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Why Augmented Intelligence
is the Real Story for Improving
Sales Performance
Artificial intelligence is a buzzword that's found its way into
conversations in companies across the globe. You may be
currently using it to run your company better or improve the
customer experience, but is artificial intelligence all that it
promises? What’s the real story of artificial intelligence? And how
can you apply its practical use to the world of sales performance?
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What is Artificial Intelligence?
Artificial intelligence in its simplest terms is an intelligence
exhibited by computers rather than a living being, hence the
artificial descriptor. Artificial intelligence occurs when machines
“learn” with sophisticated models based on past behaviors
and preferences or perform complex tasks that require human
intellect. This in turn helps deliver the best next action and
improve outcomes over time.
This form of intelligence is used most often to automate
business and customer-facing processes. It requires no human
intervention or thinking. Most people interact with artificial
intelligence everyday from detecting fraud or diagnosing malware
to conversations with chatbots like Apple’s Siri.

MACHINE

PERSON

The next chapter in the big data and intelligence book is
augmented intelligence. As its name suggests, it’s a supplement.
Augmented intelligence occurs when a recommendation is
combined with human insight to enable quick, confident, and
impactful decisions that make more money faster.
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The Real Difference between
Artificial and Augmented Intelligence
Artificial intelligence has seen a huge rise. In 2014, $300 million
was invested in artificial intelligence startups.1 It’s a very
attractive approach to put big data into practice. However, when
looking at how companies are applying AI, it’s obvious they’re
really seeking an augmented intelligence solution.
According to a study by Narrative Science and National
Business Research Institute, 44 percent of executives believe
artificial intelligence’s most important benefit is “automated
communications that provide data that can be used to make
decisions.”2 This very description is that of augmented not
artificial intelligence. This same study also found that 80
percent of executives believe artificial intelligence improves
worker performance and creates jobs.2 Augmented intelligence
automates processes that surface recommendations and insights
that make decision-making more effective.

AUTOMATIC

VS DECISION MAKING
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Big Data Feeds Augmented Intelligence
Big data has been heralded as the biggest game changer for
business since the Internet. First, organizations had to collect and
aggregate the data, building an infrastructure to support it. Then,
they had to actually do something with it. Big data means nothing
unless you can discover insights that drive action and improve
outcomes.
Companies have been in the midst of moving their analysis
of data in spreadsheets to business and sales intelligence
solutions. Simple drag and drop, powerful filters, and interactive
visualizations were meant to be the cure to manual analysis. That
is, if you know where to find insights hidden in your data and how
to interpret the results.
Big data and augmented intelligence are propelling businesses
forward by automating this search for answers. It enables finance,
marketing, and sales to maximize their time spent hitting their
numbers.

ANALYSIS

INSIGHTS
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HUMAN
DECISIONS

DATA

Adding Context
With context, the "A" in AI becomes augmented. This shift occurs
when insights are aggregated for human engagement. It’s not an
automated action. For example, Bank of America found, through
analysis of its big data, that its top performing employees at
call centers were those who took breaks together. This valuable
nugget of information didn’t become clear because a machine
learned it. There were trends and patterns found that were then
further reviewed by humans. The bank used this information to
establish a policy around group breaks, improving performance by
23 percent.3
This example shows how big data was taken a step further with
human cognition. Machines can learn and discover insights in real
time, but they can’t dream. Humans are a lynch pin to transforming
data-driven insights into quick, confident, and impactful actions
that drive business results.
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DATA

BEHAVIOR
PEOPLE

Augmented Intelligence as a Service
Augmented intelligence isn’t something that happens in a magic
lab. It happens, rather, right on your screen. When considering
leveraging it, companies must consider if they want to maintain
a toolkit or deploy a service. Toolkits are packages of machine
learning algorithms that require an IT infrastructure and training
by data scientists for models to be harnessed.
This contrasts with augmented intelligence as a service: a
working, scalable, full-service solution. Business users can make
better decisions using insights and recommendations embedded
in the applications where they live and breathe everyday—without
a data scientist or time-consuming and costly implementation.
The cornerstone of an augmented intelligence service is
continuous learning. As more data is processed by machine
learning algorithms every day, the recommendation confidence
also improves. Human action and outcomes hone augmented
intelligence as a service to drive business results without IT and
data scientists.
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The Four Laws of Augmented Intelligence
It’s important to provide a framework for augmented intelligence.
Otherwise, it may be hard to understand the narrative it’s
presenting. This framework consists of four laws:

LAW NO.1
Augmented intelligence must provide continual improvements in business
performance. For it to be beneficial in the long term, it has to bring meaningful
improvements.

LAW NO.2
Augmented intelligence must enhance individual human performance. It enables
individuals to make quicker, more confident and impactful decisions that drive
results.

LAW NO.3
Augmented intelligence must be easy to set up and use. It has to work! It can’t
be something that requires human intervention to crunch data, learn, and deliver
personalized recommendations and insights to individuals.

LAW NO.4
Augmented intelligence must allow humans to override recommendations unless
they conflict with principle number one. Human interaction gives the story of
data more perspective and includes things machines can’t factor.
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Using Augmented Intelligence
in Your Sales Process
With the right software system, a machine learning can be
embedded throughout the sellers journey. This journey is enabled
with actionable recommendations inside the applications sales
professionals live and breathe in everyday. Delivering relevant
insights at the right time ensures individuals are able to make
quick, confident, and impactful decisions when it matters most to
accelerate and close bigger deals faster.

Augmented Intelligence in Practice
For augmented intelligence to have an impact, the insights must be at
the individual level. Each professional needs to understand how he or
she can improve and drive results, no matter what their role.
Sales operations teams are tasked with increasing revenue and
ensuring sales teams hit their targets. They need to be experts in
technology platforms, be it CRM systems, sales enablement, or
incentive compensation. They also have to know how to measure
activities, get results, use numbers in an insightful way, and guide
deals through to close, while being a coordinator and project manager.
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Augmented intelligence is pivotal as sales ops teams seek
opportunities to transform from tactical roles—putting out fires—to
strategic roles—streamlining processes and finding opportunities to
grow the business. Augmented intelligence eliminates guesswork
with granular prescriptive compensation plan recommendations.
Seamless territory coverage and personalized quotas motivate
every sales rep to achieve. Relying on predictive and prescriptive
recommendations means less time working with spreadsheets,
emailing forecasts, updating price books, and managing product
configurations and more time driving results.
Sales is responsible for one thing—hitting the number. Augmented
intelligence gets more people to President’s Club every year by
eliminating guesswork and highlighting the next best action to bring
a deal to close. Guiding sales to the leads and opportunities that
need their attention the most accelerates pipeline, rescues pushed
deals, and prevents sandbagging. Onboard sales reps faster and
make the most out of every meeting with prescriptive learning
courses, coaching, and sales collateral that earns the next meeting.
Put your best foot forward with personalized pricing, products, and
services most likely to win the deal.
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Why Augmented Intelligence Matters
Simply put, it can bring about the change and solutions that big
data has promised. It turns every sales ops professional, sales
leader, and sales rep into a force multiplier. They are able to make
quicker, confident, and more impactful decisions that accelerate
planning and pipeline, and close bigger deals faster.
Artificial intelligence works better in structured environments
where there are few unknowns. The most desirable possible
outcome is predictable. Chat bots and email assistants can
craft messages that generate meetings. But these meetings are
attended by sales reps who must bring the deal to close. Artificial
falls short in situations where goals and inputs are complex. This
is where augmented intelligence stands taller. It guides sales ops
to plan an effective sales strategy and sales reps to execute a
playbook.

Starting Your Augmented
Intelligence Story
Ready to begin using an augmented intelligence solution for your
sales team? With CallidusCloud, it’s easy. Our Thunderbridge AI³
platform will amaze you as you discover how much augmented
intelligence can improve your sales process, leading to more
business and better performance by sales professionals. Contact
us today to view a demo.
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About CallidusCloud
Callidus Software Inc. (NASDAQ: CALD), doing business as
CallidusCloud®, is the global leader in cloud based sales, marketing,
learning and customer experience solutions. CallidusCloud enables
organizations to accelerate and maximize their lead to money
process with a complete suite of solutions that identify the right
leads, ensure proper territory and quota distribution, enable sales
forces, automate conﬁgure price quote, contract redlining, and
streamline sales compensation -- driving bigger deals, faster.
Over 6,400 leading organizations, across all industries, rely on
CallidusCloud to optimize the lead to money process to close more
deals and make more money, faster.

