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Introduction

The AI+ Microsoft 365 Copilot Sales Specialty™ certification provides a comprehensive foundation in
applying artificial intelligence and Microsoft 365 Copilot capabilities to modern sales processes,
customer engagement, productivity, analytics, and decision-making. It is designed for sales
professionals and business users who want to understand how AI can support prospecting, lead
generation, customer communication, opportunity management, sales forecasting, collaboration, and
data-driven sales strategies while maintaining responsible AI practices and human oversight. The
certification begins with AI fundamentals for sales and Microsoft 365 Copilot concepts, then
progresses into prompt engineering, Copilot-powered sales productivity, customer engagement,
analytics, forecasting, governance, and AI-driven sales transformation. 

Throughout the certification, learners explore Microsoft 365 Copilot capabilities across sales workflows,
including email assistance, customer research, personalized communication, meeting preparation,
opportunity insights, sales analytics, pipeline management, forecasting, and decision intelligence. The
course covers effective prompt engineering techniques, AI-assisted prospecting, lead qualification,
account research, customer relationship management, and responsible AI adoption. Learners gain
practical exposure through sales scenarios, hands-on activities, applied exercises, case studies, and AI-
assisted problem-solving. The certification also introduces AI agents and their role in sales
environments, helping learners understand how intelligent systems can support automated
workflows, customer experiences, and human-AI collaboration to improve sales effectiveness and
business outcomes. 

This certification thoroughly covers topics such as: 

AI Fundamentals for Modern Sales  
Microsoft 365 Copilot Fundamentals for Sales  
Prompt Engineering for Sales with Microsoft Copilot  
Copilot for Sales Productivity and Customer Engagement  
Copilot for Prospecting, Lead Generation and Opportunity Management  
Copilot for Sales Analytics, Forecasting and Decision Intelligence  
Responsible AI, Security, Governance and Copilot Adoption  
AI-Powered Sales Transformation and Capstone
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Certification Prerequisites

Sales and Business Foundations: Learners should have a basic understanding of sales processes,
customer interactions, business communication, and sales workflows. This foundation helps
learners understand how Artificial Intelligence (AI) and Microsoft 365 Copilot can support modern
sales activities. 
Digital and Microsoft 365 Literacy: Familiarity with computers, Microsoft 365 applications, cloud-
based collaboration tools, email communication, CRM systems, and common digital workflows is
recommended for effectively exploring Copilot-powered sales capabilities. 
Sales Process and Customer Engagement Awareness: Some experience with prospecting, lead
management, customer communication, opportunity tracking, sales reporting, or relationship
management is helpful for understanding how AI can be integrated into sales activities and
customer interactions. 
AI Awareness and Curiosity: Basic awareness of artificial intelligence, generative AI, Microsoft
Copilot, or AI-enabled business applications is helpful, although advanced AI knowledge is not
required. Learners should be interested in exploring how AI can support prospecting,
personalization, sales productivity, analytics, forecasting, and decision-making. 
Responsible AI and Business Mindset: Learners should understand the importance of data
privacy, security, accuracy, transparency, human oversight, responsible AI usage, and ethical
decision-making when applying AI within sales environments. 

Who Should Enroll? 

Sales Professionals: Sales representatives, account executives, business development
professionals, and sales managers who want to use Microsoft 365 Copilot and AI to improve
prospecting, customer communication, opportunity management, productivity, and sales
outcomes. 
Sales Operations and CRM Professionals: Professionals responsible for sales processes, CRM
management, pipeline tracking, reporting, and sales operations who want to apply AI-driven
insights, automation, analytics, and decision support to improve sales effectiveness. 
Business Development and Customer Engagement Teams: Professionals involved in lead
generation, account research, customer relationship management, and engagement activities
who want to use AI for personalized communication, customer insights, and sales strategy
development. 
Sales Leaders and Business Managers: Sales leaders, team managers, and business decision-makers who
want to understand how AI and Microsoft 365 Copilot can support forecasting, performance analysis,
intelligent sales workflows, and data-driven decision-making. 

Technology and Digital Transformation Professionals: Professionals working with Microsoft 365,
business applications, CRM platforms, and digital transformation initiatives who want to evaluate,
implement, and support AI-powered sales solutions while ensuring responsible AI adoption. 
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Certification Goals and Learning Outcomes 

Understand AI Foundations and Microsoft 365 Copilot in Sales: Explain fundamental Artificial
Intelligence (AI) concepts, Generative AI principles, Microsoft 365 Copilot capabilities, and the role
of AI in modern sales processes, customer engagement, productivity, and business decision-
making. 
Apply Microsoft 365 Copilot for Sales Productivity and Customer Engagement: Use Copilot-
powered approaches and tools to improve email communication, customer interactions, meeting
preparation, personalized outreach, follow-up activities, and sales workflows while enhancing
overall productivity. 
Leverage AI for Prospecting, Lead Generation, and Opportunity Management: Apply AI-driven
techniques for account research, prospect analysis, Ideal Customer Profile (ICP) development, lead
qualification, stakeholder identification, and opportunity management to support effective sales
strategies. 
Use AI for Sales Analytics, Forecasting, and Decision Intelligence: Analyze sales data, key
performance indicators (KPIs), pipeline insights, revenue trends, forecasting information, and AI-
generated recommendations to support data-driven sales decisions and improve business
outcomes. 
Apply Responsible AI and Drive AI-Powered Sales Transformation: Understand AI ethics,
security, governance, privacy, bias, and human oversight while evaluating AI solutions, adopting
Microsoft 365 Copilot responsibly, and exploring AI agents and human-AI collaboration in future
sales environments. 
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The Impact of AI on Modern Sales with Microsoft 365
Copilot 

Over the past decade, artificial intelligence and cloud computing have played a major role in driving
technical innovation, economic growth, and changes in how organizations manage sales processes,
engage customers, improve productivity, analyse business data, forecast opportunities, personalize
communication, and implement AI-enabled sales practices. According to a recent
MarketsandMarkets™ report, the global AI market size is estimated at $601.93 billion in 2026 and is
expected to grow at a CAGR of 29.3% from 2026 to 2033. The revenue is predicted to reach $3638.08
billion by 2033. (Source: MarketsandMarkets). This rapid growth reflects the increasing adoption of AI-
powered solutions across sales, education, healthcare, finance, retail, transportation, communication,
entertainment, workplace productivity, and cybersecurity functions. 

AI and cloud technologies have substantial potential to transform sales operations and influence how
organizations identify prospects, manage customer relationships, generate sales content, analyse
customer insights, improve forecasting, optimize opportunity management, enhance collaboration,
and develop modern sales strategies worldwide. The United States is the leader with a 30.19% market
share, followed by the Asia-Pacific region at 23.34%. Europe holds 19.62%, and Saudi Arabia accounts for
4.87%, indicating how AI is developing regionally (Source: MarketsandMarkets), emphasizing regional
advancements in AI adoption, digital transformation, intelligent technologies, automation, and secure
technology implementation. 

The integration of AI with cloud computing has transformed sales practices by moving beyond
traditional methods such as manual research, standardized communication, spreadsheet-based
analysis, fixed forecasting, and conventional customer management. Modern AI and cloud platforms
enable AI-assisted prospecting, personalized engagement, automated content creation, sales analytics,
forecasting insights, and intelligent recommendations. These capabilities help sales professionals
analyze customer information, improve productivity, enhance customer experiences, and make data-
driven decisions. 

For learners of the AI+ Microsoft 365 Copilot Sales Specialty certification, understanding this
transformation is essential for adopting AI across prospecting, customer engagement,
analytics, forecasting, and opportunity management while gaining knowledge of Copilot
capabilities, prompt engineering, responsible AI, security, ethics, and human oversight. 
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https://www.marketsandmarkets.com/Market-Reports/artificial-intelligence-market-74851580.html
https://www.marketsandmarkets.com/Market-Reports/artificial-intelligence-market-74851580.html
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Figure 1: Market Share of AI from a Regional Perspective 

What Is Next for AI? 

As artificial intelligence continues to evolve, it is becoming more deeply integrated into sales processes,
customer engagement, prospecting, opportunity management, sales analytics, forecasting,
collaboration, and business decision-making. Advances in generative AI, AI assistants, intelligent sales
tools, predictive analytics, AI-powered recommendations, automated workflows, and customer
intelligence platforms can help sales professionals research accounts, personalize communication,
analyse customer information, prepare meetings, improve forecasting, manage opportunities, and
make more informed sales decisions. Future sales environments are expected to increasingly use AI-
assisted selling, data-driven insights, intelligent automation, and responsible technology adoption to
create sales experiences that are more personalized, efficient, responsive, and effective. For learners
completing the AI+ Microsoft 365 Copilot Sales Specialty certification, understanding these
developments builds a foundation for working effectively across increasingly AI-enabled sales
environments. 

Looking ahead, sales professionals and business teams will increasingly work alongside AI assistants,
Microsoft 365 Copilot capabilities, intelligent sales applications, automated workflows, analytics
platforms, and AI-supported decision-making systems. Organizations will use these capabilities to
support prospect research, lead generation, customer communication, sales productivity, opportunity
analysis, forecasting, pipeline management, customer relationship management, and business
operations. At the same time, new risks related to AI reliability, sales data quality, privacy, security, bias, 

(Source: MarketsandMarkets) 
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Create proposals, presentations, follow-up messages,
and customer-facing materials with AI assistance while
maintaining sales professional review.

Personalize
Customer
Engagement

Improve Sales
Productivity

Enhance Sales
Content Creation

Strengthen
Opportunity
Management

Enable Data-
Driven Sales
Decisions

Promote
Responsible AI
Adoption

Copilot analyzes customer information, prepares
personalized communications, summarizes interactions,
and supports meaningful customer conversations.

Automate repetitive sales tasks, draft emails, summarize
meetings, prepare documents, and reduce time spent
searching for business information.

Analyze customer interactions, track opportunities,
identify next actions, and support sales teams in
managing pipelines effectively.

Use AI-powered insights to understand customer needs,
evaluate sales trends, and support forecasting and
strategic planning.

Validate AI-generated outputs, protect customer
information, maintain compliance, and apply human
judgment in sales activities.

Build AI-Ready
Sales Teams

Develop AI skills, establish effective workflows, and
integrate Copilot into sales processes to improve
collaboration and business outcomes.

6  Copyright© 2026. All rights reserved 

fairness, transparency, governance, and responsible use will require appropriate controls. Human
expertise will remain essential for validating AI-generated content and recommendations, making
strategic sales decisions, maintaining accountability, protecting customer information, and ensuring
responsible AI adoption. The certification prepares learners to use AI and Microsoft 365 Copilot as sales
productivity, customer engagement, analytics, and decision-support capabilities while understanding
their limitations, risks, and the practices required to keep AI-powered sales processes responsible,
effective, secure, and human-cantered. responsible AI, security, ethics, and human oversight. 

How AI Can Transform Sales Practices Using Microsoft
365 Copilot 

Microsoft 365 Copilot helps sales professionals move from manual information gathering, repetitive
tasks, and disconnected workflows toward more intelligent, personalized, and efficient sales practices.
By combining AI capabilities with Microsoft 365 applications, customer insights, business data, and
sales workflows, Copilot supports prospecting, customer engagement, communication, opportunity
management, sales planning, and decision-making. 

Below are a few more ways: 

 Fig. 2: How AI Can Transform Sales Practices Using Microsoft 365 Copilot 
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How AI Can Address Current Sales Challenges with
Microsoft 365 Copilot 

AI technologies are reshaping sales practices by helping professionals overcome challenges related to
customer research, content creation, opportunity management, forecasting, collaboration, and
decision-making.  

Below are a few challenges and how Microsoft365 Copilot provides solutions: 

 Figure 3: How AI Can Address Current Sales Challenges with Microsoft 365 Copilot 

SOLUTION

SOLUTION

SOLUTION

SOLUTION

SOLUTION

SOLUTION

CHALLENGE

CHALLENGE

CHALLENGE

CHALLENGE

CHALLENGE

CHALLENGE

Time-Consuming
Customer Research

Limited AI Skills in
Sales

Manual Sales Content
Creation

Managing Sales
Opportunities

Limited Sales
Insights and
Forecasting

Inefficient Sales
Collaboration

Microsoft 365 Copilot enablesMicrosoft 365 Copilot enables
sales professionals to usesales professionals to use
Generative AI, prompts, and AI-Generative AI, prompts, and AI-
assisted workflows for betterassisted workflows for better
productivity and customerproductivity and customer

engagement.engagement.

Microsoft 365 Copilot enables
sales professionals to use
Generative AI, prompts, and AI-
assisted workflows for better
productivity and customer
engagement.

Microsoft 365 Copilot organizesMicrosoft 365 Copilot organizes
customer information, accountcustomer information, account
insights, and conversations toinsights, and conversations to
support prospecting, planning,support prospecting, planning,
and personalized engagement.and personalized engagement.

Microsoft 365 Copilot organizes
customer information, account
insights, and conversations to
support prospecting, planning,
and personalized engagement.

Microsoft 365 Copilot helps createMicrosoft 365 Copilot helps create
emails, proposals, presentations,emails, proposals, presentations,
summaries, and follow-ups withsummaries, and follow-ups with
review and personalization.review and personalization.

Microsoft 365 Copilot helps create
emails, proposals, presentations,
summaries, and follow-ups with
review and personalization.

Microsoft 365 Copilot summarizesMicrosoft 365 Copilot summarizes

interactions, organizesinteractions, organizes
opportunity details, identifiesopportunity details, identifies
actions, and improves pipelineactions, and improves pipeline
visibility.visibility.

Microsoft 365 Copilot summarizes
interactions, organizes
opportunity details, identifies
actions, and improves pipeline
visibility.

Microsoft 365 Copilot analyzesMicrosoft 365 Copilot analyzes
sales data and trends to supportsales data and trends to support
forecasting, performanceforecasting, performance

insights, and informedinsights, and informed

decisions.decisions.

Microsoft 365 Copilot analyzes
sales data and trends to support
forecasting, performance
insights, and informed
decisions.

Microsoft 365 Copilot summarizesMicrosoft 365 Copilot summarizes

meetings, captures actions, andmeetings, captures actions, and
connects sales workflows acrossconnects sales workflows across
Microsoft 365 apps.Microsoft 365 apps.

Microsoft 365 Copilot summarizes
meetings, captures actions, and
connects sales workflows across
Microsoft 365 apps.

SOLUTION

Microsoft 365 Copilot supportsMicrosoft 365 Copilot supports
responsible usage through outputresponsible usage through output
validation, data protection, andvalidation, data protection, and
human decision-making.human decision-making.

Microsoft 365 Copilot supports
responsible usage through output
validation, data protection, and
human decision-making.

CHALLENGE
Responsible AI

Adoption in Sales

SOLUTION

Organizations can build CopilotOrganizations can build Copilot
skills, optimize sales workflows,skills, optimize sales workflows,
and measure AI-driven businessand measure AI-driven business
impact.impact.

Organizations can build Copilot
skills, optimize sales workflows,
and measure AI-driven business
impact.

CHALLENGE
Building AI-Ready

Sales Teams
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How AI Adoption is Transforming Sales Across
Industries with Microsoft 365 Copilot 

Sales organizations are increasingly adopting AI to strengthen prospecting, customer engagement,
sales productivity, opportunity management, forecasting, analytics, and business decision-making.
Sales professionals use AI-powered tools to research accounts, identify potential opportunities,
personalize customer communication, generate sales content, analyse customer information, prepare
for meetings, track pipeline performance, and support data-driven decisions. AI-powered sales
ecosystems also connect Customer Relationship Management (CRM) systems, Microsoft 365
applications, sales intelligence platforms, communication tools, analytics solutions, and business
systems to create more integrated, responsive, and insight-driven sales environments. 

AI is also becoming an important part of modern sales transformation, creating new opportunities for
AI-powered prospecting, Generative AI, Microsoft 365 Copilot, AI assistants, AI agents, Retrieval-
Augmented Generation (RAG), workflow automation, sales analytics, forecasting intelligence, and
customer relationship management. Responsible AI adoption requires organizational readiness,
appropriate governance, customer data protection, security, transparency, human validation, sales
team enablement, continuous evaluation, and alignment with business objectives. These practices
help ensure that AI improves sales effectiveness, customer experiences, sales productivity, and
organizational performance while maintaining accountability and meaningful human oversight.

How to Integrate AI into Sales Workflows Using
Microsoft 365 Copilot 

To successfully integrate AI into modern sales practices, a structured and responsible approach is
essential.  
Below are the key steps: 
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Connected Sales Information: Connect Outlook,

Teams, Word, Excel, PowerPoint, and Dynamics 365 to

access and work with relevant sales information.

AI-Powered Customer Research: Use Copilot to

summarize customer details, analyze interactions,

and prepare account insights for effective sales

conversations.

Enhanced Sales Communication: Create

personalized emails, proposals, presentations, and

follow-up messages with Copilot assistance.

Smarter Meeting Management: Generate meeting

summaries, capture action items, and organize

follow-up activities using Copilot.

Improved Opportunity Management: Analyze

customer interactions, organize opportunity details,

and gain better visibility into sales pipelines.

Responsible AI Usage: Review AI-generated outputs,

protect customer information, and apply human

judgment in sales decisions.

9  Copyright© 2026. All rights reserved 

Module 1: AI Fundamentals for Modern Sales 

Understanding AI fundamentals is essential because artificial intelligence is transforming how sales
professionals identify opportunities, understand customers, improve productivity, and make data-
driven decisions. Sales teams need to understand AI capabilities, limitations, and responsible usage to
effectively apply intelligent technologies while maintaining human judgment, customer relationships,
and strategic decision-making. 

In this module, you will learn Artificial Intelligence, Machine Learning, Deep Learning, Generative AI,
Foundation Models, Large Language Models (LLMs), Multimodal AI, and AI Agents. You will explore the
evolution of AI, its role in modern sales, AI-powered lead scoring, sales forecasting, personalization,
conversational assistants, meeting intelligence, content generation, and how AI supports sales
workflows. 

Fig 4: Key Steps to Integrate AI into Sales Workflows Using Microsoft 365 Copilot 
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Module 2: Microsoft 365 Copilot Fundamentals for
Sales 

Understanding Microsoft 365 Copilot fundamentals is essential because Copilot combines Generative
AI with Microsoft 365 applications and organizational data to support sales professionals in daily
activities. It enables users to interact with AI using natural language while working within familiar
applications and authorized business information. 

In this module, you will learn Microsoft 365 Copilot architecture, Microsoft Graph, Large Language
Models (LLMs), grounding, context-aware assistance, and secure AI interactions. You will explore
Copilot capabilities across Word, Excel, PowerPoint, Outlook, and Teams to support sales
communication, document creation, data analysis, presentations, meetings, and collaboration. 

Module 3: Prompt Engineering for Sales with Microsoft
Copilot  

Understanding prompt engineering is essential because the quality of AI-generated sales outputs
depends on how effectively instructions, context, objectives, and expectations are communicated.
Well-designed prompts help sales professionals generate more relevant, accurate, and business-
focused responses. 

In this module, you will learn prompt engineering fundamentals, prompt structure, role and persona,
context, objectives, instructions, constraints, and output formats. You will explore how to create
effective prompts for customer emails, account research, meeting preparation, proposals, summaries,
sales analysis, and other Copilot-supported sales activities. 

Module 4: Copilot for Sales Productivity and Customer
Engagement 

Understanding Copilot for sales productivity and customer engagement is essential because sales
professionals manage large volumes of customer communication, follow-ups, meetings, and business
information. Copilot helps reduce manual effort and enables more efficient customer interactions. 

In this module, you will learn how Copilot supports email summarization, email drafting, rewriting,
personalized communication, follow-up generation, and customer engagement activities. You will
explore email thread analysis, identifying customer requirements, understanding concerns, tracking
decisions, finding unresolved issues, and preparing effective next actions. 
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Module 5: Copilot for Prospecting, Lead Generation
and Opportunity Management 

Understanding AI-powered prospecting and opportunity management is essential because sales
teams need effective approaches to identify potential customers, understand business needs, prioritize
opportunities, and improve engagement strategies. AI helps sales professionals analyze information
and develop evidence-based sales approaches. 

In this module, you will learn AI-powered prospecting, Ideal Customer Profile (ICP) development,
account research, prospect research, industry analysis, stakeholder identification, lead qualification,
and opportunity discovery. You will explore how AI supports customer understanding, sales hypothesis
development, account prioritization, and opportunity management while keeping human judgment
involved.

Module 6: Copilot for Sales Analytics, Forecasting and
Decision Intelligence 

Understanding sales analytics, forecasting, and decision intelligence is essential because sales
organizations generate large volumes of customer, opportunity, activity, and revenue data. AI helps
transform this information into meaningful insights that support better sales decisions. 

In this module, you will learn sales data fundamentals, structured and unstructured sales data,
customer and lead data, opportunity and pipeline data, revenue analysis, sales activity analysis, and key
performance indicators (KPIs). You will explore AI-supported forecasting, pipeline insights,
performance analysis, predictive patterns, and data-driven decision-making. 

Module 7: Responsible AI, Security, Governance and
Copilot Adoption 

Understanding Responsible AI, security, governance, and Copilot adoption is essential because AI
systems influence customer communication, recommendations, sales priorities, and business
decisions. Organizations need appropriate controls to ensure AI is used securely, fairly, transparently,
and responsibly. 

In this module, you will learn Responsible AI principles, fairness, transparency, accountability, reliability,
privacy, security, bias management, human oversight, and governance practices. You will explore
responsible Copilot adoption, AI lifecycle management, data protection, risk evaluation, and methods
to build trust in AI-powered sales environments. 
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Module 8: AI-Powered Sales Transformation and
Capstone 

Understanding AI-powered sales transformation is essential because AI is changing the role of sales
professionals from manual information processors to strategic, data-driven decision-makers.
Organizations are increasingly combining AI capabilities with human expertise to improve customer
relationships, sales execution, and business outcomes. 

In this module, you will learn AI-augmented sales teams, intelligent sales organizations, AI agents,
customer experience transformation, and human-AI collaboration. You will explore AI agent
applications such as prospect research, lead qualification, customer follow-up, meeting preparation,
opportunity monitoring, sales workflow automation, and complete an applied capstone project
demonstrating AI integration in modern sales practices. 

How Can AI CERTs Help Build an AI-Ready Culture?

AI technologies bring significant advantages, but organizations often encounter challenges during
adoption. At AI CERTs, we recognize these challenges and have developed certifications that help
teams build practical AI knowledge while strengthening responsible, secure, and effective
implementation. 

Figure 5: Factors Determining the Lack of AI Adoption 
(Source: Precisely, State of Data Integrity and AI Readiness Study 2026) 

Why do companies struggle to adopt Al
technologies? (2025 - 2026)

% of Employer

AI implementation
cost concerns

30%

30%
Low awareness and

adoption of AI
solutions

33%
Complex data

ecosystems

34%Data literacy gaps

35%
Lack of effective

data management
tools

https://www.precisely.com/press-release/fourth-annual-study-finds-ai-confidence-outpaces-readiness-as-data-integrity-gaps-persist/
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Bridging the AI Skill Gap 
 

Challenge: As AI becomes increasingly integrated into sales processes, customer engagement,
prospecting, opportunity management, sales analytics, forecasting, and business decision-making,
sales professionals need strong AI literacy alongside sales expertise. Many practitioners still lack the
practical knowledge required to use Generative AI effectively, design effective prompts, create and
evaluate AI-generated sales content, analyse customer insights, improve personalization, interpret
sales data, use Microsoft 365 Copilot capabilities, protect customer information, address AI risks, and
adopt AI responsibly with appropriate human oversight. 
Solution: The AI+ Microsoft 365 Copilot Sales Specialty Certification provides practical knowledge of
AI foundations, Generative AI, Large Language Models, Multimodal AI, AI Agents, Microsoft 365
Copilot, prompt engineering, AI-powered sales productivity, customer engagement, prospecting,
lead generation, opportunity management, sales analytics, forecasting, decision intelligence,
Responsible AI, security, privacy, governance, Copilot adoption, AI-powered sales transformation,
workflow automation, and human-AI collaboration. It helps learners apply AI across modern sales
workflows while maintaining business alignment, validation, responsible practices, data protection,
and human oversight. 
Benefit: This certification equips learners with the skills and confidence to apply AI across modern
sales environments, improve sales productivity, enhance customer communication, personalize
engagement, identify opportunities, analyse sales performance, support forecasting, make data-
driven decisions, streamline sales workflows, and contribute to responsible AI adoption. It bridges
traditional sales expertise with modern AI, data, and digital capabilities, preparing sales
professionals to create efficient, customer-focused, and responsibly AI-enabled sales experiences. 

Empowering Professionals with AI Skills 
 

Challenge: Sales teams often struggle to adopt AI effectively while maintaining customer trust,
accurate sales insights, personalized communication, business alignment, data security, and
appropriate human oversight. Increasing AI adoption across prospecting, customer engagement,
sales productivity, opportunity management, analytics, forecasting, and decision-making can
challenge teams that lack structured AI literacy, prompt engineering skills, critical evaluation
practices, data-driven sales capabilities, Microsoft 365 Copilot knowledge, and an understanding of
responsible AI and governance risks. 
Solution: The AI+ Microsoft 365 Copilot Sales Specialty Certification provides practical training
across AI foundations, Generative AI, Large Language Models, Multimodal AI, AI Agents, Microsoft
365 Copilot, prompt engineering, AI-powered sales productivity, customer engagement,
prospecting, lead generation, opportunity management, sales analytics, forecasting, decision
intelligence, Responsible AI, security, privacy, governance, Copilot adoption, AI-powered sales
transformation, workflow automation, and human-AI collaboration. Learners develop structured
methods for applying AI across sales practices while maintaining customer data protection, sales
process alignment, content validation, ethical safeguards, organizational governance, and human
oversight. 
Benefit: With practical AI and sales knowledge, learners can improve sales productivity, create
effective customer communications, personalize engagement, strengthen prospecting and
opportunity management, analyse sales performance, improve forecasting, support data-driven
decisions, streamline sales workflows, and contribute to organization-wide AI transformation. This
builds future-ready sales capabilities while maintaining customer trust, security, privacy,
accountability, responsible AI practices, business alignment, and professional human judgment
required in modern sales environments.
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At AI CERTs, we offer a strategic solution, fostering a culture primed for AI integration and
innovation. Our AI certification delivers in-depth training and industry-recognized credentials,
equipping your workforce with the skills needed to drive your organization toward an AI-powered
future. 
 
AI CERTs Cultivate AI Culture in Several Ways: 
 

1.Our structured certification fosters a comprehensive understanding of AI concepts and
applications, making the technology more approachable and less intimidating. 

2.We prioritize continuous learning, ensuring your workforce stays up to date with the latest AI
advancements to keep your organization competitive. 

3.By promoting collaboration through cross-functional projects, AI CERTs facilitate knowledge
sharing and bridges departmental divides, supporting effective AI implementation. 

 
AI CERTs: Your Pathway to Becoming AI-Ready 
 
The future of business belongs to those who harness the power of AI.  
 

Tailored for Success: Our certifications are tailored to the specific needs of your organization,
avoiding a one-size-fits-all approach. Developed by industry experts, our specialized training
provides your workforce with the targeted skills and expertise required to thrive in essential AI roles. 

Actionable Expertise: We prioritize practical experience over mere theory. By engaging in real-
world projects and case studies, your team will gain the hands-on skills and confidence needed to
successfully implement AI technologies, fostering innovation and achieving tangible results. 

Become an AI Leader: Lead the AI revolution, don’t just follow it. Collaborate with AI CERTs to create
an AI-driven culture, empowering your workforce to unlock AI’s potential and place your
organization at the cutting edge of transformation. 
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	Introduction
	The AI+ Microsoft 365 Copilot Sales Specialty™ certification provides a comprehensive foundation in applying artificial intelligence and Microsoft 365 Copilot capabilities to modern sales processes, customer engagement, productivity, analytics, and decision-making. It is designed for sales professionals and business users who want to understand how AI can support prospecting, lead generation, customer communication, opportunity management, sales forecasting, collaboration, and data-driven sales strategies while maintaining responsible AI practices and human oversight. The certification begins with AI fundamentals for sales and Microsoft 365 Copilot concepts, then progresses into prompt engineering, Copilot-powered sales productivity, customer engagement, analytics, forecasting, governance, and AI-driven sales transformation.
	Throughout the certification, learners explore Microsoft 365 Copilot capabilities across sales workflows, including email assistance, customer research, personalized communication, meeting preparation, opportunity insights, sales analytics, pipeline management, forecasting, and decision intelligence. The course covers effective prompt engineering techniques, AI-assisted prospecting, lead qualification, account research, customer relationship management, and responsible AI adoption. Learners gain practical exposure through sales scenarios, hands-on activities, applied exercises, case studies, and AI-assisted problem-solving. The certification also introduces AI agents and their role in sales environments, helping learners understand how intelligent systems can support automated workflows, customer experiences, and human-AI collaboration to improve sales effectiveness and business outcomes.
	This certification thoroughly covers topics such as:
	AI Fundamentals for Modern Sales
	Microsoft 365 Copilot Fundamentals for Sales
	Prompt Engineering for Sales with Microsoft Copilot
	Copilot for Sales Productivity and Customer Engagement
	Copilot for Prospecting, Lead Generation and Opportunity Management
	Copilot for Sales Analytics, Forecasting and Decision Intelligence
	Responsible AI, Security, Governance and Copilot Adoption
	AI-Powered Sales Transformation and Capstone
	AI+ Microsoft 365 Copilot Sales Specialty
	AI+ Context Engineering

	Certification Prerequisites
	Sales and Business Foundations: Learners should have a basic understanding of sales processes, customer interactions, business communication, and sales workflows. This foundation helps learners understand how Artificial Intelligence (AI) and Microsoft 365 Copilot can support modern sales activities.
	Digital and Microsoft 365 Literacy: Familiarity with computers, Microsoft 365 applications, cloud-based collaboration tools, email communication, CRM systems, and common digital workflows is recommended for effectively exploring Copilot-powered sales capabilities.
	Sales Process and Customer Engagement Awareness: Some experience with prospecting, lead management, customer communication, opportunity tracking, sales reporting, or relationship management is helpful for understanding how AI can be integrated into sales activities and customer interactions.
	AI Awareness and Curiosity: Basic awareness of artificial intelligence, generative AI, Microsoft Copilot, or AI-enabled business applications is helpful, although advanced AI knowledge is not required. Learners should be interested in exploring how AI can support prospecting, personalization, sales productivity, analytics, forecasting, and decision-making.
	Responsible AI and Business Mindset: Learners should understand the importance of data privacy, security, accuracy, transparency, human oversight, responsible AI usage, and ethical decision-making when applying AI within sales environments.
	AI+ Microsoft 365 Copilot Sales Specialty
	AI+ Context Engineering

	Who Should Enroll?
	Sales Professionals: Sales representatives, account executives, business development professionals, and sales managers who want to use Microsoft 365 Copilot and AI to improve prospecting, customer communication, opportunity management, productivity, and sales outcomes.
	Sales Operations and CRM Professionals: Professionals responsible for sales processes, CRM management, pipeline tracking, reporting, and sales operations who want to apply AI-driven insights, automation, analytics, and decision support to improve sales effectiveness.
	Business Development and Customer Engagement Teams: Professionals involved in lead generation, account research, customer relationship management, and engagement activities who want to use AI for personalized communication, customer insights, and sales strategy development.
	Sales Leaders and Business Managers: Sales leaders, team managers, and business decision-makers who want to understand how AI and Microsoft 365 Copilot can support forecasting, performance analysis, intelligent sales workflows, and data-driven decision-making.
	Technology and Digital Transformation Professionals: Professionals working with Microsoft 365, business applications, CRM platforms, and digital transformation initiatives who want to evaluate, implement, and support AI-powered sales solutions while ensuring responsible AI adoption.

	Certification Goals and Learning Outcomes
	Understand AI Foundations and Microsoft 365 Copilot in Sales: Explain fundamental Artificial Intelligence (AI) concepts, Generative AI principles, Microsoft 365 Copilot capabilities, and the role of AI in modern sales processes, customer engagement, productivity, and business decision-making.
	Apply Microsoft 365 Copilot for Sales Productivity and Customer Engagement: Use Copilot-powered approaches and tools to improve email communication, customer interactions, meeting preparation, personalized outreach, follow-up activities, and sales workflows while enhancing overall productivity.
	Leverage AI for Prospecting, Lead Generation, and Opportunity Management: Apply AI-driven techniques for account research, prospect analysis, Ideal Customer Profile (ICP) development, lead qualification, stakeholder identification, and opportunity management to support effective sales strategies.
	Use AI for Sales Analytics, Forecasting, and Decision Intelligence: Analyze sales data, key performance indicators (KPIs), pipeline insights, revenue trends, forecasting information, and AI-generated recommendations to support data-driven sales decisions and improve business outcomes.
	Apply Responsible AI and Drive AI-Powered Sales Transformation: Understand AI ethics, security, governance, privacy, bias, and human oversight while evaluating AI solutions, adopting Microsoft 365 Copilot responsibly, and exploring AI agents and human-AI collaboration in future sales environments.
	AI+ Microsoft 365 Copilot Sales Specialty
	AI+ Context Engineering

	The Impact of AI on Modern Sales with Microsoft 365 Copilot
	Over the past decade, artificial intelligence and cloud computing have played a major role in driving technical innovation, economic growth, and changes in how organizations manage sales processes, engage customers, improve productivity, analyse business data, forecast opportunities, personalize communication, and implement AI-enabled sales practices. According to a recent MarketsandMarkets™ report, the global AI market size is estimated at $601.93 billion in 2026 and is expected to grow at a CAGR of 29.3% from 2026 to 2033. The revenue is predicted to reach $3638.08 billion by 2033. (Source: MarketsandMarkets). This rapid growth reflects the increasing adoption of AI-powered solutions across sales, education, healthcare, finance, retail, transportation, communication, entertainment, workplace productivity, and cybersecurity functions.
	AI and cloud technologies have substantial potential to transform sales operations and influence how organizations identify prospects, manage customer relationships, generate sales content, analyse customer insights, improve forecasting, optimize opportunity management, enhance collaboration, and develop modern sales strategies worldwide. The United States is the leader with a 30.19% market share, followed by the Asia-Pacific region at 23.34%. Europe holds 19.62%, and Saudi Arabia accounts for 4.87%, indicating how AI is developing regionally (Source: MarketsandMarkets), emphasizing regional advancements in AI adoption, digital transformation, intelligent technologies, automation, and secure technology implementation.
	The integration of AI with cloud computing has transformed sales practices by moving beyond traditional methods such as manual research, standardized communication, spreadsheet-based analysis, fixed forecasting, and conventional customer management. Modern AI and cloud platforms enable AI-assisted prospecting, personalized engagement, automated content creation, sales analytics, forecasting insights, and intelligent recommendations. These capabilities help sales professionals analyze customer information, improve productivity, enhance customer experiences, and make data-driven decisions.
	For learners of the AI+ Microsoft 365 Copilot Sales Specialty certification, understanding this transformation is essential for adopting AI across prospecting, customer engagement, analytics, forecasting, and opportunity management while gaining knowledge of Copilot capabilities, prompt engineering, responsible AI, security, ethics, and human oversight.
	AI+ Microsoft 365 Copilot Sales Specialty
	AI+ Context Engineering
	AI+ Microsoft 365 Copilot Sales Specialty
	AI+ Context Engineering

	(Source: MarketsandMarkets) 
	Figure 1: Market Share of AI from a Regional Perspective 


	What Is Next for AI?
	As artificial intelligence continues to evolve, it is becoming more deeply integrated into sales processes, customer engagement, prospecting, opportunity management, sales analytics, forecasting, collaboration, and business decision-making. Advances in generative AI, AI assistants, intelligent sales tools, predictive analytics, AI-powered recommendations, automated workflows, and customer intelligence platforms can help sales professionals research accounts, personalize communication, analyse customer information, prepare meetings, improve forecasting, manage opportunities, and make more informed sales decisions. Future sales environments are expected to increasingly use AI-assisted selling, data-driven insights, intelligent automation, and responsible technology adoption to create sales experiences that are more personalized, efficient, responsive, and effective. For learners completing the AI+ Microsoft 365 Copilot Sales Specialty certification, understanding these developments builds a foundation for working effectively across increasingly AI-enabled sales environments.
	Looking ahead, sales professionals and business teams will increasingly work alongside AI assistants, Microsoft 365 Copilot capabilities, intelligent sales applications, automated workflows, analytics platforms, and AI-supported decision-making systems. Organizations will use these capabilities to support prospect research, lead generation, customer communication, sales productivity, opportunity analysis, forecasting, pipeline management, customer relationship management, and business operations. At the same time, new risks related to AI reliability, sales data quality, privacy, security, bias,
	fairness, transparency, governance, and responsible use will require appropriate controls. Human expertise will remain essential for validating AI-generated content and recommendations, making strategic sales decisions, maintaining accountability, protecting customer information, and ensuring responsible AI adoption. The certification prepares learners to use AI and Microsoft 365 Copilot as sales productivity, customer engagement, analytics, and decision-support capabilities while understanding their limitations, risks, and the practices required to keep AI-powered sales processes responsible, effective, secure, and human-cantered. responsible AI, security, ethics, and human oversight.

	How AI Can Transform Sales Practices Using Microsoft 365 Copilot
	Microsoft 365 Copilot helps sales professionals move from manual information gathering, repetitive tasks, and disconnected workflows toward more intelligent, personalized, and efficient sales practices. By combining AI capabilities with Microsoft 365 applications, customer insights, business data, and sales workflows, Copilot supports prospecting, customer engagement, communication, opportunity management, sales planning, and decision-making.
	Below are a few more ways:
	AI+ Microsoft 365 Copilot Sales Specialty
	AI+ Context Engineering
	Personalize Customer Engagement
	Improve Sales Productivity
	Enhance Sales Content Creation
	Strengthen Opportunity Management
	Enable Data-Driven Sales Decisions
	Promote Responsible AI Adoption
	Build AI-Ready Sales Teams

	 Fig. 2: How AI Can Transform Sales Practices Using Microsoft 365 Copilot 
	Copyright© 2026. All rights reserved
	Responsible AI Adoption in Sales
	Building AI-Ready Sales Teams


	How AI Adoption is Transforming Sales Across Industries with Microsoft 365 Copilot
	Sales organizations are increasingly adopting AI to strengthen prospecting, customer engagement, sales productivity, opportunity management, forecasting, analytics, and business decision-making. Sales professionals use AI-powered tools to research accounts, identify potential opportunities, personalize customer communication, generate sales content, analyse customer information, prepare for meetings, track pipeline performance, and support data-driven decisions. AI-powered sales ecosystems also connect Customer Relationship Management (CRM) systems, Microsoft 365 applications, sales intelligence platforms, communication tools, analytics solutions, and business systems to create more integrated, responsive, and insight-driven sales environments.
	AI is also becoming an important part of modern sales transformation, creating new opportunities for AI-powered prospecting, Generative AI, Microsoft 365 Copilot, AI assistants, AI agents, Retrieval-Augmented Generation (RAG), workflow automation, sales analytics, forecasting intelligence, and customer relationship management. Responsible AI adoption requires organizational readiness, appropriate governance, customer data protection, security, transparency, human validation, sales team enablement, continuous evaluation, and alignment with business objectives. These practices help ensure that AI improves sales effectiveness, customer experiences, sales productivity, and organizational performance while maintaining accountability and meaningful human oversight.
	AI+ Microsoft 365 Copilot Sales Specialty
	AI+ Context Engineering

	How to Integrate AI into Sales Workflows Using Microsoft 365 Copilot
	To successfully integrate AI into modern sales practices, a structured and responsible approach is essential.
	Below are the key steps:
	AI+ Microsoft 365 Copilot Sales Specialty
	AI+ Context Engineering
	Fig 4: Key Steps to Integrate AI into Sales Workflows Using Microsoft 365 Copilot 

	Module 1: AI Fundamentals for Modern Sales
	Understanding AI fundamentals is essential because artificial intelligence is transforming how sales professionals identify opportunities, understand customers, improve productivity, and make data-driven decisions. Sales teams need to understand AI capabilities, limitations, and responsible usage to effectively apply intelligent technologies while maintaining human judgment, customer relationships, and strategic decision-making.
	In this module, you will learn Artificial Intelligence, Machine Learning, Deep Learning, Generative AI, Foundation Models, Large Language Models (LLMs), Multimodal AI, and AI Agents. You will explore the evolution of AI, its role in modern sales, AI-powered lead scoring, sales forecasting, personalization, conversational assistants, meeting intelligence, content generation, and how AI supports sales workflows.
	Copyright© 2026. All rights reserved


	Module 2: Microsoft 365 Copilot Fundamentals for Sales
	Understanding Microsoft 365 Copilot fundamentals is essential because Copilot combines Generative AI with Microsoft 365 applications and organizational data to support sales professionals in daily activities. It enables users to interact with AI using natural language while working within familiar applications and authorized business information.
	In this module, you will learn Microsoft 365 Copilot architecture, Microsoft Graph, Large Language Models (LLMs), grounding, context-aware assistance, and secure AI interactions. You will explore Copilot capabilities across Word, Excel, PowerPoint, Outlook, and Teams to support sales communication, document creation, data analysis, presentations, meetings, and collaboration.
	AI+ Microsoft 365 Copilot Sales Specialty
	AI+ Context Engineering

	Module 3: Prompt Engineering for Sales with Microsoft Copilot
	Understanding prompt engineering is essential because the quality of AI-generated sales outputs depends on how effectively instructions, context, objectives, and expectations are communicated. Well-designed prompts help sales professionals generate more relevant, accurate, and business-focused responses.
	In this module, you will learn prompt engineering fundamentals, prompt structure, role and persona, context, objectives, instructions, constraints, and output formats. You will explore how to create effective prompts for customer emails, account research, meeting preparation, proposals, summaries, sales analysis, and other Copilot-supported sales activities.

	Module 4: Copilot for Sales Productivity and Customer Engagement
	Understanding Copilot for sales productivity and customer engagement is essential because sales professionals manage large volumes of customer communication, follow-ups, meetings, and business information. Copilot helps reduce manual effort and enables more efficient customer interactions.
	In this module, you will learn how Copilot supports email summarization, email drafting, rewriting, personalized communication, follow-up generation, and customer engagement activities. You will explore email thread analysis, identifying customer requirements, understanding concerns, tracking decisions, finding unresolved issues, and preparing effective next actions.

	Module 5: Copilot for Prospecting, Lead Generation and Opportunity Management
	Understanding AI-powered prospecting and opportunity management is essential because sales teams need effective approaches to identify potential customers, understand business needs, prioritize opportunities, and improve engagement strategies. AI helps sales professionals analyze information and develop evidence-based sales approaches.
	In this module, you will learn AI-powered prospecting, Ideal Customer Profile (ICP) development, account research, prospect research, industry analysis, stakeholder identification, lead qualification, and opportunity discovery. You will explore how AI supports customer understanding, sales hypothesis development, account prioritization, and opportunity management while keeping human judgment involved.
	AI+ Microsoft 365 Copilot Sales Specialty
	AI+ Context Engineering

	Module 6: Copilot for Sales Analytics, Forecasting and Decision Intelligence
	Understanding sales analytics, forecasting, and decision intelligence is essential because sales organizations generate large volumes of customer, opportunity, activity, and revenue data. AI helps transform this information into meaningful insights that support better sales decisions.
	In this module, you will learn sales data fundamentals, structured and unstructured sales data, customer and lead data, opportunity and pipeline data, revenue analysis, sales activity analysis, and key performance indicators (KPIs). You will explore AI-supported forecasting, pipeline insights, performance analysis, predictive patterns, and data-driven decision-making.

	Module 7: Responsible AI, Security, Governance and Copilot Adoption
	Understanding Responsible AI, security, governance, and Copilot adoption is essential because AI systems influence customer communication, recommendations, sales priorities, and business decisions. Organizations need appropriate controls to ensure AI is used securely, fairly, transparently, and responsibly.
	In this module, you will learn Responsible AI principles, fairness, transparency, accountability, reliability, privacy, security, bias management, human oversight, and governance practices. You will explore responsible Copilot adoption, AI lifecycle management, data protection, risk evaluation, and methods to build trust in AI-powered sales environments.

	Module 8: AI-Powered Sales Transformation and Capstone
	Understanding AI-powered sales transformation is essential because AI is changing the role of sales professionals from manual information processors to strategic, data-driven decision-makers. Organizations are increasingly combining AI capabilities with human expertise to improve customer relationships, sales execution, and business outcomes.
	In this module, you will learn AI-augmented sales teams, intelligent sales organizations, AI agents, customer experience transformation, and human-AI collaboration. You will explore AI agent applications such as prospect research, lead qualification, customer follow-up, meeting preparation, opportunity monitoring, sales workflow automation, and complete an applied capstone project demonstrating AI integration in modern sales practices.
	AI+ Microsoft 365 Copilot Sales Specialty
	AI+ Context Engineering

	How Can AI CERTs Help Build an AI-Ready Culture?
	AI technologies bring significant advantages, but organizations often encounter challenges during adoption. At AI CERTs, we recognize these challenges and have developed certifications that help teams build practical AI knowledge while strengthening responsible, secure, and effective implementation.
	Why do companies struggle to adopt Al
	technologies? (2025 - 2026)
	Lack of effective data management tools
	Data literacy gaps
	Complex data ecosystems
	Low awareness and adoption of AI solutions
	AI implementation cost concerns
	Figure 5: Factors Determining the Lack of AI Adoption
	(Source: Precisely, State of Data Integrity and AI Readiness Study 2026)


	Bridging the AI Skill Gap   
	Challenge: As AI becomes increasingly integrated into sales processes, customer engagement, prospecting, opportunity management, sales analytics, forecasting, and business decision-making, sales professionals need strong AI literacy alongside sales expertise. Many practitioners still lack the practical knowledge required to use Generative AI effectively, design effective prompts, create and evaluate AI-generated sales content, analyse customer insights, improve personalization, interpret sales data, use Microsoft 365 Copilot capabilities, protect customer information, address AI risks, and adopt AI responsibly with appropriate human oversight. 
	Solution: The AI+ Microsoft 365 Copilot Sales Specialty Certification provides practical knowledge of AI foundations, Generative AI, Large Language Models, Multimodal AI, AI Agents, Microsoft 365 Copilot, prompt engineering, AI-powered sales productivity, customer engagement, prospecting, lead generation, opportunity management, sales analytics, forecasting, decision intelligence, Responsible AI, security, privacy, governance, Copilot adoption, AI-powered sales transformation, workflow automation, and human-AI collaboration. It helps learners apply AI across modern sales workflows while maintaining business alignment, validation, responsible practices, data protection, and human oversight. 
	Benefit: This certification equips learners with the skills and confidence to apply AI across modern sales environments, improve sales productivity, enhance customer communication, personalize engagement, identify opportunities, analyse sales performance, support forecasting, make data-driven decisions, streamline sales workflows, and contribute to responsible AI adoption. It bridges traditional sales expertise with modern AI, data, and digital capabilities, preparing sales professionals to create efficient, customer-focused, and responsibly AI-enabled sales experiences. 
	AI+ Microsoft 365 Copilot Sales Specialty
	AI+ Context Engineering

	Empowering Professionals with AI Skills   
	Challenge: Sales teams often struggle to adopt AI effectively while maintaining customer trust, accurate sales insights, personalized communication, business alignment, data security, and appropriate human oversight. Increasing AI adoption across prospecting, customer engagement, sales productivity, opportunity management, analytics, forecasting, and decision-making can challenge teams that lack structured AI literacy, prompt engineering skills, critical evaluation practices, data-driven sales capabilities, Microsoft 365 Copilot knowledge, and an understanding of responsible AI and governance risks. 
	Solution: The AI+ Microsoft 365 Copilot Sales Specialty Certification provides practical training across AI foundations, Generative AI, Large Language Models, Multimodal AI, AI Agents, Microsoft 365 Copilot, prompt engineering, AI-powered sales productivity, customer engagement, prospecting, lead generation, opportunity management, sales analytics, forecasting, decision intelligence, Responsible AI, security, privacy, governance, Copilot adoption, AI-powered sales transformation, workflow automation, and human-AI collaboration. Learners develop structured methods for applying AI across sales practices while maintaining customer data protection, sales process alignment, content validation, ethical safeguards, organizational governance, and human oversight. 
	Benefit: With practical AI and sales knowledge, learners can improve sales productivity, create effective customer communications, personalize engagement, strengthen prospecting and opportunity management, analyse sales performance, improve forecasting, support data-driven decisions, streamline sales workflows, and contribute to organization-wide AI transformation. This builds future-ready sales capabilities while maintaining customer trust, security, privacy, accountability, responsible AI practices, business alignment, and professional human judgment required in modern sales environments.

	At AI CERTs, we offer a strategic solution, fostering a culture primed for AI integration and innovation. Our AI certification delivers in-depth training and industry-recognized credentials, equipping your workforce with the skills needed to drive your organization toward an AI-powered future.   
	AI CERTs Cultivate AI Culture in Several Ways:   
	Our structured certification fosters a comprehensive understanding of AI concepts and applications, making the technology more approachable and less intimidating. 
	We prioritize continuous learning, ensuring your workforce stays up to date with the latest AI advancements to keep your organization competitive. 
	By promoting collaboration through cross-functional projects, AI CERTs facilitate knowledge sharing and bridges departmental divides, supporting effective AI implementation. 
	AI CERTs: Your Pathway to Becoming AI-Ready   
	 
	The future of business belongs to those who harness the power of AI.    
	Tailored for Success: Our certifications are tailored to the specific needs of your organization, avoiding a one-size-fits-all approach. Developed by industry experts, our specialized training provides your workforce with the targeted skills and expertise required to thrive in essential AI roles. 
	Actionable Expertise: We prioritize practical experience over mere theory. By engaging in real-world projects and case studies, your team will gain the hands-on skills and confidence needed to successfully implement AI technologies, fostering innovation and achieving tangible results. 
	Become an AI Leader: Lead the AI revolution, don’t just follow it. Collaborate with AI CERTs to create an AI-driven culture, empowering your workforce to unlock AI’s potential and place your organization at the cutting edge of transformation. 
	AI+ Microsoft 365 Copilot Sales Specialty
	AI+ Context Engineering

