Telecom sales organizations are under increasing pressure to drive growth while managing complexity across products, channels, and
customer expectations. Operators have more data than ever, yet sellers often rely on manual prioritization, disconnected dashboards,
and delayed reporting—leading to missed opportunities and inconsistent engagement.

Across the industry, leaders are moving toward adaptive sales models where intelligence is embedded directly into workflows rather than
delivered as hindsight analytics.

Innova Solutions supports this shift by helping operators introduce Al-driven guidance across planning, engagement, and retention
processes. By integrating intelligence into the systems sellers already use, organizations can make faster decisions, engage more
effectively, and drive stronger revenue outcomes.

Why Sales Models Are Changing

Traditional telecom sales environments were built around static pipelines and periodic reporting. As customer behavior becomes more
dynamic, those models struggle to keep pace.

Operators today commonly face:

Difficulty turning Al Retention and upsell
investment into measurable opportunities hidden across

Too many signals but not Sellers spending time
enough actionable direction interpreting data instead of
outcomes fragmented workflows

engaging customers

Where Innova Fits

Innova works alongside sales, operations, and technology teams to embed intelligence across the sales lifecycle—making Al part of
execution rather than a separate initiative. Our approach builds on existing platforms, data, and operational assets already in place,
helping organizations evolve their current environments instead of replacing them.

Planning and Prioritization

Innova introduces intelligent decisioning directly into CRM platforms, helping sellers identify high-probability opportunities and structure
their day around meaningful actions instead of static lists or manual analysis.

Conversation and Engagement Intelligence

By applying Al to live customer interactions, we help surface intent signals, objections, and next-best actions in the moment—allowing
sellers to respond with greater relevance and confidence while conversations are still happening.

Opportunity and Retention Decisioning

Predictive decisioning capabilities embedded into sales and service workflows help organizations recognize churn risk earlier,
recommend more relevant offers, and recover stalled opportunities. Through this approach, Innova supports both growth and retention
through guided execution rather than reactive campaigns.



Execution, Automation & Business Impact

Simplifying Sales Execution

As sales environments grow more complex, automation and generative Al help reduce manual work and improve consistency. Innova
applies these capabilities in practical ways—supporting faster creation of proposals, emails, and customer communications while
keeping pipelines cleaner through automated updates and follow-through.

Performance Visibility Without the Noise

Sales leaders need clarity, not more dashboards. By combining operational data with predictive signals, our experts help organizations
identify risks earlier, coach teams more effectively, and maintain consistent performance across regions and channels.

Knowledge at the Point of Engagement

Sellers often lose time searching for information. Al-powered knowledge assistants provide contextual guidance directly within the
workflow, helping teams quickly access product details, policies, and customer insights without leaving their tools.

What This Enables for Operators

When intelligence becomes part of execution—not just analysis—organizations begin to see measurable change:

Faster engagement cycles More relevant customer Reduced administrative Greater visibility into pipeline
and improved conversion interactions across channels burden for sales teams health and performance

consistency trends

Why Innova Solutions

Innova brings together deep telecom domain expertise, OSS/BSS understanding, and proven Al delivery experience to help operators
move from experimentation to real-world execution. Our teams have implemented Al-driven sales capabilities in production
environments—working directly within existing systems, data models, and operational constraints.

Rather than introducing disconnected tools or theoretical frameworks, Innova focuses on practical implementation grounded in how
telecom sales organizations actually operate. This combination of industry knowledge, technical depth, and hands-on delivery enables
operators to modernize sales execution with confidence while building on the investments they already have in place.
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About Innova Solutions Contact Us

' Innova Solutions is a global technology and talent partner specializing in transformative digital solutions. Founded in

(]
’nn ova® 1998, we empower client success through bold innovation, exceptional talent, and unwavering partnership - helping
soi_UTIONs organizations modernize, scale, and deliver measurable technology outcomes. With the launch of AIFICIENT™, our

enterprise Al offering, we embed intelligence across the full technology delivery lifecycle and close the Al outcome
gap by turning ambition into measurable results. Combined with our deep talent communities across digital and

www.innovasolutions.com Al product engineering, digital assurance, data engineering, cloud, and enterprise applications, AIFICIENT delivers
meaningful impact at scale. Together, these capabilities enable our clients across industries to operate smarter and
move faster in an Al-driven world.

To learn more about us, visit www.innovasolutions.com. @© Innova Solutions® 2026




