


EXECUTIVE SUMMARY

Weekly Pipeline Health Snapshot

Sales leaders and teams

This page describes an automated weekly summary of your sales pipeline, highlighting
health, risk, and missing information. It defines automation targets and human-review
touchpoints for governance.

Key move Always verify AI-suggested actions before execution.

PRACTICAL CHECKLIST

01 Automate extraction of key metrics: total value, deals, win rate, cycle time, forecast.

02 Auto-score deals for risk based on stage, activity recency, due dates, and owner engagement.

03 Detect stalled deals by flagging inactivity beyond a threshold and overdue next steps.

04 Flag missing information: required fields like next-step, decision maker, budget, and close date.

05 Surface recommended next actions: request updates, move stage, or schedule decision-maker
outreach.

06 Data, tools, governance: CRM exports, AI agent prompts, dashboards, and ownership; privacy
constraints.
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DEAL RISK & GAPS

Identify Stall Risks and Missing Info

Sales leaders and teams

Automated signals help identify stalled deals and missing data ahead of weekly reviews.
The section defines data signals, automation rules, and when humans should intervene.

Key move Escalate high-value flags to the deal owner in weekly governance.

PRACTICAL CHECKLIST

01 Signals to monitor: stage age, last activity date, next-step due, and missing required fields.

02 Automation rules: flag high-risk deals and missing information for owner review.

03 Human-reviewed aspects: validate context, justify stall, and assess next actions.

04 Tools required: CRM data, AI assistant, and a shared flag dashboard.

05 Examples: Deal A stalled in Proposal with 12 days idle flags as risk.

06 Escalation: high-value deals reviewed by team lead within 24 hours.
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ADOPTION & GOVERNANCE

Adoption Plan & Guardrails

Sales leaders and teams

This six-week plan outlines adoption with clear ownership, approvals, and metrics. It also
covers data sources, privacy, and governance to maintain trust.

Key move Approval gate required for any threshold changes.

PRACTICAL CHECKLIST

01 Week 1: Define metrics, data sources, and ownership.

02 Week 2: Connect CRM data, set refresh cadence, quality checks.

03 Week 3: Build AI summarizer prototypes; test with real deals.

04 Week 4: Activate automation rules; configure owner alerts.

05 Week 5: Create weekly narrative, dashboard, and action templates.

06 Week 6: Pilot, measure results, adjust thresholds; establish governance and approvals.
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ABOUT THE CREATOR

Suhas Bhairav
I build AI systems that combine distributed architecture, retrieval, knowledge graphs,
security, and practical workflow design. My focus is AI that can be used repeatedly by real
teams: understandable, reliable, and grounded in the work people already do.

EXPERTISE

Principal systems architecture and applied AI engineering

Production-grade AI systems, agentic workflows, RAG, and knowledge graphs

Full-stack workflow applications across AWS, Google Cloud, Azure, on-premise, and hybrid
environments

Practical AI implementation patterns for automotive, manufacturing, finance, logistics,
cybersecurity, sales, and customer operations

Security, governance, observability, approvals, and failure-mode thinking for operational AI
systems

WEBSITE

suhasbhairav.com
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suhasbhairav@gmail.com
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