
Rolodexes, Robots, and 
Relationships
Sales in the age of AI

Who is your sales system actually built for?
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Three phases of sales tracking

P H A S E  1

Spreadsheets
P H A S E  2

The CRM
P H A S E  3

CRM + AI

F O R  M A N A G E M E N T Little insight. Hard to manage. Data for oversight and basic 
forecasting.

Complex analysis, in-depth 
insights, tools to better coach reps.

F O R  T H E  
SA L E S P E R S O N

Fully manual, but high autonomy. Useful email logging and 
reminders, but also the rise of the 
“CRM police.”

Less admin, tools customized to 
each customer, more effective 
sales activity.

REPS CARRIED THE ADMIN
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Four jobs for AI

M A N A G E M E N T S A L E S  T E A M S

T O P  O F  T H E  F U N N E L

Analyze where to invest
What it costs and where the return is

T O P  O F  T H E  F U N N E L

Personalized follow-up
Research before the visit, 
personalized sales collateral after

B O T T O M  O F  T H E  F U N N E L

Allocate time and coach
Win/loss patterns, funnel constraints, targets, AI-

enabled personalized coaching

B O T T O M  O F  T H E  F U N N E L

Win faster
Less admin, AI-generated call notes and 
reminders, more time for customer connection
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Analyze, then invest
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M A N A G E M E N T
Top of funnel

THE BENEFIT

Doubled paid search spend after AI showed it brings in the most new 
customers (80% new logos).

Paid search: 80% new logos

HOW WE DID IT

Connected Claude to HubSpot

The prompt in Claude + HubSpot:

“Classify every contact in HubSpot 
(core pipeline only) as a new logo, 
won before, or never won, and 
show the split by lead channel. 
Then use our marketing spend by 
channel (attached) to calculate cost 
per new customer, and recommend 
where to shift budget.”



Personalized follow-up, faster
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S A L E S  T E A M S
Top of funnel

THE BENEFIT

Every customer gets personalized sales collateral, with hazards rated and 
solutions laid out by building.

Color-coded priority, photos, aerial layout

Solutions by building

Options side by side

HOW WE DID IT

Used Claude before and after each visit

The prompt in Claude:

“Here are my site visit notes and 
photos. Group them by building, 
describe each hazard, and rate it 
red, yellow or green. Then write the 
follow-up assessment: 
recommended solutions by 
building, and the options side by 
side. Match the look and tone of 
our website.”



Allocate time, coach reps
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M A N A G E M E N T
Bottom of funnel

THE BENEFIT

Managers now see each rep’s weak stage and coach to it: qualification 
where close rate fell 6.3 pts, prospecting where pipeline is thin.

HOW WE DID IT

Connected Claude to HubSpot

The prompt in Claude + HubSpot:

“For deals created this year, show 
the team’s and each rep’s deals 
created, sent and won, close rate 
against last year, and results against 
target. Chart each rep’s monthly 
pipeline against the team average. 
Then name each rep’s weakest 
funnel stage and one coaching 
focus.”

Close rate down 6.3 pts
Coach qualification

Low pipeline
Coach prospecting



Win faster, type less
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S A L E S  T E A M S
Bottom of funnel

THE BENEFIT  |  IN PROGRESS

Goal: HubSpot updates itself after every call, so reps spend less time on 
admin and no follow-up slips.

HOW IT WORKS  |  IN PROGRESS

Evaluating AI call notes

The flow (example tool):

1 Teams calls and meetings are 
recorded.

2 AI pulls out objections, next steps, 
and qualification.

3 HubSpot fields update automatically.

4 Follow-up tasks and reminders are 
created: “Send quote by Fri.”

FOR REPS

FOR LEADERS



What’s next for HySafe
Where we are today and where we are heading

N O W

• Sales: Claude connected to 
HubSpot for pipeline reviews

• Management: Claude connected 
to HubSpot for analysis, coaching, 
and ROI decisions

• Personalized sales collateral

• An external BD firm (Salaria) 
using AI for cold prospecting

N E X T

• Phase 1 AI estimating tool

• Calls and Teams meetings 
recorded and linked to deals

• New custom CRM fields for 
qualification and objections

• Better data hygiene for better 
email marketing campaigns

• AI agents (e.g., Grok Bot) for sales 
admin and job processing

• Miro for sales process (Galaxy)

L AT E R

• A centralized “brain” across 
Outlook, HubSpot, ERP (BC365), 
and Power BI for customer 
prioritization 

• AI estimating from drawings (not 
just CRM)

• AI updates CRM fields 
automatically (e.g., AskElephant)

• Phase 2 AI estimating tool in the 
hands of sales and ultimately the 
customer
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Take action: three steps to start

1

Get a CRM

Start with your highest-value deals. AI 
can only work with recorded data.

2

Turn on what you 
already pay for

Email plug-in first, then connect 
Claude, record Teams calls, and use 
tasks/reminder. 

3

Borrow what worked

Talk to HySafe or Galaxy (Amanda) 
across Canopy before you buy 
anything, and get help with your first 
questions. Bring managers and reps in 
early.
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In a world of AI noise,
trusted relationships win.

T H E  S H I F T

AI makes product knowledge 
available to everyone.

T H E  N O I S E

Buyers are buried in information 
and still buy from a foundation of 
trust.

T H E  P R E M I U M

The rep who knows 
their customer best 
wins.

The irony: AI is what gives our reps the time to do that.

Who is your sales system actually built for? Your customer.

Thank you
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