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OUTBOUND BOOKS
OUTBOUND MENTORS | | OUTBOUND SKILLS OUTBOUND JOB ROLES & CAREER PATHS e
(2026)
Soft Skills Entry-Level Roles ®
Mark Colgan « System Thinking e SDR/BDR ( 1 1 Outbound Sales,
Sales playbooks, advisor ® Campaign Assistant No Fluff
e DataInterpretation I | | Rex Biberston & Ryan
_ _ « Storytellingin Sales Mid-Level Roles - Reisert
Jani Vrancsik  Analytical Decision-Making @ Outbound Specialist o0
S:t’\feitfgggrysiip e Experimentation & Iteration ® GTM Operations Manager 2 Combo .
Technical Skill Senior-Level Roles H Prospecting
Justin Michael echnical Skills Tony Hughes
Sales Psychology * Automation & APl Integrations (i (ERErRlA e
« Setup & Deliverability ® Performance Marketing Lead 3 Sell Without
£3) Brigitta Ruha « CRMHygiene Specialized Roles H Selling Out
\ GTM Systems & Scalable * Intent Signal Tracking @ Data Enrichment Engineer Andy Paul
Prospecting e LinkedIn & Email ® RevOps & Automation Architect
Personalization ® AlOutreach Strategist
Chris Walker L J \ J \ J
Demand & Buyer Psychology a ™ 7 ~
ROLES IN AN OUTBOUND TEAM INTERVIEW QUESTIONS (FOR MODERN
OUTBOUND ROLES)
@ Kyle Coleman . NS
Sales Messaging & Enablement ampaign etup R, F : . s
1 gzr:itigy &ICP 4 (Email + Linkedin + 01 How do you qualify intent beyond job title*
9 Calls)
Becc Holland ) ) . ) ]
Advanced Personalization & . 02 What metrics definea healthy outbound motion?
Copywriting 2 Data Research & 5 Reply Routing &
Enrichment Handover
Mark K I : : .
@ Le;grshipgigg;‘,’;m 03 How would you audit deliverability before launch?
Copy & Reporting & o
. / S personalization 6 Optimization 04 HowdoyouA/Btest personalization at scale?
KEY TOOLS FOR
ow do you connect inbound & outbound signals®
pR%‘éEEQBNRLs COMMON OUTBOUND 05 Howdoy tinbound & outbound |s?
PROBLEMS (AND FIXES)
Data & Enrichment .
Problem #1 Problem #2 06 What KPIs would you present to a skeptical CRO?
. Clay ' Clearbit “Reply rates are low.” “We don’t know what’s working.”
Fix: Add context — layer intent signals, Fix: Increase experimentation velocity.
Relevance social data, or trigger-based outreach. Each new test = data to learn from. . . .
& Apolio Al 07 How do you calculate pipeline velocity?
- Problem #3 Problem #4
Automation & Outreach i
“Too much manual work.” “CRMis amess.”
@ Smartlead // Mixmax Fix: Automate enrichment, list cleaning,  Fix: hygiene audits; enrich + 08 What's your approach to CRM hygiene?
and scoring before campaign launch. score + reassign contacts via
automated workflows.
Instantl| Zapier \ / . .
0 Y 3:3 P o9 How doyouidentify when Al'hurts vs. helps?
CRM & Reporting ( . )
_ Communities
Salesforce [N] Notion
. 10 How do you blend automation with authenticity?
E@ HubSpot » @ Airtable
01 ClayExperts Slack ) \ J
Deliverability & Testing 04 RevGenius - 5
. : PROFESSIONAL DEVELOPMENT
@ Mailflow o Instantly 02 lemlist &friends
- 05 Outbound Squad Certifications ‘\ Continuous Learning
g FOIderly Warmup . * Clay Partner Certification » GTMNights (Monthly)
L J 03 SDR Nation o Smartlead Pro e Pavilion GTM Summit
L ) ¢ HubSpot RevOps
OUTBOUND - N Advanced Degrees
FRAMEWORK (2026) OUTBOUND COURSES (2026) v ta ety
The 5-Signal System / N
CIayAcagjemy— Data B ND POD T
* Website traffic & tech OT" Automation O Smartlead - Deliverability & OUTBOU ODCASTS
stack Campaign Management
02 Growth Today - GTM % Outbound Squad ? Sales Hacker Show
» Buyer persona presence ?YSteij FUNd)amentals < JasonBay < Sam Jacobs
coming soon Rfelevance Al - Intent & ~
« Intent triggers (hires, g3 Pavilion-Outbound 2 SiapaiDetestion 9 St g ast
reviews, ad spend) Leadership School < Scott Barker
» Partner ecosystem overlap - <\
TOOL FEATURES TO WATCH

e Market timing / funding

Score - Enrich - Outreach - @
Learn - lterate

GROWTHTODAY.CO/BLOG

Reply Routing
Automations

Al Personalization
Templates

Real-Time Ennchment

Multi- Slgnal Scoring (CRM
(Clay + Apollo)

Deliverability Monitor
Integration)

Dashboards
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