - Contactgegevens

(_ Talk to Consulta Use an energetic, assertive tone

Speak with high energy and
answer questions directly

’ 28.663 vo - 500+ connecties Meer profielen vool Don't
Mmatch the prospect’'s A g
Human B2B content

marketing at Al spe

. Weergeven in Sales Navigatorri w\ Mijn website bezoekenj‘ @
personality - D)
. S

Profiel verbeterd met Premium g
Stefanie Van Mo{
A Spreker coach - TEf

2 | Trainer public sped
@ lemlist i

Vs P
& Bericht L)

X Don't be overly friendly; be

assertive and push back when
youneed to

X Don't give in-depth product
descriptions without explaining
bottom-line impact

(&)

€ bisc map

Michael Humblet ¢ ?’ Bruno Desmet [
@ Enabling relnvent,
reAccelerate

T 3 (" Bericht )

© School of Sales 2025 www.schoolofsales.com s I s



Looking for a shortcut?

- 66% is spend on non selling
SALES vs . activities (read as Admin)
ADMIN - 7% of sales say to spend to much
time on admin

Getrid of Excuses

—
.

Ban the admin burden with 24/7 Al assistant

2. Prepare and guide selles (through your sales
playbook)

3. Capture immediate insights from your field sales

(never miss a beat)

© School of Sales 2025 www.schoolofsales.com



Let’s kill what everybody hates

Al sales rep for followup and
qualification

With the help of Kollie.ai SDR agent you are able to immediately get customer's
attention at the moment they are browsing your web site

Get Started - it's free Speak with demo agent ->

No card required Just leave your number for live demo

Now: Post intent phase...

© Michael Humblet 2025 www.schoolofsales.com
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Not ready yet?

Meet Piper, the
#1 Al SDR agent.

Leaving inbound buyers unworked isn't working. Now
you have an Al SDR agent who autonomously nurtures
and converts inbound prospects into pipeline, 24x7
and at hyperscale.

© Michael Humblet 2025

www.schoolofsales.com

Think again!

Evolving from SDR towards pro-active sales

315 >



B2B SALES — Autonomous sales — how do you get there?
We're all hunting the same persons - your sales approach will shift

C-LEVEL

© Michael Humblet 2025

MANAGEMENT

CONNECTED TO

Executives b

Cxo, VP, exec,
founders,...

c———

Management

Management,
Directors,..

c———

Operational,
juniors and experts

www.schoolofsales.com

MODEL

Analogue
TRUST, spend time

Digital / Hybrid
Mix of hybrid / digtal
approach

Automated process




Dark Sales Trafflc




Your true prospects want to be ANONYMOUS

o\ ~~" LinkedIn post ~ A Trackable Link = 1546 Clicks
w Michael Humblet g . .
° 9 ;:g”“?;ﬁsf"g‘c Maxsimielna yarveysnsss ans tyilding wioning e We bl nar S eries

o0

While watching the news | thought | need to help. Knowledge & time is the H
one thing | can offer so time to walk my talk and make sure you WIN with

Webinar Series

| set up a series of 5 webinars that are completely free (yes, no catch) with 1
simple goal: make you WIN. But winning is a combination of things so here 2
sls hool of sales are the 5 topics: : _

Shaping the sales of tomorrow

- Sales foundations: sales has changed, have you?
- Sales Pitch: time to convert
- Thought leadership: flip your funnel
- Running a sales team: move faster with others
- LinkedIn masterclass: the shizzle the experts don't tell you
Sales Foundations SalesPitch Scale your Thought Running your Linkedlin Mastership - ..open for suggestions if you have a topic
oot ¢ Lo 1,546 .

michaelhumblet.com

Leamhon Sales Team Leamhowto scae and

Buidngthe! miushw Terage Likedi o yourbusines

On purpose, we do this on a Friday around lunch so all can join as this is not
a moment to call prospects or customers. =

See you during the webinars!
You can register for the webinars here: https://bit.ly/2HJWREu

#sales #salesenablement #business

931 unique registrants

Wehinar Series £+
15 o= =N

Scaleyour Thought
Leadership
kg e

@ with You and 2 others

O © @ 7716 Comments

© 2025 Michael Humblet | All rights michael@chaomatic.co
reserved m

O



What about
sdales teams?

Yes, you hungry closers



Example of changing sales teams

Top 3 kitchen builder brand in BE

P~ On their website you can scan a
| il X drawing and Al draws
— ‘ automatically the most beautifull

f B ’ .
11 ) i kitchen ever
J f i o |

Do they still need a sales

www.schoolofsales.com s I s 7

© Michael Humblet 2025



© Michael Humblet 2025

The impact of Autonomous Sales in sales teams

1. Sales reps focus only
on closing deals - Al
handles repetitive tasks

2. More deals closed in
less time with less
manual effort

1. Salespeople shift from
outreach specialist to
strategic consultants

2. Al executes the
playbook, while humans
focus on complex deals
and relationships

Changing sales roles

1. Companies need fewer
sales reps, but those reps
are highly skilled an
specialized

2. Sales cost decrease, and
revenu per rep increases

Smaller more effective
teams

www.schoolofsales.com

1. Sales is no longer based

on gut feeling —every
decision is backed by Al
driven insights

2. Al continuously learns and
refines the sales approach

for higer conversion rates

Data driven decision
making

13



Shaping the sales of tomorrow

S| School of Sales
B2B SALES — Autonomous sales — how do you get there?

Final goal: A self-optimizing sales system that operates independently

Digital sales Enﬂblement 1. CRM Automation tools, Al assited workflow tools

2. Sales teams use data for personalization but still
execute the process manually

l.Automated outreach, lead nurturing, and engagement.
. 2. Al-driven chatbots and automated video messages
Sales Process Automation handle early-stage interactions.
3. Sales reps focus only on high-value conversations and
complex deals.

. 1. Al assists with lead scoring, email personalization, and
Al-augmented selling predictive analytics o . _
2. Sales teams leverage Al insights but still make final
decisions and manage the funnel.

1. Al handles full-funnel execution—prospecting, outreach,
follow-ups, and closing.

° 2. Human salespeople are only needed for strategic oversight
Autonomous Autonomous Sales Execution and high-ticket, complex
3.Al continuously learns and improves based on buyer
interactions.

© Michael Humblet 2025 www.schoolofsales.com s I s 9



Hang-on
What about you
Humans?




In the age of Al who will you trust?

© Michael Humblet 2025

Michael Humblet
“Trust will be the biggest currency in Sales”

chaomatic

B2B creative content made easy

www.chaomatic.com

NETWORK

Michael Humblet @

Author of Nobody Knows You and WHY NOW? Founder Chaomatic
and School of Sales, Maximizing your revenues and building winning
sales strategies. B2B contextual content expert.

Brussel en omgeving - Contactgegevens
29.346 volgers - 500+ connecties

CONNECT,
DON'T COLLECT!

www.schoolofsales.com
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Inspiration

Wilils\lldaction

IS worthless










START RUNNING




Build your own Autonomous Sales Machine

Tooling recommendations

NIEINIEN THE FUTURE OF SALES

@ lusha Apoloio
lead generation

unkedd = OCEQN

w B @A Clay
sicall  HUbSPOt @
N Rt The future of Sales:

Autonomous selling

The Tools You Need to B2B sales have undergone a massive

transformation. The traditional approach of
0,
Automate 78% of Your generic pitches, and manual follow-ups no longer

Prospecting Outreach works. Buyers are overwhelmed with information,
skeptical of sales tactics, and expect hyper-
personalized engagement. If your sales team is
struggling, it's not about their effort — it's about
outdated methods that no longer fit today’s
landscape.

s | School of Sales

Shaping the sales of tomorrow

schoolofsales.com

Many businesses still spend too much tin
manual prospecting — finding leads, draft
emails, and following up takes valuable h

Yet, only 2-3% of your audience is ready
at any given moment.

This means you need both volume and p
to generate enough meetings. That's why
automated most of our prospecting proce =

read more

read more

) Michael Humblet




onna:
A hyper-personalized future
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http://www.askdonna.com

Everyone’s racing to adopt Al.

- salesforce

s Al Strategy&,}l ,
DML i ope Implements Al Acloos e

'Metq aWws CISCO

Sap ~—— SAMSUNG
servicenow

- salesforce

A Privey
Amazon Wants to mazon Wants to Drive

Drive Its A.1.Flwhwel- A.L Flywheel

donna.



95% of Al pilots fail

not because of the tech, but because of people, process, and mindset.

dOﬂ nO . Source: Forbes 2025



Rewiring How We Think & Work

For a tech Commercial Field sales reps
provider leader

donna.



Every tech leap starts with a UX shift

Browser based Touch Voice

donna.



From search to conversation

The new generation adopts Al intuitively, the rest of us need a little €hange management

Audience Demographics: S
ChatGPT vs Google

Age

60%

46.7% 264.5M

45%

30%

24.7% 1.6B
24.3% 137.6M

231% 1.5B
1.2B

15% I | |
0

18-24 25-34 35-44 45-54 55-64

18.5% 1.

122% 691M

@ 0% s545m

@ 7% 20m

&=
@ o5 505
e - :

o
(6]

@ 2% 1™
' @ 2 s

donna.



So... How to “Rewire”

donna.



For a tech provider... (like Donna)

donna.



From Customer-First to Consumer-Ready...

Donna's core vision: consumer-grade experience for B2B

donna.






Culture and iteration drive real Al adoption.

O

The willingness to fine-tune
Is the new “configuration”

donna.



Rewired...
For a Commercial leader

donna.



Technology won't fix misalignment

Automating a flawed process
only helps you do the wrong thing faster

donna.



Partnerships double success rates

You are not alone... talk to experts

“MIT found that external partnerships reach deployment
2x more often than internal efforts (67% vs 33%)."”

dOﬂ nO . Source: Forbes


https://www.forbes.com/sites/andreahill/2025/08/21/why-95-of-ai-pilots-fail-and-what-business-leaders-should-do-instead/

Culture and iteration drive real Al adoption.

O

The willingness to fine-tune
Is the new “configuration”

donna.



Rewired...
for a Field Sales Representative

donna.



Before

Process full of friction Personal Al assistant 24/7
o Left behind in the SaaS enablement space o Anytime, anywhere access
o  "For management” o  Capturing every interaction, voice driven
o  Without the right user experience interface
o No productivity gains o  Proactive coaching & nudges

Zero friction: between meetings and systems

donna.






Rewiring takes time - But yields results

Al Doesn’t Replace People, It Removes What Gets in Their Way

Fix foundations Strengthen yourself Keep learning and
through partnerships iterating as you go

donna.



Let’'s talk!




ABB:
Sales transformation at the
forefront of iIndustrial iInnovation
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S MEGATRENDS

Electrification Urbanization Labor Energy Al and

of Buildings Shortage Efficiency Digitalization
and Aging and
Population Sustainability




-

ABB has driven
technology
forward for over
130 years.

—m -




Main pillars of sales transformation

Products Processes

A\ I HR
Ialld ]



Products
Software, Digitalization, Al

>50% of our R&D employees >250 Al-focused projects

in software development. running across the ABB Group.

STRATEGIC PRIORITIES

L~ >

Increase the digital content Embedded software enables
in our offering to support differentiation.

gross margin and industry

leadership in technology.

1. Management estimates based on FY 2023 orders.
© 2025 ABB. All rights reserved. Slide 18

\@/
Continue to develop Industrial
Software and Digital services

organically and make bolt-on
acquisitions.

ORDERS

~60%!* orders are software or digitally
enabled products and services

83% orders are products and solutions

17% orders are services

A B
al



People

Bi-weekly best
practices sharing
C)

v =
xX=

= Pipeline accurac

Storytelling and o) @ and Al triggered

value based selliy [I] = Qw-ups

Understand rising
customer pain /_/' Data Quality

points crve . .
Upskilling digital
value proposition
V) f Al Tool 0,.0,° Cross-divisional
se o [e 0] I ‘@’ ::9:‘; b



© 2025 ABB. All rights reserved.
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ENGINEERED
TO OUTRUN



ERA Real Estate:
What we |learned from
bringing Al into sales



ERA real estate

5 key takeaways from bringing Al into sales at
ERA Real Estate



The Business Problem

The Challenge

A real estate agent’s success depends on personal connections — but
that doesn’t scale across 500+ agents.

The Core Issue

Brokers failed to log detailed evaluations after visits, leaving gaps in
customer understanding.

The Impact

Incomplete data made it difficult to build comprehensive customer
profiles and deliver personalized service across multiple interactions
(both digital & physical)




Do your Don’t do your
administration administration




Three P&L's



Push baby push



lesson 3

It’s gonna be uncomfortable for a
while



lesson 4

Decrease risk as you scale



One bite at a time



)

m
>

Outcomes & Key Takeaways

5% 50 3

longer evaluations Active Users User Profiles
Average evaluation text is five times Currently scaling with 50 brokers, with Early adopters, skeptics, and
longer, providing richer datasets for the plans to reach 350 by next summer. optimists—adoption isn't tied to sales

organization. performance.



Securex:

The ClIO perspective on
Redefining Go-to-Market
Strategy



Al as a Growth Engine:
The CIO Perspective on Redefining Go-to-Market
Strategy:




Lead

intelligence Content & messaging

Sales coaching Forecasting &

Sales planning Pricing

CRM automation

VALUE BOOSTERS

© @ * il

Increased Better Enhanced Accelerated
efficiency targeting insights growth




Al said you were
interested in tractor tires!

I work in




Strategic
Laziness

Legal and compliance

Bias Sabotage

Digital security

Reputational
damage _
Staff reduction

WE'VE THAT SOUNDS...
REPLACED SURPRISINGLY
ALL MIDDLE LOGICAL.

MANAGEMENT

DECISIONS (
WITH AN AL %

Al: Artificial Incompetence




Start! R YEIE Good small teams.
Do the unexpected. Can do

Find the others big things
J:{ele(34:4 ADOPTION JIW.NjZel:Y fast




Panel:

Stories from the trenches on rethinking
go to market and making Al work in the
real world with TVH & JDE Peet's



donna.

Meet our panel

Nicolas Christiaen Lieven Somers Luuk Van Stek
Founder [ CEO Director Commercial Excellence Global Business Process
Donna TVH JDE Peet’'s




Thank youl!

Don’t forget to
follow me on
Linkedin

donna.



