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Find in HubSpot

o
4+ Breeze i)
H
Q Search... g
Q Search Projects
& New chat
a My projects Shared with me
= Chats
< @ Arfifacts
D) Projects © Repurpose content
E Adapt existing content for new channels while keeping the core message.
® Memories
g A Prompts
(i} Prep for meetings
RECENTS
Prep for meefings with attendee background, open items, and a draff agenda.
-~ Hello World Infroduct... zhago
Plant Care Response .. Zhago
=] : .
AGENeYAl AR SISFRrCE .. 2AERES Spot trends in customer feedback
< CRM S8as OpenDeal... ANeES Spot recurring themes in customer feedback and surface the top issues.
Marketing Channel Pe... 7d ago
) Customer Trend Rese.. 7dago
Customer Feedback ... 7dago
a0l
Closing Initech Deal ~ 7d ago
Funnel Report Gener... 7d age
User Feedback Requ... 7d ago
Landing Page Desig.. 10dago
Cold Outreach Email... 38d ago
Recent Activity Sum... 38d ago
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When we talk to customers about Al now, we realize that the chat is just the start.
The work continues well beyond the chat.

Kolin Koehl / Breeze 7> X5 > MBI EIETHICDULNT
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Find in HubSpot

Agent Hub @D

Overview

Agents Workflows

Run your Al team by outcome

[
>

Build demand

Increase brand visibility

Activate featured agents

Campaign agent 300

Nurture agent Upto20% ® O

+ Breeze Assistant

Needs aftention Context

ol
LAt

Win deals

Increase win rate improvement

Activate featured agents

Prospecting agent 0% @ C

Deal progression S0 @

Build your own custom agent or workflow

Delight customers

Increase resolution rate

Activate featured agents

Customer agent  733% @ @

Knowledge base age.. 0 ® ©

Tell Breeze Assistant what to automare, like researching companies, routing deals, or assigning tasks

+ Start with a blank workflow

+ Start with a blank agent

Use an automation built from your account data

Agent Hub, R EDHERT -1 > b EVERRDA S

00

@ Zen Plant Care ~

Agent Inbox Create v

Data from the last 30 deys

Scale growth

Increase net revenue retention

Activate featured agents

Data agent

90 @
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Slack &£EI\1ILHS5ERE LU Breeze &M

Slack DXL vy RTHEDTITT, REZSHADOLO— R/ —hEUTEES.
SHBBEAL Y ROXAREERA LR THUN.

AT R NS

Thread # unbound-2026-slack-demo =

s I a C k y Adam Stevenson @ Yesterday at 15:43

@Maranda T | want to make tomorrow’s Nimbus conversation practical. Their priority is getting the team up and

—_ 3 “w— — N pa = —_—— running quickly. Do you think we should push the full rollout or propose a phased onboarding plan?
HACT O ENWBIRTSUDOREEDL DI,

& replies

“ n Maranda Thompson 7 Yesterday at 15:43
2 I/ \y I\ 0) ; Hm%iﬂﬁq: L/ ( E}J < I'd recommend a rapid-start phase one. Begin with the three Austin floors, prioritize the low-light areas and the

main client-facing space, then expand after the first health-report review.

ﬁ Adam Stevenson @ VYesterday at 15:43

B reeze VO i ce That makes sense. What would we need from Nimbus to avoid a slow start?
Maranda Thompson " Yesterday at 15:44

We need three things confirmed tomorrow:

H u bSpOt O):E} (/]/) b?j IJ t“ N %ET;;T%{’F? 5 ° 1. A Nimbus onboarding owner alongside Morgan Chen

2. Site access and floor-plan details from Facilities

— Fobe — s, = S 3. Akickoff date that allows us to complete the light assessment and installation planning
d d d
B<ER BHRTEDIIAATHETED

m Adam Stevenson @ Yesterday at 15:44
And success for the first month?

Maranda Thompson " Vesterday at 15:44
Installation completed, recurring care scheduled, ownership clear, and the first post-visit health report delivered.
That gives them a concrete proof point without making the initial rollout too complicated.

a Adam Stevenson & Yesterday at 15:44

Agreed. Decision: we'll propose a rapid-start phase-one rollout, with Morgan and Facilities owning onboarding on
the Nimbus side. Tomorrow’s goal is to confirm access, kickoff timing, first-month success criteria, and the
procurement path.

B I
Po;)lv

O Also send to # unbound-2026-slack-demo

+MmMO@ Oe

ic

£ |Fg2t = = |T]= «hi

Slack DX Lw R, D& DDOXR%ZE Breeze H'imd
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Turn it into an interactive arfifact, make the
opening shorter, and add 3 questions that |
should ask them before the meeting ends.

> Thinking complete
Q: Should | use your available brand guidelines
for styling?

A: Yes, use brand guidelines.

Thinking complete

Nimbus Cloud Systems Customer...
nteractive

o> vi

The interactive version is ready in the artifact panel.
| shortened the opening, added three close-out
questions, and included expandable sections,
answer checkboxes, onboarding tracking, a progress

meter, and a reset control.

@ mention

Al-generated content may be inaccurate,

vi v Nimbus Cloud Systems Customer Briefing

planning. short, observable definition of

» Phase-one areas and later- success.

expansion areas are clearly « The $96,000 annual scope is
separated approved for contracting or
tied to one dogcumented
blocker.

« Delivery, placement, and
recurring care dates are on the
calendar.

Leave-with decision

Make the next step explicit

Nimbus confirms the phase-one scope and onboarding owner; Zen Plant
Care sends the final scope and MSA package; Nimbus confirms
procurement ownership and target signature timing; both sides schedule
kickoff and the first health-report review.

If Nimbus is not ready to commit, capture the exact blocker, the person who owns i, and the date it will be

resolved. Update the deal next step only after Nimbus confirms the path.

Internal follow-up

Capture the outcome while it is fresh.

Record the agreed onboarding milestones, owners, target dates, open risks,
procurement step, kickoff date, and first health-report review.

A0TSR EF@IDOT I—T« >0

o (copy | v) x

Close-out questions
Ask these three before the meeting
ends.

1. What has to happen internally
before Nimbus can sign?

Confirm each step, owner, and expected
turnaround.

2. What could still prevent the earliest
realistic go-live date?

Turn the answer into one named risk with an

owner.

3. Can we put kickoff, the first care
visit, and the first health-report
review on the calendar now?

Convert agreement into dates before the
conversation ends,

Briefing progress

0 0f 13 checked

Reset checkboxes

9/12
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I encourage you just to start by describing the work that needs to get done.

Adam Stevenson / ECH'SIRHNIEXVVNCDUNT, Ty a>ofEdH<<DI(C
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