YRFlow User Guide: Sales Conversion
Prompt System

Introduction

Welcome to the YRFlow Sales Conversion Prompt System. We have designed this system to
bridge the gap between "standard Al chat" and "expert-level sales execution." By using these
prompts, you are leveraging decades of sales psychology, objection-handling frameworks, and
high-conversion copywriting techniques.

Who is this for?

e Founders & Entrepreneurs: Who need to close deals without a dedicated sales team.

e Sales Professionals: Looking to speed up their follow-up and proposal processes.

e Agencies & Consultants: Seeking to justify premium pricing and handle "too
expensive" objections.

How to Use This System

1. Identify the Stage: Determine where your prospect is. Are they cold? Are they objecting
to price? Are they ready to close?

2. Select the Prompt: Open prompts.txt and copy the prompt that fits your scenario.

3. Fill the Placeholders: Replace the [Brackets] with your specific data. The more detail
you provide about the prospect's industry and pain points, the better the output.

4. Iterate: If the first output isn't perfect, use a follow-up command like "Make this shorter"
or "Make the tone more aggressive."

Best Practices for Premium Results

¢ Feed the Context: Before using a prompt, copy-paste a brief description of your
company or a link to your website into the Al so it "knows" your voice.

e The 80/20 Rule: Use the Al to get 80% of the way there. Always add the final 20%
"human touch"—specific personal details or nuances that only you know.

e Protect Privacy: Never paste sensitive client contracts or private personal data into
public AI models.



Mistakes to Avoid

e Generic Inputs: If you put "Marketing" as the industry, you get generic results. Put
"SaaS-based HR Payroll software for mid-sized tech firms" for expert results.

e Ignoring Tone: Always check if the output matches your brand. If it's too "salesy," ask
the Al to "Tone down the hype."
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