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Al-Powered Research & Outreach Automation for Financial
Services Firm

Client: Mid-Market Investment Firm

Industry: Financial Services, Private Equity, Investment Banking

Challenge: Scaling deal sourcing and lead engagement without increasing headcount
Solution: Al Research Agents & Al SDR Automation

Impact: 50%+ efficiency gains, 33% increase in lead quality

Executive Summary

A mid-market investment firm specializing in private equity and investment banking
sought to modernize its deal sourcing and lead engagement workflows. The firm
relied on manual research teams and SDRs to identify investment opportunities and
conduct outreach, which was time-consuming and inefficient.

LJA New Media implemented an Al-driven Research & Outreach Automation system,
integrating Al research agents for deal origination and Al SDR automation for
personalized outreach. The result was a 50% reduction in manual research time and a
33% increase in quality engagements.

1. The Challenge: Scaling Deal Sourcing Without Increasing Costs

The firm faced three critical issues:

1.1. Inefficient Research & Lead Prioritization
« The firm’s research analysts manually reviewed investment announcements,
funding rounds, and industry news.
« They used LinkedIn searches to identify potential targets, spending 20+ hours per
week per analyst.
« Many low-value leads entered the CRM, reducing the efficiency of the SDR team.

1.2. SDR Overload & Poor Conversion Rates
« The SDR team manually conducted cold outreach via email and LinkedIn.
« CRM notes were inconsistent, making it difficult to track interactions.
« Qutreach conversion rates were low (~5%), with SDRs spending time on low-
priority leads.

1.3. Lack of Al-Driven Decision Support
« The firm had no predictive analytics to prioritize leads.
« Investment decisions relied on historical intuition, rather than data-driven
insights.
» Leadership wanted to explore Al for automation but lacked technical expertise.
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2. The Solution: Al-Powered Research & SDR Automation

LJA New Media proposed and implemented a three-phase solution to
automate research, prioritize leads, and optimize SDR engagement.

2.1. Al Research Agent for Deal Origination
« Deployed an Al-powered research bot to scrape financial news, LinkedIn funding
announcements, and acquisition trends.
o Integrated Al with CRM solution, automatically enriching profiles with
investment data.
« Implemented an Al ranking system to prioritize Series A/B funded companies
with acquisition potential.

2.2. Al SDR & Outreach Automation
 Al-driven SDR agents personalized cold emails and LinkedIn messages based on
Al research insights.
« Implemented automated CRM updates, ensuring accurate sales notes and
summaries.
« Used Al-based lead scoring to prioritize outreach, improving conversion rates.

2.3. Performance Monitoring & Al Optimization
« Developed a real-time KPI dashboard to track deal sourcing efficiency, outreach
engagement, and Al impact.
 Trained the investment team on Al-assisted decision-making.
« Conducted ongoing Al model optimization based on response data.

3. Key Outcomes & Business Impact

Metric Before Al Implementation After Al Implementation Improvement

Time Spent on 20+ hours/week per 10 hours/week per analyst 50% reduction

Research analyst

Low-Quality Leads in bl% of leads ungualified 80% of leads Al-qualified 33% increase in lead

CEM quality

Response Rate to 5% 7-8% 40-60% increase

Outreach

Manual SDR Effort 5DEs spent 70% of time 5DRs focused 90% on high- Higher efficiency
researching value leads

Close Rate on Al- 10% 13-15% 30-50% increase

Sourced Leads
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4. Lessons Learned & Best Practices

4.1. Al Research Agents Dramatically Reduce Analyst Workload
« Automating deal origination allowed analysts to focus on strategic decisions, not
manual research.
« The Al’s ability to scrape multiple data sources saved 40+ hours per month per
analyst.
4.2. Al SDRs Improve Personalization & Outreach Success
 Al-generated hyper-personalized emails based on real-time financial data
iImproved response rates.
 Al-led CRM automation reduced manual data entry by 80%, improving SDR
efficiency.
4.3. Al Implementation is Most Effective When Integrated with CRM
By integrating Al with the CRM solution, the firm eliminated redundant
workflows.
Al ranked leads based on historical data, ensuring SDRs focused on the right
prospects.

5. Future Al Enhancements for Further ROI

5.1. Al-Driven Predictive Modeling for Investments
« Implement machine learning models to predict M&A potential based on financial
patterns.
5.2. Al-Powered Due Diligence Automation
« Automate contract & legal document review using Al-driven NLP models.
5.3. Scaling Al Across Other Business Functions

« Expand Al automation into portfolio management and investor relations
workflows.

6. Conclusion: Al as a Competitive Advantage

By integrating Al-driven research automation and SDR outreach, the investment firm
achieved:

e 50% reduction in research time
e 40-60% increase in outreach response rates
e 30% increase in deal origination success

Al allowed the firm to scale efficiently without increasing
headcount, positioning it ahead of competitors.



