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What is Ask Ani?

A digital data visual assistant that creates on-demand, dynamic 
visualizations in real time from simple questions utilizing artificial 
intelligence and natural language processing from data sets, such as 
cycle times, quarters, partners, employee metrics, and product insight.



Problem
• More efficient way to make different sets of data available. 
• Easy and fast method to show our customers visual data of product insights, cycle times, 

quarters and partners during meetings, conferences, and presentations. 



Persona

• Account Managers who want to present to customers and partners 

• VP & directors presenting at meetings and conferences 

• Any internal employee who are interested in seeing trends / data 
• how well each quarter compares to the last 
• Between regions 
• Between time of sales 
• Etc.



• Sells Cisco solutions, products, and services 
• Achieve sales targets 
• Build strong customer relationships
• Work with partners and others from Cisco to form sales teams to close deals
• Travel to customer sties, partner events, and various public meeting spot

• qualify a lead > manage opportunity > evaluate requirements > prepare and recommend solution > 
negotiate price > make install plan > get deal/approval assurance > place order > track order > change 
order > install > return

• Accountable for business growth
• Prospecting for opportunities, planning and collaborating with people of multiple disciplines, 

coordinating activities and resources for Cisco sales team, creating business reports, developing and 
delivering sales presentations, educating and sharing best practices with customers and partners to 
develop strong relationships, analyzing commissions

Persona: Cisco Account Manager



• Commercial AM: manages 30-400 small customer accounts, managing and leveraging/delegating to 
resources is crucial, knowledge spans many companies and topics, much business is ‘partner led’ 
meaning it is generated and booked through a partner – the commercial AM looks to partner AM to 
drive opportunities

• Enterprise AM: manages 1-8 large customer accounts, deals with a small volume of large transactions, 
business is ‘cisco led’ meaning it is generated by cisco – partners are still needed on the sales team, 
however, it is likely there will be more cisco resources on the sales team than the partners –
enterprise AM typically drives the opportunity while keeping partners involved as appropriate, 
spends more time on account planning than on opportunity planning  

Persona: Account Manager



• Identify and close as many new service sales opportunities as possible within an assigned sales territory
• Drives and motivates the Cisco Account Managers to sell service with all new product sales
• Collaborates with Cisco Inside Service Sales Team to ensure that all service renewals are addressed and closed on time with all possible up-sell 

and additions attempted
• Perform the roles of sales person, consultant, and service sme

• Qualify lead > manage opportunity > evaluate requirements > prepare and recommend solution > negotiate price > negotiate legal contract > get 
deal approval/assurance > place order > track order; throughout all – deals with renewals and contract management

• Service sales quota is typically much larger than the product and service quote of an individual Cisco Account Manager because one SAM will be 
covering the territory of many Account Managers
– located in the field
– Variations

• Enterprise SAM and Service Provider SAM: assigned to either a geographic region or a few large accounts
• Commercial SAM: assigned to a geographic region made up of small to medium sized customers, SAMs are not partnered with a Cisco Inside 

Sales Rep in which they must perform all renewal activities themselves
• Associate SAM: junior SAMs that are typically assigned one sales territory, many are former Cisco inside sales reps and so have extensive quoting 

tool expertise
• Channel SAM: assigned to Cisco’s 1 tier and 2 tier partners to make sure these partners have everything they need to perform the service sales 

function, greater focus on training on our tools and programs, will mainly help when needed on large orders, service contract center experts

Persona: Cisco Service Account Manager



Design Constraints
• Teaching the Ani every possible word combination

• Wider range of types of data



Solutions 
Create tool that can analyze and display data that allows user to save and interact with the data from our 
CRM database. 

Design a tool that allow users to generate visual charts, manipulate, save, customize, and interact with. we 
created a toll that had voice recognition that displays data in a variety of ways that users can customize, 
download, and share. 



User Testing
• Cisco Account Managers & Other Internal Users

• Tasks to complete
• Display Q1 vs Q2 sales in the AMERICAS

• Now change it to display APJAC
• Change it to display only Q3 in APJAC

• Download and Save a graph and raw data 
• Favorite a view
• Re-open existing graph
• Locate recently produced visual
• Change the type of graph being displayed 
• Change the color scheme
• Mute Ask Ani

• How long did it take you to complete each task
• Number of clicks 
• Time 

• Were you unable to perform a task or find what you 
were looking for? Which task was it? 

• Ease of use 1-5? 
• Were you satisfied with the types of graph it 

displayed? 
• How often do you use Ask Ani ?
• When do they use Ask Ani?
• What feature do they want to see?
• What feature do they find most beneficial?
• Additional Feedback?



Results
Ask Ani is currently being used by over 200 active users at Cisco during meetings, conferences and 
presentations. Reduced time spent on gathering data and producing visualization significantly.



Designing Ask Ani



Components







https://www.youtube.com/watch?v=f19VfyLbbHE

https://www.youtube.com/watch?v=f19VfyLbbHE


Ask Ani

You can ask me: What is Ingram Micro’s deal cycletime for Q4? 
    How long do Hunting deals take to approve?
    How many nonstandard deals did we have this quarter?

|

 Explore some pre-built reports for inspiration. 











Landing Page Evolution



Ask Ani Chat Evolution



Ask Ani Search Evolution



The Design The Prototype
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1. Please use the icons we provided and adjust the propositions to make them smaller

2. Increase the spacing between the elements to reflect proportions in the design

3. Change the button’s proportions to reflect the design

4. Change the color of logo to the color of the button
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Welcome Screen



The Design The Prototype

Welcome Screen

1

2

3

1. We need to display the user’s greeting and Ani’s reply

2. The message box needs to reflect the design. “Type here” text, size, and format

3. We need to display all the Landing elements included in the design 

4. Adjust the proportions to reflect the design

5. Adjust the color and the proportions of the logo

56



Welcome Screen
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1. Can this be text wrap so there is at least 2-
3 lines instead of making the beginning of 
the text disappear. 

2. Element not yet needed.  The default 
should be minimized until there is content

3. Disabled when not needed [gray out]

4. Loading progress icon needed OR a 
respond after each submit 

1



1. This text should not be displayed. 
Alternatively it should ask for another 
partner or tell user they need more 
information. 

2. Inconsistency, notice black colored and 
inline +Favorite where as the next slide it 
is blue and not aligned

3. The download button needs to have 
white space below it 

4. Again, items without content should 
default collapsed and hidden
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Graph



1. This text should not be displayed. 

2. Inconsistency, notice +Favorite is blue 
and not aligned where as the previous 
slide black colored inline. [it needs to be 
inline] 

3. The download button needs to have 
white space below it 

4. Again, items without content should 
default collapsed and hidden. Add the 
label “recently generated graphs”

5. Font is dark blue where as label and box 
looks black [no need to introduce new 
shade of blue] 

6. Allow user to edit title

7. Add 5+ pixels between Deal Volume 
label and Bar

8. Blue bar needs to touch the axis

9. Capitalize Company names

10. Consistency in labelling axis. Capitalized 
or not
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Design

1. When the screen is reduced in size the 
chat box increases in width 

2. The textarea and text box do not match 
in size & it is missing submit arrow
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Graph Design



For Later

1. Loading icons 
2. Textbox 












































