The AI-Augmented Workflow Blueprint: Diagram the new "To-Be" process, explicitly defining

which steps are handled by the digital teammate.

Context: Example for a Sales Proposal transformation (8-hour to 45-minute collaborative loop)

SECTION 1: OBJECTIVES & ROLES

Primary Objectives:

1. Velocity: Reduce proposal creation time from weeks to <48 hours.
2. Quality: Eliminate copy-paste errors and enforce brand/pricing consistency.

3. Elevation: Free the Sales Strategist to focus on "Win Themes" rather than data entry.

The Hybrid Team Roles:

e The Human (Sales Strategist): Owns Intent, Strategy, Personalization, Governance.
e The Agent (Proposal Assistant): Owns Ingestion, Data Retrieval, Formatting, Drafts.

SECTION 2: THE EXECUTION FLOW

and compliance check before hitting
send.

STEP ACTOR PROCESS DESCRIPTION INPUT/OUTPUT

1. Ingest | Al The Agent automatically ingests the Input: Raw RFP

Agent client's RFP document. It parses the Output: Structured
entire text to identify requirements, Summary
deadlines, stakeholders, and red flags
based on policy.

2. Enrich | Al The Agent connects to Salesforce to pull | Input: Prospect ID

Agent historical client data and the Knowledge | Output: Opportunity
Base to pull current pricing/product Dossier
specs. It builds a dossier for the human.

3. Direct | Human | (The Intent Layer) The human Input: Dossier Output:
reviews the Summary and Dossier. Strategic Prompt
They provide the Agent with the specific
win theme and strategic angle for this
deal.

4. Draft Al (The Execution Layer) The Agent Input: Strategic

Agent synthesizes the RFP requirements + Prompt
Internal Data + Human Strategy to Output: Proposal
generate an 80% complete draft in the Draft v1
company template.

5. Refine | Human | (The Alpha Layer) The human Input: Draft v1 Output:
refines the draft. They add deep Refined Draft v2
personalization, adjust the tone for key
stakeholders, and inject creative
negotiation levers.

6. Human | (The Safety Valve) The human Input: Draft v2 Output:

Approve performs the final quality assurance Final Proposal




SECTION 3: GOVERNANCE & GUARDRAILS
Trust is engineering, not magic. These rules are hard-coded into the Agent.

1. The "Pricing Authority" Rule: The Al Teammate is not authorized to invent pricing or offer
discounts. It may only cite figures from the approved '2025 Price Book.' Any deviation requires a
human override.

2. The "Human-in-the-Loop" Mandate: No Al-generated content can be sent to an external
client without a human signature. The Agent is a drafter, not a sender.

3. The Target SLA: The complete cycle—from RFP receipt to submission—is capped at 48 hours
(down from 2 weeks).

SECTION 4: THE VALUE CASE (ROI)
How we measure success in the new operating model.
Metric 1: The Cognitive Dividend (Efficiency)

e The Math: By automating data gathering (Steps 1-2) and drafting (Step 4), we remove the heavy
administrative lift.

e The Result: 14 Hours Repatriated per rep/week. (70-80% reduction in manual labor).
Metric 2: The Performance Amplifier (Effectiveness)

e The Logic: Faster turnaround times + consistent quality + accurate data = higher conversion.

e The Result: 15-25% Lift in Win Rate. (Based on CCI Technology Sector Benchmarks).
Metric 3: Human Alpha (Reinvestment)
We do not fire writers. We promote them to strategists. The 14 saved hours are reinvested here:

1. Proactive Strategy: Developing "Shadow Proposals" for target accounts before an RFP is even
issued.

2. Deep Personalization: Researching the specific psychological drivers of the client's buying
committee to tailor the executive summary.

3. Field Alignment: Spending more time on ride-alongs with Account Executives to ensure the
proposal matches the verbal conversation.

Summary: We have moved from a Linear Handoff (human does all steps sequentially) to a Circular
Collaboration (AI handles the beta work. The human adds the alpha).



