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SalesOps Forecast & Pricing Agent
 

How it works

Executive summary

Value and measurement

Best-fit situations

Implementation approach

Operating model and next step

• Key outcomes: less seller admin time, earlier detection of
forecast issues, better pricing discipline, and lower Sales Ops
manual load.

• Measure with time saved per seller interaction, action-card
response rate, reduction in stale-stage violations, pricing
escalation volume, and deterministic resolution rate.

A deterministic-first sales operations agent that brings forecast
hygiene, pricing guidance, and safe deal updates into Microsoft
Teams. The goal is to reduce seller context switching, improve
forecast quality, and enforce pricing guardrails without introducing
fragile or opaque automation.

• Teams serves as the front door for action cards, open chat,
pricing lookup, and guided updates.

• Intent routing and hygiene rules resolve most workflows against
Salesforce, MDM/Snowflake, and knowledge sources without full
LLM dependence.

• Write-backs use confirmation flow, token expiry, and auditable
correlation IDs for safety.

• Model use is constrained to narrow tasks while business logic
follows rules and stays data driven.

• Best for Salesforce-centric revenue organizations using
Microsoft Teams for daily collaboration.

• Most valuable where Sales Ops is spending time on repetitive
pricing and pipeline questions.

• Requires reliable opportunity, product, and pricing data
sources plus agreement on safe write-back scope.

Operating rhythm should include rule management,
prompt/policy versioning, identity monitoring, analytics on usage
and business value, and controlled expansion of pricing and
forecast scenarios.
Recommended next step: confirm Salesforce objects, pricing/MDM
sources, write-back boundaries, and the first pilot seller cohort.

• Phase 1 - Forecast hygiene: action cards, rules, and safe
inline Salesforce updates.

• Phase 2 - Deal planning and pricing: live guardrail lookup,
open chat, and email drafting.

• Phase 3 - Intelligence and scale: narrative synthesis,
analytics, and broader scenario coverage.

• Validate seller adoption, latency, data quality, and write-safety
controls throughout.
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