Ensuring Stellar Al Agent

Pipeline Management Using
Clay, Tmind, and SPICED Methodology
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Al-powered agents are quickly becoming a critical part of modern Go-To-Market (GTM)
strategies. But one of the biggest questions on every revenue leader's mind is this: Can
an Al agent be trusted to maintain pipeline hygiene as rigorously as a top-performing
sales rep? After 30 days of deploying “Jack,” an Al SDR powered by Tmind and Clay and
trained on the SPICED methodology, the results are in. Here's a breakdown of how these
technologies work together to ensure stellar pipeline management hygiene—and how it

compares to what we've come to expect from traditional human reps.

What's the Problem with CRM Hygiene?

Let's face it: CRM hygiene is an ongoing challenge for most sales organizations. Humans
are inconsistent. Even with the best of intentions, sales reps struggle to maintain clean,
accurate, and complete CRM data. Reps forget to log calls, mislabel opportunities, and

often fail to capture crucial qualification information consistently.

I "A big challenge for brand new SDRs is CRM hygiene."

Poor CRM hygiene doesn't just hurt pipeline visibility; it kills forecasting accuracy, slows

down the sales cycle, and leads to lost revenue opportunities.

Enter Jack: The Al SDR with Automagic Pipeline Cleanliness

Jack is an Al SDR developed by Tmind and
integrated with Clay. He was onboarded
and trained at Winning by Design using the
SPICED framework, and he's been live for
30 days. Unlike a human rep, Jack is
always on, never forgets, and is immune

to the fatigue and distractions that

typically plague SDR teams.

Here's how Jack ensures stellar pipeline

hygiene—and what makes it possible.


http://winningbydesign.com/ai

How the Tech Works Together

@ MIND | The Conversational Superhuman
Tmind powers Jack’s brain. It's more than a chatbot—Jack uses a deterministic
go-to-market framework combined with generative Al to run human-like conversations in

real time. This is where the SPICED methodology comes in.

e SPICED Qualification: Jack was trained to uncover Situation, Pain, Impact, Critical
Event, and Decision (SPICED) details in conversations. These are logged consistently

and systematically in the CRM—no shortcuts, no missed fields.

e Human-Like EQ and 1Q: Jack engages website visitors and prospects with empathy

and intelligence, sticking to the process while personalizing the conversation.

"Our goal is to help you cut costs because humans are expensive.
And humans have limitations... How can we meet your buyers at
the end of the day with an experience that delights them so [Jack]
really talks to them in an empathetic way"

- Amanda Kahlow, CEO and founder of Tmind

,ﬁclay | The Automation and Data Enrichment Engine
Clay handles the backend processes that human reps (or RevOps teams) typically

manage manually:

e Data Enrichment: Clay enriches Jack’s captured contact information in real time.
When Jack gets a name and email, Clay automatically pulls in firmographic details,

LinkedIn profiles, and other key data points.

e CRM Automation: Clay ensures that qualified contacts and opportunities are
created, enriched, and routed into the CRM (in this case, HubSpot) with no manual

intervention.

e Deduplication and Validation: It also checks whether a contact or company already

exists in the CRM, ensuring no duplicates and maintaining a clean database.



"There's a lot of work to be done to translate that [Al
conversation] into what your CRM looks like, which is
structured data. And Clay makes sure that happens
automatically, without relying on human intervention.”

- Yash Tekriwal, Clay Founding GTM Engineer

S P | CE D) Methodology as the Golden Thread

SPICED isn't just a training framework—it's the backbone of Jack’s pipeline hygiene.
Every conversation is documented with SPICED fields filled out, making handoffs to
human reps seamless. Summaries include Situation, Pain, Impact, Critical Event, and

Decision, so the next person in the sales process gets all the context they need.
What's the Result?

Pipeline Hygiene Like You've Never Seen Before

831 conversations in 30 days

Jack engaged nearly 28 prospects per day, seven days a week—including weekends.
That's SDR hustle without the human burnout.

100% CRM capture rate

Every interaction was logged in the CRM, along with comprehensive SPICED notes.

1,282 pain points identified and documented
Unlike a human SDR, Jack captures these details consistently, improving pipeline

visibility and forecasting accuracy.

2 new contacts added to the CRM per day
(on average), each fully enriched with company size, industry, title, and LinkedIn

profile—automatically via Clay.

Lagging indicators

70 new qualified leads and 8 new pipeline opportunities in just the first month.



CRM Hygiene vs. Traditional SDR Teams

Let's be honest. Even the best SDR teams struggle to hit 100% data cleanliness. Reps get
distracted, forget to log details, and often skip documenting pain points unless pushed
by their manager. Jack doesn't have bad days, doesn't skip fields, and doesn't get lazy on

a Friday afternoon.

In human teams, getting reps to complete SPICED discovery fields reliably can be like
pulling teeth. With Jack, it's automatic. SPICED recaps are always included, ensuring

seamless handoffs and a complete view of each prospect.

As Shari Johnston described Jack's early performance:

"One of the standouts to me as someone who is in
charge of enablement is the ease of adding new
products and services to Jack. | thought it was
amazing to just feed him FAQs... and automatically
be able to onboard him."

What's Possible Next?

One of the most exciting discussions during Jack's demo was about real-time research.

In the future, Jack could:

e Ask for a LinkedIn profile during a conversation.
e Send that to Clay for real-time enrichment.

e Feed that data back into the conversation to personalize on the fly.

"There's a world in which Jack asks someone for
their LinkedIn profile as the first question... Clay runs
the research for them. So Jack can just personalize
the conversation to somebody upfront.”

- Yash Tekriwal, Clay Founding GTM Engineer



Imagine Jack recognizing that a prospect works at Sodexo and immediately adapting the
conversation to highlight their 42-country global footprint and $42 billion in revenue.

That's the potential of Clay and Tmind working together.

Why This Matters Now

Jack is a glimpse of what's already possible in pipeline management hygiene. As Dave
Boyce put it, “The tech is the worst it's ever going to be—meaning it's only getting better
from here." And with technologies like Tmind and Clay working in tandem, Al SDRs can

surpass human limitations in CRM hygiene, data enrichment, and pipeline management.

Revenue leaders now have a choice: continue managing CRM hygiene as an ongoing
headache—or embrace Al agents trained with the right frameworks (like SPICED) and

technologies to automate it.

Bottom Line: Is 2025 the Year You Hire an Al Agent?

For many GTM leaders, the answer is yes. In fact, during a recent poll at Winning by
Design's Impact event, 63% said they are more likely than not to hire an Al SDR in 2025,
shifting one FTE's worth of budget toward Al-powered GTM strategies.

Jack isn't just a demo—he’s real, he's working, and he's already producing results. And for

once, CRM hygiene might actually be easy.
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Want to See Jack in Action?

Visit Winning by Design's Al page

1o tl’y Jack for yourself. INTRODUCING OUR NEW AI AGENT

oarded to help you learn more



https://winningbydesign.com/ai

