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T H E  O P E R A T I O N A L  C O S T

Most sales teams lose 20–30% of winnable deals

to process failure — not product or pricing.

The root cause is rarely strategy. It's execution: follow-ups that don't happen, leads that aren't routed, pipeline that 

isn't visible, and deals that stall because no one owns the next step. These are operational problems with operational 

solutions.

44%
of reps give up

after one follow-up

HubSpot Research

5 min
response window

before conversion drops 

80%

InsideSales.com

71%
of qualified leads

never receive timely 

outreach

Forrester

23%
of rep time is

actual selling activity

Salesforce



W H E R E  I T  B R E A K S  D O W N

Four operational gaps that compound across every 
deal

01 Lead Response Delay Inbound leads wait hours or days for first contact. Manual assignment means no one 

owns the lead until someone notices it. The prospect has already engaged with a 

competitor.

02 Follow-Up Attrition
Reps manage follow-ups manually — through memory, sticky notes, or scattered task 

lists. After the first or second touch, persistence drops off. Winnable deals go silent.

03 Pipeline Opacity
Leadership relies on rep self-reporting for pipeline status. Deal stages aren't 

standardised. Forecasting is based on intuition, not data. Problems surface late.

04 Stalled Deal Inertia
Deals move to a stage and sit there. No automated trigger creates the next task. No 

alert fires when a deal has been idle for 7 days. Momentum dies quietly.



T H E  S O L U T I O N

A structured automation layer across

the entire sales operation

Rather than addressing symptoms individually, we install a connected system inside your existing HubSpot environment that 

automates lead handling, deal progression, follow-up cadences, and reporting — as a single integrated build.

Structured Pipeline

Defined deal stages with exit criteria, 

required properties, and standardised 

progression rules across all reps.

Automated Task Engine

Every stage transition creates specific tasks 

for the rep. Overdue alerts escalate to 

management. Nothing sits idle.

Sales Sequences

Three pre-built cadences — new lead follow-

up, post-demo nurture, closed-lost re-

engagement — with timed emails and tasks.

Intelligent Routing

Inbound leads assigned to the correct rep 

within minutes via round-robin or rules-

based logic. First-touch task auto-created.

Meeting Automation

Scheduling links embedded in sequences and 

emails. Prospects self-book. Confirmation 

and reminders handled automatically.

Pipeline Dashboard

Real-time visibility into pipeline value, deal 

velocity, stage conversion, and rep activity. 

No manual reporting required.



D E L I V E R A B L E S

Specifically what gets installed in your HubSpot

Pipeline Architecture

✓ Custom deal stages mapped to your actual sales process

✓ Defined exit criteria per stage — deals can't advance without required 
fields

✓ Required properties enforced at each stage (next step date, decision 
maker, deal value)

✓ Pipeline hygiene rules to flag stuck or miscategorised deals

Automation & Workflows

✓ Stage-transition workflows that auto-create tasks for the assigned rep

✓ Overdue task alerts escalated to management after configurable 
thresholds

✓ Lead routing logic — round-robin or rules-based — with instant rep 
notification

✓ First-touch task auto-created on every new lead within minutes of 
assignment

Sequences & Outreach

✓ New lead follow-up sequence (5–7 step cadence with emails and tasks)

✓ Post-demo nurture sequence to maintain momentum through 
evaluation

✓ Closed-lost re-engagement sequence triggered automatically after 60–
90 days

✓ Custom email templates written for each sequence step

Reporting & Scheduling

✓ Real-time pipeline dashboard: value by stage, velocity, conversion rates

✓ Rep activity report: tasks completed, emails sent, meetings booked

✓ Meeting scheduler configured and embedded in sequences and emails

✓ 60-minute team walkthrough + written operations guide on handoff



O P E R A T I O N A L  I M P A C T

Current state vs. automated state

C U R R E N T  S T A T E A U T O M A T E D  S T A T E

Lead assignment is manual — hours to first contact Leads routed automatically — rep notified in minutes

Follow-up depends on individual rep discipline Sequences deliver timed outreach on every lead

Pipeline stages are inconsistent across reps Standardised stages with enforced exit criteria

Deal status gathered via Slack or weekly calls Real-time dashboard with deal velocity metrics

Scheduling requires multiple email exchanges Prospects self-book directly from sequences

Stalled deals surface late or not at all Idle deal alerts trigger at configurable thresholds

Closed-lost deals are never revisited Re-engagement sequence activates automatically



E X P E C T E D  R E S U L T S

What changes in the first 30–60 days

5+ hours
saved per rep, per week

Manual data entry, follow-up scheduling, lead 

assignment, and deal updates are automated. 

Reps spend time selling, not administrating.

< 5 min
average lead response time

Automated routing and first-touch task creation 

eliminate the delay between form submission 

and rep outreach. Currently measured in hours 

for most teams.

100%
follow-up coverage

Every lead receives a structured outreach 

sequence. No prospect is forgotten after the first 

email. Persistence becomes systematic, not 

personal.

Real-time
pipeline visibility

Leadership sees pipeline value, deal velocity, 

stage conversion, and rep activity without 

requesting updates. Forecast accuracy improves 

as data quality improves.

Zero
deals without a next step

Every stage transition triggers a task. Idle deal 

alerts fire at configurable thresholds. Stalled 

pipeline is surfaced before it becomes lost 

revenue.

Automatic
closed-lost re-engagement

Deals that don't close aren't abandoned. A re-

engagement sequence activates after a defined 

cooling period, creating a second chance at 

pipeline you've already paid to generate.



E N G A G E M E N T  S T R U C T U R E

A fixed-scope, fixed-fee implementation

Day 1 Discovery & Access

45-minute working session to map your current sales process, deal 

stages, team structure, and existing HubSpot configuration.

Days 2–4 Pipeline & Workflow Build

Deal pipeline architecture, stage-transition automation, task 

engine, and lead routing configured and tested.

Days 5–7 Sequences & Scheduling

Three sales sequences built with custom email templates. Meeting 

scheduler configured and embedded.

Days 8–10 Dashboard, QA & Handoff

Pipeline reporting dashboard built. Full end-to-end testing. 60-

minute team walkthrough with documentation.

I n v e s t m e n t

$1,497
one-time, fixed fee

✓ 10 business days, kickoff to handoff

✓ All work done inside your HubSpot portal

✓ Full ownership — no dependencies on us

✓ 60-min team walkthrough + written guide

✓ Guaranteed: 5+ hrs saved per rep per week



N E X T  S T E P S

If the problems outlined here resonate

with your team, a 30-minute call is the

logical next step.

We'll walk through your current HubSpot setup, identify the specific gaps in your sales 

workflow, and determine whether this engagement is a fit. No obligation, no pitch beyond 

what you've read here.

Adithya I.

ProspIntel

adithyai@prospintel.com


