
AI Agent Ops Cheatsheet for RevOps
1 2 Schedule-Triggered Flow: Trigger

Before you build anything, get this distinction right. Most teams confuse the two and end up automating where they should be thinking. Daily, 7:00 AM

Criteria

Decision-making

AI Agent

Reads context, interprets it, decides what to do

Workflow

Follows a fixed rule: if X then Y

Anatomy

of an AI Agent Conditions:

Get/Lookup Recordt

Opportunity

Stage: any open stage

Close date: next 30 days

Context

Trigger type

Adaptability

Event, threshold, scheduled, or a combination

Output changes based on what the data says

Single condition: one trigger, one action

Same output every time the condition is met

Every revenue agent has the same five 
components. Here's how they work, using 
one agent end-to-end.

Update Record

Opportunity

Action

Output type Analysis, recommendations, generated content Field updates, notifications, task creation
Fields updated: Risk Flag: At risk / Monitor / Healthy


Risk Summary: 2-sentence summary

Best used when The right action depends on context and varies deal to deal The action is always the same regardless of context One rule AI Agent Output

Example:
A workflow sends a Slack alert when a deal has no activity for 14 days. An agent reads the deal, the last call transcript, 
the stage, and the close date, then tells the rep exactly what to do next and why.

If the context is incomplete, the output is wrong. 
This agent is only as accurate as the activity data 
in Salesforce. Gaps in CRM hygiene become gaps 
in agent accuracy.

Label: Flag deals at risk

Send Email Digest Feedback loop

Recipients: deal owner, manager

FREE RevOps AI Orchestrator Cheatsheet Source: Weflow Agent Builder

3 How to Build an Agent, Step by Step FREE AI Pipeline Visibility & Reporting Cheat Sheet

Every agent you build follows the same six steps. The framework is always Trigger, Context, Action, 
Output, Feedback loop. Here is how to work through each one.

Four agents built using this framework Use these as reference for how each step translates into a working agent.

Agent 1: Meeting brief agent Agent 2: Win-loss analysis agent Agent 3: Rep nudge agent Agent 4: Forecast intelligence agent

01
03
05

Define 
the job

Define the 
context

Define the 
output

List every data source the agent needs to do its job. Be 
specific. Name the Salesforce objects and fields. Vague 
context = vague output.

Write one sentence describing what the agent does and 
for whom. If you cannot write it in one sentence, the job 
is too broad. Split it.

Decide where the output goes. Two options:

Ask

Good

Too broad

Writes back to 
Salesforce

Sends a notification

FREE RevOps & GTM AI Cheat Sheets

"Help reps manage their pipeline."

Updates a field on the Opportunity, Contact, or 
Account object. This is the default for anything RevOps 
needs to report on or act from.

Email, Slack, or digest to a rep, manager, 
or RevOps lead.

Set the 
trigger

Write the 
action

Close the 
feedback 
loop

Decide what starts the agent. There are three trigger types:

Write the instruction the agent follows.

Plain language. Include the criteria it should apply, the 
logic it should use, and the format it should output.

This is your prompt.

Decide how the agent gets corrected.

Without this step, errors compound silently.

Scheduled

Event-based

Threshold-based

Rule

Who reviews the output?

How do they signal that the agent was wrong?

How does that signal get used to improve the next run?

the action should only do what the context can support. 
Do not ask the agent to infer what is not in the data.

Agent runs at a fixed time. Use this for recurring analysis 
(weekly forecast review, monthly win-loss report).

Agent fires when something happens in Salesforce 
(meeting booked, stage changed, deal created).

Agent fires when a field value crosses a limit (no activity 
for 7 days, close date within 14 days).

Criteria

Context






Output



Feedback 
loop

AI Agent

Reads Opportunity fields 
(stage, amount, close date, 
next step), last 3 call 
transcripts, last 5 emails, 
competitor mentions, open 
tasks

Delivers brief to the AE via 
email 30 minutes before the 
meeting

AE rates brief usefulness 
after the meeting. Low 
ratings trigger a review of 
context sources

Record-Triggered Flow

Trigger:

New meeting booked with Opportunity 
contact

Contact matches meeting attendee 
Stage: any open stage

AI Generate meeting brief

Recipients: Deal owner Timing: 30 min 
before meeting

Get/Lookup Record

AI Agent

Send Internal Email

Opportunity

Action

Source: Weflow Agent Builder

Action

Action

Start

AI

Criteria

Context






Output





Feedback 
loop

AI Agent

Reads all Opportunities 
closed in the last 30 days 
(Closed Won and Closed 
Lost), call transcripts, email 
threads, competitor fields, 
loss reason field

Creates a win-loss report 
and writes a summary to a 
custom Opportunity field. 
Sends report to RevOps and 
sales leadership

RevOps reviews report 
monthly. Adds or removes 
analysis criteria based on 
what patterns are most 
actionable

Schedule-Triggered Flow

Start 1st of every month

Stage: Closed Won, Closed Lost Close 
date: last 30 days

Win-loss analysis

Mention common objections, 
competitor mentions, stage where 
losses occurred, deal size differences

Recipients: RevOps, Sales Leadership

Get/Lookup Record

AI Agent

AI Agent

Send Internal Email

Opportunity

Action

Action

Start

AI

AI

Criteria

Context




Action





Output





Feedback 
loop

AI Agent

Reads Opportunity fields 
(stage, close date, amount), 
last activity date, last email, 
open tasks, next step field

Checks if the inactivity is a 
risk given stage and close 
date. Drafts a specific follow-
up suggestion based on the 
last interaction

Sends an automated nudge 
email to the rep with the 
suggested next action. Logs 
a task on the Opportunity in 
Salesforce

Tracks whether the rep acts 
within 48 hours. Persistent 
non-action escalates to 
manager digest

Threshold-Triggered Flow

No activity on Opportunity for 7 days

Conditions:

Stage: any open stage

Last activity date: more than 7 days 
ago

Label: Rep nudge

To: deal owner (rep)

Task: suggested next step from agent 
output

Get/Lookup Record

AI Agent

AI Agent

Create Task

Opportunity

Opportunity

Action

Action

Start

AI

AI

Criteria

Context






Output




Feedback 
loop

AI Agent

Reads all Opportunities in 
the current quarter forecast 
(Commit and Best Case 
categories), stage history, 
activity history, close date 
changes in the last 7 days

Writes a forecast risk flag to 
each Opportunity. Sends a 
weekly forecast risk digest to 
the RevOps lead and CRO

RevOps reviews flagged 
deals in Monday pipeline 
review. Confirms or 
dismisses each risk. 
Dismissals inform future 
flag thresholds

Schedule-Triggered Flow

Every Monday, 8:00 AM

Forecast category: Commit, Best Case

Close date: current quarter

Forecast intelligence

Fields updated:

Forecast Risk Flag: At risk / On track

Forecast Risk Reason: 1-sentence 
summary

Recipients: RevOps lead, CRO

Get/Lookup Record

AI Agent

Update Field

Send Internal Email

Opportunity

Opportunity

Action

Action

Action

Start

AI

4 How to Work Agents with
Claude is the reasoning layer inside your agent. It does not trigger, fetch data, or 
write back to Salesforce. That is your workflow's job. Claude's job is to read the 
context your workflow passes in and produce a structured, accurate output.

FREE Claude for RevOps Cheat Sheet 5 Trigger Logic
The trigger decides when an agent runs. Get it wrong and the 
agent fires too early, too late, or on the wrong records. 
There are three trigger types.

Where Claude fits in the stack

Writes back to Salesforce or sends notification

Reads context, reasons, produces output

Weflow

Weflow

Weflow

Captures corrections

Feedback loop

Fetches the data

Starts the agent

Context

Trigger

Output

Action

RevOps

Claude

Salesforce Flow

Salesforce Flow

Salesforce

Three inputs. All three must be present 
or the output degrades.

If the context block contains missing 
or inaccurate Salesforce data, Claude 
cannot compensate. It will produce 
output that looks correct but is not.

What Claude needs 
to produce useful output

Tells Claude its role, the criteria to apply, 
and the exact output format to return.

The specific instruction for this run. 
Usually one sentence.

The actual data from Salesforce. Field 
values, transcripts, activity history. Passed 
in as structured text.

System prompt

User prompt

Context block

How to structure 
a prompt for 
a revenue agent

Every Claude prompt for 
a revenue agent has 
three parts:

You are a [role]. Your 
job is to [task].



Use only the data 
provided. Do not infer 
or assume missing 
information.



Return your output in 
the following format: 
[format].

[Single instruction 
for this run]

[Structured data block 
from Salesforce]

CONTEXT

SYSTEM

USER

SYSTEM: 
You are a pipeline analyst reviewing 
open deals for risk signals.

Assess each deal using these criteria:

- No activity logged in the last 14 
days

- No next step on record

- Stage has not moved in 21 or more 
days

- No executive contact engaged



Return a risk level (At risk / Monitor 
/ Healthy) and a 2-sentence summary 
explaining the risk. Use only the data 
provided.

Do not infer missing information as 
positive signal.



USER:

Review the following deal and return a 
risk assessment.



CONTEXT:

Opportunity: [Name]

Stage: [Stage]

Close date: [Date]

Last activity date: [Date]

Next step: [Field value or blank]

Last stage change date: [Date]

Executive contact on record: [Yes / No]

Last call summary: [Transcript summary 
or blank]

P r o m p t  t e m p l at e  1

Flag deals at risk

SYSTEM:

You are a deal preparation assistant for an account 
executive.

Your job is to produce a pre-meeting brief that 
helps the AE

walk into this meeting prepared.



Include:

- Deal status: stage, close date, amount, forecast 
category

- Last interaction summary: what was discussed, what 
was agreed

- Open risks: anything that could block the deal

- Suggested talking points: 2 to 3 specific things 
to cover



Be specific. Do not include generic advice. Use only 
the data provided.

Format as plain text. Maximum 250 words.



USER:

Generate a pre-meeting brief for the following deal.



CONTEXT:

Opportunity: [Name]

Stage: [Stage]

Close date: [Date]

Amount: [Amount]

Forecast category: [Category]

Next step: [Field value]

Last call summary: [Transcript summary]

Last email summary: [Email summary]

Open tasks: [Task list]

Competitor mentions: [Field value or blank]

P r o m p t  t e m p l at e  2

Generate meeting brief

SYSTEM:

You are a revenue analyst 
reviewing closed deals to 
identify

patterns across wins and losses.



Analyze the deals provided and 
return:

- Top 3 reasons deals were won

- Top 3 reasons deals were lost

- Most common stage where losses 
occurred

- Most common competitor 
appearing in lost deals

- One recommendation for the 
sales team based on the patterns



Use only the data provided. Cite 
specific deal names where 
relevant.

Return as structured plain text 
with clear section headers.



USER:

Analyze the following closed 
deals from the last 30 days.



CONTEXT:

[List of deals with: Name, Stage 
outcome, Close date, Amount,

Loss reason field, Competitor 
field, Call transcript summary]

P r o m p t  t e m p l at e  3

Win-loss analysis

SYSTEM:

You are a forecast analyst reviewing deals in the current 
quarter.

Your job is to identify deals where the forecast category 
does not

match the deal's actual activity and momentum.



Flag a deal if:

- Forecast category is Commit but no activity in 10 or more 
days

- Forecast category is Commit but stage has not moved in 21 
days

- Close date has been pushed more than once in this quarter

- No executive contact engaged on a Commit deal over 
$50,000



Return: risk flag (At risk / On track) and a 1-sentence 
reason.

Use only the data provided.



USER:

Review the following deal and return a forecast risk 
assessment.



CONTEXT:

Opportunity: [Name]

Forecast category: [Category]

Stage: [Stage]

Close date: [Date]

Amount: [Amount]

Last activity date: [Date]

Last stage change date: [Date]

Close date change count this quarter: [Number]

Executive contact engaged: [Yes / No]

P r o m p t  t e m p l at e  4

Forecast risk flag

Trigger Type

Scheduled



Event-based


Threshold-
based

1

2

3

3 rules for setting triggers accurately

Match the trigger type to the urgency of the job

Scheduled triggers are for analysis that can wait. Event and threshold triggers 
are for actions that need to happen in near real time. A meeting brief cannot 
be scheduled - it needs to fire when the meeting is booked.

Always filter by record status

Every trigger should include a condition that limits which records the 
agent touches. An event trigger with no filters fires on every record in 
Salesforce. Always include stage, status, or record type conditions.

Account for data latency

Scheduled agents that run early in the morning may miss activity 
logged the night before if sync has not completed. Build in a buffer or 
schedule after your Salesforce sync window closes.

Definition

Agent runs at a fixed time on 
a recurring basis


Agent fires when a specific 
action occurs in Salesforce

Agent fires when a field value 
crosses a defined limit

Revenue Example

Win-loss analysis runs on the 1st of every 
month across all Opportunities closed in the 
last 30 days

Meeting brief agent fires when a new Event is 
created with an Opportunity contact

Rep nudge agent fires when Last Activity Date 
on an Opportunity exceeds 7 days

Use a field that reps 
actually update, such as 

Last Activity Date

Threshold set on a 
field that is rarely 

populated

Agent almost 
never fires

FIX

Add a condition: only fire 
when a specific field 

changes

Event trigger fires 
on all Opportunity 

updates

Agent runs hundreds of 
times a day

Salesforce 
Object it reads

Opportunity



Event, Opportunity, 
Contact

Opportunity, Task, 
ActivityHistory

Common trigger mistakes

FIX

Schedule at least 1 hour 
after your sync window 

closes

Scheduled trigger 
runs before CRM 
sync completes

Agent reads yesterday's 
data as today's

Risk if misconfigured

Runs on stale data if the schedule is too infrequent. 
Runs on incomplete data if it fires before the day's 
activity is logged

Fires on the wrong records if the event condition is too 
broad. Misses records if the condition is too narrow

Fires constantly if the threshold is set too low. Misses 
genuine risk if set too high

FIX

Add condition: Stage not 
equal to Closed Won, 

Closed Lost

No stage filter 
on a threshold 

trigger

Agent fires on 
closed deals

FIX

6 Human-in-the-Loop Checkpoints
Not every agent should run without approval. The faster an 
agent acts, the more damage a wrong output can cause. 
Use this section to decide where humans stay in the loop.

7 Agent Use Cases by Role These are use cases beyond the four agents built in Section 3.

One table per role. Each follows the same five-component framework.

SDR AE
The decision framework Three modes: what each means in practice Pre-launch checklist:
Not every agent should run without approval. The faster an 
agent acts, the more damage a wrong output can cause. 
Use this section to decide where humans stay in the loop.

Mode When to use it Example

before you set any agent 
to auto-run

Agent Trigger Context Action Output Who reviews Agent Trigger Context Action Output Who reviews

Auto-run
Low-stakes output. No customer 
contact. Does not affect reporting or 
forecasting. Easy to reverse

Rep nudge email to an internal Slack 
channel. Activity log on a low-value 
Opportunity

Run through these six questions before 
removing human review from any agent.

ICP scoring


 New Lead 
created in 
Salesforce


Lead fields: company size, 
industry, title, source, 
country


Scores lead against ICP criteria. Flags as 
Strong / Weak / Disqualified with a 1-
sentence reason


Writes ICP score and reason to Lead 
object. Routes Strong leads to SDR 
queue immediately


SDR team lead


 Churn risk


 Scheduled, every Monday


 Account health score, product 
usage data, last CSM activity date, 
open support tickets, NPS score if 
available

Identifies accounts showing two 
or more negative signals 
simultaneously. Prioritizes by 
ARR at risk

Writes churn risk flag to Account 
object. Sends weekly at-risk 
account digest to CSM and their 
manager

CSM team lead




Require human 
approval before 
the agent runs

Yes

Is the action 
customer-facing?

Does the action 
write to a 

Salesforce field?

NO

Require approval

Require review after run

Output is customer-facing, affects a 
forecast field, or triggers an action 
above a deal value threshold

Agent runs automatically but a human 
checks the output before it is acted on

Meeting brief sent directly to a prospect. 
Forecast risk flag written to Commit deals


Win-loss report delivered to RevOps 
for review before being shared with 
leadership

Has the agent been tested on at least 20 

real records and reviewed for accuracy?

Does the agent have a condition that 

prevents it from firing on closed or 

inactive records?

Is the output field clearly labeled as 

agent-generated so reps know where it 

came from?

Outreach 
personalization



Meeting 
qualification

Lead assigned 
to an SDR

New Event 
created by SDR

Lead fields, company 
website, recent activity, 
existing Account data in 
Salesforce

Lead or Contact fields, 
company data, ICP score, 
SDR notes

Generates a 3-sentence personalized first-
touch email based on the lead's role, 
company, and known pain points


Reviews booked meeting against ICP 
criteria. Flags if meeting is unlikely to 
convert based on role, company size, or fit

Drafts email in Salesforce Activity. 
SDR reviews and sends manually



Writes qualification flag to the related 
Lead or Opportunity. Notifies SDR 
manager on weak meetings

SDR before 
sending




SDR manager

Expansion 
signal




QBR 
preparation

Threshold-based: account 
usage crosses a defined 
limit or a new business unit 
is mentioned in a call


Scheduled, 2 weeks 
before QBR date

Account fields, product usage 
data, call transcripts, number of 
active users, contract terms



Account health score, product 
usage, support ticket history, 
last 3 call summaries, open 
renewals, expansion history

Identifies accounts where usage 
patterns or conversation signals 
suggest readiness for expansion



Generates a QBR summary: 
usage highlights, key wins, 
open risks, recommended 
talking points

Writes expansion signal flag to 
Account. Creates a task for the 
CSM to initiate an expansion 
conversation


Delivers QBR brief to CSM via 
email. Writes summary to 
Account object for RevOps 
visibility

CSM





CSM before QBR

Deal value thresholds CSM RevOps
Yes NO

Apply stricter controls as deal size increases. These are starting points.

Set your own thresholds based on your ACV.

Is there a way for a rep or manager to 

flag an incorrect output and route it back 

to RevOps?

Agent Trigger Context Action Output Who reviews Agent Trigger Context Action Output Who reviews

Is the field used in 
reports or forecasts?

Auto-run 
is fine Deal value

Under $10,000

Recommended control

Auto-run permitted for most non-customer-facing actions

Does the agent avoid writing to any field 

that feeds a live forecast or executive 

dashboard?

MEDDIC gap 
analysis



Opportunity moves to a 
defined stage (e.g. 
Discovery Complete)


Opportunity fields, call 
transcripts, notes, MEDDIC 
fields already populated


Checks each MEDDIC element against 
what is on record. Identifies which 
elements are missing or weak


Writes a gap summary to the 
Opportunity. Creates a task for 
the AE listing missing MEDDIC 
elements

AE and manager 
in deal review



Pipeline 
coverage



Scheduled, 
every Monday



All open Opportunities by rep and 
segment, quota by rep, current quarter 
close dates, forecast categories


Calculates pipeline coverage ratio per 
rep and per segment. Flags reps 
below 3x coverage with a breakdown 
of what is missing

Writes coverage ratio to a custom 
field. Sends pipeline coverage digest 
to sales managers and RevOps


RevOps lead and 
sales managers



Yes NO
$10,000 to $50,000

Over $50,000

Require review after run for any field that affects forecast

Require human approval before any customer-facing output

Has the trigger been tested in a sandbox 

before running in production?

Stakeholder 
map gap



Opportunity reaches a 
deal value threshold 
(e.g. over $25,000)


Contact roles on the 
Opportunity, org chart data if 
available, call transcripts


Identifies whether economic 
buyer, champion, and technical 
buyer are engaged. Flags missing 
roles

Writes stakeholder gap flag to 
Opportunity. Suggests 
outreach action for each 
missing role

AE



CRM data 
quality


Scheduled, 
daily


All open Opportunities, required field list 
defined by RevOps, last modified date, 
field completeness rate per rep

Scans for missing required fields 
across open Opportunities. Groups 
gaps by rep and by field

Sends daily data quality digest to 
RevOps. Writes a completeness 
score to each Opportunity

RevOps



Require review 
after run

Auto-run 
is fine

Strategic / named accounts Human approval required regardless of action type If you cannot check all six, the agent is not 
ready to auto-run.

Proposal 
readiness

AE moves Opportunity 
to Proposal stage

Opportunity fields, MEDDIC 
completeness, open tasks, 
last activity, next step field

Checks whether the deal has enough 
information to send a proposal. Flags 
gaps that increase risk of proposal 
rejection

Writes readiness score (Ready 
/ Not ready) and a list of gaps 
to close before sending

AE before 
proposal goes 
out

Quota 
attainment 
tracker

Scheduled, 
every Friday

Closed Won Opportunities in current 
quarter by rep, quota targets, 
average deal size, remaining open 
pipeline

Calculates attainment percentage per 
rep. Flags reps at risk of missing quota 
based on current pipeline and 
historical close rates

Writes attainment flag to a custom 
object or sends weekly digest to 
sales leadership and RevOps

RevOps and CRO

8 Auditing Agent Outputs in Salesforce
Agent outputs are only trustworthy if someone is checking them. This section gives you two checklists: 
one to run after every agent executes, and one to run every week as a standing RevOps review.

9 Governance Every agent in your revenue stack needs an owner, an approval process, and a documented set of rules. 
Without this, agents get built by anyone, run on bad data, and break silently.

What to do when an agent breaks
An agent is broken if: it stops firing, it fires on the wrong records, its output quality 
drops sharply, or its false positive rate crosses 20%.

Who owns what Data quality prerequisites Prompt versioning rules How to approve a new agent Agent breaks Pause immediately

Per-agent 
audit checklist

Did the agent fire on the correct records? Check the record count against the 
expected filter criteria

Are the output fields populated on every record the agent touched? Blank fields 
mean the agent failed silently

Does the output match the context? Pull 5 random records and manually verify 
the agent's output against the raw Salesforce data it read

Did the agent write to the correct Salesforce object and field? Confirm no 
unintended field overwrites

Did any customer-facing outputs go out without human review? Check send logs 
if the agent triggers emails

Did any customer-facing outputs go out without human review? Check send logs 
if the agent triggers emails

Were any errors or failures logged? Review the agent run log for failed records 
and identify the cause

Run this every time an agent completes a run, 
especially in the first 30 days after launch.

Weekly

agent health check

Volume check: Did each agent run the expected number of times last week? A drop in run volume 
usually means a trigger condition broke or a filter is too restrictive

Output quality check: Review a sample of 10 agent outputs across your highest-stakes agents 
(forecast intelligence, deals at risk). Are the outputs still accurate and specific?

False positive rate: How many agent flags were dismissed or overridden by reps or managers last 
week? Above 20% means the trigger threshold or prompt needs recalibrating

Field hygiene check: Are the Salesforce fields the agents depend on being populated by reps? An 
agent reading a blank field produces a meaningless output. Check field completion rates on the 
objects each agent reads

Feedback loop check: Are managers and reps actually marking outputs as correct or incorrect? If 
no feedback is coming in, the loop is broken and the agent cannot improve

Run this every Monday before your 
pipeline review. Takes 15 minutes. Responsibility

Approving new agents 
before they go live

Writing and versioning 
prompts

Monitoring agent health 
and false positive rates

Reviewing customer-
facing agent outputs

Escalating when an 
agent breaks

Quarterly agent audit

Owner

RevOps lead

RevOps lead

Revenue Systems Manager

RevOps lead

Sales manager

 CSM manager

Deal owner

Frontline manager

RevOps lead CRO

No agent should go live until these conditions are met on the 
Salesforce objects it reads. These are the minimum requirements. 
Add more based on what your specific agent depends on.

Object

Opportunity


Contact / 
Contact Role

Activity 
History

Lead

Account

Required before any agent reads it

Stage, close date, amount, and owner populated on all 
open records. Field history tracking enabled

At least one Contact Role per Opportunity. Economic 
buyer role defined

Email and calendar sync active. Tasks and Events writing 
to native Salesforce objects, not a virtual layer

Source, status, and owner populated on all active records

ARR or contract value field populated for CS agents. 
Health score field in place if used as context

Treat prompts like code. Every change needs a record.

Store the current prompt for every active agent in a 

central document. Include the date it was last 

updated and who updated it

When a prompt is changed, log: what changed, why 

it changed, and what false positive rate triggered 

the review

Never overwrite a working prompt without saving 

the previous version. If the new version performs 

worse, you need to be able to roll back

Review all prompts every quarter. Prompts written 

for last quarter's pipeline motion may not reflect how 

your team sells today

Before any new agent goes live, RevOps 
must confirm all five of the following:

The job is defined in one sentence and 

does not overlap with an existing agent

The trigger has been tested in a 

sandbox on at least 20 records

The context sources are populated at a 

rate above 80% across active records

The output field is clearly labeled as 

agent-generated in Salesforce

A human review step is in place for the 

first 30 days of operation

Trigger

Check filter


conditions and SF

Stops firing or quality drops

Fix the component

Address the root cause

Context

Check field rates


and sync status

Identify the failed component

Trigger, context, action, output, feedback

Relaunch with human review

Keep review on for 2 weeks

Action

Test prompt on


5 records manually

Stop further damage

Test in sandbox

20 records, verify output

Output

Check mapping


and write perms

Feedback loop

Re-engage mgrs on


the review process

Revenue AI Platform – “It’s like Gong with better AI and 50% the price”

Activity & Contact Capture Conversation Intelligence Deal & Forecasting Intelligence

Agents vs. Workflows FREE AI Workflows and Prompts Cheatsheeet

Most agents should do both. 06 

What would a good analyst read before making this call? 04

"Flag open Opportunities with no activity in 14 days and 
notify the deal owner." 02

Trigger

 A meeting is booked with an 
Opportunity contact in 
Salesforce

Action



 Generates a pre-meeting 
brief: deal status, last 
conversation summary, open 
risks, suggested talking 
points

Ask Weflow AI

Trigger
 Scheduled, 1st of every 
month

Action





 Analyzes patterns across 
wins and losses: common 
objections, competitor 
mentions, deal size 
differences, average sales 
cycle, stage where losses 
occurred

Agent Builder

Trigger
 No activity logged on an 
open Opportunity for 7 days

Mobile Copilot

Component

Trigger


Context



Action



Output




Feedback loop

What it is

The condition that starts the agent


The data the agent reads before acting



What the agent does with that context



What gets written back or surfaced




How the agent improves over time

How it works in this agent

Runs every morning at 7am on all open 
Opportunities with a close date within 30 days

Reads Opportunity fields (stage, amount, close 
date, forecast category), Activity History (Tasks, 
Events, EmailMessage), and call transcripts

Analyzes the data against risk criteria: no activity 
in 14 days, no next step logged, stage unmoved 
for 21 days, no executive contact on record

Writes a risk flag and a 2-sentence risk summary 
to a custom field on the Opportunity object in 
Salesforce. Sends a digest to the deal owner and 
their manager

Manager marks flagged deals as confirmed risk or 
false positive. Agent uses that input to recalibrate 
thresholds over time

Get your 14-day FREE trial

Trigger
 Scheduled, every Monday at 
8:00 AM

Action





 Flags deals where the 
forecast category does not 
match the deal's actual 
activity and stage 
momentum. Surfaces 
forecast risks with a reason 
for each
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