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Your Next Steps

1. Assess your current state:
How much of your team's conversations
can you currently review? How consistent
is your coaching?

2. Define success metrics:
What would "good" look like? Which
behaviours correlate with your team's
success?

3. Start small:
Pilot with a single team.
Learn what works before scaling.

4. Invest in coaching training:
Give managers the skills to use
conversation intelligence data effectively.

5. Measure and communicate:
Track results and share wins to build
momentum.

Icana.Al



About Icana.Al and CallCoach

Founded in Australia, Icana.Al develops
conversation intelligence technology for sales
and service teams. CallCoach analyses 100%

of customer interactions, identifies patterns that
drive success, and provides the insights managers
need for effective coaching.

CallCoach was specifically designed for the
Australian market and is used by organisations
like Open Universities Australia to improve
performance, accelerate onboarding, and scale
winning behaviours across their teams.

To learn more about how CallCoach can help your
sales team, visit icana.ai/products/callcoach.html
or contact us to schedule a demonstration.
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