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Al for tillvaxtagendan
- dags att byta fokus!

s Emma Storbacka
w4 Follow me on in
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avausn

Var thought leadership kring data och Al inom sdilj och
marknad

The
avaus

Al in
Marketing Operating model blueprint

Avaus best practice
& Sales
s

Approach
A PODCAST BY @Uuaus B i

DATA
DRIVEN

voccey

MarTech &
Customer Data

[ Data X Algo X Action ]

in the Age of Al



Var ér vi nu? Frdn chat till agentiska arbetsfléden

Expert-level English speaker
Use: Al assistance in tasks

Chat models

ChatGPT/GPT-5 instant

Expert-level work
Use: Virtual Al colleagues

Expert-level analysis
Use: Al automation of workflows

Long-horizon

agents
Claude code

Long-horizon agents plan, execute,
and adapt across extended action
sequences to reliably achieve a goal

v

2022-2024

Source: Sequoia, Jan 4 (link to article)

2025 202X

avausn


https://sequoiacap.com/article/2026-this-is-agi/

Al will be our
assistant, team
member and
replace some of
our roles or tasks
completely

avausn
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Learning by doing



avaus

Ndagra lardomar fran 15+ ar av att skapa védrde med data,
Al och automatisering

2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2023 2025

2018 2018 2019 2020 2021 2022 2023

Data - Algo - Action Algo Leap Cookbook Factory Nexus Barometer yourcompanyGPT
Al use case Hands on Use cases for Alin Approach for Visualization target state Maturity assessment to  Infrastructure for
design framework learning program marketing and sales scaling Al/ML impact for Al identify blockers training bespoke LLMs

100s of Al-powered use cases implemented since 2013



Al ar allt mer tillgangligt - fé6r vem som helst

2000

From scratch, professors
create models

$200'000 - $1'000'000 2010

A Reusable code, data
scientists create models

$30°000 - $40'000

Cost of
training a
model

Today:
AutoML, anyone
creates a model

$180-$300

avaus



Vad stammer annu? Vad ar annorlunda nu?

Al ar inte en IT-fraga

e Specialistkompetens inom Al ar inte

Att n& skala ar det som kravs for en flaskhals

affarseffekt e Fler mgjligheter med generativ och

Ett “use-case’-baserat agentisk Al

tillvagagangssatt skapar tydlighet e Dvs en mangd nya

Data &r det enda som har langsiktig applikationsomraden
differentierande kraft
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Vad borde man gora med Al?



avaus
Use case examples

C Dustin

Commercial Alf Automation Use Cases

Aligned to Commercial Objectives & Impact

Other Acquire 900 new mid-market Expand HW, SW and services Win more public tenders and Improve profitability on the
customers in NL sales within workplace & infra enterprise RFPs for workplace largest existing contracts per

to existing custome|

Activate Next-Best-Offer Recommendations Across Channels

Generate Al-Assisted Tender Responses for Validation

jd-market starting with SE, then Nordics

Expand services sales within
workplace, with focus on Commercial Objective
TakebaCk' 10 EXIS“ng ente' - Win mare public tenders and enterprise RFPs for workplace (RFP)
Full Use Case Name

Tender Response Al Generator g each customer with tailored offerings and messaging to maximize the effectiveness of

Description
m SVimpact: High

Automated generator for high-quality tender responses using Al Auto-generate drafts, humans validate and submit

gn  Efloigh score:7/10

Commercial Obiective Sales Velocitv Impact Avaus Shortlist

Busi T




avausn

Use case example

Automating the biggest bottleneck in B2B content generation
- commercial insights from sales and product experts

Process
stages

Human
in the
lead/
loop

All
Automation

Identify Commercial Build Challenger ) Develop Content Generate Content
Insight Narrative Concepts Drafts + Briefs

Commercial Insights Confirm Challenger -
Interview Choreography Validation Loop(s)

Instruct Agency /

Implement

1h Standardized format, conducted in Based on Challenger Sales \ERCEIS
Teams with Sales rep or product expert methodology

. . , Pillar topics and First drafts of
Transcribe & Summarize , “ content formats Content Derivatives
Extract customer ' H ' -
misconceptions or triggers Identi )
repurposable Create SEO inputs
existing content

Draft challenger reframes and
insight statements

Creative Content

pack for
marketing/agency




avausn

Bespoke content Engine that handles repurposing of content

Alleima Add Content «#ro  Back Q

CONTENT ENGINE Submit content for analysis and repurposing

B content
L9 Threads Content Analysis
E.l/ Tasks Ssummary
Alleirr g his f ]
<J Channels -
Value Assessment proceed C
Key Themes
Advanced materials t§
= Technical Depth 4/10
dustrial applicationg
nnovation and R&D in
Audience Relevance 8/10
Key Points
Conversion Potential 7110
ED Best Practices Evergreen Score 9/10
@ Settings Uniqueness Score 7/10
Groups Overall Recommendation 7.0
APAC Al The content has an average score of 7, with no dimension scoring below 4. It demonstrates strong audience relevance, high
evergreen potential, and good uniqueness, making it a valuable asset for repurposing. While technical depth is rated as average for
the target audience, it still provides sufficient detail to engage and inform, laying a solid foundation for further, more in-depth content
English v Content URL
ign ou i _‘A 1

httne//content-enaine avatic com/content



avaus
Use case example

LinkedIn studio for helping B2B sales reps be actively social
selling

avaus
Linkedin Studio @

Generate, review, and improve LinkedIn posts with Al

Set up your own profile

Themes  Learning & Best Practices  Manage Creators  Settings

Pick up to 3 themes (optional) Get Suggested posts based
Al is accelerating — Helsinki, 13 May Al Agents Replacing Workflows Why Most Al Pilots Fail to Scale Executive Al Literacy Gap . . ey 0
on firm priorities

From PoC to Production The Hidden Cost of Al Indecision Building vs Buying Al Data Strategy as Competitive Moat Al-Capable Teams

What Happens in Executive Workshops

Automated email
Add additional context or content (optional) Suggestions every monday

Oscar Jaderberg Kalle Heinonen  Playbooks yourstyle llona Prybook Yo syl

Activation Architect Delivery Operations Transformation Lead

s Al Use Case of the Week « Building Legitimate Al Delivery * C-Suite Alignment for Al

+ Tools & technology in client organizations «+ Why Data Science # Al Strategy « Building Real Business Cases

* My learnings implementing use cases & « Operational Realizations from the Field « Change Leadership in Uncertainty
capabilities in client organizations « What Good Al Delivery Looks Like « Scenes from Executive Workshops

Paid media & advertising in a first party & Al
first perspective



Use case example

Personalized microsites autogenerated for target accounts
with business case and insights captured from sales process

dUuauL

The fastest path to Al-native
commercial activation in
Nordic telecom

Bredband? is lean, technically unencumbered, and operationally independent inside
Telia. That makes it the best-positioned entity in the Nordic telecom landscape to build
and prove agentic commercial Al - fast, without the legacy drag that slows every

comparable program at scale operators. We estimate >100msek in annual activation



avausn
Use case example

Sales “second” brain collecting data about all ongoing sales
initiatives and accounts

“"-@ SALES BRAIN - Q4 2024 Command Center

Creating a context graph for
your commercial engine

Region Global NAMER  EMEA v Product Platform  Services v Segment Enterprise = SMB

Key Accounts & Territories s Sales Force performance ACCOU ntS
EMEA Enterprise

. ' . A @ Liam Jones @ . .
Acme Corp (Target) - t . \ Meet|ng ’[ranSCI’IptS
o9 4 Pipeline Value: $1.2M
Engagement Score: 92% -

Win Rate: 58%
Recent Action:  Technical Demo 5 =

Top Sales Rep: Sarah Chen it SoachingiErioritygiNegotation OppOl’tU n ItIeS
é .
.

Territory Coverage

Sales Excellence

e L ‘ Reports
NS e 1 e ‘ - .
e ‘ ? TR External signal data

b i . .-.. v ! ,..' :. o " : " ! B * . .

4N AR S 7a T By = ..allowing for agentic workflows to
‘ . ;‘:.-q,,.: ,‘. ' N start supporting sales at scale

g : e e - ~ R

. ., 3 ." ...n. ¢ ‘u




Use case example

avausn

Al first commercial excellence and supporting sales
organization to transform to Al first ways of working

Mid-year diagnostic 2026

Dustin - 3 juni 2026

llllllllll

o1 Opportunity sizing rigor

82 ICP and segmentation

o3 Target.setting and ambition

a¢ GTM and channel strategy

65 Commerdial and Al risk

as Al governance and responsible use

00 How towin — Equip the org to executs with Al in the workflaw

47 Org, roles and Al literacy

68 Data and tech foundation

85 Automation and Al in the woridiow

12 Sales excellence methodology

11 Enablement and coaching

CHECK & IMPROVE

Make it last — ez

((((((((((((

e Emphasize maturity

Al First Commercial Excellence
defined as processes and best
practices

Context layer (Al+humans)

e Process

e (Golden examples

e Tools (e.g. “generate proposal”’)

e Workflows (e.g. “update CRM")
Used for:

e ComEx "health score”
e Roadmap & Priorities
e Agentic backbone

Diagnose — Plan —

Systematically build



avaus
Use cases

Change management example - Sales excellence fulled by a
shared framework, instant feedback and Al augmentation

Instant feedback delivered as a business simulation

“THE SALES EXCELLENCE S| )|
SIMULATOR” |

Shared sales excellence framework and roadmap

RESOURCE CPTIMIZATION
Customer Understanding
P
. ese u Structure & Roles

Al augmentation at each step

R aings o
Sales Strategy  ~ =
Sale: 80%. of tho ard & Al Sales Coach
Lo = activa ts, this time can be ref = Caachnge
Structure & Roles. re i
n P e Maturity Level /5 — Defined
[T IR———
n ‘four Sales Structure is developing. Mext
@n u
FOCUS AREAS e
1. Audit time abocation — how ruch is actual
B KPls & Incentives |~ Defina roles including Al Agents (CAP Agent) o) selling va admin?
.
2. Coneider specialist roles (deal desk,
Balance workioad between FTES and Al o] propasal team)
o People & Leadership

3. Standardize your CRM workliow o reduce
manual data entry

[ Ontimize sales support — remove admin from sellers

Culture The CAF Agent can automate much of the
. r Al Agent Boost remaining admin burdan.
&
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Mindset shift 1:

10x eller 1/10



avaus
10x eller 1/10

Tvd helt olika mindsets - vilken skapar tillvéxt?

Kan vi géra Kan vi skapa 10x
samma fér 1/10 av mer vérde for
kosthaden? samma kostnad?
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Mindset shift 2

Stop the dutt



8]
=
g
2
a




avaus

Recept for att sluta dutta: Al-strategi Gr som vilket som
helst annat affarsbeslut

Pace of

Value Drivers Use Cases . .
implementation

Operating Model

Identify where Translate
value lies and opportunities into
approximate size initiatives

Tie Al initiative to value Assess execution
creation plan readiness and risks




avaus

Piloting — Scaling

Typical @ = Deep prospect research
approach g# = Intro meeting slide generation
PP W 'g 9 Al layer
l @ = Account Drive admin Agents and agent powered workflows

Automation layer
Triggers and rules that power workflows

Integration layer
Automated data flows across systems
Data layer
Clean and connected. Single source of truth.
Process foundation
Clear ownership. Documents. Manual refinment.
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Mindset shift 3:

Det ar dags att borja

(men inte pga tekniken)



_ avaus
Det &r dags att borja

Hur snabbt din organisation kan anamma férédndringen ar
den centrala problemstdllningen - inte tekniken

A

e Technology
UEJ evolves exponentially . .
i Gapet mellan vad vi kan gora och
o vad vi faktiskt gér har aldrig varit
i storre!
a

Organizations

evolve incrementally

>

Adapted from Scott Brinker's ‘Martec’s Law” TIME



o avaus
Det &r bradis

Det svdra dr inte att bérja - utan att nd skala

Leaders automate They add 50-100 new use Their operating model is
at scale cases per year the secret weapon



avausn

100s of use cases, 1000s of automations

Case: Commercial Al
Program at Dustin

100+ use cases identified
Translates into 1000s of automations
* 6 core offerings

« 6 markets

Avaus partners to build use cases with
increasing efficiency

Building operating model as we go
forward

Big leaps every year

The program will evolve through 3-years with an iterative and phased approach
towards autonomous agentic commercial operations

FY 27-28

Autonomous operations
EY 2627 Significant process changes
Scale with agents Key outcomes:

g N Fully autonomous processes to

Business impact and volume support scaling (~500-1000
automations)

. Key outcomes: v Optimization of end-to-end
Strong foundation v/ 200-300 Al driven automations processes
Standardization & agentic leaps across markets, offerings and v Significant, measurable
channels productivity gains
Key outcomes: V' Unified and high-quality view of the
v Launch first foundational customers

automations (~70-80) to prove Vv Alignment and adoption in
commercial impact across markets marketing and sales

N Improve current tech stack and
data operations

N Implement core operating model
and governance

v Monitor Net Sales impact of the

automation portfolio




Med Al kan vi bygga fler use case - och nd skala och vérde

snabbare

Build “use case factory”
The more use cases, the more recurring
and accumulating value generation

Use cases in
production

Q1 Q2 Q3 Q4

Each use case added compounds the value of all previous
ones. By Q4 of Year 1, the portfolio is already generating
measurable incremental revenue

Grow capacity by shifting
work from people to agents

Repeatable tasks transitioned through
agents and Al-powered workflows

Agents

- People

B EEE

Y1 Y2 Y3 Y4

The same commercial output requires significantly less
human effort - and the agents belong to you.

avaus



Dags att fokusera pa Al fér tillvéixtagendan
« Tillvaxt - Stor potential, vi valjer hur vi ser pd den

Tre dndringar i mindset
« 10x eller 1/10 - Valj att skapa 10x mer varde
« Stop the dutt - Al dr ett affdrsinitiativ som vilket annat
« Det drdags att borja - Organisationen dr din flaskhals



Emma Storbacka
Follow me on in

av




