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Single Call Action Analysis

Call Summary

Call ID: Call-012

Rep: Rep 2

Prospect: Prospect F

Type [ Stage: Discovery [ Early
Length: 34:18

Momentum Insights
Emotilens

Analysis date: [Analysis Date]
Rep: Rep 2

Call type: Discovery

Call length: 34:18

Version: 1.0

Call Goal (from rep input): Set next step (demo)

One-Line Takeaway

Primary leverage point: shorten the early pitch and pull the prospect into the conversation by
minute 4.

Note: This output is designed to guide coaching. It highlights where momentum shifted,

not why a deal did or didn't close.

Moments That Matter

e Engagement Drop: 04:05-05:10 [link]
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Next Step Stall: 31:55-33:40 [link]
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Momentum Insights
Emotilens

Momentum Shift Details

Engagement Drop After Value Statement
e Timestamp: 04:05-05:10

e Signal: Prospect engagement declines shortly after the rep’s first value statement; longer
silences and lower vocal energy follow.

e Likely cause: Rep stayed in pitch mode too long before eliciting the prospect’s context.

Tension Spike on Qualification Question
e Timestamp: 12:40-13:25

e Signal: Prospect tension rises when asked about budget or authority; rep tone becomes
slightly defensive.

e Likely cause: The question landed as screening rather than collaborative planning.

Weak Next Step Framing
¢ Timestamp: 31:55-33:40

¢ Signal: Momentum drops during wrap-up; prospect commitment stays vague (e.g., “send
info,” “maybe next week").

* Likely cause: Next step wasn't framed as mutually beneficial with a clear time-box.

Coaching Actions
Action 1 (Recommended): Shorten Pitch - Ask a Diagnostic Question Faster
Try this transition immediately after the first value statement (around minute 4):

o "Before | go deeper, can | ask—what’s driving you to look at this now?”

e “What have you tried so far, and what's been frustrating?”

Action 2: Reframe Qualification as Planning

Instead of asking, “Do you have budget?” try:

e "If we find this is a fit, how do you usually think about budgeting for something like this?"

e “Who else tends to weigh in when teams evaluate this?”
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Emotilens

Action 3: Convert Wrap-Up Into a Commitment

At the first sign of vagueness near the end of the call:

e "What would make the next step actually useful for you?"

e "If we do a demo, who else should be there so we don’t repeat steps?”
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