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Scaling client outreach

From manual prospecting to an Al-assisted pipeline
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The problem

Demand grows every year. Outreach doesn't.

Problem Experiment Solution



THE PROBLEM

Magelli already works — at scale

200+ 300K 4.8

0 S

student impact hours
client projects a year client satisfaction

Sources: Gies Experiential Learning page; Gies News, May 2019; Poets&Quants, Mar 2020 (n = 125 clients)

of clients would
come back



THE PROBLEM

More students, more clients needed

Undergrads

3,112

Fall '23

3,329

Fall '25

-

\.

First-years

625

Fall '23

661

Fall '24

\

787

Fall '25

901

Fall '26

Fall '26 class hits client projects in 2 years

J

100% of Gies undergrads do a client project — every new student needs one

Acceptance rate

24.2%

2023

23.1%

2024

20.9%

2025

Sources: UIUC 10th-day first-year reports (Fall 2024, 2026); Gies enrollment snapshots (Fall 2023, 2025); Poets&Quants; Chicagoland Chamber. %

calculated.



THE PROBLEM

How a client comes in today

THE BOTTLENECK or
Re-contacted by hand One message at a time

MANUAL - @ Returning client ® Social outreach

e —

N N N e

STRUCTURED - ALREADY WORKS

Fills form Salesforce Call Approve Onboarded
Project proposal Logged Scoping call Client approved Signed Project starts

Everything hinges on step one: getting the form filled.



THE PROBLEM

Where staff time goes

O AN S
Repetitive Dropped Scattered

Context split across DMs,

Same pitch, rewritten per Follow-ups slip in busy weeks
inbox, Salesforce

company

IOOS Of hours spent by the team end to end every winter — and more every summer




Students scale every year.
Outreach doesn't.

Finding clients is still done by hand, one message at a time.



The experiment

We built Magelli Force. Here’s what it taught us.

Problem Experiment Solution



THE EXPERIMENT

Salesforce isn't automation

MESSY: HOW WORK HAPPENS

E | s \
 Inbox SPreadsheets

| | salesforce

: - )
i DMs Sticky notes

i | ENCODES

E Someone's memory ' \ Y,

_______________________________________

|t standardizes messy work into a system. It doesn't invent the work.

v

Vv

STANDARD: ONE SYSTEM

Accounts & contacts
Pipeline stages
Owners & next steps

Full activity history



THE EXPERIMENT

What we built: Magelli Force

Magelli Force & Report

Dashboard e Client Scoping a Charlie @ Wiki e Search @ Settings

AAGELLI AM v
88 id 2d 7d 30d Al Last - 30 + days Admin
(==}
© Prooram overview Command Center

"M
B eccutiveintake 12 o,
0 0 0.0%

B somoromt o v Salesforce substitute

Student Project... 0

Past-project archive

search— Scoping, wiki, search

Outreach activity Reply funnel
Sent, opened, link clicks & replies — click th nd to toggle a series Wher 0

Outreach automation

No outreach in this window yet. Sent ‘ 0%
openes Scout Loop, emails, reply funnel
Link click ‘ 0%
L Client records
Pipeline and project archive
e s o coun SRy come from e e companes

® Scoutloop 0%

73% 12 o

° @ Manual add 100%

Engaged

0 search 0%

Feedback

Delivered

cunirea (LN - No scored companies n this window

Scout Loop Recent activity

* Active
Self-improving outreach - Wave 3 a Latest replies & ne;

engagements



THE EXPERIMENT

We automated the software, not the workflow

{o
Software ¢ Workflow

Magelli Force, our Salesforce substitute Who, when, what to say
Where work is recorded How work actually gets done

WHAT WE DID Built the tool Automated its features Workflow didn’t follow

Learn the workflow — first
WHAT WE’'LL DO Build up from it Plug into software



THE EXPERIMENT

What it left us: all our data, one platform

Scoping pipeline 208
quatified | (<o st areliess Al

Feedback 1 1 2

Delivered l 4

executive intakes

/N\ Outreach, last 30 days: 0 emails - 0 scouted 8 Years of work, unified: the source for every future layer

Source: Magelli Force Command Center, 30-day view, screenshot Oct 3, 2026. Bars to scale from zero.



The solution

Enhance the workflow we already have.

Problem Experiment Solution
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Start with the clients we have.
Automate outward.

Build on the workflow that already works — not something new.



THE SOLUTION

Start at the ground level, then expand

o - 03
Map = Automate Expand
_ _ Client referrals, new prospects,
Today's returning-client Re-contact, follow-ups, social outreach
workflow Salesforce — staff approve
@ FOUNDATION Magelli Force database — client and outreach data we already have

______________________________________________________________________________________________________________________

Maximize who we know. Grow from there.



THE SOLUTION

Same workflow, enhanced — not replaced

Step today
Re-contact clients
Social outreach
Fills form
Salesforce

Call

Approve client
NDA

Onboarded

Change

Unchanged

Automated

Unchanged

Human in the loop
Human in the loop

Student-led

How

Drafts from Magelli Force data — staff approve
Prospect lists and drafts — staff approve
Same proposal form

Every touchpoint logged automatically
Staff-led

Staff make the final call

Staff review and sign off

Student teams take over onboarding



THE SOLUTION

How we'd build it: two paths

OPTION A OPTION B

A layer on existing software Magelli Force, refocused

Outreach layer or Outreach only

Salesforce - Airtable

Magelli Force data

No new system to learn Built for this one use case

Either way: workflow first, software second.



THE SOLUTION

Turn happy clients into referrals

@ 01 Client shares a referral form Leaderboard illustrative
77 1-Client A

e 02 Prospect fillsitin
2 ClientB

@ 03 Stored and tracked as internal data 3 ClientC

e 04 Leaderboard rewards the best TOF REFERRER WINS

Illinois gear - AirPods

[ @ DATA INTELLIGENCE LAYER Every referral shows where the next client is



THE SOLUTION - BUILT

The referral form, in action

About you

Contact, plus “interested in a project?”

Student Project Progress Update

orief update on a student project’s

WHY IT'S WORTH IT
Free. No fee, no scope, no obligation — one or two projects a
semester.
Real work. Student consultants scoped and delivered by a
faculty-supervised team.
On you. We match you to a team and stay on as advisors
through the build.

ink. Fil this in and you your
own to pass on.

About you

Full name *

Company *

Role

Your experience — how long, and in what? *

Interested in joining the Magelli Office of Experiential
Learning and working with student consuitants on
interesting projec

Free, no commitme

Yes
Maybe

Not now

Project update
What the project accomplished

Referral link

Copy it, share on LinkedIn, or send a ready

message

« Back
Project update

Project name

Update date

mm/dd/yyyy o

What has the project accomplished?

Briefly de ogress or accomplishments.

Thanks — the project update has been
recorded.

https://dl
p:

-to-magelli?r=XSWQC6

s N

Copy my link

J

Share on LinkedIn

OR COPY

s for compan

alook if you ever

Copy message




THE SOLUTION - BUILT

What the person they share with sees

Their own link
The chain keeps going

Refer a Business
Name, email, the problem

Thanks for the referral! We'll review the
information and follow up if Magelli may be a
good fit.

~to-magelli?r=VKS6HQ

( Copy my ik |

B Share on Linkedin

Copy message

MAGELLI OFFICE OF EXPERIENTIAL LEARNING - GIES
Refer a Business to Magelli

Know a business that could benefit from student consulting support?
Share their information and tell us a little about their challenge.

WHY IT'S WORTH IT

Free. No fee, no scope, no obligation — one o two projects a
semester.

Real work. Student consultants scoped and delivered by a
faculty-supervised team.

On you. We match you to a team and stay on as advisors
through the build.

Your referral link. Fill this in and you get a shareable link of your
own to pass on.

Referral details

Name

Email
Please share tf

est email for this referral,

What business problem could Magelli help with?

ample:

mprovements, digital presence

funding strat

Every referral
creates a hew

referrer

Each link is tracked to who
shared it




THE SOLUTION

Every referral grows a network

@® Magelli @ Clients @ Referred

Next

Future outreach
Warm paths to the next client

Internal insight
Who drives growth, and where

Leaderboard
Rewards come straight from the graph

Trip planning

Salvo heading to a city? See every client and lead there

®

lllustrative network — no real client data



THE SOLUTION - FOCUS

Referral in - agents take it from there

________________________

Al AGENTS ! PEOPLE
@ i 22 Approve - NDA
Q B ©) ©) S |

Referral . < Students onboard

Research Reachout Followup Book call Log
Trigger i

—_————e e e e e e e e e e e

[ 4,  Focus: automate everything between the referral and the approval.



THE SOLUTION

What we'd measure

Staff hours Reach
per week on outreach: [__] — [__] prospects contacted: [__] — [__]
Reply rate Clients signed

replies per email sent: [__%] projects per semester: [__] — [__]



THE SOLUTION

A one-semester pilot

Q

Learn

Understand the
workflow first

Wk 1-2

@ Low risk

. > o

Build Run Decide
Automate returning-client Live with real clients — staff approve every Compare to
outreach first message baseline

: nothing goes out without staff approval. Go / no-go at week 12.




NEXT STEPS

What we need to start

Walkthrough Access A sponsor

An hour with outreach staff Salesforce + past messages One owner at Magelli



