{ Back

Al SEO Audit Report Workflow ~#

Builder Settings Enrollment History Execution Logs

Trigger

’ Form Submitted
SEO Audit Request Form

+
v

’ Add Tag
Add Tag: SEO Audit Requested
|
+
.

Create Opportunity
9 Pipeline: SEO Audit Pipeline
Stage: Audit Requested

+
-

‘ Send Internal Notification
- Notify Team (New SEO Audit Request)

+
*

@ Wait
Wait 2 Minutes
+
-

Al Action

+ Generate SEO Audit Report
(Al SEQ Audit)

1
+
]

K

Send SEO Audit Report
(With CTA to Book a Call)

|
+
¥

e Update Opportunity
Stage: Audit Report Sent

|
+
-

D End
Workflow Ends

|
{
{ Send Emil
|
|



Payment Reminder Workflow

! 4

Automated reminders for overdue payments

Trigger
Payment Failed / Invoice Overdue

(via Stripe / Manual Update)

I
+
I

Wait
Wait 1 Hour

Send Email
Payment Reminder Email #1
(Friendly Reminder)

|

Wait
Wait 1 Day

If / Else
Has Payment Been Made?

n Send SMS

Payment Reminder SMS
® Wait

Wait 2 Days

v

_< If / Else :
Has Payment Been Made? D

e e e e I syl St e g e e i "l o S

| No ]
Send Email : ®
E Final Payment Reminder Q£

(Action Required)

|

v

Notify User E C]
‘ Notify Internal Team

(Payment Overdue)

Update Contact
Tag: Payment Received

l

End :
Workflow Ends

Update Contact
Tag: Payment Received

!

Add Tag
Tag: Paid

End

Workflow Ends
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Back

Builder

| Solid Intent (Strong) |

+

L4

o, Add to Audience
a@™  Add to Email List
{Is the intent Leads)

= =

‘ Update Contact
Tag: Nurture

|
+

L3
Move to Main Pipeline

n Stage: New Lead

{Main Pipeline)

|
+

° End Workflow
End

Lead Intent Workflow 2

Settings Enrollment History Execution Lags

Trigger :
&=+ New Contact
(Form Submission, Chat, FB Lead, etc.)

+
.

Send Form

E Send: Intent Qualification Form
(Understand Their Needs)

+
v

Wait :
@ Wait 1 Day

+

Al / Conditional §
8% '
. : Analyze Intent
{Is the intent strong?)

i
i
|
Ty Py S L W Y 8 i

—%
)

P {
| Weak Intent |

+

: Send Email :
Send: Low Intent Nurture Email
(Educational / Value)

&

+

‘ Update Contact
Tag: Low Intent

@ Wait :
Wait 3 Days

Al [/ Conditional :

+f. Re-check Intent
(Is intent now strang?)
e i S — ;
- \
Now Strong | Still Weak |
+ +
M
r
}:{ Add to Audience _ 3 Send Email
A"’ ove o :"“;’““’”‘L'SL B sena: Additional Nurture
dd to Main Pipeline (Low Intent)
|
+
¥ v
‘ Update Contact H Wait
Tag: Murt ;
TR @ Wait 5 Days
+
v +
-

Maove to Main Pipeline
a3 End Workflow

Stage: New Lead

End

I
+
¥

o End Workflow
End
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Appointment Booking & No-Show Prevention Workflow 7

Builder

s)

Settings

L 4

&

K

Enrollment History

Trigger

Appointment Booked / Form Submitted
(Booking Form / Calendar / Webchat)

+

+

Create Opportunity
Pipeline: Appointments Pipeline
Stage: Appeintment Booked

+

Assign Contact Owner

Assign to Assigned User / Round Robin

+

Send Email

Appointment Confirmation Email

{With Details & Instructions)

+
Send SMS
Appointment Confirmation SMS
{With Date, Time & Location)

+

Wait
Wait 24 Hours

-

Send Email
Appointment Reminder Email
(24-Hour Reminder)

I
+

Wait Until
2 Hours Before Appointment

+

Send SMS

Final Appointment Reminder SMS

(2=-Hour Reminder)

If / Else
How did the appointment go?
(Check Appointment Status)

Execution Logs

Send Email
Thank You Email
{We appreciate your business!)
+
i
Request Review
Send Google Review Request
(Collect Feedback)
+
.
End
Workflow Ends

Mowve Opportunity
Pipeline: No Show Pipeline
Stage: No Show

+
H
Send SMS
We Missed You! Let's Reschedule
(Rabooking SMS)
i
'
Notify User
Motify Assigned User
(About Na Show)
4
Wait
Wait 1 Day
}
+
'
Send Email

We Missed You! Let’s Reschedule
[Rebooking Email)
+

End
Workflow Ends

Active O
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Lead Nurture Workflow Z

Nurture new leads and convert them into appointments

Builder

’

o

K

&

K

| Yes - Appointment Booked |

+
v

Update Opportunity

Stage: Appointment Booked
+
v

Send Email

Confirmation Email

(Appointmant Confirmed!)

+

*

Add Tag
Tag: Hot Lead

1
+
L3

End
Waorkflow Ends

Settings

Enrollment History

Trigger
Form Submitted / New Lead

{Website Form, FB Lead Ad, Chat, etc.)

+
®

Create Opportunity
Fipeline: New Leads
Stage: New Lead

Send Email
Email 1; Welcome Email
(Thanks for reaching out!)
I
*
¥
Send SMS
Welcome SMS
(We got your request!)
1

+
v
Wait
Wait 1 Day
I
+
v
Sond Email

Email 2: Educational Email
(Helpful tips / Valuable content)

+

L3
Wait
Wait 2 Days
i
¥+
v
Send Email

Email 3: Case Study / Success Story
(See how we helped others)

+

b 4
‘Wait
Wait 2 Days

+
Send EMS

Testimonial / Social Proof
{What our clients say)

+
L
i / Elso
Has the lead booked an appointment?

(Check Custom Value: Appointmant Bookaed)

Execution Logs

e ———|p——————
| Mo - No Appointment Yat J

+

¥

Send Email H
Email 4: Limited Offer / Special Value
(Exclusive offer for you!)

+
-
Wait H
Wait 2 Days
o
v
Sond SMS

Friendly Follow-up SMS
(Still have questions?)

4y
Create Task 8
Follow up with lead
{For Sales Rep)
y
.
Add to Campaign §
Move to Long-tarm Nurture Campaign
+
¥
End i

Workflow Ends

Active D



¢ Back Google Review Request Workflow ~

Automatically request Google reviews from happy customers

Active ()

Builder Settings Enroliment History Execution Logs

Trigger :
’ Job Completed f Service Completed
{Pipeline Stage / Form / Manual Trigger)

+

L}

@ Wait H
Wait 2 Hours

a

Send SMS H
u Thank You SMS
(Thank the customer for their business!)
+
-
Send Email :

Review Request Email #1
{Includes Google Review Link)

4

+

L}

® Wait :
Wait 2 Days

-

If / Else :
_<: Has the contact submitted a review?
(Check Custom Value: Review Submitted)

Yes - Review Submitted |

[ Ne - Review Not Submitted

+ +
4 '

o Send SMS i
‘ ag . n Review Reminder SMS
Tag: Left Google Review (Friendly reminder to leave a review)
) +
- v

Add to Campaign ® Waft :
! Maove to Happy Customers Wait 3 Days

Campaign
§ +
1 ¥
+
v Send Email :
Tl Review Request Email #2
End : z
D (Final gentle reminder)
Warkflow Ends
+
v
® Wait :
Wait 2 Days
+

If / Else :

'< Has the contact submitted a review?
(Check Custom Value: Review Submitted)

- i . e - -
Yes - Review Submitted | No - Review Mot Submitted J
Nl iblant e )
|
+ +
. +
‘ Add Tag ® Motify Team
) R Intarnal Motification
Tag: Left Google Review
: (Foliow up manually)
+ i
. y
? Add to Campaign D End
Move to Happy Customers Workllow Ends
Campaign
+

D End
Workflow Ends
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Client Onboarding Automation ¢
Automate the onboarding process for new clients after payment

Builder

Eo

Settings

Enrollment History

Trigger
Payment Received
{Stripe / PayPal / Manual)

+

Create Opportunity
Add to Pipeline: Onboarding
Stage: Payment Received

+

Assign Contact Owner
Assign to Account Manager
*

Send Email
Welcome Email
{Thank you for joining!)

+
.
Send SMS
Welcoma SMS
(We're excited to work with you')
+
v
Wait
Wait 1 Day
i
*
v
Send Form
Onboarding QGuestionnaire

(Collect business & project details)

+
¥

Create Tasks

Create Internal Tasks for the Team

(Design, Setup, Content, etc.)

+*

v

Assign Team Members

Assign tasks to relevant team members

+
Send Calendar Link
Schedule Kickoff Call
(Book your onboarding call)

*

v
Wait Until
Form Submitted

It / Else

Has the onboarding form been submitted?

Execution Logs

| Yos - Farm Submitted
+

H

Notify Team

Motify Taam

(Client is ready for onboarding)
+

N

Move Opportunity

Move to Pipaling

Stage: Onboarding In Progress
+

v
Add Tag H
Tag: Onboarded

+

.
Send Email
Next Stops Email
(Hare's what happens next)

+

End
Workflow Ends

&

i 5
| Ne - Form Not Submitted |

+

B
Send SMS Reminder
Friendly reminder to complete
the onboarding form

+

¥
Wait
Wait 2 Days

+

v
Send Email Reminder
Reminder Email

(Piease complete your cnboarding farm)

+

¥
Wait
Wait 3 Days

Motify User
Motify Account Manager
{Client hasn't completed the form)

+

End
Workflow Ends

sa

Active D
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il
©]
A%
-
(o e
+
Move Opportunity

Mowe to Pipeline
Stage: Won / Customer

4

w

Add Tag
Tag: Wan

End
Workflow Ends

Quote / Proposal Follow-up Workflow #

Follow up with leads after sending quotes or proposals

Builder

© @

Ki

Yes - Proposal Openad |

+
[J

Motify Sales Rep

Internal Notification

(Lead is engaging with proposal)
+

Wait
Wait 7 Days

Create Task

Call the lead

[High Intent = Call Follow-up)
+

i/ Eise
Was the proposal accepted?
(Check Opportunity Status)

| Declined / Lot ]
+
Send Emiail
E Sorry to hear that | Wes - Replied
(Feadback Requast) <
+
: v
Create Task [y Notify Sales Rep
ﬂ Follow up for feedback aE),  Lead Replied

{Improve & Leamn)

+
v

End

Settings

Workflow Ends

Enrollment History

Trigger

Proposal / Quote Sent

(Fipeline Stage / Manual Trigger)
*

Update Opportunity
Stage: Proposal Sent
Add Tag: Proposal Sent

+
Wait
Wait 2 Days

2

L
Send Email

Follow=-up Email #1
(Checking in on the proposal}

v
Wait
Wait 1 Day

&
Send SMS

Friendly SMS Reminder
(Just following up)

*
'

I/ Else

Has the proposal been opened?
(Check Custom Value: Proposal Opened)

+

v

End

Execution Logs

(Take over & continue)

Workflow Ends

| No - Not Openad |
3
'
Send Email
Follow=up Email #2
(Re-sonding proposal + benefits)
+

v

Wait

Wait 3 Days
+

Y
Send SMS
Final SMS Reminder
(Last chock-in &)

+

Wait
Wait 2 Days
+

I/ Else
Any Response Recaived?
(Check Contact Activity)

Active D

| No - Ne Response

+

Move Opportunity
Move 1o Pipeline

Stage: Lost / No Response

+

Send Email

‘We'll keep in touch

(Stay in the loop)

+

End
Workflow Ends



< Back to Workflows

Builder
Y;s
T
+
L
Internal Notification :

= Notify Team
Send notification to assigned user

I
+*
I
Add to Calendar H
Book Appointment
Share calendar link or
book instantly in GHL

I

+

'
Add to Pipeline )
Move to Pipeline
Stage: Hot Lead

I
+
I

Nurture Message

Send helplul resource
or more info
[
+
L
Wait
Wait 1 Day

I
+
I

Send WhatsApp Moessage :
Follow Up Message

Automated follow-up

message

m I
L &

END

100%

Settings

Enrollment History

Trigger i
New Lead Captured
Form Submitted
I
+
1
Send WhatsApp Message :
Welcome Message
Instant welcome & set expectations
i

+
1

Add Tag i
WhatsApp Lead

|

+

1
Ask Guestion 3
Qualification Questions
What are you looking for?
Budget range?

WhatsApp Automation Workflow #

Execution Logs

Timeline?
|
+
|
Cendition :
Lead Qualified?
Check contact response and score
JL
)
+
L ]
g Sond WhatsApp Message H
MNurture Message
Send helpful resource
or more info
1
+
1
@ Wait H
Wait 1 Day
1
+
1
n Send WhatsApp Message H
Follow Up Message
Check in & follow up
[}
+
1
59}’ Condition H
Interested?
Check angagement
and responses
c ) )
[Cves ] [(No ]
== A
+ +
' L
s==  Addto Pipeline H ®s Add to Campaign
#== Move to Sales Pipeline MNurture Campaign
Stage: Hot Lead Add to long-term
nurture sequence
I
5 ]
L *
. L}
7 Send Email s
Send Proposal / @ Wait
Next Steps Wit 14 Days
Send proposal, pricing T
or naxt steps +
|
|
+ g Send WhatsApp Message
| Re-ongago Message
END

Send re-engagement
message

END

® Saved

Active D



< Back to Workflows

=

i

Pal

Lead Qualification Workflow ¢

Builder Settings Enrollment History Execution Logs
Trigger H
o New Lead Submitted
Form Submitted
|
+
|
e Create / Update Contact
Save or update lead info
|
+
|
o Update Contact Field H
Save submitted data to
custom fields
|
+*
|
) Condition H
6! b Lead Qualified?
Based on form responses
el
Ly | [ No ]
+ +
Add to Pipeline H 3= Addto PFipeline
Move to Pipeline "= Move to Pipeline
Stage: Qualified Lead Stage: Nurture / Follow Up
| |
o +
| |
Send SMS H Q Send SMS
Qualified SM3 Follow-Up Murture SMS Follow-Up
Send relevant text follow-up Send relevant text follow-up
] |
+ +
I |
Send Email H a7, Sond Email
Qualified Email Follow-Up =] Nurture Email Follow-Up
Send relevant email follow-up Send relevant email fellow-up
[
+
[
Create Opportunity H
Create Sales Opportunity
[}
+
[
Book Appointment H
Trigger Appointment Booking
I
+
I
Condition H
Lead Replied? «

Check for responze

A

E

¥ +
Stop Follow-Up i Candition H
Remove from messaging Appointment Booked?
saguance Check booking status
% A
END )

=l

e )
T
+
Stop Follow-Up

Remeove from messaging
sequence

+
END

@ saved

Active c



