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See how faster lead follow-up can improve conversions using a
practical example workflow — built for business owners who are

ready to stop losing leads to slow replies.

LEAD PIPELINE )
@ Al Assistant
New inquiry from J. Reyes — qualifying now
. o and drafting a reply.
62 2min 11.6%
QUALIFIED LEADS AVG. RESPONSE CONVERSION Reply sent in 47 seconds
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THE PROBLEM

The Real Problem Isn't
Getting Leads

02/ 08

Many businesses spend money generating leads but lose opportunities because
responses dre delayed or inconsistent. Prospects often contact multiple
companies at once — and the fastest response usually wins the deal.

®

Slow responses

Hours or days pass before a prospect hears back — long
enough for interest to fade.

A~

Missed opportunities

Leads that aren't contacted in time quietly move on to a
competitor instead.

&

Manual follow-up

Every reply is written by hand, so consistency depends
on who's available that day.

®

Wasted marketing spend

Budget keeps generating new leads while existing ones
fall through the cracks.

KEY INSIGHT
c The biggest bottleneck is often the follow-up process — not the marketing itself.
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HOW IT WORKS

Example Lead Follow-Up
Workflow

An illustrative walkthrough of how a new inquiry can move from first contact to a
booked meeting — automatically, in minutes rather than hours.

@ 1. Website Form BENEFITS
A prospect submits an inquiry through a website or landing
page form. .~ Faster responses

Consistent communication

2. Al Reads Submission

The Al assistant reads the details and identifies intent and Reduced manual work

urgency.

C K X

Better customer experience

3. Lead Qualification
The lead is scored and sorted based on fit and readiness to
buy. 7 automated steps

from first click to a notified sales rep — no
4.CRM Updated manual handoffs.

A new record is created automatically — no manual data
entry.

5. Personadlized Email Sent

A tailored reply goes out referencing exactly what the
prospect asked for.

6. Meeting Booking
The prospect picks a time directly from the assistant's
suggested slots.

7. Sales Team Notified
The team gets an instant alert with full context — ready to take

over.
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THE STACK

Typical Automation Stack

A simplified view of the software categories that typically power a workflow like
this. No official logos shown — every business's actual stack looks a little different.

g ™
8 %% 8

Website Forms Al Assistant CRM
Captures new inquiries the moment Reads, qualifies, and drafts replies at Keeps a single, always-current record
someone submits. the center of the workflow. for every lead.

o

& Al

Email Automation Calendar Scheduling Internal Notifications
Sends timely, personalized replies Lets prospects book time without Alerts the right teammate the
without manual writing. back-and-forth emails. moment action is needed.

® Different businesses may use different software depending on their existing systems — the roles above stay the same
either way.
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EXAMPLE RESULTS

Before vs. After

A hypothetical view of what changes when the same volume of leads flows
through an automated follow-up process instead of a manual one.

M ® M
+40 99% 2.4%
Leads [ Month Faster Response Higher Conversion
METRIC BEFORE AFTER
Average Response Time 12 Hours 2 Minutes
Qualified Leads 22 [ month 62 [ month
Lead Conversion 4.8% 1.6%
Admin Time 3 Hours [ day 20 Minutes [ day
QUALIFIED LEADS — ILLUSTRATIVE TREND Before @ After
)

This is anillustrative example for educational purposes. Actual results vary depending on your business, traffic, processes, and
implementation.
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WHO IT'S FOR

Businesses That Benefit Most

Any business with a steady stream of inbound inquiries can benefit — these are
the profiles where faster follow-up tends to matter most.

< A () Q
Marketing Agencies Local Service Consultants Coaches
High inquiry volume across Businesses Qualifying calls before they Discovery-call requests
many client campaigns. Callers expect a fast reply to take up calendar time. handled the moment they
book a job. land.
oo
ao @ @ O
SaaS Companies Healthcare Clinics Real Estate E-commerce Stores
Trial and demo requests New-patient inquiries Listing inquiries answered Pre-sale questions answered
routed without delay. confirmed instantly. before another agent does. around the clock.

COMMON AUTOMATION OPPORTUNITIES

® Lead capture e Instant replies
e Appointment booking e Email follow-up
® CRM updates e Team notifications

e Lead qualification
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SELF-ASSESSMENT

Is Your Business Ready?

A quick way to gauge whether faster, automated follow-up is likely to move the
needle for your business.

You receive 20+ inquiries each month

©

You manually respond to leads

©

Leads sometimes go unanswered

©

You use a CRM or spreadsheet

)

Booking appointments takes time

©

Your team spends hours on repetitive admin work

4 If you checked two or more boxes, automation may help improve efficiency and customer

response times.

0-1 2-3 4+
Worth keeping Good candidate High-impact
an eye on for automation opportunity
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® NEXT STEPS

Want a Personadlized
Automation Plan?

Every business has different processes. The best automation strategy
starts with understanding your current workflow and identifying repetitive
tasks that can be streamlined.

Book a Free Strategy Call

WE'LL REVIEW

v/ Your current lead process
v Missed opportunities

v Automation ideas

v/ Recommended workflow
v

Potential efficiency gains

Visit www.aformi).
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