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Signal rich.
Action poor.
Four vendors selling the "system of action," the layer where a
signal becomes a finished task, and they didn't agree on
where it lives or when it acts alone.

SYSTEM OF ACTION
does the next step: sends, updates, follows up

SYSTEM OF INTELLIGENCE
explains what happened: calls, signals, scores

SYSTEM OF RECORD
stores what happened: the CRM

the gap: a rep
at 6pm Thursday

Adam Liska (Airspeed) · Alex Lindahl (Clay) · Mintis Sow
(HubSpot) · Tyler Phillips (Apollo.io) · hosted by Jared Robin
(RevGenius)

Source: RevGenius "Signal Rich, Action Poor" webinar, Sept 17
2026 · framing per Airspeed →



2 OF 4 · WHEN MAY AN AGENT ACT ALONE?

Everyone drew the
autonomy line in a
different place.
HUMAN APPROVES AGENT ACTS ALONE

Lindahl · Clay
Outbound stays human-
reviewed on purpose:
rep edits are how the
workflow learns.

Sow · HubSpot
Tiered by risk: customer-facing
= most caution ("a brand
conversation"); email can run
inside hard constraints.

Phillips · Apollo.io
Autonomous only where a metric
checks the work (reply rate).
Taste calls keep a human loop
until the AI earns it.

Liska · Airspeed
Delegate the neglected
long tail, customer-
facing too. Inaction
has a cost.

Positions are an editorial read of each panelist's stated view
· Source: RevGenius webinar, Sept 17 2026 →



3 OF 4 · THE CRM FIGHT

Where people work ≠
where the truth lives.

REPS WORK IN THE CRM REPS WORK ANYWHERE →

ONE SHARED RECORD
FLEXIBLE DATA STORE

Sow · HubSpot
"The agent should be
in the CRM." 2,500 sellers
can't juggle five agents.

Liska · Airspeed
CRM as codebase: work
in any tool, commit to
one shared repo.

Lindahl · Clay
Reps leave the CRM;
the data still flows
in, automatically.

Phillips · Apollo.io
CRM "not built for AI
native world"; a flexible
database may beat it.
Work where your agents
are.

Placement is an editorial read · Source: RevGenius webinar,
Sept 17 2026 →



4 OF 4 · HELD UP VS NEVER AGAIN

Every failure was too
much.
Every win was narrower.

✗ WOULD NOT REPEAT ✓ HELD UP

Sow
HubSpot

Rolling out scores to sellers
(TAM scores and the like)

AI summaries of how to
prospect + the next best
thing

Phillips
Apollo.io

Endless iterations on AI
messaging, a taste call with
no metric

Building for agents: MCP,
"ship headlessly" (after 1.5
years idle)

Lindahl
Clay

Unlimited creative freedom
once the brand system was in
Claude

The brand system in Claude
itself, plus design check-ins

Liska
Airspeed

Surfacing all the context the
system had

Computer + browser control
(a Mac mini run from a
phone)

Too many scores, iterations, context and freedom. The wins
narrowed it to one next action, one metric, one brand system,
one headless interface.

Source: closing round, RevGenius "Signal Rich, Action Poor,"
Sept 17 2026 · thanks to Jared Robin, RevGenius & Airspeed


