@ retorio ‘ The pioneer in Al coaching

Al sales coaching
for the enterprise

Impactful, scalable, measurable




What?

Al sales coaching
for the enterprise

Why?

The more powerful Al
becomes, the more
clients seek genuine
human connection

How?

Through role plays and
behavioral feedback, we
shape your team into
trusted advisors

Who we are

(o) retorio

Meet the pioneers in Al coaching

Rooted in science
Founded at TU Munich 8 years ago, HQ in
Munich, based on years of research at:

TUT i & UTokyo

Dr. Patrick Oehler Peter Holdenried
Co-CEO Head of Sales
Co-founder
Christian Forg
Co-CEO, CPO

EU-hosted, globally scalable
EU Al act and GDPR-compliant, ISO 27001
certified

Diandra Scheybani

Senior Product Mgm. Ernesto Balestrini

CTO

RELY:T Dr. Florian Abicht
Head of CS Chief Al Officer




Warmth + Competence = Sales Performance

WARMTH

Relationship builder

Liked, but not yet trusted to
advise

High risk

Y % %k

Trusted advisor

Warm + credible — the rep who
changes a habit

Specialist

Competent — now table stakes

COMPETENCE ~

Al floods the world with competence. Every clinical answer,

comparison and dosing detail is now instant and free.

So competence stopped being your differentiator.

What's left is warmth + credibility - the trusted advisor. The last rep

standing between your brand and a commodity conversation.

retorio




Our technology
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Turning sellers into trusted advisors through practice

Offer dynamic, photorealistic avatars that
role-play realistic client conversations
Integrate coaching sessions seamlessly into
sales enablement, product launches, and daily
workflows offering a psychological safe space
Deliver real-time feedback and guidance to
accelerate learning and drive results

Handling a Pricing Model Backlash

‘ Go to summary > ‘ ( Instructions )

You can do better, your
interlocutor is partially 7 Stagetask 1/3
satisfied

titor is 30% Cheaper.”
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Our technology @ retorio

Our Al coach provides actionable feedback
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APPLIED KNOWLEDGE
ACTIVE LISTENING EMPATHY CONFIDENCE PERSONA-ORIENTED

COMMUNICATION
so% 7%

° Al coaches users on applied knowledge, methods,
product knowledge, and warmth & competence
St s omvarsan i 2 o ° Al guides users through their videos, showing them

el g exactly how to achieve better results

welcoming Chloe to the shop and expressing

your willingness to help him. This approach [ ] Al understands context, verbal and non-verbal
not only sets a welcoming tone but also builds N " i

Btk i el e s behavior, and provides tactical feedback

interaction. Let's revisit the moment you

greeted Chloe.

Applied knowledge is about more than having the right facts — it's about applying them clearly, and accurately.

Al Coach

Hi, welcome to telecom. Nice to see you today.
How can | support you?

00:21/07:30 This greeting was effective in settingawd &
and welcomina atmosohere. Your choice of o wa I'mt h* ® co m pete n ce*

Active listening Confidence
Attention & focus Doubt words
Verbal mirroring Filler words
Presence
Empathy Persona orientation
*Fiske, S. T. (2018). Stereotype content: Warmth and competence endure. Current Directions in Empathetic reactions Speaking their language
ielgee e, S Verbal-nonverbal Sentence complexity

consistency Level of detail
Information density
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Generate and scale impactful coaching programs faster

Analytics

Session generator

° Define your goals and business
objectives

° Let Al create tailored coaching
programs & auto translate them

e  Enrich sessions with your existing
training & marketing content

/% First-Time Luxury Buyer: The Investment Conversation

Goal and description

Conversation dynamics.

Conversation generation

@ conversation customization

l
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< Cohort 2025 - Sales Onboarding

Y/ Cohort 2025 - New Hire Onboarding

Persona generator

° Create lifelike virtual twins of your real
customers

° Define their background story, needs,
pains, and behaviors

° Access (93) photorealistic avatars and
(38) natural voices in 13 languages

Drive and measure engagement,
skills, and business impact

Get real-time insights into sales
readiness and performance gaps
Identify winning behaviors of your
top performers

Learner activity funnel Number of people coached

Ideal behavior adoption



Our technology @ retorio

Power up performance with a self-reinforcing data loop

1. Launch global coaching programs faster

Session generator "\A\ with the session generator

Persona generator 2. Enablelocal teams to localize personas with
the persona generator

3. Use Alrole plays to train and learn from up
to thousands of learners simultaneously

Analytic

Behavioral
Intelligence

4. Scale global and local best practices with
guided Al feedback

Guided Al feedbac

5. Measure impact and refine your programs
with analytics

Connect to your CRM/LMS to To

. (slesforce) SAP SuccessFactorsO
make it even more powerful:



Summary

Benchmarks

Based on our experience with:
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User KPIs

21x

Conversation practice

Per sales agent/advisor

Enablement KPIs

>80%

User activation rate

Avg. percentage of invited users who actively
use the platform when our engagement
recommendations are being followed.

Business impact

7-15x

Expected ROI

Return on investment anticipated in the first
year (mostly through efficiency gains)

+20%

Increased sales readiness

Quantifiable improvement in readiness
before interacting with clients

+38%

Ramp-up speed increase

Increase in ramp-up speed
(time-to-competency reduced from 8 to 5
weeks),

-40%

Reduced employee turnover

Decreases in fluctuation are a major cost
saving metric

(o) retorio
+17%

1st-year goal achievement

Increase in first-year goal achievement for
new hires (sales agents)

1 [0)74

Reduced delivery time

Faster delivery or content creation time
dropping from weeks to under 40 minutes

5-15%

Revenue Increase & win rate

Overall revenue increase of typically +5% to
15% within first 3 years of partnership
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Impactful, scalable, measurable
Al sales coaching

for the enterprise

Peter Holdenried

Head of Sales at Retorio
peter@retorio.com

+49 176 312 686 07
LinkedIn: peter-holdenried



https://www.linkedin.com/in/peter-holdenried

