¢ Churn Signal

See churn coming. 90 days before it happens.

A Post-Sale Intelligence Campaign
for Apollo's Managed Team

JIL | Future GTM Engineer @ Apollo.io - Take-Home Assignment



Why Apollo Is the Ideal Customer

.o . .
;&; Managed Book Model Qo Agentic Workflow Engine
100+ accounts per GTME - can’t manually monitor Apollo’s workflow builder is the delivery mechanism
external signals at that scale for our signal-driven automation
IM Revenue at Stake ‘ Post-Sale GTM Focus
GRR protection and NRR expansion - the metrics New GTM Engineer roles signal Apollo is investing

Apollo’s leadership tracks daily heavily in customer activation



PLATFORM SETUP

How | Configured Apollo

@ Al Context Center - taught Apollo what Churn
Signal does, ICP, and messaging tone

@) Website Visitor Tracking - churn-signal-ai.com
connected for intent signals

€) Company Profile - Churn Signal added as selling
entity with full positioning

@ Buying Intent Topics - ‘churn prevention’,
‘customer retention’, ‘CS platform’

@© Power-Ups Enabled - 4 custom enrichment
engines configured

PERSONALIZE YOURAI

Make your Al an expert on your product

Apollo scans your website to understand exactly what you sell and who you sellto. This ensures every
Al-generated recommendation, email and strategy is tailored to your unique value proposition.

CompanyURL | don't have  website

See Appendix Deck B, Slides 3-5




PERSONA & INTENT DATA _
Targeting the Right People with the Right Signals
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See Appendix Deck B, Slide 9 . e See Appendix Deck B, Slides 10-12

Ghurn Rt

Workdlows. ChumZero, Inc.
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Aothytcs @ 4 moro owp ol + Save
5 Inbound

Wabsit vistors New ol + Save
X © Websie Vistors =

5 Onboarding hub X ~csg CsG RHET™
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Persona: CXO titles targeting SaaS churn prevention Bombora Intent: Churn Rate research patterns detected

Cross-referenced with persona filters for high-confidence targeting



SIGNALS & PROSPECTING

Custom Signals + Al-Powered Search
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People Lookalikes Nishball rategy Officer

Company
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® Education

® Senior decision-makers (VP, Director, C-
Suite)in Customer Success, Operations,
and Marketing at mid-to-large SaaS,
eCommerce, and subscription-based
companies ($50M+ revenue, 100-5000
employees) across the US, Europe, and
Asia-Pacific, with 8+ years of experience
and active buying intent around chum

Addalltoasequence  Rese:

Enrich emails/phone numbers

fm looking for a ist of companies and people that would
benefitfrom a too that pravents SaaS churn. Likely a
managers that

managed




Al MESSAGING

Prompt Engineering & Personalization

Cold Email Prompt (Apollo Al Field) -

CXOlevel ChumRate
"You’re a master cold email writer. | want you to write emails targeting each il Cocs Gruh T PGl Ay Bt Setrs
individual and focus on the pain point that they would be having at their tier or
title within the company.

S dsteps »

You are writing this email to {{contact.first_name}}, the {{contact.title}} at
{{faccount.name}}."

Select model Prompttemplate

AP AT

Model: Anthropic Claude Haiku 4.5

2K R 1)) Al Assistant JIEE

Share Worfows 0 v AddContacts v (]} Acthate -

See Appendix Deck B, Slides 23-24
Analtics

‘what we're seeing:

) Inbound A Ruls:
40 words Max in the email.

Website visitors
Indent return between bullet points.

Forms
Hanve the CTA be request for avaiabiity next week for 15 minutes fora repid

Lead with their specific pain, not features : i
People

Comparies Donot create a subject ne, as thisisinthe same thread.

Role-specific angles (CRO # CS Ops) ‘
5 Onboarding hub X Al personalization

Power-Up data drives personalized lines e
<> Deliverabilty suite: System prompt optional)

A/B test: churn angle vs. expansion angle & et

.
@ Context v

Under 50 words - respect their time

+23% churrate among enerprise scoounts
+$2M revenue impactin 03
+ Compettos gaining round on etenton

(Can you grab 1 minuts next week or  apid demo on how wee
helping simiarcomparies reverse this?

Future GTME @ Apolio
James Jackson Leach




MESSAGING VARIANTS

A/B Testing & Multi-Prompt Strategy

Sequances ~ CXO level Chum Rate
OXO level Churn Rate 7r

Editor  Contacts  Emails Tesks PhoneCalls  Activity Roport  Settings

&9 B stops » bl Collapse steps.

@ = Step 1: Automatic email / Test B

@ Send email in 30 minutes -+

TostA Actve  TestB Active -+ Addtest

Generate preview for contact

Subject: GRR & NAR expectations. Realistic?

Hoy John,

Share  § Worktiows 1 v | AddContacts v (J) Activate -

arem o s © ®

R A/B Test Strategy

Test A: Direct churn pain angle

Test B: Expansion / metrics angle

Both variants use Al personalization with Power-Up data

Approach 1: Power-Up Field Prompt

Al instructions embedded directly in the Power-Up field - each
enrichment engine has its own prompt guiding what data toresearch
and how to format output.

Used for: CS Stack Scanner, Retention Risk Profiler

Approach 2: Sequence-Level Guidelines

"Provide guidelines" prompt at the sequence step level - controls tone,
length, and messaging angle across all emails in the sequence.

Used for: CXO Sequence, Operational Builder Sequence



WORKFLOW DEPLOYED

CXO Intent Weekly Persona Workflow
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Nurture Workflow for Unresponsive Contacts

« O, Search across Apolio, ° 133 3L
Workflows  Future nurture workflow for unresponsive sequences  Edit workflow &8 8
I’ Event-Triggered Logic

Future nurture workflow for unresponsive sequenc... ~ ® Orsft «+ Share  Launchworkflow

). Prospect and enrich

© Workflow (@ Settings (@ Enrollment
People

rovm—— Trigger:
tes e TR ok rom Agents New Contact finished sequence OR contact saved/created

Data enrichment [ —
Contact saved o caated Research with Al

Companies

> Engage \
. ENROLLMENT CATERA » > Co nd ition:

i Saved peopie matching these airbutes from avent.. Qualify records b 0 . ey "
’ low with True Never responds to initial sequence

Call .
e Any saved contacts Actions

& wnsue " See Appendix Deck B, Slides 31-32 D s Al TRUE -> Add to nurture sequence

— e Stage: "Unresponsive"
e S —_—

Deals d Soﬁ(by’::::n

Manage lists

9 Toos snd utomation :: FALSE - Contact engaged - route to buying group
Mt Moo dons i coordination

Analytics Add contacts o sequence
Sequence: @ nres s v

) Inbound Enrich data
Website visitors
” Assign manual tasks
[ Onboarding hub X

Update contact/account ::
25% Completed




METRICS & OPTIMIZATION

CHURN SIGNAL

Analytics Create v
Overview Dashboards  Reports  Goals oPens
83 Email Engagement Performance v Y% Add tostarred 7 Open dashboard Repl ies
88 Create dashboard
Email Stats Positive Replies
lul  Create report # Emails sent w0 # Emails opened (bo... - # Emails repli... >0 % Emails spa... v 0% S D .
y am Dbomain
0 FIomARLS Enable tracking to view data. 0 fromApro: °/° FeomAro p
< Create goal Mailbox health
Email Funnel
Recent

Dashboards Reports Goals No data available

oo Email Engagement
00 performance



&
Thank You

Questions & Discussion

James Jackson Leach
Future GTM Engineer @ Apollo jamesjacksonleach@gmail.com
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