Al ROLEPLAY & COACHING | IT & MSPS

Build a team that sells
confidence, backed by
technology

Your reps are losing deals they
should be winning

IT and MSP sales are built on trust, and prospects have
often been burned by overpromises and providers who
disappeared after the contract was signed. If your reps
cannot earn credibility fast and build a case for switching,
the door closes before they get a second call. FunnelX
gives IT and MSP sales teams a way to practice the exact
conversations they face, from the first discovery call to
QBRs. And we use your services, personas, and sales
process to do it. The result is reps who turn technical
knowledge into value-oriented conversations to win deals.

Why FunnelX

Earn trust from the very first call
Reps practice leading with the right questions and
positioning themselves as advisors, not vendors.

Translate technology into value

We reinforce training with real scenario practice, so reps
learn to communicate managed services, security, and
cloud in ways that connect to buyer needs from day one.

Onboard and ramp new hires faster
New reps practice real IT and MSP sales conversations
from day one instead of shadowing for months.
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Live Al roleplay

Reps rehearse reframing the "we
already have an IT person”
objection by surfacing coverage
gaps, response times, and
scalability concerns.

Live Al coaching

Reps get guidance on transitioning
from account reviews into natural
cross-sell and upsell
conversations during QBRs.

Sales analytics

Track improvement over time using
30/60/90 snapshots and trend
data to show whether practice is
translating into sharper, more
confident conversations.

Faster onboarding

Reinforce training with repeated
practice so reps build confidence and
apply what they’ve learned faster.



Al-powered training designed to build
confidence and become trusted advisors

FunnelX delivers the core features that help your IT and managed services sales teams
practice the skills needed to earn customer trust and grow accounts.

Persona-based
simulations

Practice selling to business
owners, IT leads, and CFOs
using scenarios built around

your services, verticals, and
common objections.

Recreate MSP
scenarios

Import call data, sales collateral,

and playbooks so your reps can
practice the IT and MSP sales
scenarios they’ll face daily.

Live coaching
& feedback

Coaching prompts during
simulations and live calls help
reps communicate value,
handle objections, and stay
on message.

Leaderboards
& reporting

Drive friendly competition with
leaderboards and performance
reports that keep your team
motivated to practice and
improve.

Short daily warm-ups keep
reps sharp on service
explanations, objection
handling, and discovery before
they get on live calls.

Managers see full rep history,
transcripts, and scores in one
place, so they can coach with
context instead of starting

from scratch in every 1-on-1.

Ready to give your IT sales team
the reps they need to earn trust
and grow accounts?

Trusted advisors are built through practice, and FunnelX gives your
team the practice to get there.

Contact us at sales@funnelx.ai to book a demo
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