
LUMBE TECH

AI Lead Qualification
Automatically review, qualify and prioritise new sales
enquiries before your team follows up.

Turn new enquiries into clear, prioritised sales opportunities.
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A potential customer gets in touch. The work has only started.

Businesses can receive enquiries from several places, and each one creates work for
the sales team.

As volume grows, sales teams can spend a significant amount of time:

• reviewing enquiries manually

• identifying which opportunities deserve attention first

• transferring useful information into sales systems

• organising follow-up

• keeping relevant team members informed

Your sales team should spend more time with potential customers and less
time on repetitive qualification work.

Designed for B2B teams that receive regular sales enquiries and spend time manually reviewing,

prioritising and organising follow-up.

Built by Patricio Lumbe  •  Founder & Cloud Automation Engineer

AWS Certified Solutions Architect – Associate  •  Multiple Make Automation Certifications

Website Contact form
Landing

page
Campaign

New enquiries arrive

Review each enquiry manually

Decide which opportunities deserve attention first

Transfer useful information into sales systems

Organise follow-up

Keep relevant team members informed
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From manual qualification to a clearer sales process

WITHOUT AUTOMATION

New enquiries require someone to review the information,
decide what deserves attention, update the sales system and
organise the next step.

WITH LUMBE TECH

The initial work happens automatically.

Each enquiry is qualified and prioritised, relevant context
reaches the sales system, and the team can be alerted when an
opportunity needs attention.

Review the information Decide what deserves attention

Update the sales system Organise the next step

1 New enquiry 2 Qualification 3 Prioritisation

4 CRM / sales context 5 Follow-up action 6 Team notification

Your team starts each follow-up with the context already prepared.
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Start processing an enquiry when it arrives

Potential customers can reach a business through a website, contact
form, landing page or another connected channel, depending on the
company's setup.

Once the source is connected, a new enquiry can enter the
qualification process without anyone copying information from one
system to another.

IN THIS EXAMPLE

Danny Lumbe from Northstar Logistics submits an enquiry. The
message explains that the team qualifies incoming enquiries
manually, and asks to automate qualification and prioritisation and
discuss next steps.

Example configuration. Northstar Logistics is a fictional company used for demonstration purposes throughout this

guide. Client implementations are configured around the company’s own sales process and supported business

tools.

The enquiry is submitted through a website contact form.
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Understand the opportunity before your team follows up
1 ENQUIRY ENTERS THE PROCESS

The enquiry enters a controlled intake process. Basic checks help prevent
duplicate processing before the relevant customer record is found or updated.

2 QUALIFICATION BEGINS

The system reviews the enquiry for useful sales signals and prepares the result for
prioritisation.

SIGNALS THE SYSTEM CAN LOOK FOR, USING AGREED BUSINESS RULES

What the prospect needs Fit with what the business offers Signs of buying intent Urgency Strength of the opportunity
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Give different opportunities the attention they deserve

Not every enquiry deserves the same level of attention. The system helps place
each one into a priority level, so the team can see where to start.

Priority rules and actions are configured around your sales process. For
example, a HIGH-priority opportunity may trigger an immediate notification,
while a MEDIUM-priority opportunity may create a CRM follow-up task. These
are choices made during implementation, not fixed behaviour.

HIGH PRIORITY
A strong opportunity that may need quick attention.

MEDIUM PRIORITY
A potential opportunity that may need follow-up or
more information.

LOW PRIORITY
An enquiry that currently needs less immediate
attention.

IN THIS EXAMPLE

An enquiry from Danny Lumbe at Northstar Logistics describes
a clear business problem, asks about pricing and next steps,
and shows urgency to start this quarter. It receives HIGH
priority.

Each enquiry is scored and routed to a high, medium or low priority path.

PRIORITY

HIGH
SCORE

13
CONFIDENCE

0.9
Values shown for this example. The confidence value of 0.9 is reported by the workflow for this enquiry. It is not an accuracy rate or a

guarantee.
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Keep useful sales context where your team already works
QUALIFICATION CONTEXT FOLLOW-UP ACTION

Created by the Lumbe Tech workflow in HubSpot.

Created by the Lumbe Tech workflow.

The qualification result becomes useful sales context inside the CRM, while the appropriate follow-up action can be created for the team.

HubSpot is shown as an example CRM. The qualification note and follow-up task shown here were created by the Lumbe Tech workflow, not by HubSpot. Client implementations are configured around the company’s own sales process

and supported business tools.
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Bring important opportunities to the right people

A strong opportunity is more useful when the right person knows about it.
When an enquiry meets the configured high-priority criteria, the relevant team
can be notified through the company's communication or notification tools.

In this example, the HIGH-priority result triggers a Slack notification with the
score, recommended action and the reason. A response draft is stored in the
HubSpot note for human review, and no email is sent automatically.

Notification created by the Lumbe Tech workflow. Slack is the example shown here. Notification rules are configurable: during implementation, Lumbe Tech works with you to define which priority levels trigger a notification, who

receives it, and through which supported tool.
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Automation supports the sales team

Your team stays in control. We automate the repetitive work, not the final relationship with your customer.

AUTOMATION CAN ASSIST WITH YOUR PEOPLE STAY RESPONSIBLE FOR

Intake

Qualification

Prioritisation

CRM updates

Follow-up preparation

Internal notifications

Judgement where required

Customer relationships

Final sales conversations

Sensitive or exceptional decisions

The workflow does not send a customer-facing response automatically. A response can be prepared as a draft for human review.
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Built around the way your business already works
Companies do not all receive enquiries through the same channels or manage
sales in the same tools.

Lumbe Tech starts by understanding the existing process:

• where new enquiries come from

• how prospects are currently qualified

• which CRM or sales tools the team uses

• what makes an opportunity important to the business

• who should follow up

• what information the team needs to act

EXAMPLE SHOWN IN THIS GUIDE

Website contact form HubSpot Slack

IN YOUR BUSINESS

We first look at the channels, sales tools and internal process your
team already uses, then determine what can be connected and
automated.

The workflow uses your own connected business accounts
where applicable, with scoped access during
implementation.

Enquiry sources
Website, contact form, landing page or another

connected channel

Lumbe Tech qualification
Review, qualify and prioritise

CRM / sales system
Context and follow-up action

Your team
Notified and in control
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A better way to handle new sales enquiries
Lumbe Tech is designed to reduce repetitive qualification work and give sales teams clearer information before they follow up.

LESS MANUAL QUALIFICATION WORK

Reduce repetitive review and data entry so the team can
focus on conversations.

CLEARER PRIORITISATION

See which opportunities may deserve attention first.

USEFUL SALES CONTEXT

Qualification information reaches the CRM or sales system
your team already uses.

STRUCTURED FOLLOW-UP

An appropriate follow-up action can be created for the
team.

FASTER VISIBILITY OF IMPORTANT OPPORTUNITIES

High-priority enquiries can be brought to the right people.

HUMAN CONTROL WHERE IT MATTERS

People stay responsible for customer communication and
commercial decisions.

FREE 15-DAY PILOT

Try AI Lead Qualification free for 15 days

See how AI Lead Qualification works with a defined part of your sales process before
committing to a wider rollout.

We agree the pilot scope, connect the required supported tools and validate the workflow with
your team.

No long-term commitment during the free pilot. Scoped to one enquiry source, one CRM or communication tool and

a reasonable volume.

WATCH THE PRODUCT DEMO

BOOK A FREE PILOT

lumbetech.com
contact@lumbetech.com


