YRFlow Sales Conversion: Real-World
Scenarios

1. Scenario: The "Budget" Wall
a. Situation: A B2B SaaS founder is told, "We love it, but we don't have the budget
this quarter."
b. Prompt to Use: Prompt 04 (The ROI Justifier)
c. Expected Outcome: A response that shifts the conversation from "Cost" to "Loss
of Revenue" by staying in the current state.
2. Scenario: The Cold Prospect
a. Situation: An agency owner wants to reach out to a high-value CEO on LinkedIn.
b. Prompt to Use: Prompt 10 (The Cold Outreach Relevance Engine)
c. Expected Outcome: A high-signal, low-noise message that gets a 15-20% higher
reply rate than standard templates.
3. Scenario: The Proposal Ghost
a. Situation: A freelancer sent a $5,000 quote three days ago and has heard nothing.
b. Prompt to Use: Prompt 02 (The "Last Chance" Follow-Up)
c. Expected Outcome: A gentle but firm nudge that restarts the conversation
without sounding desperate.
4. Scenario: The "Competitor X" Comparison
a. Situation: During a demo, the prospect asks, "Why should we choose you over
[Major Competitor]?"
b. Prompt to Use: Prompt 05 (The Competitive Positioning Matrix)
c. Expected Outcome: A calm, authoritative breakdown of your unique value
proposition.
5. Scenario: Discovery Call Prep
a. Situation: A new sales hire is nervous about an upcoming call with a VP of Sales.
b. Prompt to Use: Prompt 03 (The Discovery Call Architect)
c. Expected Outcome: A roadmap of questions that makes the salesperson look like
a seasoned consultant.
6. Scenario: Closing the Deal
a. Situation: The prospect is "on the fence" at the end of a meeting.
b. Prompt to Use: Prompt 07 (The "Pre-Close" Commitment Gauge)
c. Expected Outcome: Clear confirmation of whether the deal is moving forward or
if there are hidden objections.
7. Scenario: Post-Sale Growth



a. Situation: A client has been with the agency for 3 months and is getting great
results.

b. Prompt to Use: Prompt 08 (The Upsell/Expansion Engine)

c. Expected Outcome: An organic transition into a higher-tier service agreement.
8. Scenario: Asking for Referrals

a. Situation: A project just finished successfully, and the client is happy.

b. Prompt to Use: Prompt 14 (The Referral Generator)

c. Expected Outcome: 1-2 warm introductions to new potential clients.
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