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Not ready yet?
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Think again



International Sales Consultant positions:

Ceracarbon (BE-NL-DE): textile & packaging industry

BMT Aerospace (BE-DK-DE-US): 3D printing industry

Creacooling (BE-ES-CH-NL): European logistic industry

BeCode (BE): Software Development

Innervate (BE-DE-DK): Danish & German Robotics Industry

Europlasma (BE-US-DE): Nanotech in battery & PCB Industry

BikeLabs (BE-NL-DE-UK): Bicycle manufacturing industry

Impact: 
Who is Jorik Van den Bosch?

Founder Wennovate: B2B sales strategy

Sales Expert SOS: School of sales

Sales & Marketing strategy for 
+250 companies & counting

Aerospace engineer, expert in cold outreach 
for tech companies
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AI IN B2B SALES

© Jorik Van den Bosch

Lead 
Generation

Generate relevant 
companies
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Lead Generation in 2025

NOW FUTURE

• Finding leads through demographic lead search 

(NACE code, activities,…)

• Inaccurate lists

• Creating qualitative lists required extensive desk 

research.

• Targeted outreach using machine learning and 

web scraping.

• Searching based on Intent, Lookalikes.

• Quickly creating qualitative lists.



Website topics & scraping
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Identifty niche companies



Intent data
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Identify companies that are looking for CRM 
software (intents)



Signals
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Identify companies that send out lots of signals 
(new Ceo, new hires, new product,…)



Lookalikes
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Identify companies that are simular to your 
best customers



Lead Enrichment

Lead enrichment means adding extra data to your lead 
lists

This includes:
• Contact details (contacts, emails, phone numbers)
• Relevant company information (business goals, open 

vacancies, news, technologies, …)
• Insights to personalize your outreach: such as 

determining if a lead fits within your Ideal Customer 
Profile (ICP).

• Tools: Clay.com & baseloop.io
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Lead Enrichment: use AI Agents
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Lead Enrichment: AI Generated Icebreakers
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Lead Enrichment: AI Generated Icebreakers
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Crystal Knows – predict your customers’ profile
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Lead 
Generation

Generate relevant 
companies

AI IN B2B SALES

Lead 
Outreach

Structured & (semi)-
automated outreach.

Identify quick wins



Average cold e-mail reply

VS



Example outreach tooling
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COLD E-MAIL
COLD CALLING
LINKEDIN DM
LINKEDIN CONTENT
EVENTS
LETTERS & SUPRISES
NETWORK
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WEBINAR & EVENTS
PODCAST
LINKEDIN CONTENT
E-BOOKS
USE CASES

CONTACT WARM LEADS
SCANS & REPORTS
EXPERT SESSIONS

PITCH
CHALLENGE
HANDLE OBJECTIONS
CLOSE

Which prospects to call first?
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AI in (cold) calling

Vroeger
• Handmatige lijsten opstellen via Excel of CRM’s.

• Leads zoeken via koude telefoontjes en 
basisinformatie (bedrijfsnaam, contactpersoon)

• Beperkte toegang tot data en afhankelijk van 
statische bronnen (zoals bedrijvengidsen).

• Genereren van een klein aantal leads met veel 
tijdsinvestering.

Analyzing Conversations: Quickly review past 
conversations without listening to recordings, 
saving time and helping monitor team 
performance.

CRM Integration: Automatically log conversation 
data, including transcripts, into the CRM system 
for a complete view of customer interactions.

Training & Onboarding: Use transcripts as 
learning material to effectively train new team 
members.
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Autonomous cold calls
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Lead 
Generation

Lead 
Outreach

Lead 
nurturing & 

scoring

Generate relevant 
companies

Structured & (semi)-
automated outreach.

Identify quick wins

Keep leads close & warm 
that are not ready to buy 
yet. Identify quick wins

AI IN B2B SALES



VIDEO 
RECORDING

E-mail adresses

ONLINE WEBINAR Blogs / white 
papers / E-Books

SCALE YOUR EXPERTISE
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Lead scoring - Leadinfo
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Example of TRUST: Intent buying



Identify ‘hot’ leads
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1️⃣ Detect website visitors: Leadinfo identifies 
relevant website visitors who meet specific criteria.
2️⃣ Validate the lead: Make sends a prompt to 
OpenAI to analyze the lead's website and confirm 
the criteria.
3️⃣ Create and enrich the lead: A new lead is 
created in Teamleader Focus and enriched with 
contact details and additional company 
information.
4️⃣ Generate a targeted email: An email with all 
relevant information about the lead is 
automatically created.
5️⃣ Notify the right sales manager: The sales 
manager receives a notification with the enriched 
lead and details about the website visit.



Lead scoring
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Tooling recommendations

Lead generation

Lead enrichment

Lead outreach

Nurturing & scoring
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Lead 
Generation

Lead 
Outreach

Lead 
nurturing & 

scoring

Generate relevant 
companies

Structured & (semi)-
automated outreach.

Identify quick wins

Keep leads close & warm 
that are not ready to buy 
yet. Identify quick wins

Upsell/cross 
sell

Detect opportunities at 
existing customers

AI IN B2B SALES



TOOL – Trendskout
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Chat GPT
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Lead 
Generation

Lead 
Outreach

Lead 
nurturing & 

scoring

Generate relevant 
companies

Structured & (semi)-
automated outreach.

Identify quick wins

Keep leads close & warm 
that are not ready to buy 
yet. Identify quick wins

Upsell/cross 
sell

Detect opportunities at 
existing customers

Admin & 
preparation

Automate repetitive tasks

AI IN B2B SALES



Donna
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Voorbeeld Uman.AI: ONTEX
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Voorbeeld Uman.AI: ONTEX
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Voorbeeld Uman.AI: ONTEX

© Jorik Van den Bosch 2025 www.Jorikvandenbosch.com



© School of Sales 2025 www.schoolofsales.com




	Slide 1
	Slide 2
	Slide 3
	Slide 4
	Slide 5
	Slide 6
	Slide 7
	Slide 8
	Slide 9
	Slide 10
	Slide 11: Lead Enrichment
	Slide 12: Lead Enrichment: use AI Agents
	Slide 13
	Slide 14
	Slide 15
	Slide 16
	Slide 17
	Slide 18
	Slide 19
	Slide 20
	Slide 21
	Slide 22
	Slide 23
	Slide 24
	Slide 25
	Slide 26: Lead scoring - Leadinfo
	Slide 27
	Slide 28
	Slide 29
	Slide 30
	Slide 31
	Slide 32
	Slide 33
	Slide 34
	Slide 35
	Slide 36
	Slide 37
	Slide 38
	Slide 39
	Slide 40

