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Sample Input Data - Pre-Meeting Briefing Prompt
(Anonymized Data)

This is a fictional dataset. Company name, people, and details are invented for demo purposes
only. Structure mirrors what a real research pull looks like across your CRM, call recording tool,
and internal tools like Slack, Notion, and Asana, so this can be fed into the prompt to
demonstrate the system without using real customer data.

To use this, paste this file's contents into the same conversation as the prompt, or attach it
alongside. Tell the model to treat this as the research pull instead of querying live tools - e.g.
"Use the attached sample data as your research pull for this briefing." That lets you demonstrate
the full system end to end without needing live tool access or exposing a real account.

INTAKE

- Customer: Marlow Home Services
- Meeting type: Discovery (feature request)
- My objective: Get as much information as | can
- Attendees:
- Renee Castellano - Director of Operations
- Derek Voss - Principal
- Contract context: $22,000/month, Enterprise tier, signed March 2026, renewal date
March 2027
- Adoption metrics: 92% Al booking rate, ~1,400 inbound calls/month, feature adoption
limited to core booking (no outbound, no payment automation yet), health score: Green

COMPANY PROFILE

Marlow Home Services Founded 1987. Family-owned, now run by second-generation Principal
Derek Voss. Headquartered in Manchester, NH, with a second branch in Portsmouth, NH.
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- Divisions: HVAC service and installation (25% of revenue), fuel and equipment delivery
(75% of revenue) - delivery is the larger and more operationally complex side of the
business.

- Size: ~65 employees, 40 field technicians/drivers, 6 CSRs, 2 dispatchers.

- Call volume: ~1,400 inbound calls/month, seasonal spike of 2x in winter
(delivery/payment calls) and 1.3x in summer (HVAC service calls).

- Tech stack: Fenwick Systems (CRM and dispatch, industry-specific for fuel/HVAC
combo businesses), QuickBooks (accounting), a marketing automation tool for
email/SMS campaigns (separate vendor).

- Competitive context: No direct competitor mentioned by name in calls, but Renee has
referenced "some of our peers running things more automated" as a benchmark she
measures against.

- Why they bought Avoca: Original sales motion centered on reducing CSR headcount
growth during winter peak by having Al handle routine delivery scheduling and payment
status calls, which make up an estimated 40% of winter call volume.

CONTRACT & DEAL HISTORY

- Signed March 2026 at $22,000/month, Enterprise tier, 12-month term.

- Deal included a projected ROI case built around reduced need for seasonal temp CSRs
during winter peak.

- June 2026: contract temporarily adjusted to Al-only pricing (human agent line item
waived) during a feasibility review period for the CRM integration request - see
escalation note below. This concession has no defined end date yet, which is worth
surfacing in the meeting.

ADOPTION METRICS (trend, last 4 months)

Month Al Booking [ Call Volume [ Feature Health Score | CSAT
Rate Adoption (post-call
survey)
March 70% (launch | 1,180 Core booking | Yellow 41/5
month) only
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Month Al Booking [ Call Volume [ Feature Health Score | CSAT
Rate Adoption (post-call
survey)

April 84% 1,250 Core booking | Green 43/5
only

May 89% 1,310 Core booking | Green 44/5
only

June 92% 1,400 Core booking | Green 45/5
only

Reading the trend: Booking rate and CSAT have climbed steadily since launch with no plateau
yet, which is a strong adoption signal. But feature adoption has been flat at "core booking only"
for four straight months - no outbound campaigns, no payment automation, no maintenance
scheduling. That flatness is worth naming directly in the meeting: the account is healthy on the
feature it has, but hasn't expanded scope since launch, and the CRM integration ask is really a
proxy for that broader expansion conversation.

Support ticket volume: 3 tickets in the last 90 days, all resolved within SLA, none related to
the integration request (those conversations have happened on calls and Slack, not through
support).

STAKEHOLDER PROFILES

Renee Castellano - Director of Operations On the account since before go-live. Handles
day-to-day implementation questions and has been the one tracking Al performance metrics
internally. Direct, data-oriented in calls - tends to cite specific numbers rather than general
impressions. Currently holds the action item to confirm integration feasibility with Fenwick.

Derek Voss - Principal Owner-operator, second generation running the family business.
Engaged and hands-on for a company this size - joins implementation calls personally rather
than delegating entirely. Has said he values the partnership and doesn't want the integration
"half-assed," which reads as someone willing to be patient if given a clear, honest timeline, but
not someone who tolerates being strung along.
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SIMULATED RESEARCH PULL

1. HubSpot - Call Notes (most recent first)

July 1 - Weekly Sync Team discussed booking accuracy improvements and an upcoming
Fenwick migration targeted for September. Renee raised that she's been in ongoing talks with
Fenwick about whether their integration could support payment logging. She committed to
following up with Derek on feasibility before the next sync.

June 14 - Escalation Call: Live Agent Access Expectations Derek and the Marlow ops team
pushed back on a misunderstanding: they'd assumed our live agents would log deliveries and
collect payments directly inside Fenwick, their CRM. We clarified that's not our standard model -
live agents use our platform as the source of truth, not third-party CRMs. Derek said he valued
the partnership but needed clarity before going further. We agreed to adjust their contract to
Al-only pricing during a review period while feasibility gets sorted out.

June 3 - Implementation Review Marlow operates two divisions: HVAC service and equipment
delivery, with delivery representing roughly 75% of revenue. Booking capacity was a recurring
theme - most slots already full. Derek noted maintenance scheduling is underdeveloped on their
side and sees our platform as a chance to fix that.

April 22 - 30-Day Check-In Renee reported booking rate climbing steadily week over week.
Raised early interest in outbound campaigns for maintenance reminders but said it wasn't
urgent yet - wanted to nail core booking first.

2. Call Summary Highlights

- Day-one launch performance: 21 of 24 calls booked end-to-end without human
intervention.

- Recurring theme across three calls: emergency classification needs tightening to avoid
over-triggering premium dispatch fees.

- Renee described early Al performance as "better than a human agent's first day."

- No calls in the last 90 days have touched on outbound or payment automation - all call
content is booking-flow related, consistent with the flat feature adoption in the metrics
above.
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3. Slack - #marlow-home-services (excerpts)

June 20, Priya Shah: Fenwick's team told us they've paused building out their integration API -
said they'll only prioritize it for customers with enough combined demand. Worth flagging before
we commit to anything with Marlow.

June 22, Marcus Webb: Following up with Fenwick support to see if there's a documented path
for payment data specifically, separate from the general delivery API. Still waiting on access to
their docs.

June 25, Priya Shah: Derek keeps asking for a timeline. | don't want to promise Q3 if Fenwick's
side is genuinely stalled. Anyone have a read on how firm "paused" is?

June 26, Marcus Webb: Got partial docs from Fenwick. Delivery data looks feasible. Payment
data access still unconfirmed - need someone on their side to check permissions.

4. Notion - Monthly At-Risk Recap (excerpt, June 15)

Marlow Home Services: Flagged as a risky implementation commitment.
Customer needs a third-party integration (delivery + payment logging) that is not yet
built on the vendor's side. Suggested approach: don't overcommit on timeline until
vendor feasibility is confirmed; use design-partner framing if we do move forward.

5. Asana - Onboarding Project

- 18 of 20 onboarding tasks complete.
- Open: "Sync zip codes, business units, and job types from CRM" - not started.
- Open: "Collect information from company" - not started, low priority.
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