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GET TING STARTED

1. Signing in

OmniReach places outbound telephone calls that are handled by an AI voice agent. You provide the people to
call and what the call is about. The platform dials each person, holds the conversation, records what was
agreed, and writes the outcome back to your own records.

38
industries supported

256
ready-made call types

204
countries

74
languages

Signing in

There is no password. Enter your work email address and a six-digit code arrives in your inbox within a few
seconds. Enter the code and you are in. Each code is valid for ten minutes and can be used once.

Your browser is remembered afterwards, so you will not be asked for a code every day. Signing out from the
profile menu, top right, showing your initial, clears that.

A short walkthrough is available at any time from How it works at the top of the screen, and this
manual can be downloaded from the profile menu.

Creating an account

Choose Create an account on the sign-in screen. What happens next depends on your email domain.

YOUR EMAIL DOMAIN WHAT HAPPENS

On the approved list You register, receive a code, and sign in immediately. No approval is required.

Approved individually,
by address

The same, and it continues to work even when open sign-up is switched off.

Any other domain You are told the request has gone for review, and it is added to the Access
requests queue. Nothing on the platform is reachable until it is approved.

If you see the message "sent to an administrator for review", the platform is behaving correctly.
Contact your Streebo representative, and approval normally takes a minute.
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GET TING STARTED

2. Setting the company

At the top of every screen there is a marker reading operating as, followed by a company name. That is the
agent that will place your calls, and it shapes everything that follows.

To change it, open Company Profile. The quickest route is to load one of the industry presets and then edit the
few fields that matter for your prospect: the company name, the country, and the agent's own name.

What the profile controls

Which call types are available. Only the use cases enabled in the active profile appear on the Single Call
screen. A clinic profile offers appointment confirmations and results; it does not offer loan collections.

How the agent sounds. Voice, language, and how it addresses people: first name, "Mr" or "Ms" plus
surname, first name plus "ji", or "sir" and "ma'am".

Money and dates. The currency, and whether amounts are grouped in the Indian style (25,00,000) or the
Western style (2,500,000). Amounts are spoken as words, so this affects what the customer hears.

The compliance framework the agent works under, which governs what it will and will not say.

Set the profile before launching, not during. A campaign uses the profile as it stood at the
moment it was launched, for every call in that run. Edits made while a campaign is running take effect
on your next campaign.
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GET TING STARTED

3. Simulation and live calling

At the top right of every screen there is a SIMULATION switch. It is the most important control on the
platform.

SIMULATION ON LIVE

A telephone rings No Yes

Cost incurred None Telephony and voice minutes

Full transcript produced Yes Yes

Outcome, disposition, sentiment Yes Yes

Analytics and write-back populated Yes Yes

Counts against your daily allowance No Yes

A simulated call runs the same conversation logic and produces the same record, including the actions the
agent would have taken during the call. Every simulated record is marked SIMULATED  in the call history and is
counted separately wherever figures are reported.

Use simulation for everything except the moment a real telephone needs to ring. Building a
profile, checking that a script reads well, testing a file, demonstrating the analysis table, showing the
write-back columns: none of this requires telephony.
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MAKING CALLS

4. Placing a single call

Use Single Call to place one call at a time, either to hear the agent work or to demonstrate one particular
conversation.

1. Choose a use case. These are the call types enabled in the active profile. Each is a complete conversation,
not a single scripted sentence.

2. Enter the customer details. Name and telephone number. The number must be in international format,
beginning with a plus sign and the country code, for example +919820011001  rather than 9820011001 .
Time of day is filled in automatically.

3. Complete the call variables. These change with the use case, and required fields are marked with an
asterisk. A bill reminder asks for the product, the amount and the due date; an appointment confirmation
asks for the type, the date and the time.

4. Launch the call.

Leave a field blank rather than entering a placeholder value. The agent speaks around an empty
variable, so an unknown balance simply does not come up in conversation. A substitute figure will be
spoken to the customer as though it were correct.

Meetings, visits and times to offer

Any call that may end with a new booking, such as a meeting reminder, a missed meeting, a viewing or an
enquiry follow-up, has a Times We Can Offer field. Enter two or three times you know you can do, separated
by semicolons, for example Tue 10am; Wed 2pm; Thu 9am . The agent offers those first and books the one the
customer picks. If the field is empty, or none of the times suit, the agent asks for an exact day and time, reads it
back and tells the customer it will be checked and confirmed. It never describes that time as booked. The
proposed time appears in Call History and in write-back as proposed , with the next step Check and confirm
their proposed time, so someone on your side can confirm it.

Calls for a missed meeting or appointment open with a light "we missed you", recap the agenda in a line if one
was given, and move straight to rebooking. The customer is never told they were a no-show.
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MAKING CALLS

5. Calling from a list

Smart Targeting turns a file of contacts into a queue of calls. Upload the export exactly as it comes out of your
system. The columns do not need renaming.

What the file must contain

A name and a telephone number, somewhere in the file. Everything else determines which call is placed and
what is said during it, but a row without a name or a number cannot be called and will be held back.

Columns are matched in three ways, in order:

1. By name, including the many variants in common use: msisdn , consignee , appt_dt , guardian_phone ,
Bill Amount , Payment Due On .

2. By meaning, where a longer heading still describes the field: bill_due_date , restoration_eta ,
pending_documents .

3. By the values themselves, where the heading is uninformative. A column named crm_field_7  containing
numbers in the form +9198…  is recognised as the telephone number.

For meetings and appointments, a date that has already passed is treated as a missed booking where the
profile has a call for that, and a future date as a reminder. An attendance column ( Attended , No Show ,
Meeting Status ) settles it either way, so somebody who did attend is never called about missing it. Offered

times can come from a column such as Available Slots  or Suggested Times .

File formats handled

Comma, semicolon and tab separated files; files saved with a byte-order mark; a report carrying its own title on
the first line; headings that include units, such as Amount (INR) . Values altered by spreadsheet software are
also recovered, including telephone numbers converted to scientific notation and dates stored as serial
numbers.

Sample files

Two are available on the Smart Targeting screen.

Download CRM Template uses the platform's own column names. Useful as a starting point when
someone asks what the file should look like.

Download Sample Export is shaped like a partner's own export: unfamiliar column names, no use-case
column, missing values, and several kinds of call in one file. It can be uploaded unchanged.

Other sources

Under Data source, contacts can also be drawn from a URL (CSV or JSON), a published Google Sheet, or a REST
API.
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Connecting your own CRM or database

OmniReach can read contacts straight from the CRM or database your team already works in, so there is no file
to export and upload, and it can write every call outcome back into the same records. It is not tied to any
particular vendor: whichever CRM, database, data warehouse or billing system you use can be connected. Tell
your Streebo representative which system you use and it will be set up for your account.
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MAKING CALLS

6. Reading the analysis

Once a file is analysed you are shown two things: a summary of how your columns were interpreted, and a row-
by-row table of what will happen.

How your file was read

A list of pairs, such as Mobile No → Phone number  and Account Holder → Customer name . Check this first, as
everything below it depends on this interpretation. Any column that was not used is listed at the end.

The analysis table

COLUMN WHAT IT SHOWS

Order The dialling order. Urgent calls are placed first: service disruptions, then arrears, payment
reminders, appointments, documents, renewals, feedback, leads, and marketing last.

Use Case The call this row will receive.

Confidence How certain the match is, and what would otherwise have been chosen. "Named in file"
means a use_case  column specified it directly.

Why this call The evidence in plain words: "payment due in 5 days", "23 days overdue", "documents
outstanding".

What we'll
say

The values the agent will speak to that person.

Status Ready, or the reason the row was held back.

Why rows are held back

REASON SHOWN MEANING

no phone number

no customer name

The row is missing one of the two fields required to place any call. The
message names which.

missing Deadline , or
another field

The row matches a call type but lacks something that call cannot proceed
without. Add the named column and upload again.
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do-not-call (data) A suppression column in your file. Recognised spellings include Opted Out ,
DNC , Do Not Contact , unsubscribed  and Consent Revoked .

do-not-call (prior

call)

That number asked not to be contacted during an earlier call. This is
honoured across all future campaigns.

duplicate number The same number appears earlier in the file and will be called once.

A row may also report that nothing on it matches the calls this agent makes. This occurs when the active
profile has no call type for what the row describes, such as a file of amounts and due dates uploaded against a
clinic profile that only confirms appointments. Change the profile or the file.

Date format warning. If every date in a column falls on or before the 12th, the file does not indicate
whether dates are written day-first or month-first, and an amber note appears. Dates are read day-
first, so 09/11 is the 9th of November. If the file originated in an American system it means the 11th
of September, and the dates on those rows will be wrong. A single date after the 12th anywhere in
the column resolves this and the warning disappears.
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MAKING CALLS

7. Launching a campaign

Move to Bulk Campaign. You will see the number of queued calls, a breakdown by call type, and the delay
between calls, which defaults to three seconds. Name the campaign if you want to find it easily later, then
launch it.

Progress updates as the campaign runs. The Stop button takes effect between calls, so a call already in
progress finishes its conversation rather than being cut off.

Simulated campaigns use a much shorter delay between calls, so a large file completes in a few
moments.
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AFTER THE CALL

8. Call History

Every call, with its transcript and recording. Three tabs are available:

Personal, your own calls. This is the default view.

Colleagues, calls placed by others in your organisation.

Company, everything your organisation has placed.

Opening a call shows the transcript, the recording where one exists, and an Actions captured panel containing
the disposition, a one-sentence summary, and everything the agent recorded during the conversation. This may
include a promise to pay with the amount and date, a rescheduled appointment with its new time, a time the
customer proposed that is waiting to be confirmed, which documents remain outstanding and when the
customer undertook to send them, whether a service disruption was understood and which option was chosen,
a dispute, a transfer to a colleague, or a corrected telephone number.

The transcript, summary and outcome arrive shortly after the call ends rather than instantly. A call
that has just finished may briefly appear with nothing attached. Refresh the page and the detail will
be present.
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AFTER THE CALL

9. Write-back

Write-back sends the outcome of every completed call to your own system of record.

Available destinations:

Preview in-app, which writes nowhere and simply displays the rows. Use this first.

Webhook, posting JSON to any URL, with optional headers for authentication.

Enriched CSV, available as a download.

Your own CRM or database, whichever you use, set up for your account on request.

What a row contains

A fixed set of columns is always present: who was called, the number, the call type, the outcome, a summary,
the sentiment, the time, and the call reference. Beyond that, each row carries only what that particular call
produced, so a documents chase is not padded out with empty payment columns.

One column is worth noting. next_step states in plain words what happens now.

next_step
"Pay 12500 by Friday"

"Booked for Tuesday at 10:30"
"Documents by Friday"

"Blocked: passport is with the visa office"
"Transferred to collections"

"Do not call again"

Alongside it you receive everything the agent captured, including promise amount and date, disputes, transfers,
messages sent, corrected contact details, survey scores and comments, offer decisions with the reason given,
and outstanding documents. The record also includes details extracted from the conversation automatically,
such as the objection raised and the language the call was actually conducted in.

To control the columns yourself, configure a custom mapping. A column you specify is always written, whether
or not that call populated it.
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AFTER THE CALL

10. Analytics

How many calls were placed, to which countries, for how long, how they ended, and what the agent achieved.
The same Personal, Colleagues and Company tabs apply, with Personal as the default.

Simulated calls are excluded by default. A switch is provided to include them, which is useful when
demonstrating a populated dashboard without incurring telephony costs. Turn it off again before reporting any
figure.
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AFTER THE CALL

11. Scheduler

Calls and campaigns can be set to run unattended. Each schedule carries its own agent, market, timezone and
calling window, so several may run against different countries at the same time without interfering with one
another.

A schedule uses the agent profile as it stood when the schedule was created. Later edits to that profile do not
alter a schedule already in place.

Schedules are visible to your whole organisation, so a colleague covering for you can see what is queued.
Pausing and deleting remain with whoever created the schedule.
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CONFIGURATION

12. Agent Builder

Compose an agent for a given industry and region, then save it. This is useful when preparing for a specific
prospect, so that the configuration is ready next time rather than rebuilt from memory.

Saved setups are visible across your organisation, so a team can work from one shared library. Load a setup,
change whatever you need, and click Save changes to update it. To keep the original as it is, give it a new name
when asked and a separate copy is saved instead.

A setup can be updated or deleted by the person who saved it, or by an administrator. Anyone else can load it
and save a copy of their own.
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CONFIGURATION

13. Company Profile

The full detail behind section 2. Load a preset, then edit it. The fields with the most noticeable effect on a call
are the company name, the agent's name, the country and language, the form of address, and which use cases
are enabled.

Further down there is a knowledge section: a short list of facts the agent may draw on, one per line. Write them
as you want them spoken, since numbers and reference codes are read aloud.
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ACCOUNT AND ADMINISTRATION

14. Your calling allowance

Each account has a daily limit on live calling. The standard allowance is three calls or ten minutes of talk time
per day, whichever is reached first. Simulated calls do not count towards it.

Bulk campaigns are disabled for partner accounts by default. Attempting to launch one produces the following
message:

Bulk campaigns aren't switched on for your account just yet. Your daily allowance is 3 calls or 10
minutes of talk time, so calls are placed one at a time from the Single Call page. If you'd like to run a
larger campaign, just ask your Streebo contact and we'll be glad to arrange it.

Bulk access and higher allowances are granted per account, and can be granted for a fixed period such as a
single day or a week.

To request either, contact your Streebo representative. Allowances can be raised for a specific
demonstration, with an expiry date attached.
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ACCOUNT AND ADMINISTRATION

15. Administration ADMINISTRATORS ONLY

The Admin tab is available to administrators only. If you are not an administrator it does not appear.

AREA PURPOSE

Accounts Create and deactivate accounts, set an allowance, and grant a temporary increase
including bulk access.

Access
requests

People from unapproved domains who have asked for access. Approving one assigns
them to an organisation.

Sign-up
and limits

Approved domains, individually approved addresses, and the two settings governing self-
registration. A summary states what the current combination allows.

Guardrails The default daily allowance, whether it is enforced, whether the platform is restricted to
simulation, and whether partners may run bulk campaigns.

Daily report A summary emailed once a day covering every partner: calls placed, who was called and
in which country, talk time, industries demonstrated, and any allowance increases in force.
Time, timezone and recipients are configurable. Any day's report can be previewed,
copied with its tables intact into an email or document, or downloaded as a file.
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REFERENCE

16. Troubleshooting

"Backend not connected" appears across the top of the screen

The console cannot reach the server. On a hosted installation this usually means the service is restarting.
Wait a moment and press Retry.

Every row in my file was held back

Check the "How your file was read" panel first. If the name or the telephone number is not listed there,
they were not found, and no row can be called without both. If they are listed and rows are still held
back, the Status column names the missing field for each row.

The agent did not mention the amount

That variable was empty for that row, and the agent speaks around an empty variable rather than
reading out a blank. The "What we'll say" column in the analysis shows exactly what the agent was given.

A date was spoken as the wrong day

This is normally the day-first and month-first question described in section 6. Add one date later than the
12th to that column, or write dates in the form 2026-09-11 .

The call ended sooner than expected

Live calls are limited to the talk time remaining on your account for that day, so the last call within an
allowance may be cut short.

A number I have called before is being skipped

If it was marked do-not-call during an earlier conversation, that is honoured permanently across all
future campaigns, and is shown as do-not-call (prior call) .

Analytics show fewer calls than the history

Simulated calls are excluded from analytics unless the switch is enabled. The call history shows
everything.
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REFERENCE

17. Scope and limitations

The following are outside the scope of the platform as it currently stands.

Inbound calls are not handled. A customer cannot return the call and reach the agent.

Numbers are not verified before dialling. An unreachable number is identified by calling it, and is
recorded as no answer.

Calls are not retried automatically. A call that reaches voicemail is recorded and left. Re-dialling is a
separate decision.

Data is not translated. The agent speaks the language set in the profile. Product names held in another
language will be read in the profile language.

Dates cannot be disambiguated in a column where no date falls after the 12th. Where this occurs, a
warning is shown rather than an assumption being made silently.

Missing values are not substituted. Where an amount or a date is absent, the call either proceeds without
it or the row is held back with the missing column named.
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REFERENCE

18. Glossary

TERM DEFINITION

Profile The company the agent represents: brand, market, voice, language, compliance
framework, and the call types available.

Use case One kind of call, named as that industry names it, such as "EMI Due Reminder", "Delivery
Exception" or "e-KYC Pending".

Variable A value the agent speaks on a particular call: an amount, a date, a list of documents.

Disposition How the call ended, in one word: promised_payment, appointment_set, dispute_raised,
do_not_call, no_answer_voicemail.

Action Something the agent records during the conversation rather than afterwards, such as
logging a promise to pay or booking a callback.

Write-back Sending the outcome of a call to your own system of record.

Allowance The daily limit on live calling applied to an account.

Simulation A dry run that produces a full transcript and outcome without placing a telephone call.

If anything in this manual does not match what you see on screen, please let your Streebo contact know.
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