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Category 1: Account Research & Intelligenc

1.1 Company Overvie

What does [COMPANY NAME] do? Explain in simple term

Use Case: Get a quick understanding of prospects before diving into technical signal

Follow-up: Use this context to tailor your positionin

1.2 Technical Stack Analysi

What technologies and tools does [COMPANY NAME] use? Focus on their 

development and infrastructure stac

Use Case: Identify technical fit and integration opportunitie

1.3 Competitive Landscap

Who are [COMPANY NAME]'s main competitors and what challenges might they 

face in their industry

Use Case: Understand market pressures that drive need

Follow-up: Position your offering as a solution to industry-specific challenge
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Category 2: Activity Analysis & Intent Signal

2.1 Website Activity Summar

Summarize Docs and Website activity insights for [COMPANY NAME

Use Case: Understand what resources prospects are consumin

Follow-up: Reference specific documentation they've viewed in outreac

2.2 CLI Activity Analysi

Summarize CLI commands executed in the last 30 days for [COMPANY NAME

Use Case: Identify active usage and implementation pattern

Follow-up: Offer help with specific commands or use cases they're explorin

2.3 Developer Engagement Pattern

What developer activities has [COMPANY NAME] shown in the past [30/60/90] 

days? Focus on engagement patterns and frequenc

Use Case: Understand development velocity and team siz

Follow-up: Tailor outreach to match their development cycl

2.4 Intent Signal Analysi

Based on [COMPANY NAME]'s recent activity, what stage of evaluation are they 

likely in? What does their engagement pattern suggest about their needs

Use Case: Determine sales approach (educational vs. commercial

Follow-up: Adjust messaging based on evaluation stag

www.reo.de Page 1

Reo Copilot Prompt Librar



Category 3: Buyer Persona Identi	catio

3.1 Buyer Persona Discover

Find me buyer personas from [COMPANY NAME

Use Case: Identify decision makers and influencer

Follow-up: Research individual contacts for personalized outreac

3.2 Technical Contact Analysi

Who are the technical contacts at [COMPANY NAME] that have been engaging with 

our resources

Use Case: Find champions and technical evaluator

Follow-up: Craft bottom-up technical outreac

3.3 Decision Maker Mappin

Based on [COMPANY NAME]'s organizational structure and recent activities, who 

are likely decision makers

Use Case: Identify C-level and director-level prospect

Follow-up: Develop top-down sales strateg
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Category 4: Personalized Outreach Generatio

4.1 Technical Outreach (Bottom-up

Draft a personalized outreach message for [CONTACT NAME] ([TITLE] at [COMPANY 

NAME]). Make it technical and focused on helping them succeed with [YOUR 

COMPANY]. Reference their recent [CLI activity/documentation usage/GitHub activity]

Use Case: Engage technical users and developer

Follow-up: Replace with specific activities from account timelin

4.2 Executive Outreach (Top-down

Draft a personalized outreach message for [CONTACT NAME] ([TITLE] at [COMPANó

NAME]). Focus on business value, compliance benefits, and risk reduction

Use Case: Engage VPs, Directors, and C-level executive

Follow-up: Include ROI and business impact metric

4.3 Design Partnership Outreac

Draft a design partnership proposal for [CONTACT NAME] at [COMPANY NAME]. 

Position it as early access and exclusive collaboration. Make it slightly more 

technical and less about prospecting

Use Case: Engage forward-thinking technical leader

Follow-up: Offer exclusive access or preview feature

4.4 Problem-Solving Outreac

Draft an outreach message for [CONTACT NAME] at [COMPANY NAME] who appears to 

be having challenges with [SPECIFIC ISSUE/USE CASE]. Offer immediate help and 

position yourself as the solution

Use Case: When activity indicates struggles or question

Follow-up: Provide immediate value before asking for meeting
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Category 5: Account Prioritizatio

5.1 Account Scoring Analysi

Based on [COMPANY NAME]'s activity patterns, engagement frequency, and 

signals, how would you score this account from 1-10 for immediate outreach 

priority? Explain your reasonin

Use Case: Prioritize daily prospecting effort

Follow-up: Focus on highest-scored accounts firs

5.2 Timing Analysi

Based on [COMPANY NAME]'s recent activity surge, what's the optimal timing for 

outreach? What specific signals suggest urgency

Use Case: Strike while interest is hig

Follow-up: Act quickly on surge activitie

5.3 Opportunity Assessmen

What opportunity size and deal potential does [COMPANY NAME] represent based 

on their size, technical activity, and industry? What's the likely deal timeline

Use Case: Resource allocation and deal forecastin

Follow-up: Adjust effort level based on opportunity siz

Reo Copilot Prompt Librar

www.reo.de Page 1



Category 6: Competitive Intelligenc

6.1 Competitive Tool Analysi

What AI & Agent Engineering platforms might [COMPANY NAME] currently be 

using? What gaps could [YOUR COMPANY] fill

Use Case: Understand competitive landscap

Follow-up: Position your company's unique advantage

6.2 Migration Opportunit

Based on [COMPANY NAME]'s current tech stack and recent activities, what 

migration or replacement opportunities might exist for [YOUR COMPANY]

Use Case: Identify displacement opportunitie

Follow-up: Build migration value propositio
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Category 7: Follow-up and Nurturin

7.1 Follow-up Timin

Based on [COMPANY NAME]'s response patterns and engagement cycle, what's the 

optimal follow-up strategy and timing

Use Case: Maintain engagement without being push

Follow-up: Set appropriate follow-up cadenc

7.2 Content Recommendatio

What type of content (case studies, technical docs, webinars) would be most 

valuable for [COMPANY NAME] based on their current evaluation stage and 

interests

Use Case: Nurture prospects with relevant conten

Follow-up: Share targeted resource

7.3 Objection Handlin

Based on [COMPANY NAME]'s industry and current setup, what objections might 

they have to adopting [YOUR COMPANY]? How should we address them

Use Case: Prepare for common objection

Follow-up: Develop targeted response
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Category 8: Team Collaboratio

8.1 Account Handof

Summarize [COMPANY NAME]'s profile, activity, and engagement history for 

handoff to [TEAM MEMBER/ROLE]. Include key contacts, activity patterns, and 

recommended next step

Use Case: Transfer accounts between team member

Follow-up: Ensure smooth transition and context preservatio
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Best Practices for Using Reo Copilo

Prompt Structure Tips

Be Specific: Include company names, timeframes, and specific activitieJ

Provide Context: Reference the account's current status or recent changeJ

Chain Prompts: Use initial insights to ask deeper follow-up questionJ

Combine Data Sources: Ask for analysis across multiple signal type

Workflow Integration

Start Broad: Begin with company overview and activity summar�

Narrow Focus: Dive into specific signals or contactJ

Generate Action Items: Create outreach messages or next stepJ

Update Status: Use insights to update Review Hub statu

Quality Checks

 Verify personalization details before sending outreac²

Cross-reference activity data with timeline for accurac�

Ensure messaging aligns with account's evaluation stagÄ

Confirm contact information is curre

Custom Prompt Templates

Create your own prompts by combining elements

[ACTION] + [SPECIFIC DATA] + for [COMPANY] + [CONTEXT/TIMEFRAME] + [DESIREÏ

OUTCOME
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Measuring Succes

Track these metrics when using Reo CoPilot prompts

Time saved on account researcH

Response rates on Copilot-generated outreacH

Meeting conversion rates by prompt typP

Account progression through sales stage

Reminde

Reo Copilot provides the intelligence, but your expertise and understanding of 

customer needs drives the strategy and relationship building


