Wexa Case study O1

IT SERVICES

An always-on sales
development agent for anliT
consultancy

A fast-growing consultancy had warm leads waiting days for follow-up and
thousands of dormant CRM records. Wexa deployed an agent that works like a
full-time SDR, around the clock.

6-7x 75-80%

qualified meetings per month (5-6 - SDR time saved on outreach tasks
35-40+)

Seconds 100%

to acknowledge any inbound lead, of dormant CRM leads worked
24/7 systematically

CLIENT REGION

US IT consultancy (enterprise workflow- US / India
platform specialist)

WHEN ENGAGEMENT

2025 Production deployment

WEXA COMPONENTS

Al SDR agent - CRM, email and calendar
connectors
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01 CASE 01

The challenge

Warm website and demo leads waited hours or days for a reply
Thousands of CRM contacts dormant for lack of bandwidth

Email writing, follow-ups, enrichment and scheduling took 20+ hours per rep

per week

Broken sequences on colder and mid-funnel leads

What Wexa built

Sales outreach agent acting as a full-time SDR
Two-way CRM sync for contacts, activity and records

Email and calendar integration on the client's own addresses

N N NN

Tone and messaging trained on the client's sales voice; multi-touch
sequences personalized by industry, size and interest
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02 CASE 01

How it runs on Wexa

CASE O1-IT SERVICES

Sales development agent on Wexa Fabric

Inbound and dormant leads become qualified meetings, with every touch written back to the CRM

CLIENT SYSTEMS

CRM

contacts, activity, deals

Web forms and demo requests
inbound leads

Email and calendar
client's own addresses

Highlighte s s 110 thi

WEXA FABRIC - CONTEXT LAYER

CRM connector @ Calendar | | Enrichment

Lead, account, persona | [ Interaction, meeting

[T LTI ( Touchhistory ) ( Salesvoice memory

AUTOMATIC ONTOLOGY DISCOVERY
entities and relationships, human review

CONTEXT GRAPH
Wexamemory layer (graph DB)

AGENTS AND PROCESS FLOWS
e TiCa o BT ( Personatagging ) ( Cadenceflow ) ( Scheduler

GOVERNANCE

policy - approvals - audiit

Tone review Opt-out rules Audit of every touch

© wexa

USERS AND OUTCOMES

Salesreps
qualified meetings on the calendar

Sales leadership
pipeline and reply analytics

Clientnames withheld

How this use case runs on Wexa: client systems connected, ontology discovered, context graph in
the Wexa memory layer, agents and process flows, and governance. Highlighted components are
central to this use case.
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03 CASE 01

Solution architecture

How Lucas Works

Bk ESy | O

Lead Sourcing ~ .
Persona Tagging Messaging Config

Gather leads from as 5
CRM or files Automatically tag personas Alc tailored
leads based on data.

I

Cadence Builder c . Review & Launch
ampaign

Scheduling

Build sequences Preview content and
with multiple

touchpoints

Schedule campaigns Sunoh the

based on various

factors

campaign

e Wexa WEXA Al SDR

FIGURE How the Wexa sales development agent works: sourcing, persona tagging, messaging, cadence,
scheduling, review and launch.
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Results

BEFORE /
MEASURE WITH WEXA
WITHOUT WEXA

SDR capacity to book ~40 qualified 4 SDRs 1 SDR supervising
meetings a month the agent

Annual cost of the process $260K $65K

Time to implement the Al solution 4 months 2 weeks

Al build cost (one-time) $192K $7K
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BEFORE /
MEASURE WITH WEXA
WITHOUT WEXA

Al operating cost per year (models, $141K $69K
infrastructure, upkeep, platform)

Total Al cost in year 1 $333K $77K

WITH WEXA

$126K

net annual value to the client after Wexa's
own operating cost

9x 51% $256K

faster to implement lower Al operating cost less Al spend in year 1

v Average monthly qualified meetings rose from 5-6 to 35-40+ within the first
month

Reps reclaimed 75-80% of outreach time for calls and demos

Every inbound inquiry acknowledged within seconds, at any hour
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"Our CRMis no longer just a storage space.lIt's a

growth engine. Wexa reactivated leads we forgot
existed."

HEAD OF HR AND OPERATIONS, CLIENT

Today the client is also a Wexa channel partner for workflow-platform use cases on

Wexa.
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