
The AI-First Sales Operating Model
Scale pipeline and revenue without scaling headcount. 



Introduction: The Math Doesn't Work 
Anymore
You know the problem. You've lived it.

You're trying to scale pipeline without scaling headcount. Your best SDR is generating 15320 meetings a 

month and costing you $703100K. Your AEs can only manage 20330 deals at a time. You're prosecuting 

maybe 20% of the leads marketing is generating because there aren't enough hours in the day to follow up 

on everything properly. And your board wants 40% growth next quarter.

The traditional sales operating model 4 the one that grew Salesforce, the one described in Predictable 

Revenue, the one everyone copied 4 is economically broken for any company not selling million-dollar 

deals. The unit economics don't pencil out. The headcount math doesn't scale. And the answer isn't to hire 

more people and hope.

The answer is to build an AI-first sales operating model.

This isn't a guide about buying an AI tool and plugging it into your existing process. It's about 

fundamentally rethinking how your revenue org operates 4 from the first signal that a prospect might be 

ready to buy, all the way through to closed won. It's about building AI workers that run your sales process 

the way your best rep would, at unlimited scale, 24 hours a day, without burning out and without asking for 

a raise.

This is what we've built at EverWorker. This is what we've deployed for our customers. And this is the guide 

we wish existed when we started building it.



Chapter 1: Why the Old Model Is Broken 
and What Breaks It
Before you can build something new, you have to understand exactly why what you're doing now is failing 

4 and most sales leaders aren't being honest with themselves about this.

The SDR Economics Problem

Here's the reality of hiring SDRs in 2026. You go 

through a 638 week hiring process. You bring 

someone on at $703100K fully loaded. They take 

3 months to ramp. At full productivity, your best 

people are generating 15320 meetings a month. 

Your average SDRs are generating less than that. 

And they're spending only about 28% of their 

week actually selling 4 the rest is research, list 

building, data entry, and administrative work 

that has nothing to do with booking meetings.

If you want to generate 60 meetings a month 

from outbound, you need three SDRs. That's 

$2103300K in headcount for 60 meetings. And 

when one of them leaves 4 which they will, 

because SDR is one of the highest-turnover roles 

in the building 4 you're back to 40 meetings 

while you rehire and ramp.

The math doesn't work unless you're selling deals 

large enough to justify it. And most companies 

aren't.

The Lead Prosecution Problem

Marketing is generating leads. Events, webinars, 

content, paid, SEO 4 leads are coming in. But how 

many of them are actually being followed up with 

properly?

Here's what the data shows and what we see 

internally: most sales orgs are prosecuting about 

20% of the leads they generate in a given 

quarter. The other 80% either get a generic 

sequence that performs at 2% conversion, or they 

get nothing at all.

That is pipeline being left on the table every single 

quarter. Not because the leads were bad. 

Because there wasn't enough human capacity to 

follow up on all of them with the quality and 

speed required to convert them.



The Outbound Relevance Problem & The 
Deal Velocity Problem

The Outbound Relevance Problem

Everyone has solved deliverability. Everyone is in 

Clay. Everyone has access to the same data. 

Everyone can land in the primary inbox. So you 

send 20,000 emails with GPT spin tax via the API 

and get 4 almost nothing. Perfect open rates. 

Good reply rates on paper. Zero meetings.

Because everyone else is sending the same email 

to the same people from the same data sources. 

And buyers have become completely numb to it.

The only way to break through outbound 

noise in 2026 is to send the right email at 

the right moment to the right person 4 

triggered by a signal that actually 

means they're likely to care right now. 

Not volume. Timing.

The Deal Velocity Problem

Your AEs are managing 20330 deals 

simultaneously. For each one, they need to 

execute 7311 touches over 14315 days to create a 

statistically significant lift in the probability of that 

deal progressing. Across channels. Personalized. 

On time.

No human can do that across 30 deals at once. 

So touches get missed. Follow-ups get dropped. 

Deals stall in stage 2 indefinitely because the AE 

was focused on the four deals they thought were 

about to close.

This is the deal velocity problem. And it's not a rep 

performance problem. It's a capacity problem 

that no amount of coaching fixes.

All four of these problems have the same root cause: you're trying to run a 2026 sales motion with a 

2014 operating model that requires human capacity to scale. The AI-first sales operating model 

replaces that constraint with AI workers that run the execution 4 and frees your humans to do what 

only humans can do.



 What an AI-First Sales Operating Model 
Actually Is
Let's be precise about what we're talking about, because the term gets used loosely.

An AI-first sales operating model is not:

Buying an off-the-shelf AI SDR tool and plugging it 

in

Using ChatGPT to write your sales emails

Automating your existing broken process faster

Replacing your sales team with robots

An AI-first sales operating model is:

A system in which AI workers handle the execution of 

your sales process 4 the research, the outreach, the 

sequencing, the follow-up, the document 

generation, the qualification 4 so your human team 

focuses exclusively on the things AI cannot do: 

strategy, live conversation, relationship building, 

and closing.

1

Signal Intelligence

Your AI system continuously monitors your target 

accounts for signals that indicate a prospect is 

likely to need your solution right now. Hiring 

patterns, funding events, technology changes, 

leadership transitions, marketing signals. When a 

signal fires, the system acts.

2

AI-Executed Outbound

The SDR AI worker researches the company and 

the contact, writes and starts sending a 

personalized  sequence that directly references 

what just happened and why it's relevant. It fills 

your reps calendars with booked meetings. It runs 

always-on, across every time zone, at scale.

3

AI-Powered Deal Execution

When a deal enters your pipeline,  the SDR AI 

worker supports the execution of your sales 

playbook so AEs can run more deals 

simultaneously without dropping touches.. Multi-

touch sequences, multi-threading across buying 

group, document generation, RFP responses, 

business case development.  

4

AI-Enabled Intelligence

The SDR AI Worker turns your CRM into an active 

system that surfaces insights, updates properties, 

flags risks, and helps your team make better 

decisions 4 rather than a place where data goes 

to die.



How the Four Pillars Work Together
These four pillars work together. Signal intelligence feeds the SDR AI Worker. The SDR AI Worker fills the 

pipeline. The SDR AI Worker  moves deals through stages faster. The intelligence layer learns from what's 

working and what isn't.

AI Intelligence

Deal Execution

AI Outreach

Signal 
Intelligence

The result is a revenue org that scales output without scaling headcount.



 The AI SDR. How to Build One That 
Actually Works.
The first place most teams start 4 and the right place to start 4 is the AI SDR. This is the highest-leverage 

AI worker in the sales stack because it solves both the lead prosecution problem and the outbound 

relevance problem simultaneously.

But there is a critical distinction between buying an AI SDR off the shelf and building one that's tailored to 

your business. The off-the-shelf tools give you generic personalization from generic data. They work better 

than nothing. They don't come close to what a purpose-built AI SDR delivers.

What results look like

5315%
Inbound Conversion

Conversion to meeting for 

inbound lead follow-up running 

through this system, depending 

on lead source.

235%
Outbound Conversion

Conversion to interested reply 

and meeting booking for 

outbound signal-triggered 

sequences.

100%
Leads Prosecuted

We went from prosecuting 20% of 

our inbound leads to 100% of 

them.

We went from 2% conversion on the ones we did prosecute to 5315%. You can do the math on what that 

does to your pipeline.

Here's the architecture of an AI SDR that actually converts.



AI SDR Architecture: Components 1 & 2

Component 1: The Knowledge Engine

Your AI SDR needs to know your business the way 

your best SDR does. That means it needs access 

to:

Your messaging and positioning documents 

for each segment and persona

Your ICP definition and the specific pain 

points each persona cares about

Your competitive differentiation 4 why you 

versus the alternatives

Your product and solution documentation

Your case studies and proof points

The key insight here is that you're not uploading 

these documents once and hoping for the best. 

You're connecting your AI SDR to a living 

knowledge engine that pulls from wherever you 

manage your company knowledge 4 whether 

that's Confluence, SharePoint, Notion, or Google 

Drive. When your messaging changes, the AI SDR 

automatically updates. You set it up once and 

never have to re-contextualize it again.

This is the fix for AI slop 4 the generic, 

hallucinated garbage that most AI-generated 

email sounds like. The model isn't coming up with 

your messaging on its own. It's retrieving the right 

messaging from your knowledge base and 

applying it to what it learned about the prospect 

through research.

Component 2: The Signal Detection 
Layer

This is what separates a reactive AI SDR from a 

proactive one.

You define the signals that matter for your 

business. For us at EverWorker, if a company is 

hiring SDRs or recruiters, that's a signal. If they just 

closed a funding round, that's a signal. If they've 

started posting content about AI, that's a signal. 

You'll have your own set based on what your best 

customers looked like before they became your 

customers.

The AI worker monitors your target accounts in 

HubSpot continuously. It hits job boards, company 

websites, LinkedIn, Crunchbase, and news sources. 

When a signal fires, it updates the properties on 

the company record. That triggers the next worker 

in the chain.

You're not buying signals from a data 

provider who is marking up third-party 

data you can't verify. You're building your 

own signal detection on primary sources, 

which means higher accuracy and no 

black box.



AI SDR Architecture: Components 3 & 4

Component 3: The Research and 
Personalization Engine

When a signal fires and a prospect gets routed to 

the outbound sequence, the AI SDR doesn't just 

drop them into a template. It does real research.

It looks at the company: what they do, who their 

customers are, what they're working on, what 

challenges are implied by the signal that just fired. 

It looks at the contact: their role, their LinkedIn 

activity, what they're likely responsible for, what 

pain points map to their job title. It takes that 

research and writes a first-touch email that 

sounds like a human spent 20 minutes on it 4 

because the AI was instructed to do 20 minutes of 

research before writing a single word.

The instruction set matters enormously 

here. You're not just writing a prompt. 

You're writing a detailed set of research 

instructions, copywriting guidelines, 

guardrails against hallucination, and 

output format requirements. This is 

where the work is. Get it right and your AI 

SDR sounds like your best human SDR. 

Get it wrong and it sounds like every 

other AI email in everyone's inbox.

Component 4: The Sending 
Infrastructure

The AI SDR writes the email and drops it into your 

sending platform. From there it runs the 

sequence 4 first touch, follow-ups, responses 4 

exactly like a human SDR running a cadence, 

except it does it for every lead, every time, 

without forgetting, without prioritizing the easy 

ones, and without taking a day off.

When a reply comes in, you have options. You 

can route all replies to a human for follow-up 4 

which is what we recommend when you're 

starting out. Or you can build a reply-handling 

layer that qualifies the response, determines 

intent, and either continues the conversation 

autonomously or escalates to a human based on 

what the prospect said.



The Sales Playbook AI Workers. What 
Happens After the Meeting.
Getting the lead to a first meeting is the beginning of the sales process, not the end. And the AI-first 

operating model has to extend through the entire pipeline 4 not just the top of funnel.

Here's the problem your AEs face once a deal enters the pipeline.

7311
Touches Required

The data says it takes 7311 

touches over 14315 days to 

create a statistically significant 

72% lift in the probability that a 

deal progresses from first 

meeting to the midpoint of your 

sales process.

72%
Lift in Deal Progression

Statistically significant lift in 

probability of deal progressing 

when the full touch cadence is 

executed across channels 4 

email and LinkedIn at minimum.

30
Active Deals Per AE

Multiply that across 30 active 

deals. Your AEs can't do it. So 

they do it for the five deals they 

think are live and they drop the 

ball on the other 25.

And then they wonder why their pipeline is always thin. The Sales Playbook AI Worker fixes this.



Sales Playbook Workers 1 & 2

Worker 1: Deal Velocity Sequencer

The moment a new deal is created in your CRM, 

this worker kicks off. It helps the AE execute the 

7311 touch cadence automatically 4 writing the 

emails, scheduling them, and queuing up 

LinkedIn touches through your sequencing tool. 

The AE reviews and approves. The touches go 

out on time, every time, for every deal.

This isn't about automating the relationship. It's 

about making sure the relationship-building 

activity that should be happening actually 

happens 4 consistently, across every deal, not 

just the ones the rep thinks are worth the effort 

right now.

Worker 2: Multi-Threading Engine

Deals die when you're single-threaded. You have 

one contact. That contact goes on vacation, gets 

pulled into another priority, or simply never had 

the authority to move the deal forward. And you 

find out six weeks later when they go dark.

The multi-threading AI worker solves this. The AE 

fills out what they know about the buying group 4 

who's in the room, who should be in the room, 

what their roles are. The worker calls Clay, pulls 

additional contacts from the buying group, 

pushes them into HubSpot, associates them with 

the deal, and writes personalized touches to each 

of them.

You're not just selling to one person. 

You're building consensus across the 

buying group, with AI doing the research 

and outreach execution.



Sales Playbook Worker 3: Agent 
Architecture Proposals
After every first call, your team should be sending a customized proposal document that maps your 

solution to the specific use cases the prospect talked about. This is high-value sales activity that almost 

never gets done properly because it takes 233 hours to do well and AEs have five other things competing 

for their time.

Call Recording

AI worker takes the call 

recording and extracts the 

pain points and proposed use 

cases discussed.

Proposal Generation

Writes an agent architecture 

proposal and sends it into your 

design tool with a template.

Polished Asset

Exports a polished, shareable 

sales asset 4 ready to send to 

the prospect before your 

competitor sends theirs.

When you do this live on the call with the prospect, something powerful happens. They see you 

understanding their business in real time and translating it into a concrete proposal. And they see the 

power of your platform doing it. It's not just a sales asset. It's a live demo of what you're selling.



Sales Playbook Worker 4: The Business 
Case and ROI Generator
The deal is progressing. Now you need executive buy-in. The economic buyer needs to understand the ROI 

4 in numbers, not narratives.

The business case AI worker takes your discovery notes, the use cases you've identified, and what you 

know about the prospect's current operation. It writes a full business case 4 EBITDA impact analysis, ROI 

calculation, investment summary, payback period 4 and sends it into a designed template that comes 

out looking like something a Big Four consulting firm put together.

You run this live on a call with the prospect. They watch it being built in real time with their own 

numbers. They get to weigh in on whether the assumptions are accurate. And they walk away 

with a document they can take to their CFO.

The Prospect Experiences Your 
Platform

They experience the capability of your platform 

firsthand 4 watching it build their business case 

in real time.

The Business Case Becomes Their 
Internal Selling Tool

The business case becomes their internal 

selling tool 4 making the case to executives 

you'll never meet.

Two things happen when you do this well: the prospect experiences the capability of your platform 

firsthand, and the business case becomes their internal selling tool 4 making the case to executives you'll 

never meet.



Sales Playbook Worker 5: The RFP 
Responder
If you're selling into enterprise, you're getting RFPs. And RFPs are where deals go to die slowly 4 not 

because you can't win them, but because responding to them properly takes hours your team doesn't 

have, which means they're answered late, answered incompletely, or answered by whoever got pulled off 

their other work to deal with it.

Ingest the RFP

The RFP AI worker takes the RFP document 

and checks your product documentation and 

past RFP responses.

Draft a Complete Answer

Writes a complete draft answer 4 every 

question addressed, drawing from your 

knowledge base.

Build Shared Memory

Every time an RFP gets completed, the worker 

stores the questions and answers in a shared 

vector memory space. The more RFPs you 

complete, the smarter the worker gets.

Free Your Experts

Your technical and product leaders stop 

getting pulled into sales cycles to answer the 

same questions over and over.



Chapter 5: The Signal Architecture. 
Building Your Intelligence Layer.
Most CRMs are graveyards. Data goes in, nothing useful comes out. Properties get filled out inconsistently. 

Stage progression is based on gut feel. Pipeline reviews are theater.

The AI-first operating model turns your CRM into an active intelligence system. Here's how.

Defining Your Signals

Every company has a set of signals that indicate a target account is likely to be in-market right now. The 

best way to find yours is to look at your closed won customers and ask: what was happening at those 

companies in the 60390 days before they started talking to us?

Common signals that matter for most B2B companies:

Hiring for Specific Roles

Indicates growth, new initiative, or a 

problem you solve.

Funding Announcements

Capital to spend, growth mandate.

Leadership Changes

New executives who need to make their 

mark.

Technology Changes

New tools that create compatibility needs 

or transition pain.

Competitive Displacement

A competitor just had a bad quarter or 

bad press.

Product Launches & Milestones

New GTM motion, new headcount needs, 

new market entry, acquisition, expansion.

Your signal AI workers monitor your target accounts for these continuously. Not once a week when 

someone remembers to run a search. Continuously. And the moment a signal fires, the account is flagged 

and the outbound sequence begins.



Connecting Signals to Actions & ICP 
Scoring
Connecting Signals to Actions

The signal itself is just data. The value comes from what you do with it 4 and how fast you do it.

Fire Sequence

Trigger Workflow

Update Company

Detect Trigger

The whole chain runs in minutes. You're reaching out while the signal is still fresh. While your competitor who 

checks their HubSpot manually once a day is still deciding what to do about it.

Building ICP Scoring into Your CRM

Not all signals are equal. Not all accounts are equal. Your AI intelligence layer should be scoring accounts 

and contacts dynamically based on firmographic fit, signal strength, and engagement history 4 and 

surfacing the highest-priority accounts to your reps automatically.

This is what turns your pipeline reviews from "let me look through these 200 deals" into "here are the 12 

accounts your team should be focused on this week, here's why, and here's what they should do."



Chapter 6: Getting Your Team to Actually 
Use It
Change is hard. Getting salespeople to change anything is harder. Here's the honest picture of what you'll 

face when you roll out an AI-first operating model 4 and how to handle it.

The Bell Curve of Adoption

Your sales team will split into roughly three groups:

Ï  The Builders

These are your reps who 

immediately start 

experimenting, who build 

their own AI workers on top of 

what you give them, who 

come to you with ideas for 

new automations. These 

people are your evangelists. 

One of our reps built an RFP 

AI worker on his own and now 

the whole team uses it. Give 

the builders room to 

experiment and recognize 

them publicly for what they 

build.

'  The Users

The second and largest 

group. They don't need to 

understand how it works. 

They need to see that it 

makes their lives easier and 

their numbers better. Show 

them the results 4 deals that 

progressed faster, meetings 

that got booked while they 

were sleeping, RFPs that got 

answered in an hour instead 

of eight. Usage follows proof, 

not explanation.

¦  The Resistors

These are usually your lowest 

performers, which is not a 

coincidence. The AI-first 

model exposes the gap 

between reps who have a 

process and reps who are 

winging it 4 because you 

can only automate a process 

that exists. For this group, 

make it a mandate. Make 

usage a hygiene requirement 

the same way CRM hygiene 

is. Carrots and sticks. The 

ones who adapt will get 

better. The ones who don't 

will self-select out.



The RevOps Foundation

This is non-negotiable: you cannot build an AI-first sales operating model without a solid 

RevOps foundation underneath it.

That means your CRM has to be set up properly. Stage definitions have to be clear. Required properties at 

each stage have to be defined and enforced. The data going in has to be trustworthy. Your AI workers can 

only operate on the properties they can see 4 garbage in, garbage out.

The Work

01

Map Your Sales Stages

Map your sales stages to specific actions and 

criteria.

02

Define Required Properties

Define which properties matter at each stage.

03

Set Up Enforcement

Set up enforcement so reps can't progress a deal 

without the required data.

04

Build AI Workers on the Foundation

Once you have that foundation, you can start 

building AI workers that use those properties to 

make decisions, and you can start trusting the 

insights that come back out.



The Weekly Rhythm
Once you're live, run a one-hour roundtable with your sales team every week. What got released this week. 

What the team wants to see built next. What's working and what isn't. Share what you're seeing in the 

data 4 which workers are driving the most pipeline, which sequences are converting, which signals are 

producing the best accounts.

This Does Two Things

It keeps your AI workers improving 

continuously instead of decaying.

It keeps your team invested 4 because they 

had a hand in building what they're using.

What to Cover Each Week

What got released this week

What the team wants to see built next

What's working and what isn't

Which workers are driving the most pipeline

Which sequences are converting

Which signals are producing the best 

accounts



Chapter 7: The Implementation Roadmap. How 
Long Does This Actually Take?
The question every CRO asks: how long until this is working?

The honest answer: if you have nothing in place and you're starting from scratch, you're looking at 45 days to go live 
with a functional AI-first sales system that's booking meetings and running your deal execution.

1

Weeks 132: Foundation

Get your outbound infrastructure in 
place. Buy your sending domains, warm 
them up, connect them to your sending 

platform. Set up your HubSpot properties 
and stage definitions. Document your 

ICP, your segments, your personas, your 
messaging 4 this is the knowledge your 
AI workers will run on. If you don't have 

these documented, this is the week you 
fix that.

2

Weeks 233: Build the AI SDR

With your messaging documented and 
your ICP defined, you have what you 

need to build the AI SDR worker. Define 

your signal set. Build the signal detection 
workers. Write the instruction sets for the 

research and personalization engine. Set 
up the HubSpot-to-sending-platform 

integration. Test on a small batch of 
accounts before you scale.

3

Weeks 334: Build Sales Playbook 
Workers

While the AI SDR is running and being 
tested, build the deal execution workers. 

The multi-touch sequencer. The multi-
threading engine. The proposal 

generator. Connect them to your call 

recording tool and your design platform. 
Test on live deals with your AEs in review 

mode 4 they approve every output 
before it goes out 4 until they trust what's 

being produced.

4

Weeks 436: Scale and Optimize

You're live. The system is running. Now you 
iterate. What signals are producing the 

best accounts? What sequences are 

converting? Where are deals stalling? 
The intelligence layer tells you. Your 

RevOps team and your AI workers fix it.

The 45-day number is real because we built the templates. You're not starting from zero on the technical side. You're 
swapping in your CRM, your properties, your messaging, and your signal logic into a system that's already been built, 

tested, and deployed.



Weeks 336: Build, Scale, and Optimize

Weeks 334: Build the Sales Playbook 
Workers

While the AI SDR is running and being tested, build 

the deal execution workers. The multi-touch 

sequencer. The multi-threading engine. The 

proposal generator. Connect them to your call 

recording tool and your design platform. Test on 

live deals with your AEs in review mode 4 they 

approve every output before it goes out 4 until 

they trust what's being produced.

Weeks 436: Scale and Optimize

You're live. The system is running. Now you iterate. 

What signals are producing the best accounts? 

What sequences are converting? Where are 

deals stalling? The intelligence layer tells you. 

Your RevOps team and your AI workers fix it.

The 45-day number is real because we built the 

templates. You're not starting from zero on the 

technical side. You're swapping in your CRM, your 

properties, your messaging, and your signal logic 

into a system that's already been built, tested, 

and deployed.



Chapter 8: What the Numbers Look Like 
When This Works
I'm going to share our own numbers because I think it's the most honest thing I can do. We've been building 

this as we've been going to market, so the before/after is real.

Before the AI-First Operating Model

20% of inbound leads prosecuted per quarter

2% conversion on the ones we did prosecute

SDR managing manual list building and 

manual follow-up

Outbound limited by human capacity to 

research and write personalized sequences

After the AI-First Operating Model

100% of inbound leads prosecuted

5315% conversion to meeting depending on 

lead source (some inbound sources 

converting at 35%)

One BDR opened 153 deals in a quarter 4 

meetings she didn't have to take because 

the AI SDR was booking them in the Americas 

time zone while she was in Spain

25340% quarter-over-quarter growth in net 

new pipeline

Flat marketing budget

Flat sales team headcount

The pipeline growth didn't come from spending more. It came from stopping the waste. Every lead that 

marketing generated actually got followed up with. Every follow-up was personalized. Every deal in the 

pipeline got the touches it needed to progress.

That is the compounding effect of an AI-first operating model running at full capacity.



This Is Not Optional Anymore
The competitive landscape for B2B sales has already changed. The teams that have built intelligence-led, 

AI-executed sales operations are pulling away. They're generating more pipeline with the same 

headcount. They're closing faster. They're doing it consistently, quarter after quarter, while the teams 

running the 2014 playbook are working harder for diminishing returns.

The AI-first sales operating model isn't a competitive advantage you build to stay ahead. It's 

table stakes to stay even.

The good news: this is not technically out of reach. You don't need a data science team. You don't need to 

become an AI engineer. You need clear stage definitions, documented messaging, a defined ICP, and a 

willingness to commit to becoming an AI-first revenue organization.

What You Need

Clear stage definitions

Documented messaging

A defined ICP

A willingness to commit to becoming an AI-

first revenue organization

What You Don't Need

A data science team

To become an AI engineer

More headcount

A bigger marketing budget

The teams that make that commitment in the next 12 months will be the ones setting the pace. Everyone 

else will be chasing them.



Appendix: The AI-First Sales Operating 
Model Checklist

ª  Foundation

Sales stages clearly defined with specific entry 

and exit criteria

Required CRM properties defined and 

enforced at each stage

ICP documented with firmographic, 

technographic, and demographic criteria

Persona documents built for each buyer type

Messaging and positioning documented by 

segment and persona

Competitive differentiation documented 

against primary alternatives

�  AI SDR

Signal set defined based on closed won 

customer analysis

Signal detection workers built and monitoring 

target accounts

Knowledge engine connected to messaging 

and positioning docs

Research and personalization instruction sets 

written and tested

Sending infrastructure set up 4 dedicated 

domains, warmed up, connected

HubSpot-to-sending-platform integration live

s  Sales Playbook Workers

Multi-touch deal sequencer built and 

connected to new deal creation trigger

Multi-threading engine connected to Clay 

and HubSpot

Proposal generator connected to call 

recording tool and design platform

Business case worker built and tested on live 

deals

RFP worker built with shared vector memory 

for continuous improvement

í  Intelligence Layer

Account scoring model built on ICP fit and 

signal strength

Signal-to-action routing logic built in 

HubSpot workflows

Weekly analytics review cadence established

Weekly team roundtable for AI worker 

feedback and iteration



Build It for Your Stack

EverWorker builds custom AI workers for GTM teams 4 the SDR AI Worker, Sales Playbook AI Workers, 

and Business Case Worker described in this guide are available as deployable templates. If you want 

to see what this looks like built for your specific stack and ICP, book time with us at everworker.ai.

Book Time with EverWorker Learn More at everworker.ai

https://everworker.ai/
https://everworker.ai/

