
+  Prepping for  
THE BIG MEETING 



+
Less of this… 



+
More of this… 



+
The Problem 



+

You’ve the he
avy 

lifting 



+



+

You got
 the buy

ers in 

the room 



+

… but will they
 take 

any act
ion? 



The Op
portu

nity 



+
“Advances” (not 
continuations) 



+

Clear path to th
e next 

step 



+

Predictability
 



+
Scale your s

ales 

process 


