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Because these solutions minimize the guesswork of sales so you 
can spend more time talking with customers and closing deals. 
You can execute the perfect playbook every time.



Of course, that’s all good in theory, but what are those 
best-in-class sequences? We’re glad you asked. 



Below, we are giving away the proven Guided Selling sequences 
that we use at Revenue.io to engage more buyers and close 
more deals.

Why?
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There’s more pressure on revenue teams today than 
ever before. In order to keep up with growing demands, 
teams are looking to execute multichannel, multitouch 
engagement with buyers. 



It’s no surprise that many high-performing sales teams 
are adopting and embracing AI-powered sequencing 
solutions like Revenue.io’s Guided Selling to help them 
scale their efforts and drive more revenue. In fact, 
Gartner predicts that 75% of B2B sales organizations 
will augment traditional sales playbooks with AI-powered 
guided selling solutions by 2025. 

Intro

5 Sequences Every Team Needs In Their Playbook

“Revenue.io is recommended for sales 
organizations seeking a Salesforce-embedded 
coaching, pipeline and deal management 
technology stack enhanced real-time guidance.”

Market Guide for Sales Engagement Application

http://revenue.io


Overview

This sequence is used to follow up with leads that you want to 
contact immediately, such as demo requests. Why is speed to lead 
so important? Organizations that contact a lead within the first 
hour are seven times more likely to qualify the prospect than an 
organization that responds in two hours.

1: Hot Lead Sequence (Setup)
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Total Touches

8

Timeframe

14 Days

SDR

People Involved

Selling Team

Hot Lead

Buying Team

Entrance Criteria

Lead Source = Demo Request and Lead Score is greater 
than 70

Exit Criteria

Lead Status = In Contact or Meeting Set

Type

Lead

Activation

Automatic

Channels

Email Call SMS Voicemail Task

  We know that the faster we can respond to leads, the higher 
the chances are that we will be able to connect with them. Therefore, we’ve 
set the priority for the first steps on day 1 to high, which means they will 
show up higher in the Engage view. You should use high priority sparingly 
and reserve it for those situations that require urgent attention.

 Pro tip:
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Day 1
i m m e d i at e ,  h i g h  p r i o r i t y

Step 1: Task

Research and connect on LinkedIn

Hot Lead Sequence (Steps)

i m m e d i at e ,  h i g h  p r i o r i t y

Step 2: Call

Call with Local Presence, use a template for 
a specific person in this sequence

i m m e d i at e ,  h i g h  p r i o r i t y

Step 3: Manual Email

Manual email with personalization 
(see example on next page)

Day 2
1  d ay  l at e r ,  m e d i u m  p r i o r i t y

Step 4: Call / Voicemail Drop

Day 9

i m m e d i at e ly,  m e d i u m  p r i o r i t y

Step 7: Manual Email

Manual email, with a template for specific 
persona in this sequence

5  d ay s  l at e r ,  m e d i u m  p r i o r i t y

Step 8: Call / Voicemail Drop

5  d ay s  l at e r ,  m e d i u m  p r i o r i t y

Step 6: Call

Call with Local Presence, use a template for 
specific persona in this sequence

Day 14

Use persona template

Day 4
2  d ay s  l at e r ,  m e d i u m  p r i o r i t y

Step 5: SMS
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Hot Lead Sequence (Steps)
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Overview

This sequence is used when an outbound rep (typically an SDR) 
needs to reach out to a prospect cold and start a conversation.

Cold Outbound Door Opener Sequence (Setup)
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SDR

People Involved

Selling Team

Target Key Person

Buying Team

Total Touches

12

Timeframe

25 Days

Entrance Criteria

Lead Status = Open

Type

Lead

Activation

Manual

Channels

Email Call Voicemail Task

Exit Criteria

Lead Status = In Contact or Meeting Set
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Day 1
i m m e d i at e ,  m e d i u m  p r i o r i t y

Step 1: Task

Research and connect on LinkedIn

Cold Outbound Door Opener Sequence (Steps)
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i m m e d i at e ,  m e d i u m  p r i o r i t y

Step 2: Call

Call with Local Presence, use a template for 
a specific person in this sequence

i m m e d i at e ,  m e d i u m  p r i o r i t y

Step 3: Manual Email

Manual email with personalization

i m m e d i at e ly,  m e d i u m  p r i o r i t y

Step 6: Manual Email

Manual email with different value prop for 
this persona

Day 2
1  d ay  l at e r ,  m e d i u m  p r i o r i t y

Step 4: Call / Voicemail Drop

Day 5

Call but if no one answers, do not leave 
a voicemail

3 d ay s  l at e r ,  m e d i u m  p r i o r i t y

Step 5: Call

Day 12
7 D ay s  l at e r

Step 7: Automatic Email

Day 17
5 D ay s  l at e r ,  m e d i u m  p r i o r i t y

Step 8: Call / Voicemail Drop
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Cold Outbound Door Opener Sequence (Steps)
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Call with Local Presence

Day 22
1  D ay  l at e r ,  m e d i u m  p r i o r i t y

Step 10: Call

3  d ay s  l at e r

Step 12: Automatic Email

Automatic email, last attempt template

Day 25

i m m e d i at e ,  m e d i u m  p r i o r i t y

Step 11: Manual Email with

Personalization

Engage with their content on LinkedIn

Day 21
4  D ay s  l at e r ,  m e d i u m  p r i o r i t y

Step 9: Task All done! Have a sip of your 
favorite tea, or stretch your legs. 
You’re doing great.

http://revenue.io
http://revenue.io


Overview

Use this sequence when you have a deal that is stalled out, your 
champion has gone dark, and you need to bring it back to life.

Wake the Dead Sequence (Setup)
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AE Executive

People Involved

Selling Team

Key Persona

Buying Team

Type

Opportunity

Activation

Automatic

Channels

Email Call SMS Task

Total Touches

8

Timeframe

21 Days

Entrance Criteria

 Days since last attempt (call or email) is greater than 3
 Last inbound call is greater than 3
 Last inbound call is greater than 3
 Opportunity stage: (set this to a stage that is late in your 

deal cycle)

Exit Criteria

Opportunity stage = Closed won or Closed lost
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Day 1

Day 5

Wake the Dead Sequence (Steps)
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Automatic email with template

i m m e d i at e ly

Step 3: Automatic Email

Day 6

Engage on LinkedIn

1  d ay  l at e r ,  m e d i u m  p r i o r i t y

Step 4: Task

Day 10
4  d ay s  l at e r ,  m e d i u m  p r i o r i t y

Step 5: SMS

SMS with template gently checking in

Day 21
7  d ay s  l at e r ,  m e d i u m  p r i o r i t y

Step 8: Manual Email

Manual email from executive as a last attempt 
to unstick the deal

Day 15

I m m e d i at e ly

Step 7: Automatic Email

5  d ay s  l at e r ,  m e d i u m  p r i o r i t y

Step 6: Call

Call with a template to reignite interest, if no 
answer, leave a voicemail drop

Automatic email with template

i m m e d i at e ,  h i g h  p r i o r i t y

Step 1: Task

Send high-value direct mail package

Call with a template to reignite interest, 
if no answer, leave a voicemail drop

4  d ay s  l at e r  ( c o n f i r m  t h e y ’ v e  r e c e i v e d
t h e  pa c k a g e ) ,  m e d i u m  p r i o r i t y

Step 2: Call

 When you are on a texting basis with a buyer, you are 5 times 
more likely to close the deal. That’s why we advocate for establishing 
a texting relationship with buyers early.

 Pro tip:
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Overview

Large, complex deals can take a long time to close, but it’s 
important that reps are in constant communication with and 
providing value to their champions. Use this Sequence for late stage 
opportunities to continue building confidence with the buying team 
by providing valuable resources and positioning yourself as 
a trusted advisor. 

Deal Acceleration Sequence (Setup)
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AE

People Involved

Selling Team

Champion

Buying Team

Type

Opportunity

Activation

Manual

Channels

Email Call SMS Task

Total Touches

8

Timeframe

20 Days

Entrance Criteria

 Status includes (choose a mid to late stage in your 
process, for example Business Case

 Opportunity amount greater than or equal to (choose an 
amount that make sense for your team)

 Forecast close date is within 30 days

Exit Criteria

Status includes Closed Won or Closed Lost
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Day 1

Deal Acceleration Sequence (Steps)

Day 17
5  d ay s  l at e r ,  m e d i u m  p r i o r i t y

Step 5: Manual Email

Manual email with recap of deal status and 
additional valuable content

i m m e d i at e ,  m e d i u m  p r i o r i t y

Step 1: Task

Connect with other key stakeholders at the 
account on LinkedIn

Manual email with additional valuable content

7  d ay s  l at e r ,  m e d i u m  p r i o r i t y

Step 3: Manual EmailDay 7

Day 12

Engage with champion and other key 
stakeholders on LinkedIn

5  d ay s  l at e r ,  m e d i u m  p r i o r i t y

Step 4: Task

Manual email with recap of deal status and 
additional valuable content (ROI calculator, 
internal sales presentation, RFP template, 
buyer’s guide, etc.)

i m m e d i at e ,  m e d i u m  p r i o r i t y

Step 2: Manual Email
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Day 22
5  d ay s  l at e r ,  m e d i u m  p r i o r i t y

Step 6: Task

If you have not received an update from your 
champion, do more research to see if there are 
indications that anything has changed. For 
example, are they surging on other high-intent 
or competitor keywords?

i m m e d i at e ,  m e d i u m  p r i o r i t y

Step 7: Call

Call with template emphasizing key 
value drivers

Day 25
5  d ay s   l at e r ,  m e d i u m  p r i o r i t y

Step 8: Manual Email

Manual email with recap of deal status 
and additional valuable content
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Overview

Selling to existing customers is both much easier and cheaper than 
selling to net new customers, so it only makes sense to build 
Sequences to sell more into your customer base.

Upsell/Cross-Sell Sequence (Setup)
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Type

Opportunity

Activation

Manual

Channels

Email Call SMS Task

Total Touches

10

Timeframe

29 Days

Entrance Criteria

 Role includes Decision Make
 Stage includes CSM Identified Opportunity, or equivalent 

in your Salesforce stages

Exit Criteria

Stage includes [anything past a stage 0 opportunity in your 
Salesforce stage]

AE

People Involved

Selling Team

Champion

Buying Team
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Day 1 Day 17

Upsell/Cross-Sell Sequence (Steps)

i m m e di at e ,  m e di u m  p r i o r i t y

Step 1: Task

Research what other products or teams at 
your customer account you can sell

Day 14
1 3  days  l at e r ,  m e di u m  p r i o r i t y

Step 3: Task

Call with upsell/cross-sell template

i m m e di at e ,  m e di u m  p r i o r i t y

Step 2: Task

Work with your marketing team to launch 
relevant ABM ads against the account

3  days  l at e r ,  m e di u m  p r i o r i t y

Step 4: Task

Call with upsell/cross-sell template

5  days  l at e r ,  l ow  p r i o r i t y

Step 7: Call

Call with upsell/cross-sell template

Day 22
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Manual Email with relevant case study

i m m e di at e ly,  m e di u m  p r i o r i t y

Step 5: Manual Email

Manual email with different value props + 
different use cases

i m m e di at e ly,  m e di u m  p r i o r i t y

Step 8: Manual Email

Manual email with value props + use cases for 
the additional products you’re selling

i m m e di at e ,  m e di u m  p r i o r i t y

Step 5: Manual Email
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Day 29

Upsell/Cross-Sell Sequence (Steps)

7  d ay s  l at e r ,  m e d i u m  p r i o r i t y

Step 9: Task

Call with upsell/cross-sell template
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Manual Email with different value props + 
different use cases

i m m e d i at e ly,  m e d i u m  p r i o r i t y

Step 10: Manual Email

Awesome job!
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Want more 
sequence 
know-how?

With Guided Selling, you can rest assured that your reps are 
following proven playbooks, engaging buyers with best 
practices, and leveraging data-driven technology to minimize 
the guesswork and maximize revenue.



Learn how Guided Selling by Revenue.io can guide reps in  
real time with the only guided selling engine built exclusively  
for Salesforce.

Learn more

 3 more sequence
 Additional best practices & recommendation
 Metrics & benchmarks to measure successful sequences

In our Best Practices Guide for Guided Selling, 
you’ll find:

https://www.google.com/url?q=https://www.revenue.io/guided-selling&sa=D&source=docs&ust=1643611447103867&usg=AOvVaw1aDqgeBBFi99tfSI0XgKt1
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