YRFlow: The Complete Guide to Customer
Communication & Retention

1. Executive Summary

We have built the "Customer Communication & Retention Pack" to solve the single biggest
problem in modern business: The Gap. The Gap is the space between a lead’s interest and their
commitment, and the space between a client’s purchase and their loyalty. This pack provides the
linguistic and strategic bridge to close that gap.

2. Who is this for?

e Founders & CEOs: To maintain a premium brand voice in all outreach.
e Sales Teams: To handle complex B2B objections without sounding desperate.
e Success Managers: To turn one-time buyers into lifetime advocates.

3. How to Use the Prompts

1. Identify the Stage: Are you Pre-Sale (Objections/Closing) or Post-Sale
(Retention/Upselling)?

2. Context Injection: Copy the prompt into your Al (ChatGPT, Gemini, etc.). Replace the
[Brackets] with real data. Be specific.

3. Refine: Use the "Tone" instructions in the prompt to ensure the output sounds like a
senior executive from YRFlow.

4. Best Practices

e Never "Check In": Instead of "Checking in," use our prompts to "Provide Value."

e Focus on the Gap: Always look for the cost of the client not acting. That is where your
value lives.

e The 80/20 Rule: Use the Al to generate the 80% structure. Add 20% of your personal
human touch (specific names, dates, or inside jokes) to make it 100% effective.



5. Mistakes to Avoid

e Generic Inputs: If you put "Software" as your product, you get a generic response. Put
"Al-driven inventory management for mid-market logistics" to get a premium response.

¢ Over-Automating: Do not send Al text without reading it. The prompts are designed for
high-level strategy; your eyes are the final filter.
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