What You Should Automate First

(High impact, low risk)
These are the workflows that deliver immediate results and reduce mistakes.

1. Speed-to-Lead
Automate this first. No exceptions.
This includes:
 Instant confirmation messages
« Agent alerts
» Missed-call text-back

Why it matters:
The faster a lead hears back, the higher the chance of conversion.

If this isn’t automated, everything else leaks.

2. Follow-Up Reminders
Automate consistency, not conversations.
This includes:

« Follow-up texts and emails

« Appointment reminders

» Gentle nudges when there’s no response

Why it matters:
Most deals close after multiple touches.
Automation ensures those touches happen.

3. Lead Routing & Ownership

Automate responsibility.

This includes:
« Assigning leads immediately
» Creating tasks automatically
» Ensuring no lead is unowned

Why it matters:
If everyone owns a lead, no one owns it.



4. Pipeline Stage Tracking

Automate visibility.

This includes:
» Automatically placing new leads in pipelines
» Flagging stalled deals
« Logging activity

Why it matters:
Leadership needs visibility without chasing updates.

What You Should Not Automate First

(Low impact, high risk)
These create noise and damage trust when automated too early.

1. Complex Sales Conversations
Automation should support conversations, not replace them.
Avoid:

» Overly long automated scripts

* Trying to “close” deals via automation

Human trust still matters.

2. Custom Edge Cases
If it only applies to 1 out of 20 deals, don’t automate it yet.
Automate the common path first.

3. Reporting Before Data Is Clean

Dashboards don’t fix broken workflows.

Avoid:
» Building reports before pipelines are standardized
* Measuring what isn’t consistent

Fix the system first.

4. Every Tool Feature

More automation isn’t better automation.



Avoid:

» Turning on every trigger

» Layering automations without logic
Noise kills adoption.

The Right Automation Order

Follow this sequence
» Lead capture & speed-to-lead
« Missed-call recovery
« Follow-up consistency
»  Ownership & routing
» Pipeline visibility
» Reporting & optimization
This order protects revenue and sanity.

Why This Matters

When automation is done wrong:
« Leads feel spammed
« Teams get overwhelmed
» Systems break
» Trust erodes
When done right:
» Speed improves
« Nothing slips
« Teams focus on conversations
»  Growth becomes predictable

Who This Is For

This matters if you:
* Relyon inbound leads
* Manage shared lead flow
» Are scaling beyond manual follow-up
» Aretired of overcomplicated systems



The Bottom Line

Automation should:
« Remove friction
» Protect speed
« Enforce structure
Not replace thinking.

Next Step

If you want this automated correctly for your business —
Book a Blueprint Call

We’ll map what to automate, what to leave human, and how to build it cleanly.



