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READ FIRST

How to use this guide

Use this alongside Claude with the Kolvera MCP server connected. Not connected yet? See
kolvera.io/guide/claude — one-click connector on claude.ai & Claude Desktop, or token auth for Claude
Code, Cursor and Windsurf.

Each phase explains what it does, gives copy-paste prompts, and names the MCP tools Claude will call.

Work the phases in order — each builds on the output of the one before.

Prompts in tinted boxes are templates. Replace the [bracketed text] with your own details.

Credit costs are noted where they apply. You spend the same credits as the dashboard — MCP access itself is
free on every plan.

BEST SETUP — ADD THIS TO YOUR CLAUDE PROJECT

Drop this PDF into your Claude Project knowledge (Projects — your project — Add to project knowledge). Claude then
keeps the whole workflow and the tool cheat sheet (Appendix A) on hand in every chat — so you can just say "follow
Phase 6 for ICP 3" and it knows the prompts, tools and stop rules without re-explaining.

FAST PATH — MAP A MARKET IN ONE PROMPT

The 10 phases below are the full manual walkthrough. To run the whole pipeline automatically, copy this into Claude:

"Map my market and fill my pipeline. First, create a business context from my website: [your-url]. Then map a new
target market: [one-line description]. Set a budget of [X] credits and [Y] scrapes. Once the segments are generated,
show them to me for confirmation. After | confirm: 1) Run Deep Research to find companies, expand until diminishing
returns 2) Sort companies into segments 3) Scrape SEEK, Indeed and Linkedin for live roles 4) Generate a Market
Intelligence report 5) Find the decision-makers 6) Pull the BD Brief so | can review everything in one place. Check in with
me at each gate but keep moving between gates."

That calls declare_pipeline with a budget cap. The self-guiding loop (pipeline_status — run the suggested tool —
pipeline_advance) walks you through the whole rail, and get_bd_brief gives you the living dossier at any point. Add it
to your Claude Project knowledge alongside the Market + Role Intelligence PDFs for full BD context.
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PHASE 1

Business Context & ICP Creation

Every workflow starts with your business context and an Ideal Client Profile. Context drives Al email
tone and ICP targeting; the ICP drives research, scraping and campaign messaging. Tight inputs mean
better results with fewer credits.

Step 1.1 — Store your business context first
Claude saves this once and reuses it for every ICP, campaign and email. Populate al/fields, not just "what you sell".

(
PROMPT — FROM A DESCRIPTION

Create a business context for my agency: we sell [what you sell]; our buyers are [titles / company typel;
today they cope by [current workaround]; our pricing is [fee structure]; our edge is [differentiators]; voice
should be [tone]. Set it as my primary context.

PROMPT — FROM YOUR WEBSITE (FASTER)

Build my business context from [yourdomain.com.au] and set it as primary.

\

MCPtools: create business_context create_business_context_from_website set_primary business_context

Step 1.2 — Generate the ICP

Let Al build the full profile from your context. This is the fast path — use the manual tool only when you want to hand-
set every field.

PROMPT — AI-GENERATED (RECOMMENDED)

Generate an ICP titled [name] targeting [industry or buyer type], using my primary business context. Then
show me the full profile.

MCPtools: generate icp_profile (Al,2cr) - create_icp _profile (manual, free) - get_icp profile

THE ICP BRAIN FIELDS CLAUDE POPULATES

e target_titles — buyer job titles (Head of Sales, VP Operations, CTO)

e target_industries — specific verticals, not broad categories

e target_company_sizes — employee bands (11-50, 51-200, 201-500)

e target_locations — cities, states or countries

e pain_points - outreach_hooks - objection_handling - disqualifiers
e differentiators - value_proposition

e linkedin_keyword — a Boolean string for LinkedIn / Sales Nav

TIP

Create one ICP per campaign audience. Mixing verticals in a single ICP dilutes Deep Research results and campaign
messaging. generate_icp_profile costs 2 credits; create_icp_profile (manualfields) is free.



PHASE 2

ICP Review & Refinement

Review the ICP before spending credits on research. A few minutes tightening here saves hours of filtering
later.

Step 2.1 — Review alighment
(
PROMPT

Pull ICP [ID] and review it. Are the target titles right for my buyer? Are the industries specific enough? Anything
missing from the exclusion list? Are the pain points specific to my offer or too generic? Suggest
improvements.

\

MCPtools: get_icp profile

Step 2.2 — Tighten

« Narrow industries from 20+ down to 8-12 for better research convergence

o Add competitor names to disqualifiers

» Exclude companies you already target through other channels

» Refine company size (drop micro-companies if your product needs a team of 5+)

» Add or sharpen the Linkedln keyword string

PROMPT

Update ICP [ID]: narrow industries to [list], add [companies] to disqualifiers, change company size to
[range], and update the LinkedIn keyword to [string].

MCP tools: update_icp_profile



PHASE 3

Deep Research & Company Discovery

Deep Research discovers companies that match your ICP and that you did not know existed. The initial run
costs 3 credits; each expand costs 2 credits. Goal: a pool of 50-100+ companies.

Step 3.1 — Run initial research

PROMPT

Run Deep Research against ICP [ID]. Wait for it to finish, then show me the results summary and company
count.

MCPtools: trigger deep research get_research_report

TIP

The brief is auto-generated from the ICP — you don't need to write one. Set breadth with precision: strict (tighter,
higher hit-rate), balanced (default), or broad (wider net, adjacent verticals). Research runs async — poll
get_research_report after ~60s, using fields: status while waitingand fields: full once complete.

Step 3.2 — Expand until diminishing returns

PROMPT

Run expand searches against ICP [ID] until diminishing returns. Stop after 2 consecutive runs returning fewer
than 2 new companies. Show me the expansion trend after each run.

MCP tools: expand_deep_research  get_research_report

STOP RULES
« Tight ICPs (5-8 industries): stop at <2 new companies for 2 consecutive runs
« Broad ICPs (15+ industries): stop at 3+ consecutive runs at/below 4 new companies with no upward spike

» Set a credit budget first (e.g. 30-50 credits max for research)

TIP

Track the trend. Clear convergence: 9, 8, 5, 3, 1, 0.Broad-ICP oscillation:9, 8, 5, 6, 3, 6, 8, 4, 3—
apply the practical stop rule.

Step 3.3 — Review results

PROMPT

Pull the full research report [ID]. Summarise companies by vertical, highlight highest-priority targets, and flag
noise to exclude from future runs.

MCPtools: get_research_report 1list_research_reports



PHASE 4

Job Board Scraping

Scrape SEEK, LinkedIn, Indeed and Reed for live job postings matching your ICP. Companies actively hiring
are the highest-intent targets — whether you sell recruitment, software or services.

Step 4.1 — Create or reuse a scrape config

PROMPT

List my scrape configs. Is there one aligned to ICP [ID]? If not, create one from the ICP covering the relevant
job titles and locations.

MCPtools: list_scrape_configs get_scrape_config run_job_scrape

TIP

Fastest path: run_job_scrape with an icp_id builds a full, Ul-quality config (excludes, classification, sector) and
starts the scrape in one call. Use run_saved_config when you already have a config you want to re-run.

TARGETED SCRAPES

Need a one-off run that's tighter than the ICP config? Pass manual keywords / Locations alongside icp_id — your
values drive the run (they override the ICP's saved config), while discovered companies still auto-map to the ICP. Give it
a custom name and the new config stays linked to the ICP for re-runs.

IMPORTANT

Always pass icp_id so discovered companies auto-map to the target market. Scrapes without it create orphaned
pipeline data. Check list_scrape_configs first to avoid duplicate configs.

Step 4.2 — Run the job boards

PROMPT

Run scrapes on SEEK, LinkedIn and Indeed using config [ID]. Wait for completion and show me the results.
MCPtools: run_saved_config get_scrape_progress

TIP

Valid source values are seek, indeed, linkedin, reed (Reed = UK). Run them as separate calls (effectively parallel).
SEEK takes longest; Linkedin finishes first. Poll every ~90s.

Step 4.3 — Quality gate analysis

PROMPT

Run quality gate analysis on config [ID]. Show pass rate, filter breakdown and repeat offenders, then add the
suggested excludes to the config.

MCPtools: analyze scrape_quality update_search_config_excludes



PHASE 5

Scrape Review & Pipeline Filtering

Review scraped jobs for companies actively hiring roles that match your ICP.

Step 5.1 — Search the pipeline
(
PROMPT

Search the job pipeline for the most recent results sorted by date. Filter for companies hiring [target role
types], exclude non-ICP noise, and give me a prioritised list with role title, company, location and salary if
listed.

\

MCPtools: search_pipeline_jobs get_pipeline_job

Step 5.2 — Cross-reference with the ICP

PROMPT

Which of these actively-hiring companies are already in ICP [ID]? Which are new and should be added? Flag
any I'm already handling manually.

MCPtools: search_companies  link_company_to_icp  list_icp_prospects

Step 5.3 — Work the shortlist

PROMPT

Shortlist these pipeline jobs: [IDs]. Set status to shortlisted, add a note on why each is a fit, and set a follow-
up date of [date] on the top three.

MCPtools: update_pipeline_job  get_pipeline_job

TIP
update_pipeline_job sets status, notes and a follow-up date in one call. Valid statuses: new, shortlisted,
applied, interviewing, offered, placed, rejected, archived. get_pipeline_job returns the full listing —
description, salary breakdown, priority, notes — so Claude can qualify a role before you shortlist it.



PHASE 6

Contact Enrichment

Turn your company list into a contact list you can campaign against by finding decision-makers and their
verified details.

Step 6.1 — Batch find contacts

PROMPT

Find contacts at the top 20 companies in ICP [ID] with batch_find_contacts, linking them to the ICP.
Start with companies that have 50+ employees for best coverage. Poll until done.

MCPtools: batch_find_contacts  find_company contacts get_enrichment_job

TIP

batch_find_contacts takes up to 20 company IDs and runs async — poll get_enrichment_job(job_key)
every 15-30s. 2 cr per contact found with a verified email. Companies under 50 employees often return zero; for those,
create_contact manually then find_contact_email.

WARNING

Large 20-company batches can take 8-12 minutes. If a job stalls, retry in batches of 10.

Step 6.2 — Fill missing emails

PROMPT

Run bulk email enrichment on every contact in ICP [ID] that doesn't have a valid email.
MCPtools: bulk _find_emails  find_contact_email verify contact_email get_bulk_enrichment_status

TIP

Find the gaps first: search_contacts takes an email_status filter (valid, invalid, unknown, catch_all,
unverified, unsubscribed) — pull the invalid/unverified set, then enrich only those.

Step 6.3 — Phone enrichment (optional)

PROMPT

Find phone numbers for my top 20 highest-priority contacts.

MCPtools: bulk_find_phones  find_contact_phone  get bulk_enrichment_status

TIP

Phone costs vary: 6 cr fresh direct dial, 2 cr company line, O cr for lines already on file or BYOK. Use selectively on high-
value targets.



PHASE 7

Prospect & Candiclate Sorting

Contacts from the extension or batch enrichment arrive as a mix of buyers, candidates and noise. Sort
before outreach.

Step 7.1 — Pull and sort new contacts
(
PROMPT
Pull the most recent [number] contacts by created date. Sort into PROSPECTS (decision-makers to sell to),
CANDIDATES (people you could place, if applicable) and SKIP (irrelevant titles). Give me the breakdown with
contact IDs.

\

MCP tools: search_contacts

Step 7.2 — Link candidates to Reverse Market Profiles
For recruitment users — link candidates to Reverse Market Profile pools:

(
PROMPT
Batch-link these candidates to the correct Reverse Market Profiles with
bulk_link_candidates_to_reverse_market_profile: [Role A] candidates to profile [ID], [Role B]
candidates to profile [ID].

\

MCPtools: bulk _link_candidates_to_reverse_market_profile create_reverse_market_profile

list_reverse_market_profiles

TIP

bulk_link_candidates_to_reverse_market_profile takes a links list where each itemis {contact_id,
reverse_market_profile_id} — candidates can span multiple pools in one call (max 200).

IMPORTANT

When generating Reverse Market Profiles, always pass linked_icp_id — the ICP's market context steers the Al
output and the title is auto-suffixed with the ICP name (e.g. "Implementation Consultant — Contract Desk"). Check
list_reverse_market_profiles first to avoid duplicates.

Step 7.3 — Run the candidate pipeline from chat

The full candidate record is readable and writable through get_contact / update_contact — stages, grades,
dispositions, notes, salary zone, notice period, work rights and next actions.

PROMPT

Move candidate [name or ID] to [stage], grade them [A/B/C], note "[what happened]" in their candidate
notes, and set the next action to "[action]" on [date].

MCPtools: get contact update_contact 1list_reverse_market_profile_ candidates

TIP

candidate_stage uses the same vocab as the web Ul — from role_defined and shortlisted through
call_booked, active and nurture; prospects use outreach_stage (identified — replied —
meeting_booked — won/lost). Three separate notes fields: notes (general), candidate_notes,
prospect_notes — don't mix them. Once candidates are shortlisted to a client job, List_client_jobs shows the



client-side pipeline (shortlisted — submitted — client interview — offered — placed) with fee terms and placement
revenue per job.

Step 7.4 — Add prospects to hot lists

PROMPT

Add these prospect contacts to hot list [ID] — they're decision-makers at target companies.

MCPtools: add_to_hot_list create_hot_list

CHROME EXTENSION HIT RATES
» Broad company-page scrapes: 6-17% relevant-title hit rate

« Title-specific LinkedIn searches (e.g. "Head of Sales" at target companies): 60-70%

» Always prefer title-specific searches for efficiency



PHASE 8

Hot List Organisation

Hot lists group prospects for targeting. Organise by segment so each campaign speaks to one audience
with one message.

Step 8.1 — Create segment hot lists

PROMPT

Review all prospects in ICP [ID] and split them into hot lists by segment — e.g. [Segment A] leaders,
[Segment B] leaders, [Segment C] leaders. Each list should be tight enough for a single campaign message.

MCPtools: create_hot_list add_to_hot list  list_hot_lists build_target_hotlist

IMPORTANT

When creating hot lists, always pass icp_id or reverse_market_profile_id tolink to a parent project. Use desk-
prefix naming, e.g. "Contract — Placement Targets", "Perm — T1: Construction Tech". Check list_hot_lists firstto
avoid duplicates.

Step 8.2 — Tier your prospects
» S-tier — active hiring signal + strong ICP fit + valid email. Outreach immediately.
» A-tier — strong fit + valid email, no hiring signal. Outreach this week.

» B-tier — ICP fit but missing email or weaker signal. Enrich first, then queue.

PROMPT

Review hot list [ID] and assign tiers: S for contacts at companies actively hiring with valid emails, A for strong
fit with emails, B for the rest.

MCPtools: update_hot_list_member  get hot_list

TIP

The tier field accepts s, a or b only (lowercase) — not "tier_1" or "TIER 1". Claude maps S/A/B to these automatically.



PHASE 9

Campaign Creation & Outreach

Build multi-step email campaigns. Each targets one hot list with a clear audience, a clear hook, and 3-5
steps.

Step 9.1 — Draft the strategy
(
PROMPT
Draft a 4-step email campaign for [hot list name]. Offer: [description]. Pain point: [problem]. Step 1 cold
open (pain + credibility), Step 2 value nudge (+3 days), Step 3 social proof / case study (+5 days), Step 4
breakup (+7 days). Each email under 100 words, direct tone, not salesy.

Step 9.2 — Create in Kolvera

PROMPT

Create a draft campaign called [name], linked to ICP [ID], daily limit [number]. Then generate the email steps,
using these per-step angles as hints: [step 1angle]; [step 2 angle]; [step 3 angle]; [step 4 angle].

MCP tools: create_campaign generate_campaign_steps get_campaign_generation_status

TIP

daily_limitis seton create_campaign (default 30). generate_campaign_steps reads your linked ICP and
business context directly — don't paste the full ICP back in. Steer the sequence with step_hints (one angle per step).
Set variant_mode to ab or abc on create to get distinct A/B/C variants. Generation is async — poll
get_campaign_generation_status.

SEND WINDOWS

Set the sending schedule with update_campaign (draft or paused only): send_start_hour /send_end_hour (O-
23), send_days ("0"=Mon ... "6"=Sun), send_timezone (IANA, e.g. Australia/Sydney), and
min_delay_minutes /max_delay_minutes for a random gap between sends. E.g. "Restrict campaign [ID] to 9am-
4pm Mon-Fri Sydney time with a 4-9 minute gap between sends."

Step 9.3 — Review copy

PROMPT

Pull campaign [ID] and show all steps. Review each for tone, length (under 100 words), personalisation and
CTA clarity. Suggest improvements.

MCPtools: get_campaign  update_campaign_step

Step 9.4 — Assign inbox & enrol

(
PROMPT

List my inboxes and pick healthy ones — active, health state ok, with sends today still under the daily limit.
Assign them to campaign [ID], enrol all contacts from hot list [ID] and show the enrolment count before
activating.

\

MCPtools: 1list _inboxes assign_inbox_to_campaign enrol_contacts_in_campaign

get_campaign_enrollments



INBOX HEALTH

list_inboxesreturns is_active, daily_limit, sends_today, ramp-up-adjusted current_daily_Llimit,
health_state (ok/paused) and a deliverability score. Always pick active inboxes with health state ok and remaining
capacity — never assign a paused inbox.

Step 9.5 — Activate & monitor

PROMPT

Activate campaign [ID]. After 24 hours, pull stats: sent, opened, replied, bounced.

MCPtools: activate_campaign  get campaign_stats  pause_campaign  resume_campaign

PER-VARIANT PAUSE
On A/B or A/B/C campaigns, compare variants individually in get_campaign_stats. To retire a losing variant on a live
campaign, set is_active=false on each of its steps with update_campaign_step — its traffic redistributes to the
remaining active variants (intended behaviour, not a bug). get_campaign_enrollments shows each contact's
variant and current step.



PHASE 10

Linkedin Chrome Extension Workflows

The Kolvera Chrome extension scrapes LinkedIn profiles straight into your CRM. Pair it with Sales
Navigator for high-volume sourcing.

Step 10.1 — Set up the search

Use the Sales Navigator Current Company filter (up to 50 companies) with a Title filter using OR operators.

PROMPT

Give me companies from ICP [ID] in batches of 10 for a Sales Nav search, plus 6 target titles to use in the Title
filter with OR operators.

Example title string: Head of Sales OR Sales Director OR VP Sales OR Head of Growth OR Head of Customer

Success OR Head of Business Development
Step 10.2 — Scrape & sort

PROMPT

| just scraped [number] contacts via the Chrome extension. Pull the newest contacts, scan for relevant titles,
sort into prospects and candidates (if applicable), and link or add them to the right profiles and hot lists.

MCPtools: search_contacts  bulk_link_candidates_to_reverse_market_profile add_to_hot_list

SAFE LINKEDIN LIMITS

80-100 profile views per day

100-150 Chrome extension scrapes per day

20-25 connection requests per day (LinkedIn-enforced)

500-700 connection requests per week (rolling cap)



APPENDIX A

Full Tool Reference

All 179 tools on the live MCP server, grouped by domain. For the always-current version, just ask Claude
— get_guide serves these references live.

PIPELINE ORCHESTRATION

declare_pipeline — Map a new target market from a one-line brief (2 cr). Optional budget_credits and
budget_scrapes set a spend cap. Poll pipeline_status until generating is false

pipeline_status — The whole board: every segment's stage, the recommended next step, stale-data prompts, and budget

status

pipeline_advance — Move a segment to its next stage; confirm=true approves a step (confirm segments / review

shortlist / approve outreach)

get_bd_brief — Living BD Brief: a rich markdown dossier of the target market — strategy, companies, signals, intel links,

budget meter, next step. Drop it into Claude Projects for full BD context
segment_icp_into_hotlists — Sort companies by segment — build tier-labelled hot lists
ingest_scraped_profiles — Route scraped LinkedIn people — buyers / candidates, drop off-role noise, dedupe by URL

refresh_pipeline — Maintenance pass: auto-tag new companies, expire stale signals, gated tier suggestions

BUSINESS CONTEXT

create_business_context — Create a context (all 7 fields drive Al emails + ICP)
create_business_context_from_website — Import & auto-fill from a URL

list_business_contexts * update_business_context * set_primary_business_context - delete_business_context

ICP MANAGEMENT
generate_icp_profile — Al-generate a full ICP from context (2 cr)
create_icp_profile — Create manually with explicit fields (free)

get_icp_profile - update_icp_profile - list_icp_profiles - list_icp_prospects -+ list_icp_companies —lean,

paginated company read
link_company_to_icp * link_prospect_to_icp - bulk_link_companies_to_icp - bulk_link_prospects_to_icp

split_icp - move_companies_between_icps - copy_prospects_between_icps - update_icp_role — restructure a pool into

sub-ICPs / move companies / copy prospects between pools / edit a target role
unlink_company_from_icp - unlink_prospect_from_icp * bulk_unlink_companies_from_icp (dry_run=true previews

counts) - archive_icp_profile * delete_icp_profile

DEEP RESEARCH

trigger_deep_research — Start discovery (3 cr); precision: strict / balanced / broad

expand_deep_research — Find more companies (2 cr per expand)

get_research_report - list_research_reports (include_archived to see archived runs) - research_company — Al
research on one company (1cr)

JOB SCRAPING & PIPELINE

run_job_scrape — One-shot: build config from an ICP + scrape. source: seek / indeed / linkedin / reed. Always pass

icp_id. Manual keywords/locations override the ICP config for the run; discoveries still map to the ICP. Check



list_scrape_configs first.

run_saved_config — Preferred when a config exists. Same source values. Run multiple sources in parallel.
list_scrape_configs - get_scrape_config - update_scrape_config - archive_scrape_config - delete_scrape_config
get_scrape_progress * analyze scrape_quality - update_search_config_excludes * search_pipeline_ jobs
get_pipeline_job — Full listing: description, salary breakdown, priority, notes, company link

update_pipeline_job — Set status (new/shortlisted/applied/interviewing/offered/placed/rejected/archived), notes, follow-up
date

CONTACT ENRICHMENT
find_company_contacts — One company (async) - batch_find_contacts — up to 20 companies (async)
find_contact_email - bulk_find_emails - verify_contact_email * find_contact_phone - bulk_find_phones

get_enrichment_job - get_bulk_enrichment_status — poll async jobs

CONTACTS & COMPANIES

search_contacts —filtersincl. email_status, has_email/phone, is_prospect/is_candidate, state - create_contact -

delete_contact

get_contact [ update_contact — the full candidate + prospect record: stages, grades, dispositions, candidate_notes /
prospect_notes (distinct from general notes), salary zone, notice period, work rights/type, motivators, objections, next actions

+ dates, CV fields, personal email, favourite flag, decision authority, budget signal, pain points

search_companies —filtersincl. is_client (source of truth for client status) - create_company — prefer

search_companies first; scrapes create rich records automatically

get_company [ update_company — client CRM fields (is_client, client_tier, fee %, payment terms), operating states, careers

URL, buying triggers, BD recency timestamps - get_company_contacts - delete_company

list_client_jobs — Client jobs with fee terms, status, shortlist counts per stage (shortlisted — submitted — client interview
- offered — placed) and placement revenue; per company or all

REVERSE MARKET PROFILES (CANDIDATE POOLS)

generate_reverse_market_profile - regenerate_reverse_market_profile - create_reverse_market_profile
list_reverse_market_profiles — always pass linked_icp_id; aligns output to the ICP's market + auto-suffixes the title
with the ICP name

get_reverse_market_profile [ update_reverse_market_profile —incl. buyer_pitch, target_comp_band,
experience_breakdown - 1ist_reverse_market_profile_candidates — who is in the pool -

generate_anonymised_profile — blind candidate profile + share link - delete_reverse_market_profile

link_candidate_to_reverse market profile - bulk_link_candidates_to_reverse_market_profile (Links:

[{contact_id, reverse_market_profile_id}], max 200) - unlink_candidate_from_reverse_market_profile

list_reverse_market_profile_prospects - link_prospect_to_reverse_market_profile -

unlink_prospect_from_reverse_market_profile

link_company_to_reverse_market_profile : bulk_link_companies_to_reverse market_profile (tier: direct_fit /

adjacent_fit / speculative) - unlink_company_from_reverse market_profile

HOT LISTS

create_hot_list-list_hot_lists-get_hot_list-build_target_hotlist — always pass icp_id or

reverse_market_profile_id; desk-prefix naming

add_to_hot_list (tier =s/a/b; skips duplicates) - update_hot_list - update_hot_list_member - remove_from_hot_list



- delete_hot_list

CAMPAIGNS

create_campaign (daily_limit, variant_mode none/ab/abc, link icp_id) - create_campaign_step -

delete_campaign_step

generate_campaign_steps (async; uses step_hints) - get_campaign_generation_status - get_campaign *

list_campaigns

update_campaign —incl. send window (send_start_hour/send_end_hour/send_days/send_timezone), min/max

delay, icp_id, outcome, tone, context fields
update_campaign_step — edit copy, or is_active=false to pause a step/variant on a live campaign (traffic redistributes)

enrol_contacts_in_campaign * unenrol_from_campaign - get_campaign_enrollments — variant, current step, next send,
last error per contact

assign_inbox_to_campaign - list_inboxes — is_active, daily limits, sends today, health state; pick healthy inboxes with
capacity
activate_campaign - pause_campaign - resume_campaign * get_campaign_stats — per-variant stats on A/B(/C) -

duplicate_campaign - delete_campaign

INTELLIGENCE REPORTS
generate_market_intel_report — Branded Market Intelligence PDF for an ICP (10 cr, Pro/Agency; async)
generate_role_intel_report — Branded Role Intelligence PDF for a Reverse Market Profile (10 cr, Pro/Agency; async)

get_intelligence report (fie'lds: status /markdown /full) - 1ist_intelligence reports (filter by icp_id /

reverse_market_profile_id) - delete_intelligence report
enable_report_sharing - disable_report_sharing — mint or revoke a public share link for an Intelligence or candidate

report

TERMS OF BUSINESS (TOB)

generate_tob — draft a Terms of Business for a client from a template (fee, rebate, payment terms) - 1ist_tob_templates

send_tob — send for signature - get_tob_status — track sent / viewed / signed

REFERENCE CHECKS

create_reference_form — build a reference questionnaire for a candidate - send_reference_requests — email nominated

referees

get_reference_status — track responses - compile_reference_report — assemble responses into a shareable report

MEETING PREP & POST-CALL

generate_meeting_prep - get_meeting_prep — Al brief for an upcoming client/prospect meeting
generate_candidate_call prep - get_candidate_call_prep — Al brief for a candidate call
generate_prospect_call prep - get_prospect_call_prep — Al brief for a prospect / BD call

process_post_call — turn a call transcript into structured notes, next actions, and profile suggestions

REVIEW QUEUE / ACTION INBOX

list_pending_actions * get_pending_action — Al-proposed actions awaiting approval - approve_pending_action *

dismiss_pending_action

run_reengagement_sweep — queue re-engagement actions for stale records - list_stale_candidates

PROFILE SUGGESTIONS



list_profile_suggestions — Al-suggested ICP/profile updates surfaced from calls - apply_profile_suggestion -
dismiss_profile_suggestion

AUTOMATION SETTINGS

get_automation_settings — Show which opt-in automations are enabled - update_automation_settings —
Enable/disable the re-engagement sweep, reference nudge, or post-call close-out (drafts land in your Action Inbox for
approval)

CANDIDATE IMPORTS (SEEK INBOUND)

get candidate_import_address — Forward SEEK Talent Search profile emails here; candidates auto-create (free)

list_candidate_imports * rotate_candidate_import_address

MEETINGS, CREDITS, FATHOM & GUIDES

create_meeting —incl. guest attendee_email, timezone, internal notes + 1ist_meetings - get_meeting -

delete_meeting
update_meeting — reschedule, or set status: booked / attended / no_show / rescheduled / cancelled

get_credit_balance - get_credit_history - sync_fathom meetings - list_fathom_notes - get_morning_brief — daily

command-station digest

get_guide — Always-current built-in guides (workflow, tool reference, T.I.P.S. framework); call with no name to list



APPENDIX B

Polling & Timing Guicdle

Most Kolvera operations are asynchronous: Claude dispatches the job and polls for completion.
Recommended timings:

OPERATION WHEN TO POLL
trigger_deep_research After ~60s, then every 30s
expand_deep_research After ~60s

run_saved_config — seek 5-10 min full sweep; poll every 90s
run_saved_config — linkedin Usually 2-4 min

run_saved_config — indeed Usually 3-5 min

batch_find_contacts (20 cos) 8-12 min; poll get_enrichment_job every 15-30s
bulk_find_emails 1-2 min; poll get_bulk_enrichment_status after 60s
generate_campaign_steps Poll get_campaign_generation_status after 30s
run_job_scrape Poll get_scrape_progress every 30s

TIP

When polling research or expands, request fields: status to save tokens. Switchto fields: full only once
status shows complete.



APPENDIX C

Known Issues & Workarounds

Production-tested edge cases and how to route around them.

« add_to_hot_list can reject a whole batch if one ID is invalid. Workaround: verify IDs first, or add in smaller batches.

« find_company_contacts with icp_id may error if the website scraper returns zero results. Workaround: omit
icp_id , then link prospects afterwards.

« update_scrape_config can time out when updating multiple fields. Workaround: one field per call.
« Chrome extension can create duplicate company entities. Workaround: search_companies before creating.
» ICP prospect count may differ between Ul and API. Workaround: pull the ICP directly to verify.

» Deep Research report delta # ICP database growth. Workaround: check ICP company count before and after
each expand.

« Broad ICPs (15+ industries) may never hit the <2 convergence threshold. Use the practical stop rule (Phase 3).
» batch_find_contacts can stall on 20-company batches. Workaround: retry in batches of 10.

» MCP server unresponsive (repeated timeouts on every call)? Reconnect: run /mcp in Claude Code, or restart
Claude Desktop.
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