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PART 1 TL;DR

Shin. Outbound Operator
TL;DR - ONE-LINE SUMMARY
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Shin. Outbound Operator

PROBLEM - WHY MOST OUTBOUND FAILS
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Orchestration > Tools Signals, not Spam Human-in-the-loop
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Shin. Outbound Operator PART 2 FUNNEL

FUNNEL - WEEK 1 ACTUALS
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660 - 410 - 25 - 12
sy 27
410 A= ® Replied 71ZH0IA 1-2%. O] A|[ARI2
6%
A3 + 3-tier 7HRISt + HE|XHE AR AC| Z1},
EFFECTIVE Hf=
® REPLIED . 25 4% - 6% reply 3 6
X
VS INDUSTRY BENCHMARK
1.8% - 48% of
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Shin. Outbound Operator PART 2 SYSTEM MAP
ARCHITECTURE - 18 AGENTS, 5 STAGES
I
SaavYice YITT.
STAGE 01 STAGE 02 STAGE 03 STAGE 04 STAGE 05
SOURCE SCORE CRAFT SEND ROUTE
01 05 08 12 16
ICP Profiler Tier Classifier Research Agent Domain Router Reply Classifier
Firmographic match A/B/C XI5 &F SIA BA RS A 4 warmed domains Positive/obj/O00
02 06 09 13 17
Lead Finder Signal Detector Persona Writer Deliverability Handoff Agent

Apollo + LinkedIn

03

Contact Enricher
Email/phone verify

04

Dedup Guard
CRM cross-check

Hiring, funding, stack

07

Intent Scorer
G2/Capterra/Reddit

Role-specific hook

10

Msg Composer
3-tier personalization

11

QA Reviewer
Tone/claim &%

SPF/DKIM/DMARC ZA|

14

Sequencer
14-day, 5-touch

15
LinkedIn Relay

Multi-channel sync

Slack > M=

18
Nurture Loop

302 = MHE



Shin. Outbound Operator PART 2 ICP & SCORING

ICP - TIER CLASSIFICATION

TIER A - 40% TIER B - 45% TIER C - 15%
Perfect Fit Strong Fit Nurture
e 2tz - Sl ZHE & - ZHEALO[E A|OE ZX| ICP x| - A2 17K - 2F AKX} He ICP &2 &X| - A|lOd gl - 2t
- =& MAst - 24A7F W EE - HIXE Jielst 2E AMEA - & 13 2H= 30 = MHEIE
FIRMOGRAPHIC TECH STACK SIGNAL INTENT
Industry - Size - Geo - Stage BuiltWith - Wappalyzer - Job posts Funding - Hiring - Churn hints G2 pages - Reddit - LinkedIn posts

A
SCORING FORMULA (D 40%
score = fit x signal x intent ¢ (D 45%
M| £0| 2= /0{0F Tier A. SHLIEIE tHX|H B 0|3} C 15%
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Shin. Outbound Operator PART 2 ENGAGEMENT

ENGAGEMENT - SIGNAL DETECTION

E0['S0]
7Hz| 20t Z L.

X|2 LQE 7H5 40| ECH= A5t U 2|02 BHLICH A|TH0| E2H, HAIX/E HHEY &,
SIGNAL 01 SIGNAL 02 SIGNAL 03 SIGNAL 04
Hiring Funding Tech Change Intent
Bl HZ S = E/ZE2NA £ Series A/B 2t= & 60¥0| == E} ZHAL O[S, Al =21, G2 H| H|O|X| &F, Reddit &

Job board + LinkedIn A7H.

EXAMPLE - TIER A Ez2[H ZH

10:04 Company X, Series A &4E
10:06 Signal Detector ZX| - Tier A 4
10:18 3-layer 7215} M - QA St

D+1 LS - BHE =4 (YA ] 3.2x)
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Crunchbase EZ2|#A.

BuiltWith/Wappalyzer FZt diff.

3rd-party intent H|O|E.

SIGNAL WEIGHT - REPLY IMPACT

Funding
Hiring
Tech Change

Intent

Vs. no-signal baseline

- ARCHITECTURE

4.1x
2.8x
2.2x

1.6x

ENGAGEMENT



Shin. Outbound Operator PART 3 PERSONALIZATION

PERSONALIZATION - 3-TIER SYSTEM

°
LAYER 01 - ACCOUNT LAYER 02 - ROLE LAYER 03 - MOMENT
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Shin. Outbound Operator

SEQUENCE - 14 DAYS, 5 TOUCHES,

O
At

2 CHANNELS
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PART 3 SEQUENCE
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O L.

CHelE & 6608 dEe2 HiS7tsd RXI.

EmailZt LinkedInO| M2 €11 Q0| 5

HE X

|. BE[EX[2] TImt 2ofn].

DAY CHANNEL TOUCH o E REPLY WEIGHT

‘ D+0 Email Cold intro - 3 layers 7li¢ls} S|4 38%
D+2 LinkedIn Connection + ZHE QA EX gl -
D+4 Email Bump — CtE ZI=2| hook Zte Tt 28%
D+7 Email Value drop — Z2 2laa &3 2z 18%
D+11 LinkedIn DM — zIZ A3 Qg S 11%
D+14  Email Breakup — ¥Zst OtFE] + MBS Jts - 5%

A 91 A 92 A 03

Domain Rotation Multi-channel Sync Auto-pause

OO0Q, 0|Z], 0|0 B& Al A|EA ZAHX|. MEZ=7FHAIXKIE = H HL= &
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Shin. Outbound Operator PART 3 NURTURING

NURTURING - THE OTHER 94%

EIAF it 94%,
07| A AHtO| LIZLLCT.

X2 of=lar ¥el5| of=l2 CHEL|Ct Nurture LoopZt 30Y! 7|2 YT IIEL|Ct,

LOOP A - CONTENT DRIP LOOP B - SIGNAL RE-TRIGGER

o = = — ~
213, 5& = 2la A Z2'H0] ChA| E£H SA| 57
T2 case study - ZYYT - MA2|AE. B} 0K 2| FH, S AIE, B WE, ZYA Ol — Tier AR 743} 24412 Li TS,

Open rate 48% - Click 12% -+ Re-engage 9% Re-enter rate 14% - Reply rate 11% (& T= oidl 1.8H4)

o]
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Week 12| O/E!
1245 44

2 O|Z nurture AfOIZ0f| A [SESHEl 2| ERISLICE &, A|AEIS| 2| 2ot= A F71 OfL[2t & H FRE =4Ho =2 LUt
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Shin. Outbound Operator PART 3 HANDOFF

HANDOFF - FROM SYSTEM TO HUMAN

|:I-Jtl-()| Ql:ﬂ
0% Otol| ML Zofj| HZLiC

( ( (
81 CLASSIFY 82 ENRICH 83 ROUTE
Reply &7 WH2f gof Slack + CRM
Positive - Objection - Referral - OO0 - Unsubscribe. O|F AEA, SIALHE ER|H A|OES St EECR Q9. Slack DM + CRM A}F CI|0|E + AZIH 23, MY2= SEh HL T
GPT-4 + rule-based 3t0|22|E. MIZ=7} 5z0] e,

k k k

SAMPLE SLACK MESSAGE

@ POSITIVE REPLY - Jane Kim - Head of Growth - Company X
Trigger: Series A 2X (D+3) - Sent: D+7 bump
Reply: "S0|EHL. CE F 3Q¥ 2% MM

- calendar.com/shin/25min -+ CRM updated - 7 prior touches

MEDIAN LATENCY CLASSIFICATION ACC. CTX TO SALES MEETING CVR

28 94 5 a2

EF&F $41 5 Slack 22 Positive/Obj/000 XS 25 22} Tiofoll Zals ARt Positive &% > &M 0/8



Shin. Outbound Operator

STACK - TOOLS & MONTHLY COST

$338° % =0l/H=

217} AEH
= L = o

LAYER TOOL MONTHLY
Data Apollo - Clay $149
Sending Smartlead (4 domains) $39
LinkedIn HeyReach $79
Signal LinkedIn Sales Nav $99
AT OpenAI API (agents) $40
Glue n8n - Make - Airtable $29
CRM HubSpot Free $0
Total (tools-only) $338

PART 4

off o 71217}

Zt = A M + CHA| 7HsSt 2o 2 T2, EX vendor lock-in0] §IE= A7,

Juk

E

e

Lot — vVC= AEM

Outreach + ZoomInfo + 6sense = & $4,500+. Z2 A0S LM 138} M 2ETL =XY st

1 2,6405 - 10,00052 % Z i =021 474 7} (+$60) - Clay credits (+$150) &==. M3O0| o}l 238 St
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Shin. Outbound Operator PART 4 RESULTS

RESULTS - WEEK 1 ACTUALS - 2026-04-20 ~ 04-26

o = AL A —
of =& A/l ==X=2 Ri=olH

AL O
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|
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Shin. Outbound Operator

PART 4 UNIT ECONOMICS
UNIT ECONOMICS - NO HIDDEN COSTS
Ilu O-I|] C=7
] .
=7 |= = 24 210
Tools-only Breakdown All-in (Shin AJZt Z8t)
Total monthly tools $338 Tools $338
: Monthly meetings (median) 11 Shin - 40h @ $60 $2,400
Cost per Meeting $30 Total $2,738
+ Monthly meetings 11
AABIO| marginal cost. 28Xt A|ZHS H|Q[et &4 £ H|E.
All-in Cost per Meeting $249
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Shin. Outbound Operator PART 4 BEFORE / AFTER

BEFORE / AFTER - WHERE THE TIME GOES

22 40A)ZL
25| LHE =

°
BEFORE - SDR & 19 AFTER - SHIN AlAH
= 40AIZte] St = 40AIZte] St}
2E Y (=S 20h AAR DLIEE . /Y 6h
of| A| X| = 10h Tier A& & 8h
(.
2% . CRM 7h | cist - 0]E 26h
.
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thst Az %
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Shin. Outbound Operator

ABOUT - WHO I AM

X= SDRO| OpAL|C}.
Outbound Operator@iL|LC}.

Z2 7H| 2= AHEO| OfL2,
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B2B SaaS outbound - 37 AEIEY

- =70 S5&X F1

I

02 18 Agents
Y MA - 29 - B

£y > MY=I}HY=0|zt 7

o3 Ship mindset
Qieist MEFHLCI S0l7H= A|AEIS DI

M= =5/0] HL gicHs ) OfLl2

MEZ7FMIEZTE Z/Z5F 5+ 2

os  Solo Operator
SDR &l gl0| 2Xt =2 ESAEH njo|=2}Ql

o5  Full-stack GTM
ICP - Alad - 71| - £7 . HEQTT}X|

5> AXIE Wslm, TS N HSBCL.

o= 20 AL,

PART 5

ABOUT



Shin. Outbound Operator

FOR IMWEB - WHY THIS MATTERS NOW

2l imweb,
el X[=QI7r.

FIT 01 - MARKET

7{HA SMBE= outboundoi| £|X

ICP7} Heh(2etel 2] - 32[0|0[E] E/E)
i

A2E0l SR (ME - 2E0 JHE - ZH|¢S)

A

"imweb?2| Growth ZZ10j| 0] A|A

Mot g = A

rir

PART 5
FIT 62 - PRODUCT FIT 03 - STAGE
imweb?2| Al AE2|o} HEH Lean GTMO| X}10] £|= AIH
A7} ol YstChs T2EE HAXIS GTM Tto|Zatel X0l &8, X2 Ale Al2"lo] 14 § =2|2 S0te. VCE A £ e ofel.

A SDRE gi0[1-282= & 40-60 0|2 Btz A[AHR] MY

=7{n B ICP/AI2EE imweb 12470 & XA A
—

A e
C  Growth B0 2 L5l O|F (EM + CHA|EE)
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Shin. Outbound Operator

90-DAY PLAN - FIRST QUARTER ROADMAP

3190¢,

30

S =l7 2
FAS5I 7

9&
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0{E2| =1

PART 5

90-DAY PLAN

DAYS 1-30 - FOUNDATION

AR O]

e imweb ICP XMZAEZ2| - Tier A/B/C

o ORI 474 warming - &4 7|gt A=
o X AIEAEF - 300 2= H|E}
DELIVER - X 0|2 5-87

Success Metric - Day 90.
¥ 30+ qualified meetings

CPM $60 05, & 2HO| Lif =5 §l0] 2 7t

DAYS 31-60 - SCALE

s} S

e 22000+ 2|= Xz| - CPM $50 0|5t
o A0 AA BT (PG AS - AEQ O[HIE)

e nurture loop 7t - 52| A2+ T
DELIVER - & 15-20 O/

JAl: 210 DO OIE Al HH| 2R,

DAYS 61-906 - HANDOVER

Elo = Fo|

o CHA|EE .SOP - E8 2ZAM3}
e Growth & 1-2H 2H%

e Ct2 27| OKR MIE
DELIVER - & x® + & 30+ 0|8



FINAL

Shin. Outbound Operator

NEXT STEP

A8 2o{=8|ZsL T imweb ERZU HEO|O| E[AES #11,
5320 et 7HQlst O| Y =OMIHA| — A|AHS| ZUES =20l A.

-

EMAIL ON-SITE INTERVIEW RECOMMENDED - LIVE DEMO

t68632899@gmail.com

ERll 2| 2E + JiQlel o2

imweb RI|A HIZ




Shin. Outbound Operator

APPENDIX - FAQ & REFERENCES

Q1. Emelo =SHILAE E[H?

47l warmed =0 Q! rotation + deliverability agent”| Oi& SPF/DKIM/DMARC H|3. 2X| =0[el2 Xt= A, of|H|
EHRIoE Al AR

Q3. AI 20| E[LIX] §LtR?

A

QA Reviewer agent’| tone + claim& ®|25t1, Tier A= AFRIO| HIEA| 24, BFEME 6% E| LIX| Z=Cte| A
S7{LICk

Q5. CIE ol H=z 2Y Jtsstite?

7|

i

Day 900 dashboard + SOP + E5= €74 EZLICt Growth & 1-2%0| Lf =3 ¢10| 2Yst= 40| o

O

Q7. ICP7I Hi¥™ xjAlel HE22?

ICP Profiler - Tier Classifier - Persona Writer 37f Of|O|MEQS| ZTEZED x|, E4F 3-5L. 7|& AIEA - 02l .
QlZat= OCHE et E.

Q9. ZWA oful xue?

Apollo - Clay - Smartlead 22 =2 171 2{|0[0{0]| S{{=HfL|Ct. L A|ARIZ 5-stage x 18-agent 27| AE2|[0|M KA.
o

£S X 1, ES0| & st BHEL T

FINAL APPENDIX

Q2. GDPR / K-ISMSE?

B2B outbound - legitimate interest + easy opt-out 2. st=2 FHS AL A1 FEHI| Ot Hete =2 4.

THEE 1-click 2H.

Q4. 9/Z35l= VENDOR LOCK-IN?

ZH H|0|0= Z|A 27H CHR|XH S 2HZ. 0f]: Smartlead ¢ Instantly, Apollo ¢ Clay. A& x| A| Zt0|=Z2}Ql CIRE 1Y
O|LH.
Q6. SHINO| ML®?
00| E = imweb AE 7|8t 2 M3}l n8n/Make workflow. HIE A|2F Ho| imweb. &, LH7} OFl A|AEIO|
E.%LIEL
Q8. EHIEE 6%7t X& Itsstit?
Week 1 &=, #Y L2 20| & +2% HE 0o|Ar. Signal Detector?t OiE M triggerE &0} new angles 38 —
S&E decayol CHet 1A CH 3.
Qi1e. A ALZ[E?
7t 71& 2 2|A3. Week 22| Tier A EHEE <3%M ICP MA2| MSZE X5 flag. AIE =70 ZX|5H=



