
How are you using AI to close 
more deals?

Ice Breaker



1. Housekeeping (Do these things first)

2. Meet the hosts James A. O'Sullivan & Neha Mehra

3. 6 ways to leverage call recording AI
4. How to do this in Apollo
5. Q&A

Today’s agenda



6 Ways
To Close More 
Deals with 
AI-Powered 
Call Recording



                                             

The End-to-End 
Sales Engine
Trusted by 3M users across 500,000 companies



Housekeeping

Get Your Recording
You’ll get a recording of today’s session. 

Check your email within 48h

No Spam in Chat!!!
We will boot you and ban 

you from future webinars forever

No Questions in the Chat
Type your questions into the “Questions Box” 

and not the “Chat Box”.

1 2 3



No spam, please. 
(This includes dropping your LinkedIn. 
You can connect in our Sales Community.)

Please don’t be rude!

Really.
We will delete messages and ban offenders at 
our discretion.



Join The Apollo 
Community in 
Slack!



 If you are on mobile, 
scroll down!



Visit apollo.io/academy to read 
Apollo’s NEW book!

http://apollo.io/academy


Speakers

James 
O'Sullivan

Neha 
Mehra

Apollo Academy Instructor Product Marketing

@ Apollo



Deal loss reasons

Timing and price

Indecision and trust

Lead quality



01

Deal killers

No next steps

02
Lacking expertise

03
Failing to multithread



Let’s get into it



   
   

   
   

   
  

Reps save more than 2 hours a day 
using AI to automate manual tasks.



   
   

   
   

   
  

Sellers who use AI to inform their 
deals increase win rates by 26%



Teams using conversation 
intelligence reported a 21% 
increase in revenue



Ditch manual 
note-taking

6 Ways to Close More 
Deals with AI-Powered 
Call Recording 

1

Strengthen your 
discovery process

2

Address competitors 
and objections

3

Proactively 
multithread

4

Craft hyper-tailored 
follow-up

5

Optimize your sales 
process

6



Ditch manual 
note-taking



This is you when 
you don’t leverage 
AI for note-taking.

Sh*t - what did she 
just say? 



Manual note-taking requires 
you to multitask, leading to

Unfocused conversations

Missed insights

Poor deal execution

Unimpressed prospects



Stay present.

Conversations AI 
captures entire 
transcripts and 
extracts key insights



Strengthen your 
discovery

 with AI insights



Solid discovery
leads to solid next steps 
that move deals forward



Pain Points & Challenges

Challenges, Struggles, Pain points, 

Issues, Problems, Bottlenecks, 

Frustrations, Difficulties

Business Goals & Objectives

Priorities, Goals, Objectives, Success, 

KPIs, Targets, Achievements, 

Outcomes

Current Solutions & Processes

Current process, Solutions, Using, Set 

up, Tools, Satisfaction, Approach, 

Handling

Competitor Mentions

Competitor names (e.g., Gong, 

Outreach), Alternatives, Options, 

Comparing, Evaluation, Other 

providers, Switching

Budget & Decision-Making

Budget, Cost, Price, Decision-making, 

Decision-maker, Authority, Approval, 

Timeline

Desired Features & Needs

Features, Requirements, Needs, 

Capabilities, Functionality, Important, 

Essential, Customization

Configure your keywords to track 
discovery insights



“Interview the bot” 
to uncover needs, 
challenges & more.



Identify competitors & 
objections with keyword 

trackers





Track competitors, 
adjacent tech, and the 
stack to identify fit or 
replacement.



Proactively multithread 
with AI insights



Buying Process

Buying process, Approval process, 

Selection process, Procurement, 

Vendor selection, Decision criteria, 

Internal review, Sign-off

Decision-Makers & 
Stakeholders
Decision-maker, Stakeholders, 

Approval, Influencer, Executive team, 

C-suite, Department head, Final 

decision, Head of, Evaluator

Team/Dept Involvement

Cross-functional, Internal alignment, 

Collaborators, Finance, Legal, 

COmpliance, Greenlight, Authorized

Configure your keywords to track 
buying process and stakeholders



Multithreading without 
threatening a champion

01
Discuss previous purchases and process early to 

learn about key stakeholders

02
Engage when stakeholders are mentioned

03
Make it a collaborative decision with the prospect



Send tailored, thoughtful 
follow-ups with AI insights



Your meeting is only as 
good as its follow up



          

On average, how many meetings does 
it take to close a deal?

20%

40%



of salespeople have 
more than five follow-up 

touches

8% 44%

give up after one 
follow-up call



Summarize the call.

Leverage conversation insights and 

AI to summarize key discussion 

points, including pain points and 

agreed-upon next steps.

Proactively schedule the 
next meeting and engage.
Set a follow-up meeting for a future 

date with an agenda and objective. 

Maintain regular communication to 

keep the prospect engaged.

Proactively multithread.

Leverage your learnings about the 

buying process to pull additional 

stakeholders into the buying process.

Provide relevant content.

Only provide content that addresses 

questions or pain points brought up 

during the meeting.

Follow-up on action items.

Execute follow-up actions promised 

during the meeting and notify the 

prospect when they are done.

Best practices



Optimize your 
sales process with 

analytics & automation



Anchor performance 
feedback in data



Translating 
Conversation Analytics

30/70
Discovery call

60/40
Negotiation call

40/60
Demo call

Talk ratio: Average time 
spoken across calls during the 
selected period

Patience: Average time between a 
prospect speaking and a team 
member taking over.

Shorter patience → tense
Long patience score → disengaged

Question rate: average number of 
questions asked by the seller

Customer story: Total duration of 
longest customer monologue



Let’s do it in Apollo!



Coaching features

Post-meeting automation

Keyword trackers

AI call summaries

What we’ll 
cover:



Q&A



Want to speak to 
Apollo's Sales Team?
(about a Professional or Custom Plan)

Request a Demo



Want more training?
Check out the Academy


