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The South African Practical AI Prompt Library
for Sales Professionals
50 practical GCSE prompts to win more deals, save time and sell with confidence.
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Welcome
Sales professionals carry the pressure of a number every single month. Prospecting, meetings, proposals, objections, follow-ups, pipeline management and reporting all compete for the same limited hours. This guide was created to help sales professionals use AI as a practical productivity tool, not as a theoretical concept.
The prompts in this guide are designed for everyday selling tasks. They can help you prepare faster, communicate more persuasively, handle objections with confidence and manage your pipeline more clearly. They do not replace your judgement, relationships or professional experience. They help you produce useful first drafts, scripts, plans and analysis you can act on quickly.
	Important mindset  AI works best when you treat it like a capable assistant that needs clear instructions. Vague instructions produce vague answers. Clear goals, useful context, relevant source information and clear expectations produce far better results.


What Is the GCSE Framework?
The GCSE Framework is a simple prompt structure that helps you explain what you want from an AI tool. It stands for Goal, Context, Source and Expectation.
	Element
	Meaning
	Why It Matters

	G
	Goal
	What do you want the AI tool to do?

	C
	Context
	What background information does it need?

	S
	Source
	What information, data, notes, documents or examples should it use?

	E
	Expectation
	What should the final answer look like?



Why the GCSE Framework Works
1. Goal - gives the AI tool a clear task instead of leaving it to guess what you want.
1. Context - makes the answer relevant to your customers, product, territory and sales cycle.
1. Source - tells the AI what information to use, which reduces generic answers and improves accuracy.
1. Expectation - clarifies the format, tone, level of detail and practical output you need.


How to Use This Prompt Library
1. Choose the prompt that matches the sales task you are working on.
1. Copy the prompt into your AI tool.
1. Edit the placeholders in square brackets so the prompt reflects your product, customer and deal.
1. Add any relevant source information, such as call notes, CRM data, emails or customer feedback.
1. Check the response carefully. AI can make mistakes and may miss important context.
1. Ask follow-up questions to improve the answer, make it more practical or change the format.
1. Save the prompts and versions that work best for your role and pipeline.
	Practical reminder  Do not paste confidential customer information, pricing agreements, personal details or sensitive deal information into an AI tool unless you are certain your organisation allows it and you understand the privacy settings of the tool you are using.


Tips for Better AI Results
1. Be specific about your product, industry, customer type and deal stage.
1. Use numbers where possible: target, pipeline value, deal size, close rate or sales cycle length.
1. Ask for tables, scripts, checklists or action plans when you need practical outputs.
1. Ask the AI to challenge your assumptions, identify risks and suggest practical next steps.
1. Refine weak answers by saying what is missing, what is too generic, or what needs to sound more like you.
1. Use your judgement. AI is a support tool, not a substitute for the relationship you build with a customer.
Tips for Safe and Effective AI Use
AI can be a powerful sales tool, but it works best inside sensible guardrails. Keep these principles in mind every time you or your team use an AI tool for sales tasks.
Protect confidential information
1. Never paste customer ID numbers, banking details, passwords, or confidential pricing and contract terms into a public AI tool.
1. If in doubt about what is confidential, treat it as confidential and leave it out of the prompt.
Check every output before you use it
1. AI can produce confident-sounding answers that are inaccurate, outdated or simply wrong. Always verify facts, figures, pricing and terms.
1. Treat AI output as a first draft. Read it critically, correct it, and add your own product and customer knowledge before it goes to a prospect or customer.
Keep a human in charge of decisions
1. Use AI to organise your thinking and speed up drafting, not to make final pricing, contractual or legal commitments on its own.
1. For anything with legal, contractual or compliance implications, confirm the output with a qualified colleague or manager.
Protect your brand voice and relationships
1. Edit AI-generated messages so they sound like you, not like a generic template.
1. Be transparent with customers about when AI has been used to support (not replace) your communication, where relevant.
Manage access and accountability
1. Agree with your sales team which AI tools are approved for business use and what customer information may or may not be shared with them.
1. Keep a record of prompts and outputs used for important deals or decisions, in case you need to explain your reasoning later.
	Golden rule  AI produces a first draft. You produce the final output. Your name - and your reputation with the customer - goes on it. Always own the result.




The Sales Professional Prompt Library
The following 50 prompts are grouped into 10 practical sales areas. They are written for South African sales professionals and can be adapted to almost any sector, product, price point or sales cycle, from transactional retail sales to complex enterprise deals.
	How to customise the prompts  Replace the words in square brackets with your own information. Add more context whenever possible - your product, customer, territory, current numbers and desired outcome. After the first answer, ask follow-up questions until the output is useful enough to act on.




Prompt Library 1: Prospecting and Pipeline Generation
Use these prompts when you need to find new prospects, qualify leads and keep your pipeline full.
Prompt 1: Build an Ideal Customer Profile
	COPY, EDIT AND PASTE PROMPT   -   Build an Ideal Customer Profile
Use this when: you want to focus your prospecting on the right type of customer.
Goal: Help me build a clear ideal customer profile for my product or service.
Context: I sell [product/service] to [industry/customer type] in South Africa. My best customers so far have been [describe best customers]. My least profitable customers have been [describe].
Source: Use these notes about my current customer base: [paste notes or CRM export].
Expectation: Create an ideal customer profile with firmographics, buying triggers, pain points, budget indicators and disqualifying signals. Present it as a one-page reference I can use before every prospecting session.


Useful follow-up prompts:
1. Turn this into a lead-scoring checklist.
1. Suggest where to find more customers like this.
1. Create a LinkedIn search string to find similar prospects.

Prompt 2: Create a Weekly Prospecting Plan
	COPY, EDIT AND PASTE PROMPT   -   Create a Weekly Prospecting Plan
Use this when: your pipeline is thin and you need structured outreach activity.
Goal: Create a practical weekly prospecting plan to build my pipeline.
Context: I sell [product/service] to [target customer]. My weekly target is [number] new conversations. My current channels are [cold calling, email, LinkedIn, referrals, events, walk-ins].
Source: Use these notes on my territory and current pipeline: [paste notes].
Expectation: Create a daily prospecting schedule with channel mix, number of touches per day, message angles and a way to track results. Keep it realistic for a busy sales week.


Useful follow-up prompts:
1. Create a prospecting tracker template.
1. Suggest how to batch this activity for efficiency.
1. Identify which channel is likely to give the fastest results.

Prompt 3: Qualify an Inbound Lead
	COPY, EDIT AND PASTE PROMPT   -   Qualify an Inbound Lead
Use this when: a new lead comes in and you need to decide how to prioritise it.
Goal: Help me qualify this inbound lead and decide how to prioritise it.
Context: The lead is from [company/individual] in [industry]. They enquired about [product/service] through [channel]. Here is what I know so far: [paste details].
Source: Use the lead information above and any additional notes: [paste notes].
Expectation: Assess likely fit, urgency and budget signals. Suggest a qualification framework (such as BANT or MEDDIC), a priority level and the first three questions I should ask.


Useful follow-up prompts:
1. Draft a qualifying call script.
1. Create a response email for this lead.
1. Suggest what to check before the first call.

Prompt 4: Draft a Cold Outreach Message
	COPY, EDIT AND PASTE PROMPT   -   Draft a Cold Outreach Message
Use this when: you are reaching out to a new prospect for the first time.
Goal: Draft a personalised cold outreach message.
Context: I am reaching out to [name/role] at [company] about [product/service]. Their likely pain point is [pain point]. My goal is [book a call, get a reply, secure a meeting].
Source: Use this information about the prospect and company: [paste research or LinkedIn notes].
Expectation: Write a short, personalised cold email and a shorter LinkedIn version. Focus on relevance, avoid generic sales language and include one clear call to action.


Useful follow-up prompts:
1. Create a 3-touch follow-up sequence.
1. Make this warmer if we have a mutual connection.
1. Create a WhatsApp version for warm leads.

Prompt 5: Re-Engage a Cold Lead
	COPY, EDIT AND PASTE PROMPT   -   Re-Engage a Cold Lead
Use this when: you have leads that have gone quiet and need a reason to reconnect.
Goal: Help me re-engage leads that have gone cold.
Context: These leads previously showed interest in [product/service] but stopped responding [timeframe] ago. Possible reasons include [budget, timing, priority change, lost to competitor].
Source: Use these notes on the leads and their last known status: [paste notes].
Expectation: Suggest a re-engagement approach with a fresh angle, a short message for email and WhatsApp, and a way to segment which leads are worth pursuing again.


Useful follow-up prompts:
1. Create a 'checking in' email that does not sound generic.
1. Suggest a value-add reason to reconnect.
Prompt Library 2: Meeting and Call Preparation
Use these prompts to walk into every call and meeting prepared, confident and focused on the customer's needs.
Prompt 6: Prepare for a Discovery Call
	COPY, EDIT AND PASTE PROMPT   -   Prepare for a Discovery Call
Use this when: you have a first meeting with a prospect and need a strong discovery structure.
Goal: Help me prepare for a discovery call with a new prospect.
Context: I am meeting [company/contact] about [product/service]. They operate in [industry]. My goal for this call is [outcome].
Source: Use this background information: [paste research, LinkedIn notes, or website details].
Expectation: Create a discovery call structure with an opening, 8-10 open discovery questions, listening points, and a plan for how to close the call with a clear next step.


Useful follow-up prompts:
1. Create follow-up questions based on likely answers.
1. Draft the meeting confirmation email.
1. Create a one-page call plan I can glance at during the call.

Prompt 7: Research a Prospect Before a Meeting
	COPY, EDIT AND PASTE PROMPT   -   Research a Prospect Before a Meeting
Use this when: you want to walk in informed and build credibility fast.
Goal: Summarise what I need to know about this prospect before our meeting.
Context: I am meeting [name/role] at [company]. The meeting is about [topic/opportunity]. I want to understand their business, recent news and likely priorities.
Source: Use this information I have gathered: [paste company website content, LinkedIn profile, news mentions].
Expectation: Summarise the company's likely priorities, recent developments, possible pain points relevant to my offer, and two smart questions that show I did my homework.


Useful follow-up prompts:
1. Create three icebreaker lines relevant to their business.
1. Identify who else might be involved in this decision.
1. Suggest a relevant case study to reference.

Prompt 8: Prepare for a Demo or Product Presentation
	COPY, EDIT AND PASTE PROMPT   -   Prepare for a Demo or Product Presentation
Use this when: you are presenting your product or service to a prospect.
Goal: Help me prepare a demo or presentation for this prospect.
Context: I am presenting [product/service] to [company/role]. Their stated need is [need]. They will also be comparing us to [competitors, if known].
Source: Use these notes on their requirements and my product features: [paste notes].
Expectation: Create a demo structure that leads with their stated need, highlights the 3 most relevant features, addresses likely competitor comparisons and ends with a clear next step.


Useful follow-up prompts:
1. Create talking points for each feature I plan to show.
1. Draft answers to likely tough questions.
1. Create a one-page leave-behind summary.

Prompt 9: Prepare for a Renewal or Upsell Conversation
	COPY, EDIT AND PASTE PROMPT   -   Prepare for a Renewal or Upsell Conversation
Use this when: you are speaking to an existing customer about renewing or expanding.
Goal: Help me prepare for a renewal or upsell conversation with an existing customer.
Context: The customer is [company/contact]. They currently use [product/service]. Their usage or satisfaction level is [describe]. I want to propose [renewal/upsell/cross-sell].
Source: Use this account history and usage information: [paste notes].
Expectation: Create a conversation plan that opens with value delivered so far, introduces the renewal or upsell naturally, anticipates objections and proposes a clear next step.


Useful follow-up prompts:
1. Draft the follow-up proposal email.
1. Create a value summary document for this account.
1. Suggest pricing conversation approaches.

Prompt 10: Debrief After a Sales Call
	COPY, EDIT AND PASTE PROMPT   -   Debrief After a Sales Call
Use this when: you have just finished a call and want to capture it properly before moving on.
Goal: Help me debrief this sales call and plan next steps.
Context: I just met with [company/contact] about [opportunity]. Here is what was discussed and any concerns raised.
Source: Use these raw notes from the call: [paste notes].
Expectation: Summarise key points discussed, buying signals, objections raised, next steps agreed and what I should log in the CRM. Suggest the follow-up email to send.


Useful follow-up prompts:
1. Draft the CRM note in a structured format.
1. Draft the follow-up email.
1. Identify any risks to this deal that I should watch.


Prompt Library 3: Pitching, Objections and Negotiation
Use these prompts to sharpen your pitch, handle objections professionally and negotiate with more confidence.
Prompt 11: Improve My Sales Pitch
	COPY, EDIT AND PASTE PROMPT   -   Improve My Sales Pitch
Use this when: you need a clearer, stronger way to explain your offer.
Goal: Improve my sales pitch.
Context: My business offers [product/service] to [customer type]. Customers usually care about [price, quality, speed, trust, convenience, service]. Common objections are [objections].
Source: Use this current pitch or description: [paste current pitch].
Expectation: Rewrite my pitch in a clear, confident and consultative tone. Include a short version, a 60-second version, discovery questions and objection-handling responses.


Useful follow-up prompts:
1. Make the pitch warmer and less pushy.
1. Create a pitch for a corporate buyer.
1. Create a simple one-page sales script.

Prompt 12: Handle a Specific Sales Objection
	COPY, EDIT AND PASTE PROMPT   -   Handle a Specific Sales Objection
Use this when: a prospect raises an objection and you need a strong, professional response.
Goal: Help me respond professionally to this specific sales objection.
Context: I sell [product/service] to [customer type]. The objection raised was [exact objection]. Our strengths relevant to this concern are [strengths].
Source: Use these product or service details: [paste details].
Expectation: Explain what the customer may really be concerned about, provide a strong response, a follow-up question and a suggested next step. Keep the tone consultative, not defensive.


Useful follow-up prompts:
1. Create a role-play where you act as the customer.
1. Make the response more concise for WhatsApp.
1. Create a training sheet covering this objection for my team.

Prompt 13: Prepare for a Price Negotiation
	COPY, EDIT AND PASTE PROMPT: Prepare for a Price Negotiation
Use this when: a customer is pushing back on price and you need to protect margin.
Goal: Help me prepare for a price negotiation with this customer.
Context: The customer wants [discount/terms requested]. My standard pricing is [price]. My flexibility is [describe limits]. This deal matters because [reason].
Source: Use this deal information: [paste notes].
Expectation: Suggest a negotiation approach that protects value and margin where possible, alternative trade-offs I could offer instead of a discount, and language to use if I do need to concede.


Useful follow-up prompts:
1. Draft the negotiation email.
1. Suggest non-price concessions I could offer.
1. Create a walk-away point I should not go below.

Prompt 14: Handle a 'We're Going with a Competitor' Situation
	COPY, EDIT AND PASTE PROMPT   -   Handle a 'We're Going with a Competitor' Situation
Use this when: a deal appears to be slipping to a competitor and you want one more chance.
Goal: Help me respond when a prospect says they are going with a competitor.
Context: The prospect is [company/contact]. They are considering [competitor, if known]. The stated reason is [reason given].
Source: Use this deal history: [paste notes].
Expectation: Suggest a professional, non-desperate response that seeks to understand the real reason, offers one final point of differentiation if relevant, and leaves the door open for future business.


Useful follow-up prompts:
1. Draft the response email.
1. Create a list of questions to understand what tipped the decision.
1. Suggest how to stay in touch for a future opportunity.

Prompt 15: Create a Proposal or Quote Summary
	COPY, EDIT AND PASTE PROMPT   -   Create a Proposal or Quote Summary
Use this when: you need to send a clear, persuasive proposal after a good conversation.
Goal: Create a professional proposal or quote summary for this customer.
Context: The customer is [customer/company]. They need [need/problem]. My proposed solution is [solution]. Pricing is [pricing/terms].
Source: Use these details about the customer, pricing and scope: [paste notes].
Expectation: Create a proposal structure with executive summary, customer need, proposed solution, scope, benefits, pricing, terms, assumptions and next steps.


Useful follow-up prompts:
1. Draft the full proposal text.
1. Create a one-page summary version.
Prompt Library 4: Follow-Up and Deal Progression
Use these prompts to keep deals moving, follow up professionally and avoid losing momentum after a good meeting.
Prompt 16: Draft a Post-Meeting Follow-Up Email
	COPY, EDIT AND PASTE PROMPT   -   Draft a Post-Meeting Follow-Up Email
Use this when: you need to follow up promptly after a productive meeting.
Goal: Draft a professional follow-up email after this meeting.
Context: I met with [contact/company] about [topic]. We discussed [key points]. The agreed next step is [next step].
Source: Use these meeting notes: [paste notes].
Expectation: Write a concise follow-up email that summarises key points, confirms the next step, restates value discussed and includes a clear call to action.


Useful follow-up prompts:
1. Make this shorter for a busy executive.
1. Create a WhatsApp version.
1. Suggest a subject line that improves open rates.

Prompt 17: Re-Engage a Stalled Deal
	COPY, EDIT AND PASTE PROMPT   -   Re-Engage a Stalled Deal
Use this when: a deal has gone quiet and you are unsure how to move it forward.
Goal: Help me re-engage a stalled deal without sounding pushy.
Context: The deal is with [company/contact]. It has been stalled for [timeframe] since [last activity]. The likely reason is [budget, internal delay, competing priority, unknown].
Source: Use this deal history: [paste notes/CRM history].
Expectation: Suggest a re-engagement approach with a fresh reason to reconnect, a message for email and WhatsApp, and questions to uncover what is really causing the delay.


Useful follow-up prompts:
1. Create three different re-engagement angles to test.
1. Draft a message to a different stakeholder in the same account.
1. Suggest when to mark this deal as lost if there is still no response.

Prompt 18: Create a Mutual Action Plan
	COPY, EDIT AND PASTE PROMPT   -   Create a Mutual Action Plan
Use this when: a deal is progressing and you want to formalise the steps to close.
Goal: Create a mutual action plan to move this deal to close.
Context: The customer is [company]. The remaining steps before close are [steps, e.g. legal review, budget approval, pilot]. The target close date is [date].
Source: Use this deal context: [paste notes].
Expectation: Create a mutual action plan with milestone, owner, target date and dependency for each step, formatted so it can be shared directly with the customer.


Useful follow-up prompts:
1. Draft the email to introduce this plan to the customer.
1. Identify the highest-risk milestone.
1. Create a shorter internal version for my manager.

Prompt 19: Multi-Thread a Deal
	COPY, EDIT AND PASTE PROMPT   -   Multi-Thread a Deal
Use this when: you are relying on a single contact and want to reduce risk in the deal.
Goal: Help me build a plan to multi-thread this deal across more stakeholders.
Context: My main contact is [name/role] at [company]. I believe other stakeholders involved may include [roles, if known]. The deal size and importance is [describe].
Source: Use this account information: [paste notes].
Expectation: Suggest likely additional stakeholders, why each might care about this purchase, and a tactful way to get introduced to them without undermining my current contact.


Useful follow-up prompts:
1. Draft an email asking for an introduction.
1. Create a value message tailored to a finance stakeholder.
1. Create a value message tailored to a technical stakeholder.

Prompt 20: Write a Breakup Email for a Dead Deal
	COPY, EDIT AND PASTE PROMPT   -   Write a Breakup Email for a Dead Deal
Use this when: a deal has gone silent for a long time and you want a final, professional attempt.
Goal: Draft a professional final follow-up (breakup) email for this deal.
Context: The deal is with [company/contact]. There has been no response for [timeframe]. Previous attempts included [describe attempts].
Source: Use this deal history: [paste notes].
Expectation: Write a short, respectful final email that gives the prospect an easy way to respond, reduces sales pressure and leaves a positive impression even if there is no reply.


Useful follow-up prompts:
1. Create a shorter version for LinkedIn.
1. Suggest how long to wait before marking this deal closed-lost.
1. Create a note to revisit this account in 6 months.


Prompt Library 5: Pipeline and Forecasting
Use these prompts to keep an honest, well-managed pipeline and forecast with more confidence.
Prompt 21: Review My Pipeline Health
	COPY, EDIT AND PASTE PROMPT   -   Review My Pipeline Health
Use this when: you want an honest view of which deals are real and which are at risk.
Goal: Help me review the health of my current sales pipeline.
Context: I have [number] deals in my pipeline worth approximately R[amount] in total. My monthly/quarterly target is R[amount]. Some deals have not moved in a while.
Source: Use this pipeline export or summary: [paste pipeline notes or CSV summary].
Expectation: Identify deals that look stalled, deals that are likely to close, deals that need immediate attention, and gaps between my pipeline and my target.


Useful follow-up prompts:
1. Create a prioritised action list for this week.
1. Identify which deals I should ask my manager for help with.
1. Create a simplified forecast summary.

Prompt 22: Build a Sales Forecast
	COPY, EDIT AND PASTE PROMPT   -   Build a Sales Forecast
Use this when: you need to submit a forecast for the month or quarter.
Goal: Help me build an accurate sales forecast.
Context: My target for this period is R[amount]. My current pipeline includes deals at various stages: [list deals with stage, value and expected close date].
Source: Use this pipeline information: [paste notes].
Expectation: Categorise deals into committed, best case and pipeline, explain the reasoning for each category, and calculate the gap to target with suggestions to close that gap.


Useful follow-up prompts:
1. Create a one-page forecast summary for my manager.
1. Identify which deals need to be pulled forward.
1. Suggest what activity would close the forecast gap.

Prompt 23: Prioritise My Deals This Week
	COPY, EDIT AND PASTE PROMPT   -   Prioritise My Deals This Week
Use this when: you have too many active deals and need to decide where to focus.
Goal: Help me prioritise which deals to focus on this week.
Context: I am working [number] active deals across different stages and values. My time this week is limited to [hours/days available].
Source: Use this deal list with stage, value and next step: [paste list].
Expectation: Rank deals by likely close probability, deal value and urgency. Suggest which deals deserve most of my time and which can wait or be handed off.


Useful follow-up prompts:
1. Create a daily call and follow-up schedule from this.
1. Identify deals that should be deprioritised for now.
1. Suggest which deals to flag to my manager.

Prompt 24: Clean Up My CRM Data
	COPY, EDIT AND PASTE PROMPT   -   Clean Up My CRM Data
Use this when: your CRM has outdated stages, missing information or unclear next steps.
Goal: Help me identify what needs to be cleaned up in my CRM pipeline.
Context: My CRM contains [number] open deals. Common issues include [outdated stages, missing close dates, no next steps logged, duplicate contacts].
Source: Use this exported list of deals and their current status: [paste export].
Expectation: Identify deals with missing or unrealistic information, suggest corrected stages or close dates where relevant, and create a cleanup checklist I can work through.


Useful follow-up prompts:
1. Create a CRM hygiene checklist I can use weekly.
1. Draft notes to update for the messiest records.
1. Suggest a simple weekly CRM review routine.

Prompt 25: Analyse Why Deals Are Being Lost
	COPY, EDIT AND PASTE PROMPT   -   Analyse Why Deals Are Being Lost
Use this when: you want to understand patterns in lost deals to improve your win rate.
Goal: Help me analyse why deals have been lost recently and identify patterns.
Context: Over the last [timeframe], I lost [number] deals. The reasons given included [price, timing, competitor, no decision, budget cuts, other].
Source: Use this list of lost deals with reasons and deal size: [paste notes].
Expectation: Identify patterns in the loss reasons, which stage deals are most often lost at, and 3-5 practical changes I could make to improve my win rate.


Useful follow-up prompts:
1. Create a one-page summary for my sales manager.
1. Suggest questions to ask on the next discovery call to catch these issues earlier.
1. Identify which loss reasons are within my control.


Prompt Library 6: Account Management and Retention
Use these prompts to protect existing revenue, deepen relationships and grow accounts you already have.
Prompt 26: Create an Account Growth Plan
	COPY, EDIT AND PASTE PROMPT   -   Create an Account Growth Plan
Use this when: you want to grow revenue within an existing customer account.
Goal: Create a growth plan for this existing customer account.
Context: The account is [company]. They currently buy [products/services] worth approximately R[amount] per year. Potential growth areas include [additional products, more users, other departments].
Source: Use this account history and relationship notes: [paste notes].
Expectation: Create an account growth plan with expansion opportunities, key stakeholders to engage, a suggested approach for each opportunity and a realistic timeline.


Useful follow-up prompts:
1. Draft an email to open the growth conversation.
1. Identify who else in the account I should build a relationship with.
1. Create a one-page account plan summary.

Prompt 27: Prepare for a Quarterly Business Review
	COPY, EDIT AND PASTE PROMPT   -   Prepare for a Quarterly Business Review
Use this when: you are meeting a key customer to review performance and plan ahead.
Goal: Help me prepare for a quarterly business review with this customer.
Context: The customer is [company]. They have been using [product/service] for [timeframe]. Performance so far has been [describe, including any issues].
Source: Use this account data and usage information: [paste notes].
Expectation: Create a QBR structure with a summary of value delivered, key metrics, challenges addressed, upcoming opportunities and a discussion agenda for the meeting.


Useful follow-up prompts:
1. Create slide content for this review.
1. Draft the meeting invitation email.
1. Create a one-page leave-behind summary.

Prompt 28: Identify At-Risk Customers
	COPY, EDIT AND PASTE PROMPT   -   Identify At-Risk Customers
Use this when: you want to catch churn risk before it becomes a lost customer.
Goal: Help me identify which customers in my portfolio may be at risk of leaving.
Context: I manage [number] accounts. Warning signs I am aware of include [reduced usage, late payments, unanswered emails, complaints, key contact leaving].
Source: Use this account information and any recent signals: [paste notes].
Expectation: Identify accounts showing risk signals, rank them by urgency, and suggest a specific outreach or intervention plan for each.


Useful follow-up prompts:
1. Draft a check-in email for the highest-risk account.
1. Create a save-the-account escalation plan.
1. Suggest questions to ask to uncover the real issue.

Prompt 29: Ask for a Referral
	COPY, EDIT AND PASTE PROMPT   -   Ask for a Referral
Use this when: a satisfied customer could introduce you to new business.
Goal: Help me ask a satisfied customer for a referral professionally.
Context: The customer is [company/contact]. Their experience with us has been [describe positive outcome]. I would like an introduction to [type of company/contact, if known].
Source: Use this relationship context: [paste notes].
Expectation: Draft a referral request message that acknowledges the relationship, makes the ask specific and easy to act on, and offers something in return if appropriate.


Useful follow-up prompts:
1. Create a shorter version for WhatsApp.
1. Draft a thank-you message for when a referral is given.
1. Suggest a simple referral incentive I could offer.

Prompt 30: Handle a Customer Complaint as a Sales Rep
	COPY, EDIT AND PASTE PROMPT   -   Handle a Customer Complaint as a Sales Rep
Use this when: a customer raises a complaint and you need to protect the relationship and the deal.
Goal: Help me respond to this customer complaint while protecting the relationship.
Context: The customer complained about [issue]. The background is [facts]. My desired outcome is [resolution/apology/next step].
Source: Use the complaint details below: [paste complaint].
Expectation: Write a calm, professional and empathetic response that acknowledges the issue, avoids defensive language, explains next steps and protects the relationship and any pending business.


Useful follow-up prompts:
1. Make this response shorter for WhatsApp.
1. Make it more formal for email.
1. Suggest what I should escalate internally.

Prompt Library 7: Personal Productivity and Time Management
Use these prompts to manage your own time better, stay organised and focus on the activities that actually drive revenue.
Prompt 31: Plan My Sales Week
	COPY, EDIT AND PASTE PROMPT   -   Plan My Sales Week
Use this when: you need to organise a busy week around calls, meetings and admin.
Goal: Create a weekly plan that maximises my selling time.
Context: My responsibilities include [prospecting, meetings, proposals, admin, CRM updates, internal meetings]. My biggest time-wasters are [describe]. My priorities this week are [goals].
Source: Use these tasks and commitments: [paste list or calendar summary].
Expectation: Organise my week into high-value selling blocks, admin blocks, follow-up time and buffer time. Highlight what I should protect, delegate or drop this week.


Useful follow-up prompts:
1. Create a daily checklist version.
1. Identify what I can batch to save time.
1. Create a Friday review template.

Prompt 32: Prioritise My Daily Task List
	COPY, EDIT AND PASTE PROMPT   -   Prioritise My Daily Task List
Use this when: you have too many tasks and need a clear order of priority.
Goal: Help me prioritise my daily sales task list.
Context: My task list for today includes [paste tasks]. I need to decide what drives revenue first, what can wait and what can be delegated.
Source: Use this task list: [paste tasks].
Expectation: Categorise tasks as revenue-generating, urgent-but-not-revenue, delegate or postpone. Explain the reasoning and suggest an order to work through them.


Useful follow-up prompts:
1. Turn this into a time-blocked schedule.
1. Identify tasks linked directly to my current target.
1. Suggest what I should stop doing altogether.

Prompt 33: Summarise My Call Notes Quickly
	COPY, EDIT AND PASTE PROMPT   -   Summarise My Call Notes Quickly
Use this when: you have rough notes from a call and need them turned into something useful fast.
Goal: Turn my rough call notes into a clear, structured summary.
Context: This was a call with [contact/company] about [topic]. The purpose of the call was [purpose].
Source: Raw notes: [paste notes].
Expectation: Summarise into key points discussed, decisions made, objections raised, next steps, owner and deadline. Suggest the follow-up message to send.


Useful follow-up prompts:
1. Draft the follow-up email.
1. Create a CRM-ready summary.
1. Identify anything unclear that I should confirm with the customer.

Prompt 34: Prepare for a One-on-One With My Sales Manager
	COPY, EDIT AND PASTE PROMPT   -   Prepare for a One-on-One With My Sales Manager
Use this when: you want a productive, well-prepared conversation with your manager.
Goal: Help me prepare for my one-on-one with my sales manager.
Context: My current pipeline status is [summary]. My biggest challenges right now are [challenges]. I want support or a decision on [topic].
Source: Use this pipeline and performance summary: [paste notes].
Expectation: Create a short agenda with wins, challenges, deals needing support, and specific asks. Keep it focused and practical for a 30-minute conversation.


Useful follow-up prompts:
1. Create talking points for the deals I need help with.
1. Draft questions to ask about strategy or targets.
1. Create a one-page summary I can share beforehand.

Prompt 35: Reflect on a Lost Deal for Personal Improvement
	COPY, EDIT AND PASTE PROMPT   -   Reflect on a Lost Deal for Personal Improvement
Use this when: you lost a deal and want to learn from it rather than just move on.
Goal: Help me reflect on this lost deal and identify what I can learn from it.
Context: The deal was with [company]. It was lost because [reason given or suspected]. Here is how the deal progressed: [describe timeline].
Source: Use these notes on how the deal unfolded: [paste notes].
Expectation: Identify what likely went right, what could have gone differently, and one specific skill or habit I should work on before my next similar deal.


Useful follow-up prompts:
1. Create a short personal action plan from this.
1. Suggest a book, technique or practice to address this gap.
1. Identify if there is still a future opportunity with this account.


Prompt Library 8: Sales Content and Communication
Use these prompts to write clear, persuasive sales content quickly, from emails to LinkedIn posts and case studies.
Prompt 36: Draft a Professional Sales Email
	COPY, EDIT AND PASTE PROMPT   -   Draft a Professional Sales Email
Use this when: you need a clear, professional message for a customer or prospect.
Goal: Draft a professional sales email.
Context: I need to email [recipient] about [topic]. The desired outcome is [outcome]. The tone should be [friendly/professional/firm/concise].
Source: Use these points that must be included: [paste points].
Expectation: Write a clear email with subject line, greeting, concise body, call to action and polite closing. Provide a shorter version as well.


Useful follow-up prompts:
1. Make this more diplomatic.
1. Make it shorter for a busy executive.
1. Create a WhatsApp version.

Prompt 37: Write a LinkedIn Post to Build My Sales Presence
	COPY, EDIT AND PASTE PROMPT   -   Write a LinkedIn Post to Build My Sales Presence
Use this when: you want to build visibility and credibility with prospects on LinkedIn.
Goal: Write a LinkedIn post that builds my credibility with potential customers.
Context: I sell [product/service] to [audience]. I want to share a lesson, insight or story related to [topic]. My tone is usually [professional/personable/direct].
Source: Use this idea or experience as the basis: [paste notes].
Expectation: Write a LinkedIn post with a strong opening line, a clear point or lesson, and a natural call to engage (comment or DM), avoiding generic sales language.


Useful follow-up prompts:
1. Create three alternative opening lines.
1. Suggest relevant hashtags for a South African B2B audience.
1. Create a shorter version for a company page.

Prompt 38: Turn a Customer Win into a Case Study Summary
	COPY, EDIT AND PASTE PROMPT   -   Turn a Customer Win into a Case Study Summary
Use this when: you want to use a recent success story in future sales conversations.
Goal: Turn this customer success story into a short case study summary I can use in sales conversations.
Context: The customer is [company, or anonymised industry]. Their problem was [problem]. Our solution was [solution]. The result was [result/metrics].
Source: Use these details about the customer and outcome: [paste notes].
Expectation: Create a short case study summary with challenge, solution and result, written so it can be used verbally in a pitch or as a one-page leave-behind.


Useful follow-up prompts:
1. Create a version formatted for a proposal document.
1. Create three talking points I can use verbally.
1. Draft a request to the customer for permission to use this story.

Prompt 39: Write a WhatsApp Follow-Up Sequence
	COPY, EDIT AND PASTE PROMPT   -   Write a WhatsApp Follow-Up Sequence
Use this when: your customers respond better on WhatsApp than email.
Goal: Create a short WhatsApp follow-up sequence for this prospect or customer.
Context: I am following up with [contact] about [topic]. The relationship stage is [cold/warm/existing customer]. My goal is [response, meeting, decision].
Source: Use this context on where things stand: [paste notes].
Expectation: Create a 3-message WhatsApp sequence spaced over time, each short, natural in tone and with a clear but low-pressure call to action.


Useful follow-up prompts:
1. Make the tone warmer.
1. Create a version for a corporate decision-maker.
1. Suggest ideal timing between each message.

Prompt 40: Create a Sales Battlecard Against a Competitor
	COPY, EDIT AND PASTE PROMPT   -   Create a Sales Battlecard Against a Competitor
Use this when: you regularly compete against the same competitor and need quick reference points.
Goal: Create a sales battlecard comparing my offer to this competitor.
Context: The competitor is [competitor name]. Customers often compare us on [price, features, service, reputation]. Our advantages are [advantages]. Our disadvantages are [disadvantages].
Source: Use this comparison information: [paste notes].
Expectation: Create a battlecard with a comparison table, key talking points, likely objections raised by this competitor, and how to respond to each confidently.


Useful follow-up prompts:
1. Create a shorter verbal version for use on calls.
1. Identify what questions reveal a prospect is comparing us to this competitor.
1. Suggest how to handle a direct price comparison.


Prompt Library 9: Sales Skills and Self-Development
Use these prompts to sharpen your selling skills, prepare for tough conversations and keep improving over time.
Prompt 41: Role-Play a Difficult Sales Conversation
	COPY, EDIT AND PASTE PROMPT   -   Role-Play a Difficult Sales Conversation
Use this when: you want to practise before a high-stakes or uncomfortable conversation.
Goal: Role-play this difficult sales conversation with me before I have it for real.
Context: I need to have a conversation with [customer/prospect] about [topic, e.g. a price increase, a delay, a lost deal recovery]. My goal for the conversation is [outcome].
Source: Use this background information: [paste notes].
Expectation: Act as the customer and respond realistically, including likely pushback. After the role-play, give me feedback on my responses and suggest improvements.


Useful follow-up prompts:
1. Make the customer more difficult in the role-play.
1. Suggest opening lines for this conversation.
1. Create a one-page cheat sheet for the conversation.

Prompt 42: Improve My Cold Calling Script
	COPY, EDIT AND PASTE PROMPT   -   Improve My Cold Calling Script
Use this when: your cold call opening or structure needs sharpening.
Goal: Improve my cold calling script.
Context: I call [target customer type] about [product/service]. My current opening often gets [describe reaction, e.g. hung up on, brushed off, mild interest].
Source: Use my current script: [paste current script].
Expectation: Rewrite the script with a stronger opening, a pattern-interrupt if useful, a clear value statement and a low-pressure ask for the next step.


Useful follow-up prompts:
1. Create a version for voicemail.
1. Create responses to the most common brush-offs.
1. Shorten this for a 20-second opener.

Prompt 43: Identify My Sales Skill Gaps
	COPY, EDIT AND PASTE PROMPT   -   Identify My Sales Skill Gaps
Use this when: you want an honest view of where to focus your own development.
Goal: Help me identify the sales skills I most need to develop right now.
Context: My current results are [describe performance]. Areas I suspect are weak include [prospecting, closing, negotiation, discovery, objection handling, time management].
Source: Use this self-assessment and any feedback I have received: [paste notes].
Expectation: Identify the 2-3 skill gaps most likely holding back my results, explain why they matter, and suggest a practical way to improve each over the next 30 days.


Useful follow-up prompts:
1. Create a 30-day skill development plan.
1. Suggest a book, course or practice method for the top gap.
1. Create a way to track improvement over time.

Prompt 44: Prepare for a Sales Performance Review
	COPY, EDIT AND PASTE PROMPT   -   Prepare for a Sales Performance Review
Use this when: you are being reviewed on your sales performance and want to present it well.
Goal: Help me prepare for my sales performance review.
Context: My results for this period were [summary of numbers]. My biggest wins were [wins]. My biggest challenges were [challenges].
Source: Use this performance data: [paste notes/numbers].
Expectation: Create a clear summary of results, context for any shortfalls, evidence of effort and improvement, and specific asks for support or resources going forward.


Useful follow-up prompts:
1. Create a one-page summary document.
1. Suggest how to frame a missed target constructively.
1. Create talking points for goals next period.

Prompt 45: Build a Personal Sales Development Plan
	COPY, EDIT AND PASTE PROMPT   -   Build a Personal Sales Development Plan
Use this when: you want a structured plan to grow your sales career over the next year.
Goal: Help me build a personal sales development plan for the next 12 months.
Context: My current role is [role]. My career goal is [goal, e.g. promotion, bigger accounts, sales leadership]. My current strengths are [strengths] and gaps are [gaps].
Source: Use this career context: [paste notes].
Expectation: Create a 12-month development plan with skills to build, milestones, learning resources and how to demonstrate readiness for the next step.


Useful follow-up prompts:
1. Create a first-quarter action plan.
1. Identify a mentor profile that would help me most.
1. Suggest how to raise this plan with my manager.


Prompt Library 10: Reporting and Territory Strategy
Use these prompts to report clearly, plan your territory and think strategically about long-term growth.
Prompt 46: Create a Weekly Sales Report
	COPY, EDIT AND PASTE PROMPT   -   Create a Weekly Sales Report
Use this when: you need a simple report to track progress and accountability.
Goal: Create a weekly sales report.
Context: I want to track pipeline movement, activity, wins, concerns and priorities. The report is for [manager/team].
Source: Use these weekly notes and numbers: [paste notes].
Expectation: Create a clear one-page weekly report with summary, key numbers, wins, concerns, actions and next week priorities.


Useful follow-up prompts:
1. Create a reusable report template.
1. Make this suitable for a team meeting.
1. Add a traffic-light status section.

Prompt 47: Build a Territory Plan
	COPY, EDIT AND PASTE PROMPT   -   Build a Territory Plan
Use this when: you are planning how to cover and grow your sales territory.
Goal: Help me build a practical territory plan.
Context: My territory covers [region/segment/accounts]. My target is R[amount] for [period]. My current account mix is [describe existing customers and prospects].
Source: Use this territory and account information: [paste notes].
Expectation: Create a territory plan with account segmentation (existing, target, whitespace), coverage priorities, and a realistic activity plan to hit target.


Useful follow-up prompts:
1. Create a one-page territory summary.
1. Identify the top 10 accounts to prioritise.
1. Create a quarterly review structure for this plan.

Prompt 48: Analyse My Win Rate and Sales Cycle
	COPY, EDIT AND PASTE PROMPT   -   Analyse My Win Rate and Sales Cycle
Use this when: you want to understand your own sales performance patterns.
Goal: Help me analyse my win rate and sales cycle length.
Context: Over the last [timeframe], I closed [number] deals out of [number] opportunities worked. Average sales cycle appears to be [timeframe, if known].
Source: Use this deal history: [paste notes or CRM export].
Expectation: Identify patterns in what wins tend to have in common, where deals typically slow down, and 2-3 practical changes that could improve win rate or cycle time.


Useful follow-up prompts:
1. Create a one-page summary for my manager.
1. Suggest which deal stage needs the most attention.
1. Identify deal characteristics linked to faster closes.

Prompt 49: Prepare for an Annual Territory or Account Planning Session
	COPY, EDIT AND PASTE PROMPT   -   Prepare for an Annual Territory or Account Planning Session
Use this when: you are planning the year ahead for your territory or key accounts.
Goal: Help me prepare for an annual territory or account planning session.
Context: My territory or key accounts are [describe]. Last year's result was [result]. This year's target is R[amount]. Known changes ahead include [market, product, team changes].
Source: Use these current facts and figures: [paste notes].
Expectation: Create a planning session structure with review of last year, opportunity analysis, target-setting logic, risks and a first-quarter action plan.


Useful follow-up prompts:
1. Create slide content for this session.
1. Create a one-page annual plan summary.
1. Identify the biggest risk to hitting this year's target.

Prompt 50: Use AI in My Daily Sales Workflow
	COPY, EDIT AND PASTE PROMPT   -   Use AI in My Daily Sales Workflow
Use this when: you want to identify where AI can save you the most time as a sales professional.
Goal: Identify practical ways to use AI in my daily sales workflow.
Context: My key activities include [prospecting, meetings, proposals, follow-up, CRM, reporting]. My current pain points are [pain points].
Source: Use these tasks and problems: [paste list].
Expectation: Identify AI use cases ranked by impact, ease of implementation and time saved. Include example prompts, recommended first steps and safeguards for customer data.


Useful follow-up prompts:
1. Create a 30-day AI adoption plan for my role.
1. Identify tasks that should not be delegated to AI.
1. Create a simple AI usage guideline for my team.

Final Thoughts
AI becomes valuable in sales when it is used consistently on real deals and real accounts. The aim is not to automate the relationship. The aim is to use AI where it saves time, sharpens your message or helps you prepare with more confidence, so you can spend more of your time actually selling.
As you work through this guide, keep building your own prompt library. Save the prompts that work, improve the ones that are too generic, and adapt them for your product, territory and customers. Over time, this becomes a practical asset that helps you sell more, faster.
	Your next step  Choose one part of your sales process that needs the most attention right now. Pick three prompts from that section. Use them this week on a real deal. Refine the outputs, turn them into actions, and review what changed. Small, consistent use is where the value starts.


About Gen AI Innovation™
This guide is part of the Gen AI Innovation™ Prompt Library Series - practical, sector-specific AI prompt collections created for South African business owners and professionals.
Gen AI Innovation™ provides practical AI training, strategic consulting and hands-on workshops that help teams turn AI from a buzzword into a daily working habit.
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