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[00:00:00] Speaker 1: The fastest way to summarize a sales call is to not write it at all. I'm Pedro from Fireflies.ai. This is a discovery call Fireflies just recorded, and this is the summary it wrote the moment the call ended. Six sections, and every point links to the second it was said. In this guide, I'll walk you through each section, what belongs in it, the rules that keep it accurate, and how to set it up on your own calls. And if you'd rather write it by hand, there's a free template at the end. Here's what happens behind that summary. Fred, the Fireflies.ai teammate, joins your sales calls from your calendar and captures the whole conversation. When the call ends, an AI skill called Sales Call reads the full transcript and writes a briefing for the rep. Not a recap of who said what, but what you need to plan your next move. That matters, because most deals don't slip during the call. But they slip after it, when all that's left two days later is, they seemed interested. A good sales call summary answers six questions, and these are the six sections Fireflies writes. Pain points, what's broken for them today. Here, the ops team loses about a day a week. Rebuilding reports by hand. Objections and concerns. What could stop them from buying? IT must approve any new tool that touches warehouse data. Business needs, what has to be true after they buy? A weekly report that's ready on Monday morning, with no manual work. Seats and stakeholders. How big is the deal, and who decides? About 12 users now, around 25 later with Dana Reyes, head of operations, owning the evaluation. Interested features, what do they actually care about? Scheduled reports and shared dashboards. And recommended next steps. What happens next, and who owns it? If a section comes back empty, Fireflies leads it out. That usually means the question never came up, which tells you what to ask next time. This is where handwritten notes go wrong most often, so the skill has a rule for it. A pain point is a problem they already have, like rebuilding reports by hand. An objection stands between them and buying, like that IT approval. Pain points tell you what to solve. Objections tell you what to unblock. So each fact goes in one section, never both. And any need for approval or sign-off is always an objection, even when the buyer says it like a struggle. That's why the IT approval sits here, and why the next step is a security overview for IT. Every AI skill runs on plain English instructions you can open and read. Here are the ones behind Sales Call. It writes as a B2B Sales Analyst and extracts only what was said. It never invents names, numbers, or dates. Stakeholders are only people on the buyer's side, never your own team. It hunts for the numbers. Seat counts often come up in passing while talking price. So it scans the whole call, writes them as an estimate, and flags them to confirm. That's why this line says, about 25, confirm. Every next step pairs a real action with a real person. Knock, follow up next week, but, send Dana the security overview by Friday. Bullets stay short, about 15 words, up to 5 per section. And before you see anything, it checks every bullet against the transcript and drops what it can't support. Every point carries a timestamp. Click it, and the transcript opens at that moment, so you can hear the buyer's exact words before you quote them in a proposal. Can AI summarize sales calls accurately? Yes, when it works from the full conversation, is told not to guess, and shows you where every point came from. A summary nobody can find is the same as no summary. So put it where the deal lives. Fireflies can post this briefing to your team's Slack channel, your CRM, or your inbox after every call automatically. And every rep gets the same format on every call. So deals are easy to compare, and easy to hand over. Open skills in the left menu, and search for sales call. Pick a recorded call, and hit preview notes. You'll see the full briefing on your own meeting before you turn anything on. If you like it, switch it on, and it runs after every sales call. New to Fireflies? Sign up free, connect your calendar, record one sales call, and preview the skill on it. Want a different format? Edit the instructions, or copy them into a custom skill of your own. The full instructions are in the guide linked below. If you're writing it yourself, use the same structure. Here's the free template, the company, the call type and the date, then the six sections. Skip any section the call didn't cover, rather than writing, not discussed. Write it within the hour, while the details are fresh. Use the same rules, only what was said, paying points and objections apart, numbers flagged, and an owner on every next step. And avoid usual mistakes, recapping the call in order, summarizing your own pitch, guessing, and vague next steps. The template is in the guide linked below. Or, let Fireflies write it for you on your next sales call.
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