
What’s one task or process in 
your sales workflow that 

would benefit from 
automation? 

Ice breaker



Today’s Agenda

Housekeeping
Do these things first

01.
Meet the host
Josh Garrison

02.
Automation 101
Why it’s important for sales 
success

03.

In-Product
Automatically route inbound 
and best-fit leads, manage 
outdated contacts, and more!

04.
How to create Plays
Build your own go-to-market 
automation

05.
Q&A

06.



4 Ways to 
Automate 
Selling in Apollo



The End-to-End Sales Engine

Trusted by 1M users across 17,000 companies



Quick Housekeeping

Get Your 
Recording

You’ll get a recording of today’s 
session. Check your email

within 48h

 No Questions in 
the Chat

Type your questions into the 
“Questions Box” and not the 

“Chat Box”.

Mute 
Notifications

Click on the bell icon at the top 
right corner of your “Questions 

Box Window”



Josh Garrison
Head of Content Marketing
(and recovering sales leader)

Your host



Time is money



The average rep spends only 28% of 
their time on revenue-generating 

activities

Salesforce: https://www.salesforce.com/blog/15-sales-statistics/



That looks like…

Selling - 28% 

List building - 12%

Data entry - 12% 

Email writing - 10%

Follow-ups - 9% 

Managing inbounds - 8%

Researching ICP - 6%

Finding contact info - 6%

Scheduling - 5%

Inbox management - 3%

Tracking no-shows - 1%



Put another way…



So…what are we gonna do about it?



You can automate at least 30% of 
everything your team currently does

Source: 
https://www.mckinsey.com/capabilities/growth-marketing-and-sales/our-insights/sales-automa

tion-the-key-to-boosting-revenue-and-reducing-costs 



With Automation > 58%+

Selling

Data entry - 12% 

Follow-ups - 9%

Scheduling - 5%

Inbox management - 3%

Tracking down no-shows - 1%

Email writing 10x faster

Researching ICP with buying intent

On-click inbound routing

List building based on triggers

Filtering verified contact info



What are some of the most impactful 
processes you can automate?



#1: Reach out to inbound leads 
automatically

��



Why? Speed to lead

Source: 
https://cdn2.hubspot.net/hubfs/1939286/Playbooks%20and%20Whitepapers/Best%20Practices%20

for%20Lead%20Mgmt.pdf



#2: Target buyers actively researching 
your solution with buying intent 

��



Timing is everything



Your target market



Your target market

Pitching here = 
waste of time



Your target market

Pitching here = 
waste of time

Pitching here = 
waste of opportunity





#3: Remove outdated contacts from 
sequences

��



Day 1 of Sequence

5,000 verified 
contacts

Day 3 of Sequence

4,989 sends
11 bounces

Day 7 of Sequence

4,910 sends
90 bounces



Why? People constantly change roles & 
companies



Hard bounces are terrible for 
deliverability

2.0 % 
bounce

22.1 % 
open

1.9 % 
reply

1.2% 
interested

.4% Opt 
out

2.0 % 
bounce

22.1 % 
open

1.9 % 
reply

1.2% 
interested

.4% Opt 
out

2.0 % 
bounce

22.1 % 
open

1.9 % 
reply

1.2% 
interested

.4% Opt 
out

5.8 % 
bounce

14 % 
open

.8 % 
reply

.8% 
interested

1% Opt 
out

500 
Delivered

1,000 
Delivered

1,500 
Delivered

30 
bounced

55 
bounced

90 
bounced





#4: Automate literally anything��



Automatically route 
and engage inbound 
leads

Target companies that 
are researching your 
solution 

Create your own play

Reach out to leads that 
have changed jobs

Apollo Plays 
will help 
you do it ALL

End sales sequences 
for out of date contacts



Q&A Do you want a personalized 
demo of what we covered 
today?



Thank you for 
your time.
We’d love to hear your feedback!

Follow us on:


