Case Study

S L Techwave

£Z

- 72 RS
. e ks S | () A \ 2
P4 r 7 TR N

Techwave, established

Transforming Sales into a in 2004, is a global
Strategic Growth Engine through | .o sovice
GenAl-Powered Conversational Rl P S ol
|I‘Ite"igence through structured

delivery models, deep
domain expertise, and

advanced Al

About the Client

The client is one of the largest rural lending cooperatives in Texas,
delivering financial solutions to farmers, ranchers, agribusinesses, and
rural homeowners. Operating as a member-owned institution, it . - _
redistributes earnings through patronage dividends while empowering Agricultural Financial Services
members with a voice in governance.

Industry:

Region:

With over a century of experience, the organization provides agricultural, United States
land, and home loans, along with insurance services. Supported by a
strong network of 60+ locations serving nearly 200 counties, the client

plays a critical role in strengthening rural economies and agricultural Manual data entry led to
growth fragmented records and

incomplete insights

Key Challenges:

No structured follow-ups,

Executive OverVieW causing missed opportunities

and lower closures

A leading rural lending cooperative partnered with Techwave to CRM updates reduced selling
transform sales using GenAl-powered conversational intelligence. By time
automating interaction capture, CRM updates, and follow-ups, the Inconsistent sales approach

solution improved productivity, data quality, and pipeline visibility. due to lack of standardization

Sales teams gained real-time insights, standardized coaching, and more Limited pipeline visibility
time for client engagement, resulting in faster deal cycles and stronger Disconnected tools restricted
forecasting. The transformation repositioned sales as a scalable, actionable insights

insight-driven growth engine.
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Business Challenges

The client faced operational inefficiencies and experience gaps that constrained scalability and sales

performance:

} Manual documentation-heavy workflows reduced productivity and increased administrative overhead.
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Techwave’s Strategy and Solution

Critical customer insights remained unstructured and underutilized within CRM systems.
Variability in sales execution led to inconsistent engagement quality and outcomes.
CRM systems functioned as static repositories rather than intelligent decision-support platforms.

Inconsistent follow-ups and incomplete data capture weakened forecasting accuracy and pipeline reliability.

Techwave implemented a GenAl-powered conversational intelligence framework to transform sales
execution, data capture, and coaching effectiveness.

Al-Powered Sales
Interaction Capture

Sales representatives
capture post-meeting
insights through voice-based
debriefs, eliminating reliance
on manual documentation.
Conversational Al
transcribes, structures, and
enriches interaction data in
real time.

Al-Driven Sales Coaching
and Standardization

Each interaction is evaluated
against six critical sales
skills. Embedded playbooks
enable consistent,
consultative selling, while
supporting continuous
coaching and benchmarking
across teams.

Intelligent Data Structuring
and CRM Enrichment

Al models automatically tag
and validate 20+ strategic
data points, ensuring
high-quality, structured data
capture. This information is
seamlessly synchronized into
CRM systems, improving
data completeness and
usability.

Workflow Automation
and Performance Visibility

Automated summaries,
action items, and
dashboards provide
actionable, real-time
insights into deal
progression, pipeline
health, and sales
performance.
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Follow-Up Intelligence and
Opportunity Tracking

The system intelligently
identifies both addressed
and unaddressed client
queries, enabling
structured, timely
follow-ups and
proactively ensuring no
opportunity is
missed.

Silence suppression and
MP3 conversion
significantly reduce
transcription processing
time, consistently
improving system
efficiency and
responsiveness.




Techwave's Implementation Approach

Techwave executed the transformation through a structured, phased approach:

Process Assessment

Identified inefficiencies in
sales workflows and
prioritized high-impact

interaction data.

2)

automation opportunities.

Workflow Automation

Deployed Al-driven
processes for transcription,
tagging, follow-ups, and
coaching.

Business Outcomes

Al Model Development

Trained GenAl models
using domain-specific
prompts and historical

System Integration

Enabled seamless integration
with CRM and enterprise
systems for real-time data
synchronization

Continuous Optimization

Improved model
performance and workflows
using real-time feedback and

interaction data.

The transformation delivered measurable improvements across productivity, data quality, and

sales effectiveness:

Time Reclaimed & Cost Reduced

Sales representatives saved approximately
2 hours per day through automation of
post-meeting workflows. CRM data

entry effort reduced by ~60%,

enabling greater focus on
revenue-generating activities.

Business
Outcomes

Enhanced Sales
Productivity & Performance

83% of sales teams reported

measurable productivity improvements,
driven by Al-assisted workflows, structured
coaching, and reduced administrative
burden.
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Structured Al-driven capture significantly
improved CRM data completeness and
accuracy. Transcription time reduced by

~40%, enabling faster processing
and improved operational
efficiency.

Stronger Pipeline Visibility &
Follow-Through

Improved data consistency and
Al-driven insights enhanced pipeline
visibility, enabling better forecasting,

faster deal progression, and more
reliable follow-ups.
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Technology Stack

Azure Speech- Microsoft Conversational Workflow
Cognitive to-Text and Dynamics Al & GenAl Automation &
Services Transcription CRM Models Data

Frameworks Orchestration

Conclusion

Techwave enabled the client to transition from manual, fragmented sales operations to a scalable,
Al-driven sales intelligence model. By embedding conversational intelligence, automation, and structured
coaching into daily workflows, the organization significantly improved productivity, data quality, and sales
effectiveness.

This transformation empowered the client to move from reactive, administrative-heavy processes to a
strategic, insight-led sales approach, turning sales into a true growth engine.

About Techwave

Headquartered in Houston, TX, Techwave delivers global technology and engineering services to 600+
clients across five continents. With expertise in Data & Analytics, Software Engineering, Al/ML, Cloud
Engineering and Strategic Sourcing, we provide end-to-end digital capabilities that maximize value from

digital investments. Our CMMI Level 5 and ISO 9001:2015 certifications reflect our commitment to
delivery excellence.
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