1st Iteration of Al Sales Outbound Call 2nd Iteration of Al Sales Outbound Call
(Human Coach) (No Human Coach)

3 Calls a Day for next 3 days
3 Calls a Day for next 7 days

No response for next 7 Days

Non-Meaningful Exit Loop No response for next 7 Days
B ia Maintain Daily Call Counter of 3 Non-Meaningful Exit Loop
(Resets Everyday) Conversation
Logic:
No further Meaningful Human Intervention Logic:
Doubts Conversation User Not Interested Needed No further Meaningful Human Intervention
Doubts Conversation User Not Interested Needed

Schedule call with Schedule Call
coaches with Coaches

Schedule call with 2nd

Agent (ZARA) Schedule Call
with Coaches / Mentors

Ask the User if they
would like to speak with

Senior Coach Zara right
now?

Notification in Sales Core

Yes
“Sales Core” in “Sales Core” “Sales Core” the same call Try to understand what Notify in

made them change their

. H 5 Day Follow up Funnel decision?

Call Back and Check
again in next 3-4 days

“Sales Core”

] scheduled session ) | scheduled session ification i
.U 2] time/date, coach .U Notification in Sales Core
time/date, coach name, time/date, coach name,

) name, tags attached, i
tags attached, campaign i tags attached, campaign
campaign name

name name
FUNNEL SUMMARY TABLE
Day Call Name Primary Angle Tone
Day 1 (+24h) Pricing Check-In Did you see the pricing? Any questions? Warm, service-oriented
Day 2 (+48h) Pain Point Insight New, specific insight tied to their #1 concern Consultative, value-add
Day 3 (+72h) Intake Urgency Real timeline math for their specific intake Informative, gently urgent
Day 4 (+96h) Alternative Entry Smaller start — Pro plan or individual service Flexible, low-pressure
Day 5 . Honest last conversation, full respect for their Human, warm, non-
(+120h) Final Check-In decision transactional

Dormant Re- L .
Day 30 e Long-gap check-in if they went quiet Gentle reconnect



