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Al as a Commercial
Co-Pilot for Large
Event Venues

Helping customers decide faster. Helping

sales teams focus on what matters most.




Your Most Valuable
Asset Does Not Scale

Every large venue runs on a deep well of commercial
intelligence - the nuanced understanding of what makes
an event successful, what trade-offs are smart, and how
to best utilize the space. This expertise is what closes
high-value deals.

But this intelligence exists almost exclusively in

the heads of your senior sales team. It cannot be
bottled, and it cannot be everywhere at once.




This Scaling Problem

Creates a Dual Friction Point
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External:
Customer Friction

Customers
struggle to decide.

Your website informs, but it
doesn't quide. It can't apply
the commercial intelligence
needed to help a potential
customer make a confident
decision.

Internal:
Sales Friction
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Sales effortis
diluted.

Your best people spend

their time answering basic
questions and qualifying
prospects who could have
qualified themselves, slowing
down the entire commercial
cycle.




External Friction:
When Potential Customers Hesitate

Website visitors are often left to guess about the
most critical factors for their event. They struggle

to independently understand:

Is the venue truly suitable for my specific event?
How do | interpret complex capacity charts,
rules, and service options?

Is my idea even feasible before | invest time
talking to sales?

What are the right questions to ask,
and what should | expect next?

The Business Impact J

* Hesitationand
website drop-off

» Vague or misaligned
enquiries

* Longerdecision cycles




Internal Friction:When Senior
Talent Does Junior Work

Your sales team's time is diluted by low-value interactions
that precede strategic conversations.They spend a
significant portion of their day on

* Repetitive discovery and basic qualification.

» Clarifying unrealistic expectations set by a
static website.

» Explaining basic operational constraints and rules.

* Handling a high volume of enquiries that will
never convert.

The Business Impact J

* High-cost sales talent is bogged
down in administrative tasks.

* Response cycles for high-potential
leads slowdown.

* True value-based selling
happenstoo late in the process.




The Gap Between Enquiry and
Engagement is Your Opportunity
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This gap can only be closed by
applying commercial intelligence at
the earliest point of contact.

What customers need What sales teams need to
to feel confident engage efficiently

The opportunity is to create a bridge that serves both parties simultaneously-giving
customers the clarity they need to engage seriously, and giving sales the
qualified, high-intent starting point they need to succeed.




Our Solution: A Commercial Intelligence Layer
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The Al Intelligence Layer =

Public Website

Internal Sales Workflow

We propose an Al-driven intelligence layer that sits between your public website and your internal sales team.
Its role is simple: help customers gain clarity early, and help sales teams start conversations at a higher commercial level.
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Thisis NOT:
* Ageneric website chatbot
* Anautomatic quoting engine

* Areplacement for your sales team
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Thisis
» Al as a commercial co-pilot,

supporting both sides without
disrupting ownership.

\




For Customers: A Shift from Browsing to Decision Support

From a visitor's perspective, the platformis a low-risk way to get
immediate clarity.In under a minute, it helps them understand:

* Whether the venue truly fits their event

This all happens without commitment, without

* What options are realistically feasible waiting, and without sales pressure.

* What key constraints and trade-offs exist

FROM: Browsing

> TO: Decision Support

Visitors gain the confidence and direction needed for a productive human conversation.



For Sales Teams: A Shift from Administrative to Strategic

Internally, the intelligence layer acts as a powerful sales assistance
workflow.It delivers a sales-ready commercial brief by:

e Structuring and standardizing incoming enquiries

- Capturing customer intent, priorities Sales teams remain in full control of pricing,
and constraints ' ' negotiation,relationships, and final decisions.

* Flagging feasibility issues automatically

» Surfacing optimization and upsell opportunities

FROM: Administrative > TO: Strategic

Sales effort is focused on high-value work, not repetitive discovery.




For Sales Teams: A Shift from Administrative to Strategic

/—[ Core ROI Drivers ™

 Higher quality of enquiries(not just
more leads)

Visitors engage
for clarity

Enquiries
become realistic
& structured

Commercial
intelligence
compounds

* Maximized leverage of senior
sales talent

* Reduced time wasted on

Sales effort non-viable opportunities
is applied

selectively

Conversion
efficiency
improves

* Accelerated movement from
enquiry to meaningful engagement

Conversations
start ata
higher level
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Designed for Low-Risk, Practical Adoption

This platform is engineered to reduce operational and political risk,
ensuring a smooth integration that empowers, rather than dictates.

business rules and constraints.

Sales Ownership is Preserved: @ O Defined Guardrails:
The team retains full control over /

The Al operates within carefully configured
commercial decisions. @

B Forced Automation: Incremental Rollout is Possible:
mandate to automate relationships. Phase 2: Commercial Structuring Next

Phase 3: Deeper Intelligence Over Time
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The question is not: "Should we add Al to our website?"

The real question for leadership is

£ I
"How do we scale our commercial

intelligence without scaling sales
headcount or diluting expert
judgement?”

This platform is designed to answer that
question-practically and safely.
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Thank you

™ Contact Information
A|-POW9 I'ed & ganapathy@xite.ai
Venue Transformation 0 www.xite.ai



mailto:ganapathy@xite.ai
http://www.xite.ai/
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