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BEFOREOUTREACH: ADDING
TIMEZONE CONTEXT BEFORE

SCHEDULING

Putting an explicit
timezone field into the
lead record before
calls, follow-up, or
sequences are
scheduled

A lead record can
contain a phone number
and location details but
still leave the rep
without an explicit
timezone field.

If timezone context is
missing from the CRM,
reps or sales ops may
need to interpret the
record before scheduling
outreach.

Knowing local time does
not tell the team
whether a lead is free,
interested, or likely to
answer.

Sales and SDR teams often work leads across several regions inside the same
CRM or queue. A record may arrive with a ZIP code, an area code, or
coordinates, but the scheduling workflow still needs one simple piece of
context: what timezone should be attached to that lead?

Time zones and telephone area codes come from different systems. The U.S.
Department of Transportation oversees the nation's time zones, while
NANPA defines area codes as Numbering Plan Area codes within the North
American Numbering Plan. For sales operations, the practical point is to
store timezone as its own field instead of leaving local time to interpretation.

That field should not be stretched
into a prediction. A correct timezone
can help the system apply the
team's own timing rules, but it
cannot tell a rep whether the lead is
available, which hour will perform
best, or whether the person will
answer.

The cleanest control point is before
outreach is scheduled. Append the
timezone while the lead is still
moving through intake or CRM
enrichment, then let sales
operations and the rep decide how
that context should be used.
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Timezone data adds local-time context to a lead record. It does not choose the best
time to call, predict response, or know a lead's personal schedule.

THE OPERATIONAL QUESTION

Can the team add enough geographic context around a ZIP to apply its
own service-territory rules before work reaches dispatch?



http://searchbug.com/

THE SOLUTION

PUT THE TIMEZONE FIELD INTO THE RECORD
BEFORE OUTREACH IS SCHEDULED

Searchbug's ZIP Code to Timezone APl can be called from a

Igad—|ntake, CRM, or s'ales—operatlons workflow through 'real— USE THE AVAILABLE LOCATION
time XML or JSON. Using a ZIP code, area code, or coordinates,

the APl adds the correct timezone to the record so that value is LRI

available before the lead reaches a rep or scheduled sequence.

The API provides timezone context only. It does not select the

best time to call, know the lead's personal schedule, or predict APPEND THE TIMEZONE:
whether the person will answer. Those decisions stay with the

company's own sales process, scheduling rules, and rep

judgment.

At $0.003 per query, the ZIP Code to Timezone APl can be used APPLY YOUR OWN TIMING RULES:
as a real-time enrichment step when the sales workflow needs
local-time context before outreach is scheduled.

There's no contract required, and the starting balance is as low
as $5, so a sales ops team can test the enrichment against a
small lead segment before rolling it into the full CRM workflow.

INPUT / RESULT WHAT IT CAN SUPPORT WHAT IT DOES NOT ANSWER

A location input the API
ZIP code can use to append Whether the lead is available or likely to answer
timezone

An available input the API The lead's personal schedule or preferred contact

Area code can use to append .
timezone. time
A geographic input the
Coordinates API can use to append Whether outreach should happen now

timezone

Local-time context for
Timezone result the lead record and
scheduling workflow
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The best time to call, response likelihood, or rep
availability



KEEP TIMEZONE CONTEXT SEPARATE FROM REP JUDGMENT

The useful outcome is not 'call this lead now." It is 'we know the timezone this record belongs to.' Once that
field is in the workflow, the team can apply its own outreach windows, sequence rules, and rep judgment

without making local time another manual lookup.

HELPFUL CONTROL

Store timezone as a separate lead field and let the sales process own the timing decision. Use the field
to avoid local-time guesswork, not to predict availability or response.

CONCLUSION

A lead should not reach the outreach queue with local
time still left to guess. Real-time timezone enrichment
can put a clear timezone field into the record before
calls, follow-up, or sequences are scheduled.

Before outreach is scheduled, put the timezone into
the record. The decision about when to contact the
lead still belongs to the team’s own rules and rep
judgment.
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ABOUT SEARCHBUG

Searchbug provides real-time data APIs
that sales and lead-generation teams
can connect to CRM and operations
workflows. The ZIP Code to Timezone
APl adds timezone context from a ZIP
code, area code, or coordinates through
XML or JSON so teams can schedule
outreach with local-time context already
in the record.

e U.S. Department of Transportation, Uniform Time: https://www.transportation.gov/regulations/time-act
e North American Numbering Plan Administrator, About NANPA: https://www.nanpa.com/about
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