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Annotatsiya: Ushbu tadqiqot sun'iy intellekt savdo jarayonlarini qanday 

yaxshilashi va soddalashtirishi mumkinligini ko'rib chiqadi. Adabiyotlarni 

sinchkovlik bilan ko'rib chiqish shuni ko'rsatadiki, shaxsiylasht irilgan marketing 

strategiyalari, sun'iy intellektga asoslangan CRM va bashoratli tahlillar 

muvaffaqiyatli savdo qilish uchun muhimdir. Aralash usullardan foydalangan 

holda olib borilgan tadqiqotlar foydali ma'lumotlarni olish uchun sun'iy 

intellektdan foydalanish bo'yicha sifatli sharhlardan va ishbilarmonlarning onlayn 

so'rovidan olingan raqamli ma'lumotlardan foydalangan. Aniqroq savdo 

prognozlari va muntazam vazifalarni qisqartirish orqali sun'iy intellektga 

asoslangan yechimlar savdo guruhlariga mijozlar bilan strategik munosabatlarni 

o'rnatishga e'tibor qaratishga yordam beradi. Respondentlarning fikricha, sun'iy 

intellekt ko'plab savdo va marketing muammolarini hal qilish uchun ishlatilishi 

mumkin. Shu bilan birga, ular sun'iy intellektni tushunish va sanoat qarorlarini 

qabul qilish zarurati kabi muammolar hali ham mavjudligini ta'kidlaydilar. Ushbu 

tadqiqot qog'ozi AI savdo va avtomatlashtirishni optimallashtirish bo'yicha 

operatsiyalar va tanlovlarni qanday yaxshilashini ko'rsatadi. U bilimlardagi 

bo'shliqlarni ochib beradi va kompaniyalarga tez o'zgarib borayotgan zamonaviy 

bozorda oldinga siljish uchun sun'iy intellektga asoslangan texnologiyalardan 

foydalanishga yordam beradigan eng yaxshi amaliyotlarni ko'rsatadi. 

Kalit so'zlar: sun'iy intellekt, sotishni optimallashtirish, avtomatlashtirish, 

CRM, sun'iy intellekt texnologiyalari 

 

Abstract: This study looks at how AI can improve and simplify sales 

processes. A thorough review of the literature shows that personalized marketing 

strategies, AI-driven CRM, and predictive analytics are all important for running a 

successful sales operation. A mixed-methods study used both qualitative comments 

about AI use and numeric data from an online poll of businesspeople to get useful 
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information. By making sales forecasts much more accurate and cutting down on 

routine tasks, AI-based solutions may help sales teams focus on building strategic 

relationships with customers. Respondents think that artificial intelligence could be 

used to handle many sales and marketing jobs. However, they also say that there 

are still problems, such as the need for AI to understand and sector-specific 

solutions. This research paper displays how AI is making operations and choices 

better in sales optimization and automation. It finds knowledge gaps and shows 

best practices to help businesses use AI-powered technology to get ahead in today's 

market, which changes quickly. 

Key words: AI, Sales Optimization, Automatization, CRM, AI Technologies 

 

Аннотация В этом исследовании рассматривается, как искусственный 

интеллект может улучшить и упростить процессы продаж. Тщательный обзор 

литературы показывает, что персонализированные маркетинговые стратегии, 

CRM, управляемая искусственным интеллектом, и прогнозная аналитика 

важны для успешного ведения продаж. В исследовании, проведенном с 

использованием смешанных методов, использовались как качественные 

комментарии об использовании ИИ, так и числовые данные онлайн-опроса 

бизнесменов, чтобы получить полезную информацию. Благодаря более 

точным прогнозам продаж и сокращению рутинных задач решения на основе 

ИИ могут помочь отделам продаж сосредоточиться на построении 

стратегических отношений с клиентами. Респонденты считают, что 

искусственный интеллект можно было бы использовать для решения многих 

задач в области продаж и маркетинга. Однако они также отмечают, что по-

прежнему существуют проблемы, такие как необходимость понимания ИИ и 

принятия отраслевых решений. В этом исследовательском документе 

показано, как ИИ улучшает операции и выбор в области оптимизации 

продаж и автоматизации. Он выявляет пробелы в знаниях и показывает 

лучшие практики, помогающие компаниям использовать технологии на базе 

искусственного интеллекта для продвижения на современном рынке, 

который быстро меняется. 

Ключевые слова: Искусственный интеллект, оптимизация продаж, 

автоматизация, CRM, технологии искусственного интеллекта  

 

Introduction 

The use of artificial intelligence in business has completely changed how sales 

are optimized and automated. With the help of AI technologies like dynamic price 
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systems and predictive analytics, many fields are becoming more accurate, efficient, 

and good at making smart decisions. Even with all of these improvements, there 

needs to be a lot more study on what artificial intelligence is for and how it af fects 

sales. This paper looks at how artificial intelligence can be used to improve sales 

and automate tasks. It does this by reviewing the literature, analyzing poll data, 

and talking about the pros and cons of using AI. Businesses and people may be able 

to make the most of the new sales possibilities of artificial intelligence if they know 

what they need to know from this study. 

Literature Review 

A look at some new studies shows how much AI is changing the way sales are 

made. "Artificial Intelligence in B2B Sales Processes," a study by Rodriguez and 

Peterson in 2024, says that salespeople may be able to focus more on strategic 

customer connection since AI-driven CRMs get rid of boring, routine chores. 

Systems (2024) talks about how accurate estimates from predictive analytics 

systems help businesses make smart choices about stock levels, prices, and how to 

use their resources in "The Role of AI in E-Commerce Sales Optimization". In their 

2020 article "Strategic Frameworks for AI in Marketing," Rust and Huang go into a 

lot of detail about how personalized marketing strategies and suggestions make 

customers' experiences much better. 

Problems keep happening no matter how clear the benefits may be. Jena et al. 

(2023), who wrote the study "Account Prioritizing Engine with Explainable AI," say 

that being open about how decisions are made is important for building trust with 

stakeholders. In his 2022 piece called "Deep Q-Learning for Sales Analytics," 

Pavlyshenko talks about the worries about data security and moral problems that 

come up with advanced AI models. An answer to these problems would be AI that 

can be explained. This would comfort everyone by making the decision-making 

process clearer. 

Research Methodology 

The research used a variety of research methods to investigate how AI helps 

with automating and improving sales processes. The information came from an 

online question that was sent to businesspeople who know how to use artificial 

intelligence. The poll asked about how people use artificial intelligence and what 

they think are its pros and cons. To look at numeric data, descriptive statistics were 

used, and qualitative notes gave us a better idea of how users felt and what they 

expected. Both types of data were put together for study. 

Data Collection 
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Discussion 

The poll results give us important new information about how AI can be used 

in automation and to make sales more effective. Respondents among 30 are mostly 

between the ages of 18 and 24 and most of them have bachelor's degrees. They 

work in manufacturing, retail, and sales, among other fields. They work in as a 

specialists, like as business managers, data scientists, and most of them as a 

marketing experts. This varied group of people shows that artificial intelligence can 

be used in many different ways and requires a wide range of skills. 

A few people of respondents said they had some knowledge about AI's role in 

sales optimization, but a big number of people said they only knew the basics. One 

of the most well-known AI technologies is CRM systems with AI features. Other 

popular AI technologies are robots for customer engagement and customer 

relationship management systems. It's clear from these results that more schooling 
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is needed to raise skill levels, since advanced knowledge is st ill lacking even 

though AI is used in everyday tasks. 

Respondents said that the best things about AI were better at sales forecasting 

and automative repetitive task, more accurate lead generating, and the ability to 

automate boring chores. These results fit with AI's main purpose, which is to make 

things more efficient and help people make decisions. But different people had 

different ideas about which areas AI would likely make the most progress in. Some 

focused on sales planning and forecasts, while others focused on improving the 

CRM and making the most of marketing campaigns. 

One of the issues that was brought up was the need for customization based 

on business and a lack of advanced knowledge about AI technology. Businesses 

may benefit from focused training programs and AI solutions that can be scaled up 

and adapted to different industries, according to the data. 

Most of the people who answered agree that AI is making a big difference in 

sales and automation, but they also think that AI could be used in many more ways 

to make things better. Businesses can get the most out of AI technologies to boost 

speed and creativity by showing off their best AI skills and filling in knowledge 

gaps. 

Conclusion 

These results show how important AI is for changing how sales optimization 

and automation work. Customer relationship management (CRM) systems, 

prediction analytics, and apps that are driven by AI are making it easier to predict 

business processes, make them more personal, and streamline them. The poll 

results show that some of the perks are better lead creation, more accurate 

forecasts, and the ability to automate simple chores. Not having enough advanced 

knowledge and the need for customizations that are specific to the business are still 

problems that show what needs to be fixed. 

Companies can get the most out of AI in sales and automation if they train and 

come up with new ideas in these areas. Using AI in sales will change how 

customers connect with businesses and help them adapt to changing market needs. 

It will also make operations run more smoothly. This study adds to the growing 

amount of research on AI's effects by describing steps that can be taken to 

successfully use AI in today's competitive sales environment. 
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