Workforce Architects | Sales Superagency™

Introducing a revolutionary approach to sales transformation: a human-centric, Al-enabled sales system designed
to compress cycle time, lift win rates, and scale seller capacity without causing burnout. Our comprehensive
solution addresses the core challenges facing modern sales organizations by creating a unified operating system
that seamlessly integrates people, processes, and Al with clear governance and measurable ROI.



The Modern Sales Challenge

Today's sales teams face a growing crisis of effectiveness. They're
drowning in administrative tasks and constant context-switching
between numerous systems and tools. Critical content is scattered
across various platforms, making it difficult to access when
needed. Deal handoffs frequently stall when they reach legal,
security, and pricing departments, creating bottlenecks that
extend sales cycles and frustrate both sellers and customers.

Many organizations find themselves trapped in what we call "pilot
purgatory" - a state where new tools are purchased with

enthusiasm but fail to deliver on their promised value. This occurs
because these point solutions address only fragments of the sales
process rather than providing a holistic approach to optimization.

What's critically missing in most sales organizations is a cohesive
operating system that successfully binds together people,
processes, and Al technologies with clear governance structures
and measurable return on investment. Without this integrated
approach, even the most promising sales technologies and
methodologies fail to produce sustainable results.

Admin Overload

Sales representatives spend up to 65%
of their time on non-selling activities,
dramatically reducing their revenue-
generating capacity.

Content Chaos

Critical sales content scattered across
8+ systems, making retrieval time-
consuming and inconsistent.

Handoff Hurdles

Deal velocity drops by 35% during
cross-functional handoffs to legal,
security, and pricing teams.

Tech Fatigue

The average enterprise uses 10+ sales
tools, yet adoption rates hover below
40% due to poor integration.



Our Comprehensive Solution
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Workforce Architects delivers a comprehensive, phased approach to sales transformation that addresses the
entire ecosystem rather than isolated components. Our solution integrates five critical elements that work in
concert to create sustainable, measurable improvements in your sales organization's performance.
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We meticulously map your sales We implement a role-aware 8)

funnel, content operations, and Cybernetic Teammate for Our "Sentient Workplace" fabric
seller workflows while Account Executives, SDRs, and connects your CRM, pricing
establishing baseline metrics for Sales Engineers that assists with systems, legal processes, and
cycle time, win rate, ramp time, call preparation, objection content repositories to detect
and content creation hours. The handling, mutual close plans, and friction points and automate
output is a comprehensive heat- automatically drafts proposals handoffs, ensuring deals

mapped opportunity model with and SOWs from live deal context- maintain momentum throughout
a clear ROI gate plan to ensure all within a guardrailed and the sales cycle.

accountability. auditable framework.

This integrated approach ensures that technology, processes, and people work together seamlessly, creating a
multiplier effect that delivers exponentially greater results than point solutions can achieve.



Continuing Our Solution Framework

&
Sales Academy & Tech-Sherpa Enablement Governance & Social License (Continuous)
(Weeks 2-12) We establish quarterly ROI gates, model risk checks,
We provide role-specific enablement that pairs and transparent change rules that build trust with
experts with sellers on live deals, transforming sellers, customers, and compliance teams. This
theoretical playbooks into muscle memory and governance framework ensures sustainable
harvesting best practices into reusable patterns. This adoption and continuous improvement while
hands-on approach ensures technology adoption maintaining ethical Al usage and data practices.

and skill development occur simultaneously in the
flow of actual work.

What sets our approach apart is the deliberate integration of these five components into a cohesive system.

Unlike point solutions that address only fragments of the sales process, our comprehensive framework creates a
multiplier effect where each element enhances the others, resulting in transformative performance
improvements.

The sequence and timing of implementation are carefully designed to build momentum while managing change
effectively. We begin with diagnostic insights that inform targeted interventions, gradually expanding both the
scope and impact of the transformation while continuously measuring and validating results.

Most importantly, our solution puts humans at the center, with Al serving as an assistant rather than a
replacement. This philosophy ensures that technology enhances the unique human capabilities of your sales team
while eliminating the administrative burden that prevents them from focusing on high-value activities.



Measurable Outcomes & KPIs

From day one, our implementation focuses on delivering and measuring concrete business outcomes. We
establish baseline metrics during the diagnostic phase and track improvements across four critical dimensions:
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Cycle Time Reduction

Significantly reduce stalls across legal, information
security, pricing, and content creation processes.
By automating handoffs and providing real-time
visibility into bottlenecks, deals move through the
pipeline more efficiently, shortening the overall
sales cycle by 20-35%.

Win Rate Improvement

Drive consistent qualification, multithreading, and
crisp proposal creation. Our Al-enabled workflows
ensure best practices are followed consistently,
resulting in win rate improvements of 5-15
percentage points across your sales organization.
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Ramp Time Reduction

Enable coaching in the flow of work and accelerate
time-to-first-meeting for new hires. Our Tech-
Sherpa approach and contextualized Al guidance
reduce ramp time by 30-50%, allowing new sales
team members to contribute revenue significantly
faster.

[llustrative Capacity Impact

Daily Time Saved (30 min) -

Selling Days Per Year

Annual Hours Per Seller

Total Hours (200 Sellers)

Capacity Increase

Reclaim administrative and content creation time
for actual selling activities. By automating routine
tasks and streamlining workflows, we return
valuable hours to your sales team's day, allowing
them to engage with more prospects and
customers.
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With a conservative estimate of just 30 minutes saved per day across 200 sellers working 220 selling days
annually, your organization reclaims 22,000 hours of selling capacity. At a loaded cost of $75 per hour, this
represents approximately $1.65 million in redeployable capacity - a significant return on investment beyond the
direct revenue impact of improved win rates and shorter sales cycles.
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Engagement Models & Investment

We offer flexible engagement models designed to meet you where you are and scale as your needs evolve. Each

tier provides a clear path to value with defined deliverables and outcomes:

Sprint

Duration: 6 weeks, fixed-fee

Deliverables:

Comprehensive diagnostic
assessment

One priority workflow
automated (e.g., proposal
generation)

Tech-Sherpa enablement for
one role

Establishment of KPI
baseline and targets

Investment: $150,000-
$250,000

Pilot

Duration: 12 weeks

Deliverables:

Three workflows automated
(e.g., call prep, proposal,
deal-desk)

Two roles fully enabled with
Tech-Sherpa support

Governance framework and
ROI gates operationalized

Investment: $350,000-
$600,000

Scale

Duration: 6 months

Deliverables:

Five+ workflows automated
across the entire funnel

Sales Academy fully
operational

Change operations and
quarterly ROI-gating
established

Executive dashboarding
implemented

Investment: $900,000-
$1,800,000

Our tiered approach allows you to validate results at each stage before expanding the scope of the engagement.
The Sprint option provides a low-risk entry point with significant value, while the Pilot and Scale options deliver
progressively greater impact across your entire sales organization.

Investment ranges are provided to accommodate variations in organizational size, complexity, and specific
requirements. We'll work with you to customize the engagement to your unique needs while ensuring a clear

return on investment at every stage.



The Workforce Architects Difference

Our Core Differentiators

1 Human-Centric by Design

Unlike many Al solutions that aim to replace
human judgment, we position Al as an
assistant while sellers maintain control. This
approach ensures adoption and leverages the
unique strengths of both humans and
technology. Our solutions amplify the
capabilities of your sales team rather than
attempting to automate their core value-
creating activities.

2 Execution Over Experimentation

We're built for the J-curve's messy middle,

where real transformation happens. While "What sets Workforce Architects apart is their
many consultancies focus on strategy or understanding that technology alone isn't the
vendors push technology, we bridge the gap answer. Their human-centric approach ensured our
with practical execution expertise and ROI- sales team embraced the new systems rather than
gated governance. Our approach ensures that resisting them, resulting in unprecedented
initiatives translate into measurable business adoption rates and performance improvements."

outcomes rather than endless pilots.
— Chief Revenue Officer, Enterprise SaaS Company

3 System Over Point Tools

We bind technology, workflow, and enablement
into a cohesive system where value compounds
over time. This integrated approach creates
multiplier effects that isolated point solutions
cannot achieve. By addressing the entire sales
ecosystem, we deliver transformative results
that scale across your organization.

Our approach recognizes that sustainable transformation requires balancing technological innovation with human
psychology and organizational dynamics. By placing equal emphasis on people, process, and technology-bound
together with effective governance-we create sales systems that deliver immediate results while continuously
improving over time.

We've built our methodology based on experience implementing successful sales transformations across diverse
B2B technology organizations. This practical expertise allows us to anticipate challenges, mitigate risks, and
deliver predictable outcomes where others struggle with the complexity of real-world implementation.



Proactive Risk Management

Any transformative initiative involves risk. Rather than downplaying these risks, we proactively identify and
manage them to ensure successful outcomes. Our risk management approach addresses three critical categories:

Adoption Risk

The primary reason sales

transformations fail is lack of
adoption by the sales team. We

mitigate this through:

Tech-Sherpa pairing that
provides hands-on support
during live deals

Explainability features that
help users understand Al
recommendations

In-context coaching that
builds confidence in the new
approach

Phased rollout with
champions who
demonstrate value to peers

Governance Risk

Al implementation raises
important considerations
around ethics, privacy, and
control. We manage these
through:

Comprehensive privacy
controls and data handling
protocols

Regular bias detection and
mitigation in AI systems

Model drift monitoring to
ensure consistent
performance

Quarterly risk assessments
and transparent reporting

Clear boundaries on Al

autonomy with human
oversight mechanisms

Measurement Risk

Organizations often struggle to
connect sales initiatives to
bottom-line results. We address
this by:

« Establishing leading
indicators (proposal SLA,
time-to-meeting) that
predict lagging revenue
metrics

« Creating a clear
measurement framework
with baseline, target, and
actual metrics

« Implementing dashboards
that provide visibility at all
organizational levels

« Conducting quarterly ROI
reviews with executive
stakeholders

By acknowledging these risks upfront and implementing specific mitigation strategies, we significantly increase
the probability of successful transformation. Our governance framework ensures that risks are continuously
monitored and addressed throughout the engagement, preventing small issues from becoming major obstacles to
success.

This proactive approach to risk management is a key differentiator in our methodology. Rather than pursuing
innovation for its own sake, we balance technological advancement with practical considerations to ensure
sustainable results.



Next Steps: Getting Started

Ready to transform your sales organization with our human-centric, Al-enabled approach? Here's how to get
started quickly:

Schedule a Design Session
Identify Your First Role
Select Your First Cohort

Workflow Select the initial group to
Choose one high-impact participate:
workflow to focus on initially:

Book a 60-minute design
charrette with our team to:

« Finalize KPIs and success
metrics for your specific

« Account Executives and their context
« Proposal Automation: managers . Define the scope and
Streamline creation of « SDRs/BDRs and their team timeline for your Sprint
consistent, high-quality leads engagement
roposals
Prop « Sales Engineers and solution  Identify key stakeholders

« Call Preparation: Enhance
pre-call intelligence
gathering and strategy

consultants and establish the

We recommend starting with 15- governance framework

25 representatives for optimal

« Deal Desk Optimization: s
initial results.

Remove bottlenecks in
pricing, legal, and security
reviews

(3 Ready toTransform Your Sales Organization?

Contact us today to schedule your design charrette and begin your journey toward a more efficient,
effective, and human-centric sales system.

Email: mark.henze@cognitivewx.info

Within just 6 weeks of starting your Sprint engagement, you'll have concrete evidence of improvement in your
selected workflow, a clear roadmap for expanding the transformation, and a solid foundation for sustainable
change. Our approach is designed to deliver early wins that build momentum for broader transformation across
your sales organization.

Don't let your sales team continue to struggle with administrative burden, disconnected systems, and unrealized
potential. Partner with Workforce Architects to create a sales system that empowers your people with Al
assistance while delivering measurable improvements in cycle time, win rates, and seller capacity.



