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AI & Automation in Sales Support 

Customer Case
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Sales people need to spend more time selling, and being enabled with 
effective processes around them that increase quality and reduce cost

Sales activities

Sales needs to have more time 
to have sales conversations

ICP & target list

Personalization

Outreach automation

Sales collateral creation

Pipeline Mgmt.

Forecasting

Sales Coaching

Performance Mgmt.

Contract Mgmt.

Handover to Customer 
Success

Post-sales insights
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Automations and AI 
can help to deliver

• Better quality 
communications

• Higher volume 
communications

• Lower cost of sales 
(time reduction)
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Customer case: How to increase quality 
of outreach, heartbeat volumes and 
reduce time at the same time when 
approaching (new) customers

Sales activities

Sales needs to have more time 
to have sales conversations

ICP & target list

Personalization

Outreach automation

Sales collateral creation

Pipeline Mgmt.

Forecasting

Sales Coaching

Performance Mgmt.

Contract Mgmt.

Handover to Customer 
Success

Post-sales insights
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Important: There are two schools when using AI for more process steps

vs.
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Customer example: ICP & Target list creation

Identify ICP

Select your Ideal Customer 
Profile (ICP) from LinkedIn. 

Set individual filters 
(demographics and 

firmographics) to identify 
potential prospects

Scrape target list

Scrape the target list from 
LinkedIn with a tool

Sharpen ICP list

Add additional information 
to the target list that 

sharpens your ICP list to 
the ones that really matter

Example for an MSP: Which 
antivirus software is used 

by company? 

Add contact info

Add contact information 
with enrichment tools

Upload to CRM

Upload the target list incl. 
contact details and first 

personalization factors (e.g. 
which antivirus software is 

used) into the CRM for 
further activities
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Customer example: ICP & Target list creation

By identifying individual 
factors that make a 

prospect a better fit, we 
can reduce the noise of 

prospects in our target list 
that are not ideal 

customers

This customer is a CRM 
add-on, that wants to 

know which prospect has 
Salesforce, Hubspot or MS 
Dynamics as they naturally 
integrate with these CRMs
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Customer example: Personalization

Research company

Take your target list and 
have ChatGPT look for 

open available information 
about the company

Research person

Take your target list and 
have ChatGPT look for 

open available information 
about the prospect

Scrape LinkedIn

Scrape the last 2-3 months 
of posts and comments 

posted by the company and 
the prospect

Form personalization

Based on the available 
information, create a list of 
hooks you could use when 

approaching this person

Example: “Your recent post 
over digital sovereignty 

was spot on, in particular 
the nuance over 

extraterritorial regulations”

Upload to CRM

Upload personalization into 
CRM for further execution
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For your profiles we scraped 10 LinkedIn posts and 10 comments that you 
posted in the last year and then created comment proposals for me

We cannot show real customer results, so we created this quick and 
dirty personalization in 30-60 minutes. Processing time was longer but 
worked automatically in the background. Mainly the human in the 
group checking activities that took time to ensure it is high quality
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Once the flow is worked out, tested and proven, you can automate the 
process using tools like n8n

 Work out the flow and get it live

 Track the performance and adjust the 
process along the way

 Test different topics to see which ones 
deliver the highest conversion

 Once proven, automate the process using 
tools such as n8n

Once proven, processes can be automated 
with tools such as n8n
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Customer example: Outreach automation

Load leads

Load leads from the CRM 
into the sales outreach 

automation tool

Research person

In your sales automation 
tool, create an outreach 

automation flow that 
ideally includes 

personalization (for 
conversion reasons)

Automated outreach

The sales automation tool 
takes over the sales 

outreach in the name of 
the sales person

Lead Scoring

Based on reactions and 
interactions of customers, 
the CRM can identify the 

warmest leads for sales to 
take over

Sales to take over

Sales to take over the 
outreach to prospects, 

starting with the warmest 
leads based on the lead 

scoring
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Example automated sales
outreach flow
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We see two different routes to go with these tools: 
Either high volume or high quality

AI has the potential to 
combine those two approaches

High Volume High Quality
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There are hundreds of tools available for different use cases, it is 
important to chose the right one with a natural integration to your CRM

Examples of use cases are not exhaustive

1. Lead 
Identification

2. Customer 
Outreach Tools

3. Digital Marketing 
Integrations

4. Lead Scoring

6. ERP 
Functionalities

5. Customer Support 
& Success

7. Analytics 
& Data

8. Other

CRM



15|

Customer results: Achieving above market answering rates by matching 
proposition to ICP and personalized high quality outreach
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If you would like to discuss this 
approach for your business, 
please contact us!

Marc Andre Lein  I  +31 (0)6 40 98 12 85  I  malein@impulssum.com  I  www.impulssum.com


