July 2025

Sell smarter,
grow faster
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Outbound Sales is a struggile!

& Tom Slocum (He/Him) - [ - 1st a . i
Your Future Homie In Law | Helping you build, scale and streamline your... & Jacob Partington - 2nd , A
. Al-Powered Sales Enablement Solutions | Modern Revenue Ma...

Subscribe to newsletter .
Book an appointment
Tmo - ® " -

"Outbound is Dead" -< Eric V. Holtzclaw - 2nd @ Will Allred ff3 - 1st " indis dead
Principal at Tarkenton Private Capital | Foun Cofounder @ Lavender | Write better sales emails faster with our in-inb...
. View my blog
y Request services
| keep hearing that "ou 7mo - ® gmo - ®
dead? no

Outbound is dead. evolving? yes

Outbound dying? Reall

If you've been paying attention to your feed lal Outbound is changing

1 1 al BT .

The same outbound th e 4 comments - 1 repost

. Maddy Trusewich - 2nd 1to 1 --> many to many
‘é@ gy Product Expert @ Exclaimer
P

Request services . .
Gautam RIShI iitd 1mo - ® button pushers --> strategic thinkers "ment (—) Share m Save
Outbound is dead.

Co-Founder & CEO at OneSho segmentation of the sales role --> flexibility across segmented roles
Visit my website i o
1mo - @ These are just a few examples of how we're seeing the world of sales evolve. vill not die.

I ‘ The main driver? The shift in how buyers want to be treated and buy.

e25e posts apbout Is outboun e

' 2 ? i 5
*It's not. But hoping our competitors read this so we g Is this the death of the SDR? Sequence? Predictable revenue?

d uninspiring.
#b2bsales #outbound is it the death of anything?

Outbound isn't dead, but ALL of G
CEO 244 (3) Extract Leads 47 comments
.. NO &

és - & Like &) Comment > Share [ save
WJ' &\ Like &) Comment > Share [ save
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Companies need solutions to

m easily build and measure
Problem ¥ oule anc

qualified pipeline

Only 12% of sales Leaders are

satisfied with their
Sales Stack because:

712% 8-12 27%

Sales time is wasted Different, not Of Sales Teams
on non-revenue integrated, difficult to reached the target
generating activities use tools used by sales in 2024 gg;,‘;f;g;‘;‘;cﬁvmes

Source: State of Sales Development Survey - Fall 2022 (Benchmark Research Partners, Operatix, Pavilon), Future of B2B sales: The big
reframe (McKinsey & Company) Sales Hacker (Outreach), 5th State of Sales Report (Salesforce). 200 Interviews with Sales Leaders
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Solution ™
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Crono is the Al Sales Automation
Platform that allows teams to scale
quality outbound and smash their
outbound sales targets

Automations All-in-One Al powered
80% time save 1 platform +30% conversion

.  5
/ 2 CEO & Founder o
~
By E oul:. & Y in @aa &, +1(123) 456-7890 \
oy A
LN 9

e

name@gmail.com

e Update @
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Product overview

Data &
Integrations

& Looking for data... °.® e @ @

Sync data with CRM... % Q @ ° @

Q0

Olin
Data providers: QE&=SCEQ

MuED

CRMs:

Databases:

Sales tools:

Proprietary
Al Model

@ Email Congratulations on Qgroup’s +
~ recent $150M Series C funding! |
Would YOU b cee that voui focriced on alobal

discussion a

can assist y«¢ Z Personilized with Al

seizing these uppuIwaNiueSs

OpenAl based trained model

+10 analysed data sources
Sales context + historical data

Reinforcement learning
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Flows
Automations

Sequence steps: 8 Auto

CEC0CG -

& Sequence personalized with Al

Contacts: create and update

Data: enrichment and verify
Insights and Al writing

Tracking and analysing



The ease of use of your daily tools into
your sales platform.

Designed to be
simple

Create your templates, strategies
and tags.

Prospect in your own way.

s

o = Companies
o Contacts |:\‘j—)i"'"'""U_‘L./:""l'"" |

B S £ Company S Contacts 5 Acitivities @ Deals

All

Edit Columns

Amazon
Google 0 ® Direc.. Sales.. Segment

( ~
i 7
=] Templates Mcdonald's In¢ : =
- Company info Refresn Gn)
| g Amazon : ' = Dii United States ?, +39012 3456780
Cloud Computing ® amazon.com
O Boyce m Or
20-50 (n) https://www.linkedin.com/compa..
e Wise , Fo - $1,000,000,000+ ¥  https://yourcrm.hubspot.com
. = ey == 2 lists Marco Rosmarini
9 Stripe { | Mesting .
O field
Q l,l"_.g Starbucks m Or
Notes & (&) New note
@ Medium Int
@& Marco R ’ [
@ Recdit i Create a quick overview of a new feature for the sales team
Crono , = Di 0, 20: @ Marco R.

8 Jane Simmons

Marco Rosmarini Talked to Jane, sent an invoice for the first half of the year. We agreed to schedule a meeting

next week.




9X

SDRs performances
(in 2024)

ﬁé Marco Madonia

B Founder B2B France

ﬁ Jane Cooper
= o~

® HR Manager  a Sales Funnel |

Selected channels:*

B2B clients Strategy )% 8 in

@ Jacob Smith at Amazon

days
2 Mar 05, 2¢ auto @ Day 2 Email: 4/8 Auto
— \_,»
3 L B in° '—0
L]
Metrics
Usage Active Paused Finished Converted
145 25 15% 20 15% 0 214 7

+ 90%

Accurate contact
data.

10X

Booked
meetings

30%

0y
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Find

Set your ICP filters and Buyer
Persona to find new
companies and leads in just

Upg rade your few seconds.
Sales-game

with only one
platform '

Generate sequences with
multiple touchpoints in a
matter of seconds with Al.

Template fcl)

Enrich

Try our waterfall approach
with +10 data providers to find
the right email addresses and
phone numbers.

2 CEO & Founder

@e@ &, +1(123) 456-7890
=

name@gmail.com

Close

Manage the whole funnel in
one platform to track all
data and convert faster.

h®
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Integration

Find :
companies
and contacts

*  Find new: (@ You successtully inserted 10 contacts. We found 5/1C

* Extension
Filters Clear [ Cancel

James Smith o Company
CTO & Founder

“¥+ Brooklyn Simmons
(o .

Location

Prospecting

® Founder ® Salesfunnel + AddTag 3'3] Jenny Wilson

Industry

Persona Founder of NovaWave Innovati

Type keyword...

& Insert email... Find Q

@@ P @ Savannah Nguyen
Integrated and sync with your CRM Q| el ——— 7 Head ofproduct at NexusNest
O

[ +44123456 **** i
Devon Lane

Show more Vv

Add prospects directly from Linkedin
opge® . . Annette Black
(1 bllllon contGCtS) Gnd flnd thelr Add contact to strategy + Founder & CEO at Fusion Enterp

COntCICt infO iﬂ One CIiCk Feb 9, 2025 Ronald Richards

Feb 6, 2025

Or import your data in-bulk (CSV file) | o -

Contact Company
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Enrich :
contact info 4 P

~ Founder

® 9
v Co-founder \

I n o n e c Ic + Add contact to sequence Y
= Director

Contact Language: Eng

Brooklyn Simmons

 Head

Contact Activities: & 2 8 3 © 3
® Team leader

Segment your contacts with Al tags
&, Find contact’s email

One-click solution for finding verified business
emails and phone numbers @ companydomain.com

Waterfall approach with 10+ providers &, ) Find contacksphone

Create and enrich custom fields with Al



Engage
effectively with
your contacts

Multi-channel sequences powered by Al

Personalize templates and messages
based on signhals and Insights in one
click with Al

Automated tasks, activity Live Feed and
Sequence Metrics
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®? Weroad
4 clicks were made on the

crono.one/pricing/getd ... link

70 20 4 h 5 .16
¢ Mon Tue Thu Fri Sat Sun 5 Live feed &
21 22 24 25 26 27

*
p" AMazo
Daily tasks ©C 2 B3 @30

Marco Madonia
CTO & Co-Founder Email: 5/6 auto

8 2y
B2B clients Seque.. £ a X

o Customer @ Sales funnel

Message: 2/8 auto
Auto sequence Z

&

G Guy Hawkins
Call: 4/12

Outbound strateg.. Z

=

Cameron Williamson Total steps: 8

Cold outreach sequence ® ®
B & @

® Marketing funnel

L Total steps: 6

B2B clients sequence

. Customer ® Sales funnel
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Suggestions 6

( Contact moved to a different company
Would you like to update the company
4 crono & sales of Marco Madonia?

Sales Pipeline Q Search...

Qualified Lead Demo Negotiation
$3,500 $6,000 $18,600

EA - 8 users 3 month PWC - free trial (7 users) by H&R Block - 5 users

W& © Mar 4, 2024 $700 @ ® Mar 2, 2024

Deal #32 - demo period

IBDO - free trial (2 users) @ KPMG - 10 users 1 year

ewpo (O Mar 2, 2024 $2,500

@ © Mar 1, 2024 $200 @ @ Feb 15, 2024 $12,000

CheCk y0ur WhOIe funnel in One pldce Bergi - 5 users 1 year Y Deloitte - 6 users 415 Group - test period

B O Feb18, 2024 $6,000 e O Feb 28, 2024 415 © Feb 18,2024 $1,000

starter (5 users) - 1 year Bee - 12 users (1 month) EA - 8 users 3 month )

C red te an d move deCI |S ACrossS th e B © Jan 23 2024 $6,000 @ con2 202 $1,200 €D © reb 26,2024 $1,600

fU n n e I 3 months ) 20 users R Test period (10 users)

Improve your performances with
analytics and reports
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Are you ready for
the future of sales?

@® www.crono .one & +39 340 9327460 & alex@crono.one


mailto:alex@crono.one

