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Sales Today

Face To Face
Digital

Hybrid
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Customer Behaviour Sales Transformation

Bigger decision group Hybrid selling is the new normal
Buyer research online Face2Face & digital touch points
- Seamless journey is expected —> Flexibility across channels wins

We need to systemically leverage tech to

unlock sales potential
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Challenges

* Limited deal
visibility

- Hard to
forecast
revenue

- Multiple - Generic
manual steps outreach
- Delays from ignore
hand offers - Need
personali-
zation

. and many many more

« Decisions
made on stale
reports

Long cycle Low response Missing current
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10

®
dh

Digitalization
Customer Relationship
Management (CRM)

Automation
Repetitive tasks, E-Mail
Sequences, Lead
Scoring, etc

-

Al

Research,

Personalization and data

based
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Autonomy
;';1"%“; Base (Foundation)
';é'g]“n? CRM, email/calendar sync, task tracking
R Stability (Process Discipline)

Enablemen : Sequences, templates, scheduling, mobile tools

Scaling (TOFU Automation)
Lead gen tools, enrichment, outreach automation

Scahng

'_ ML Y

Stablllty _ - Enablement (Sales Materials)
g,,_‘ AR Proposals, one-pagers, product knowledge, e-sign
jyg e

o Optimize (Insight & Control)
e Deal tracking, activity analytics, conversion feedback

e Autonomy (Al & Automation)



Technology

Autonomy
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_'Enablement i

Each camp = a tech layer for a
specific sales capability

You (mostly) can't skip camps
Climbing fast = risk of collapse

The summit is only reachable if
everything below is solid and aligned



Technology (Examples & Excerpt)
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Stage
Lead Research
Lead Qualification

Outreach

Follow-Up Sequences
Meeting Scheduling

Discovery Call

Proposal Creation

Contract Signing
Invoicing

Client Follow-up
Analytics & CRM

Process
Find and collect contacts
Score and prioritize leads

Initial contact via
email/LinkedIn

Auto-email follow-ups
Book calls with prospects

Qualify needs / present
offer

Send branded proposals
or PDFs

Collect e-signatures

Send payment requests
Retain, upsell, renew
Track pipeline, tasks, KPIs

Example (excerpt)
Apollo, LinkedIn
HubSpot, ActiveCampaign

Gmail/Outlook, Instantly, LemList, Invido/Loom

Instantly, LemList
Calendly

MS Teams, Google Meet, optionally
Gong/Chorus/SalesPack

Canva, PandaDoc

DocusSign

Stripe, Zervant

CRM tasks, ActiveCampaign, simple automations
HubSpot, Pipedrive

~ SOLUTIONS



Inbound Email Processing

1. Gmail Trigger - Listens for new incaming emails
2. Gmaif - Aesrieves the full emai tread

3. Airtablel - Looks up the ead record in CRM
4.1~ Checis record existence irue/false} %
. Switch - Apples rautig rules based on stages.

. No Operation - Ends fiam wihen na rues maich
Gl Trigger

Lead Ingestion & Validation Pipeline

1. Lead Capture Form - Gathers raw contact detals.
3 0

for consistency.

LinkedIn & Social Enrichment + Al Summary

1. HTTP Request3 - Pulls HTML & metadata from the company's website.
2 Extracts lindustry, size, lacatian)
. plit Qut - Rautes dats o parale enrichment streams.

& Linkedin Gompany Dt - Fiers valld Lirkedin UL fram scraped soctd feeds
B, HTTP Request - Retrieves company profile detaits via Linkedin AF|

7. HTTP Request! - Puls recent company posts and sccial Lpdates

£, Opes tshte, firmographic, o 2 concise summary
5 Merge - Appands all insights inta a unified payload for downsream persanalization

Linkedin Company Data

Al Enrichment & Formatting

1 Godel- Merpes websie, social and frmagraphic dta inta a sngle JSON paylaad

Company Data Seraping  Spllt Out Code

neiapl.anty

Opendl

Messane Mads!

2 Edit Fi
. Genarate:

'4

‘sammary and talking paints

4. Exit Finlds - Evtracts Al response, mapping sumemary inta template varabies
& Gode? - Cieans ext, valdales schema and oulputs the final enriched Jead abject

Openall

Muszage Model

Codel

Edit Fields]
manal

Ediit Fields

mareal

1 if Cals external AFita
. 2 pR— ndack.
= = HTTP Requess Al-Driven Outreach Workflow
L E“ ’ @ e 1 Laad Bahavios Analyzer - ngest lead sctons & sngagament sigrss ta classily raadinase Lead Behavior Ernall Sequence
! 2 - Crats mut-step insigps “ A Gl
i s Tocts Agut ks agent
Lead Caplure Form Prepare Lead Data Email Verification Emad Validation Check 4. Wakt -
anual §. Gmad - Sends the persanalized email via Gmail AP| - .-
E Cotied - Maps send recult and metadata into a structured CRM paylsad = ‘J_- =ra . \_ &
7. Alrtable - Creates a recard lagging the outreach evert and kay metrics (+] ! [+
Slack
ot mascag <
Bahavior Analysis OpenAl Anatyzer
Parser Model
Follow-Up Stage 1: Al-Driven First Reminder
1. Wait5 - Fauses unti the first follow-up window
2. OpenAlZ Message Model - Generates persanalized reminder content
% Email Content Preparation - Structures Al autput o an emal et @ Openhiz ‘"‘“m‘" 0 Ivi
4 llhh—ﬂ!hysumlmxlpﬂ send time Mg e Message Moosl
+ +
L Waits Wait! Gmail2 Airtable
= | | i e
o] &
Grosail Switch
et theead o moce Fules
= age 2: Al-Powered Final Nudge
Airtablel
soach racond [1 i et
_) 3, Email Content Proparation - Formats the Al reZpagge for email
4. Wiait2 - Wahs for the designated send siot Email Cortent
. Gmail3 {reply:thread) - Sends the fral outreach emal @ o ??_”":'s Preparation2 o |\1
N Operation, o nathing &, Airtabie3 - Logs the cutcame af the il fcllow Bnati Message Moded
+ o
Waite o Wait2 Gmail3 Nirtable3
| | e tuesa upate acers
2] ]

Stage-Aware Follow-Up Scheduler

1 Schedule Trigger
Fires on your CRON schedie 2 5Cout for due folow-ups

2. Aitobied
Queries leods with upcoming falaw-up dates and cuent stage togs

3. Coded
‘Camputes the next cutreach terotian, tags payload with “attemat caunt™

Exclades leats that have akeady advanced or repled

. Switch)
Dispatches eoch jeod to ks carrect reminder path {ist, 2nd, finall

& Mo Operstion
Cleaniy extts when o folow-up crteria are met

20

Rirtabled

search racard

Schedule Trigger

Emad Content
G

Mazsage Modki

Emal Sequence
Parser

Reminder Paths

First Reminder
+ Wit ? detays o the inita flow-up sick

+ OpenAé genverates tne st remunder caner
+ Ema Cantent Freparanions formats the draft
+ Woit2 waits for the send schedule
 Gmaild sends the folow-up

+ iiiabieS logs e event and cutcome

Final Reminder
+ i dolays 1o the inal nudge sit

+ Opanklh craks the closing meszage

= Email Cantent Preparationd structres the emal
+ Wit ol uni the desigated send ime.

+ Bmai dspatches the final cuteach

+ Alrtabied archives the final follow-um status

i Switehl

madia: Rules
alss

Wiait

> a

N Dperation, do nothingl

Gmail Coded
send massaga

Airtable

craste: recont

@ Openkld
Weszane Made

Email Gontent
Preparstion3
Message Madel

Wait3

0 H ® o
+
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Emell Cantent
Preparationd.
Wessage woge

Waite

Waitd

B

AirtableS

upsate: racord

Gmalld

sand: message

Grmails
sand: mesiage



Technology

= Technology = Lever, not an opponent  Zesnsiebewtzan .

=Use it, where it positively “
serves/blends in with your customer
- Example Calendly (Meeting Time Proposal) (saste inzutigen )

Ort *

O * Microsoft Teams
O o Zoom

E-Mail-Adresse *

Dear Mr. GroB,
Bitte gib alles an, was bei der Vorbereitung auf unser Meeting
Thank you very much for your inquiry. hilfreich sein kénnte.

As a first step, | would be happy to learn more about you and your company.

Would you have 30 minutes available for an initial introductory call on one of the following dates:

e Thursday, July 3 at 3:00 PM Indem Sie fortfahren, bestatigen Sie, dass Sie die folgenden

« Friday, July 4 at 9:00 AM Dokumente gelesen und akzeptiert haben:

« Tuesday, July 8 at 10:00 AM Calendlys Nutzungsbedingungen und Datenschutzerklédrung.
If none of these times work for you, feel free to suggest alternatives or simply check my availability

directly in my calendar.
| look forward to our conversation.
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Build Your Own Stack
- start small, look out for ideas
—> ensure integrations and fit

Top 418 Sales automation Templates gallery
WorkﬂOWS Choose from thousands of templates that will help you save time and scale your b

Sales X Enter more apps, roles, usecases to improve results... X Q (

Al Sales IT Ops Marketing Engineering DevOps Building Blocks Browse by Category Showing 1- 9 of 1420 results in crm-sales

Design Finance HR Other Product SecOps Automation Support

v Al

v Built-in Apps m

v~ Business Intelligence

Sync Facebook Lead Ads leads with SendaGma
Sort: Relevancy
v Business Operations & ERPs Google Sheets Lead Ads foi
g " e : Seamlessly capture and organize new Facebook Automatically s
> v Commerce
[pEnpe Al dt s i e a il el ol g Lead Ads leads by automatically adding them to a is a new Faceb
i aping + QpepAl Analvsis vig BrightData &gt- iption- o ey Google Sheets spreadsheet. Streamline your lead...

i SCHACHING=
n8n.io make.com SOLUTIONS
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Social Media

LinkedIn Al Content Creation
Voice & Text (scripe.io)

Sales Wingman

Research, Personalization, E-Mails etc
Voice & Text (chatgpt.com)
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Recipes (Lessons Learned)

Align tech to process,
not vice versa

Even the best tool
won't help if youdon't
know how to:use it



Outlook
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Outlook
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= We only accelerate from here —> Stay updated or fall behind
= Trend: Continous tech evolution
= Skill building becomes essential —> Tech helps, but know-how drives it
= Human + Tech blend - Relationships remain core
= Action Plan - Audit -> Pilot -> Implement

The climb begins with
one little step



Thank You
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Thank You

E-Mail: ps@schachinger.co
LinkedIn: @philippschachinger
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