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Outbound Automation and Tools 

Executing outbound marketing and ABM campaigns, especially in a scalable way for a SaaS 
business, requires the right tools. There is a lot of softwares to find prospects, manage 
outreach sequences, track interactions, and generally make outbound efforts more efficient 
and data-driven. In this video, we’ll examine essential outbound tools and discuss best 
practices for using automation while preserving personalized communication.  

Essential Outbound Tools for SaaS 

 

A customer relationship management or CRM system is the central hub for tracking 
prospects, leads, and customers. This system is where you store your target account lists, 
individual contacts, and log all touchpoints like calls, emails, and meetings. Popular CRM 
platforms in SaaS include Salesforce, HubSpot CRM, Pipedrive, or Zoho. The choice often 
depends on company size and complexity. Salesforce is dominant for larger B2B markets, 
whereas HubSpot CRM is popular with growing startups.  

The CRM ensures that sales reps don’t accidentally duplicate efforts, and it provides a 
historical timeline of interactions for each prospect. This is vital for personalization because 
you don’t want to ask the same prospect for a meeting if your colleague already did 
yesterday. CRM also allows you to set reminders, track pipeline stages, and measure 
conversion rates through the outbound funnel. For ABM specifically, many CRMs allow 
tagging accounts as “ABM target” and even tracking account-level engagement. 
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Next, there are automation tools like Outreach.io, Salesloft, Apollo.io, and Yesware. These 
are designed to help automate and manage outbound communications at scale. They 
typically allow you to create a scheduled series of touchpoints and then enroll contacts into 
these sequences. 

The platform will then send the emails on schedule and remind representatives to make the 
calls or manual steps. The benefit is huge efficiency gains. These tools often integrate with 
the CRM and with email clients and phones. 

Outreach.io and Salesloft are two leaders in this category. They also provide analytics – 
open rates, reply rates per template, etc., which help refine messaging. Using such a 
platform can save sales representatives about 25% of their time on administrative tasks​. 
That means more time actually engaging with prospects. ​
forecastio.ai 

They also ensure consistency – new team members can use proven templates. 

However, these tools must be used wisely – it’s easy to over-automate and blast 
impersonal emails which can lead to low response or being marked spam. The best practice 
is to use the platform’s capabilities to automate the timing and logging but still require 
personalization in each message.  

For instance, Salesloft allows “dynamic fields” and snippets so you can insert a custom 
sentence for each email while the rest is templated. Additionally, some engagement 
platforms now have AI features to suggest the best send times or provide suggestions 
based on news about the prospect. They also often include dialers for efficient calling and 
voicemail drop, task management, and sometimes social integration.  

 

Next, LinkedIn is invaluable for B2B prospecting. Sales Navigator is LinkedIn’s premium 
tool that allows advanced search and filtering of the network. It is used to build lead lists 
and to gather insights on prospects and accounts. It provides features like lead 
recommendations, account updates, and the ability to save leads/accounts for tracking. 

One powerful aspect is using it for “social selling” – connecting with prospects, sending 
LinkedIn messages to those outside your network, and engaging with their content. 
LinkedIn is where many decision-makers are active, and a personal message or connection 
request can sometimes break through where emails fail.  

https://forecastio.ai/blog/best-sales-engagement-software#:~:text=14%20Best%20Sales%20Engagement%20Software,5%2F5


Considering that approximately 80% of B2B social media leads come from LinkedIn​, it’s 
clearly the platform of choice for B2B outreach. ​
cognism.com 

LinkedIn Sales Navigator helps outbound representatives tap into that effectively. For 
example, you might send a brief connection note referencing something the prospect 
posted or just to introduce themselves as being in the same industry network. Once 
connected, that your future messages have a higher chance of being seen than cold emails 
might. 

Also, LinkedIn is a rich data source. You can see if a prospect has been active, find mutual 
connections, or learn from the prospect’s profile about their background and interests to 
tailor messaging. LinkedIn can be used to run extremely targeted ads or Sponsored InMail 
campaigns just to specific job titles at target accounts. It’s expensive per click but can be 
worth it for high-value accounts.  

 

Then we have data and intelligence tools. These include databases and enrichment tools 
like ZoomInfo, Cognism, Clearbit, Lusha, and Bombora. These tools serve several 
important purposes in B2B marketing and sales. 

First, they help you find contact information for prospects you've identified, such as 
obtaining a business email address when you only have a name from LinkedIn. In addition, 
they provide valuable company-level data, including firmographic details like revenue, 
industry classification, and employee count, as well as organizational charts. Some 
platforms also offer technographic insights, revealing what technologies a company uses. 
For example, whether they rely on AWS or a specific CRM system, which tools like 
ZoomInfo and Clearbit can uncover. More advanced tools, or dedicated platforms like 
Bombora, can even supply intent data, which indicates when a company is actively 
researching specific keywords or topics. This helpy you prioritize leads that are more likely 
to be receptive at that moment. 

https://www.cognism.com/blog/linkedin-statistics#:~:text=Cognism%20www,44


 

Marketing automation using HubSpot, Marketo, or Pardot is useful in ABM too. For instance, 
you might set up an automated email workflow that nurtures a cold outbound lead if they 
download a gated asset. Or use it to send tailored content to an account once they engage.  

Additionally, for retargeting ads, tools like Google Ads, Meta Ads, or specialized ABM ad 
platforms such as Demandbase and RollWorks are used to keep your brand in front of 
outbound leads who visited your site. These require integration with your site and possibly 
uploading a list of target companies or contacts to match.  

So the essential toolkit contains a CRM system that is the core, a sales engagement 
platform, LinkedIn Sales Navigator, data enrichment tools, tools for advertisement. With 
these, even a small SaaS team can punch above its weight in outbound reach. 
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