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INSTRUCTIONS – How to fill this in: 

· Replace everything in [square brackets].
· Cut any line that is not true for your business. Feel free to adjust phrasing to better suit your communication style or the norms of your organisation. 
· Name three use cases your leader already cares about.
· More than 30 people in the team? A private cohort will suit you better. Book a discovery call first or email us.


EMAIL TEMPLATE

Subject: Business case: Getting a return on our AI licences in sales and go-to-market

Hi [name],

I would like approval to put [number] of our sales and go-to-market team through Sales Redefined’s Human + AI REVenue Accelerator program, which starts on 10 February 2027. At the early-bird rate, the cost is AUD $2,999 + GST for the first seat and AUD $1,249 + GST for each additional seat. I will be going through the program with them.

Why now

We have had [Copilot / Gemini / ChatGPT / Claude] licences since [month, year]. The team uses them, mostly for [emails / meeting summaries / etc]. That has made individuals a little faster. It has not moved [pipeline / win rate / time with clients], and one or two self-taught people are well ahead of everyone else.

Our buyers are AI-enabled now, and that has changed the buyer journey. Most sales processes, ours included, no longer match it.

The competitive advantage will go to the sales and go-to-market teams that rethink how they work as Human + AI, not the ones chasing minor productivity gains. I want us to be one of them.

What it is

A live 6-week program for B2B sales and go-to-market teams and their leaders, delivered by Abbie White, CEO and Founder of Sales Redefined.

The program is delivered as one 90-minute virtual session a week, so there is no travel needed and no full days out of the field. It uses the AI licences we already pay for. It is not a general AI course for the whole business; it’s specific to B2B sales and go-to-market use cases.

The next cohort of the Human + AI REVenue Accelerator will run from 10 February 2027 through to 17 March 2027, every Wednesday for 6 weeks, from 12:00 to 1:30pm AEDT, live on Zoom.

What we get
· By the end of week 6 the team will have built and started using 10 Human + AI use cases, shaped around our own goals, territory and daily workflows. The three I would start with: [use case], [use case], [use case].
· The team goes through the program together, so the capability sits across the whole team and not with one or two people. We also have accountability to each other to execute.
· It covers where AI is the advantage versus where the human is, and how we can cut admin time and rethink our workflows to spend more time client-facing and on proactive sales activity.
· We will receive ready-to-use templates, prompts, resources and session replays that we can access for 12 months.

Proof

In the most recent cohort, 100% of participants completed the program and rated it 9.7 out of 10. 100% said they could apply it to their role.

"Even though I use AI most days, I realised I was barely scratching the surface. This has completely changed how I work with it. 3 weeks in and it has already improved our sales process." – Jodie, CEO, Tiny Hunter

Sales Redefined commits that if we attend every session (live or replay), complete the weekly challenges, and do not have at least one use case live by the end of week 6, they will provide a free private session to get it live. Terms apply.

Cost
· First seat (early-bird price): AUD $2,999 + GST
· Additional seats (early-bird price) [number] x AUD $1,249 + GST
· Total AUD $[total] + GST
· Time: 6 x 90 minutes per person, plus a weekly challenge done on live work

Sales Redefined has indicated that we can request an invoice now. Enrolling by 5pm AEDT on Friday 18 December 2026 locks in the early-bird rates and a bonus: the Leaders’ Room, a live online session before kickoff for our commercial and sales leaders, with the leaders of every team in the cohort. It covers leading the shift to Human + AI, making the new habits stick, and tracking the return on AI.

What I will report back

· At week 6: The 10 sales and go-to-market use cases, who is using them, and the time each one saves.
· At 90 days: The effect on [pipeline created / proposals sent / time with clients].

Next step

The cohort starts on 10 February 2027, and doors close for enrolment on 5 February 2027. Early-bird rates and the Leaders’ Room bonus end at 5pm AEDT on Friday 18 December 2026, so I would like a decision by [date]. 

Abbie White is happy to take a call with you if that would help. You can book a time at calendly.com/salesredefined/accelerator-call or email ask@salesredefined.com.au. 

The full program is at salesredefined.com.au/accelerator.

Thanks,
[your signature]
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