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BUSINESS DEVELOPMENT AS A SERVICE

Startups Winning
Their First Enterprise
Customers

Simple, Effective Way for Entrepreneurs
to Land Their First Large Accounts
White paper on how elite business developers secure

C-level support for paid Proof of Value projects, mobilize
internal stakeholders, and deliver ROl in weeks or months.
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Essential Questions of this Executive White Paper

e Why do startups struggle to land enterprise accounts?

* What characterizes an elite business developer, and how do they
win “unwinnable” deals for startups?

e Why do startups struggle to land enterprise accounts?

Who should read this paper and why?

e Co-founders of high-growth-potential startups seeking to unlock a
scalable success pattern from their first 10 enterprise customers.

e Capital partners of high-growth-potential startups recommending
a catalyst for their portfolio companies.

e Elite business developers seeking enablement tools for firstgo-
to-market motions.




How do elite business developers access the C-suite, mobilize
consensus, and fast-track buy-in of new startup technologies?

Bridging the Enterprise Trust Gap—Without
a Track Record

Enterprises need innovation but fear betting on startups. Every
purchase decision risks the career of executives championing
adoption.

Whether they say so or not, enterprise buyers need proven
business value—not just technical breakthroughs.

Innovation must work in their environment. Buyers struggle to
operationalize a business capability using the new technology.

Startups only offer a fragment: their technology.

Result: a crisis of trust

Enterprise leaders ask: Will you survive? Can you scale with us?
Do you understand enterprise needs? How do you advance our
strategic initiatives?

Success requires reframing the conversation.

How can we transform this technology into measurable busi-
ness value that drives sustainable growth?

To win enterprise trust, startups must collaborate with buyers
to solve this essential question.
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Bridging Undiagnosed Symptoms and Strategic Mandates

Undiagnosed SYMPTOMS
What critical systems are
now at risk? Or will soon be?

What changed, elevating this
to important and urgent issue?

Why do startups struggle to
land enterprise accounts?
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Operationalized MANDATES

Which core business
capabilities must we improve?

What's likely to break if we
make those improvements?

What's the 3-year operational
cost of this new capability?
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TRUST GAP \

p
\ Skeptical Enterprise Buyers /

\ What are you not disclosing /

\ (that might hurt us)?

What will it really take for us to
integrate your technology?

How do you enhance our Al
strategy?

Enterprises face pressure to modernize but often lack clear direction and blueprints for Al-based

technologies and services. With a profusion of available technologies, buyers cannot reverse-engineer
a needed improvement from today’s Al technologies. The result: testable use cases, clean training data,
and fast low-cost way for demonstrating a proof of value contribute to buyer indecision and no sale.
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What is the impact of delayed wins in our market?

Speed Wins Markets—Hesitation Kills Growth

Startups that miss early enterprise wins forfeit market leadership and
lose more than revenue.

While startups hesitate, competitors define categories, anchor pricing,
and set market expectations.

Being late erodes competitive advantage and inflates acquisition costs.

As markets mature, enterprise sales costs spiral upward, leading to sky-
rocketing CAC.

Delayed market entry doesn’t just lower margins. It forfeits them to the
competition.

The Cost of Delay: How Postponed Enterprise Wins Erode Startup Value

It depletes engineering and product resources.

Product teams scramble to catch up, abandoning crucial features or
launching new products.

Every month of delay shrinks the product/margin lifecycle, sacrificing
potential profits up to 20 times the initial sale.

Delay signals: “We're not leading.”

Enterprise buyers also read market momentum as a proxy for a startup’s
viability.

The figure below depicts how early enterprise wins create cascading margin
opportunities through faster monetization, reduced customer acquisition costs
(CAC), and incremental margin lift across multiple profit streams. Delay creates
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What changed that made new product introductions and go-
to-market motions more difficult, prone to fail, and expensive?

Al Makes Buyers Smarter—Yet More
Indecisive

Now, enterprise buyers arrive armed with Al-powered re-
search, having devoured vast quantities of information.

But this creates a dangerous illusion: the appearance of un-
derstanding without actual readiness.

Buyers seem knowledgeable yet remain paralyzed. Sales cycles
stall not from rejection, but from well-defended indecision.

The New Default — Not Now

When risk is high and information is infinite, acts of omission
feel safer than taking action.

Deflecting new vendors risks nothing. Backing failed initia-
tives is career-damaging. Even qualified, promising solutions
get stuck in limbo.

Al Reinforces, Rarely Transforms

Modern buyers default to cognitive offloading. They ask ma-
chines to confirm what they believe.

Result: buyers who are more confident but less curious.

Modern buyers default to cognitive offloading. They ask ma-
chines to confirm what they believe.

The Paradox: Knowledge Without Action

Today’s buyers have unprecedented information but struggle
to act. They carry transformation mandates while navigating

complexity and uncertainty. Business development must re-

build conditions for clarity and movement, one small win and

trusted conversation at a time.
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The Enterprise Decision Paradox: How Al Answers and Digital
Intelligence Creates Informed Indecision

STRATEGIC PARALYSIS

Without a clear, de-risked course of action, starting with small wins, buyers will take "wait and
see" position. They want to avoid being a scapegoat for failure.

Al AMPLIFICATION

As Al shifts from a tool to a strategic foundation, it colors every decision and test
every assumption, bolstering illusions of knowledge and practical wisdom.

COMPLEXITY OVERLOAD

Pace of innovation and speed of competitive inroads often
outpace planning cycles and incentives: keep it simple,
mediocre and beyond criticism.

MARKET PRESSURE

Transform or become irrelevant:
pressure to deliver breakthrough
products, slash headcount, and create
new markets.

This framework illustrates how the convergence of transformation mandates, competitive environments,
and Al-enhanced research capabilities creates a new enterprise psychology: informed, cautious, and
paralyzed—until trusted advisors can reframe strategic possibilities as a safe, realistic course of action.
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What is Business Development as a Service, and how can it

alter a startup’s trajectory?

BuDaaS—Accelerating Market Entry

Business Development as a Service (BuDaaS) combines two
critical roles: Elite Business Developers (strategic guides)
who unlock opportunities, and Solutionioneers who architect
and deliver proof-of-value projects, custom solutions, and
deep integrations.

Elite Business Developers navigate established networks and
cultural fluency of enterprises to drive new business.

They combine intimate customer knowledge with deep com-
petitive intelligence to identify strategic advantages.

Solutioneers translate vision into reality by architecting solu-
tions, validating value, and ensuring integration.

Leading Al companies embrace this model through forward
deployed engineers (FDEs)—in-house solutioneers who tackle
complex implementations.

The BuDaaS approach transforms potential into paid proof-
of-value projects and complete deployments.

BuDaaS creates repeatable success patterns for internal
teams, laying the groundwork for scalable growth.

BuDaaS$S guides startups through essential market creation,
establishing proven opportunities for traditional sales ap-
proaches to flourish.

BuDaaS creates repeatable success patterns for internal
teams, laying the groundwork for scalable growth.
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Jump-starting Market Entry with a Business Developer and
Solutioneer Partnership

7 SALES ARCHETYPES CONSULTANTS

Trusted advisor

CULTURAL NORMS
OF BUYING GROUPS

Buying-decision facilitator
Internalized cultural norms

FARMERS SOLUTIONEERS

Great project manager Long-term framework
Deliver and document Consulting solutioneers

SELLERS HUNTERS
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PRODUCTS IN MARKET COMPETITIVE KNOWLEDGE COMPETITION'S STRATEGY

This framework shows how Networked Consultants and Solutioneers collaborate to bridge enterprise trust
gaps, paving the way for traditional sales roles to scale growth. They use their access to key accounts and
proof-of-value projects to prime the growth engine for internal staff and more traditional "sell with" partners
(consultancies, managed services, integrators).
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How do elite business developers access the C-suite, mobilize
consensus, and fast-track buy-in of new startup technologies?

Trust, Intelligence, and Wisdom—Keys
to the Elevator

Elite business developers leverage decades of relationships,
reconnecting with their network—former colleagues leading
startups, midsize companies, and enterprises.

Trust Precedes Technology

They command credibility before discussing products, solu-
tions, and vendors.

These veterans prioritize authentic reconnection and active

listening, attuned to spoken challenges and unvoiced realities.

They navigate enterprise complexities by decoding political
alliances, cultural norms, technological readiness, and strate-
gic priorities.

Elite business developers bring expertise in products, com-
petitive landscapes, and enterprise integration. They also
bring strategic judgment and discernment of what's workable,
why, and how.

Strategic Navigation

Elite business developers master strategic introductions—
knowing whom to engage first and navigate complex stake-
holder networks.

“The brain hates ambiguity. Its autopilot smooths, gen-
eralizes, distorts, or deletes it. In business, leadership
goes to those who first transform ambiguity into action-
able clarity through novel, meaningful insights.”

—Steven Feinberg, PhD, neurostrategist to war rooms
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How Elite Business Developers Earn Sponsored Access

(C=> SPONSORED ACCESS

Permission and air cover for (50, WIEHES SRl 2 U

gotta meet.

alliance-building and
consensus development

STRATEGIC JUDGMENT Yep. That would work. Here’s

Discernment of workable how I see that rolling out.
paths to value

ENTERPRISE INSIGHTS

Deep understanding of
situations, decision dynamics
and power structures

Huh? That unique, meaningful and
predictive. Let’s whiteboard it.

REPUTATION CAPITAL .
Been a while. Glad to meet next

Trgck record of strategic. week. Coffee or Zoom?
guidance and value creation

The Enterprise Access Multiplier framework illustrates how reputation capital, enterprise insight, and
strategic judgment combine to create unique access for alliance-building and consensus development.
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What are paid proof-of-value projects, and how do they bridge
the trust gap that plagues most startups?

Swift ROI, Clear Value—The Right to Win

Enterprise buyers have one critical question: “Can we trust
this startup?”

Business Development as a Service transforms skepticism
into confidence through:

Paid Proof-of-Value (PoV) projects launch with inexpensive
limited-scope engagements that deliver measurable value in
weeks.

These PoV projects focus on strategic outcomes that demon-
strate direct impact on one or more corporate Objectives and
Key Results (OKRs).

Trusted advisors secure privileged access to confidential
financial and operational data—critical intelligence unavailable
to typical vendors.

Solution engineers use this privileged intelligence to create
interactive simulations of business capabilities.

PoV Dashboards quantify the financial return from each
agreed project, structured as work packages (small defined
project sprints).

This dashboard validates future returns, making scaled de-
ployments feel inevitable rather than aspirational.

Clear ownership, tools, and procedures distinguish these
structured work packages from typical product demos, sand-
box hacks, and proofs of concept.

PoVs show potential for 2x near-term return (5x to 10x over
time), driving full-scale adoption.
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The Trust-to-Growth Framework: Anatomy of a Proof-of-Value Project

HIGH-LEVERAGE INPUTS
Ambition: Career-making opportunities for internal champions - enhanced reputations
Pain: Costs of inaction, complaints from customers and workforce
Workable: Clear next-action steps - fast safe wins

PAID PROOF OF VALUE PROJECT

e Focus: One strategic use-case linked to a corporate OKRs

2 to 9 Weeks

e Dashboard Phased realistic returns from completion
of targeted work packages

STRATEGIC OUTPUTS
Demonstration: Working capability proof of one or two strategic use cases
Narrative: Engaging stories of success, failures and the next hill to take
Value: ROI blueprint of a whole product, time to payback and 3-year return

THE DEAL

Upon proof of value, you agree to buy a full implementation

High-leverage inputs to the project drive eight-week PoV projects, converting enterprise skepticism into
measurable outcomes and expansion opportunities through structured demonstration, narrative building,
and value validation.
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How does the BuDaaS playbook prescribe going from

zero to five enterprise customers?

Pilot to Enterprise Wins—The Playbook in Action

An elite business describes his seven-step process:

Mastery: I've earned the right to win, starting with warm C-suite
introductions and a proof of value offering.

Trust Capital: I've cultivated 30 “ride or die” partners and 1000
well-positioned gatekeepers in over 500 enterprises, giving me
direct access.

Working Hypotheses: A capability for this use case can deliver a
twofold return in under 5 months, given a buyer’s current footing
and outlook.

Conversations for Action: Let’s whiteboard what it would take to
operationalize that business capability for the top 3 use cases.

Keys to the Elevator: | will work with your team and my allies to
develop a business case for funding a proof-of-value.

Change Mobilization: We've gathered enough financial and oper-
ational data for 3 use cases to achieve a 2x to 4x return in under 9
months.

07 Right to Win: In 7 weeks, we transformed a paid Proof of Value into
a simulated capability for two use cases with a business case per-
formance dashboard and funding proposal

“The data showed three use cases, each with 2x ROl in 9 months.
We had operational metrics, financial projections, and risk mitiga-
tion plans. The CFO looked at the numbers and said, ‘This isn’t a
pilot anymore—this is strategic infrastructure.”

— Robert, VP Customer Success
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The whiteboarding sessions were impressive. Instead of pre-
senting slides, we asked: ‘What would it take to operationalize
real-time fraud detection across your payment channels?’ By the
end of that 90-minute session, we had co-created their imple-
mentation roadmap.”

— David, Enterprise Solutions Architect

“Seven weeks from handshake to live demo. We operationalized
their supply chain visibility use case and delivered measurable
results. The CEO walked into our demo, saw real-time insights
from their data, and asked: ‘When can we expand this to all divi-
sions?”

— Lisa, Head of Enterprise Solutions
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What's the GTM Blueprint for overcoming Enterprise buying barriers?

Consensus, Confidence—Overcoming
Internal Barriers

Trust Precedes Technology

Market Forensics confirms “beachhead” buyers with oxy-
gen-level needs—pain so acute that relief becomes non-ne-
gotiable.

Value Engineering creates fundable concierge prototypes.
It reverse-engineers a complete product concept of a future
mainstream growth product.

The Job Isn’t to Sell—It's to Reduce the Risks of
Adoption

Working backwards from a customer’s operationalized busi-
ness capabilities, blueprints needed resources and the critical
path for their assembly.

Solutioneering Studios transform sketched assumptions and
prototype blueprints into a simulated business capability that
the customer can see, feel, and touch.

The engineered product—a proof of value project—includes
an interactive dashboard showing the “no surprises” business
case, project workstreams and work packages, and a three-
year operating plan.

The proof of value dashboard sells itself. The workstream
cadences and reporting minimize risk and uncertainty.

GTM Essentials for a Soft Launch

Phase 4 of our GTM Blueprint executes a soft launch. The
Buyer Decision Kit contains the content, tools, and processes
for sales and customer success, as well as secure access to
the Success Portal and customer-specific collections.
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Business Model

Soft Launch

Business Development Value Co-Creation Framework

Product Features:
* Functional
« Non-functional

PRODUCT PLAN

Product Development:
« Code / low code

* APl integragtions

* MSP Services

MARKET SCAN

* Value chgins
» Competitors
* Partners

« Influencers

VALUE

ENGINEERING R

GAP-CLOSING

CONCIERGE
PROTOTYPE

REQUIREMENTS:

« Functions
» Non-functions

PRICING MODEL
*+ >10% of ROI

WHOLE PRODUCT:

* Proven acqusition channel

» Effestive delivery 3-5 uses case

*» ROI business cases

» Referenceable accounts

MARKET ENTRY
REQUIREMENTS
* Jobs to be Done

* Minimagl Viable Product:
* Business model validation

TARGET MARKET
SEGMENTATION

* Initial Beachhead
* Adjacencies

SOLUTIONEERING STUDIOS

=

BUYER DECISION KIT

« Pgin point calculgtor

* Business case

* Proof of value demo

« Fegture value matrix

* Change management plan

* 3years ops plan

« Executive decision package

DIGITAL ASSETS

* Branding

« Buyers guide

» Demos

« Infographics

* Pubs

« Videos: Explainer

OUTREACH

* Warm intros

« Social promos
 Email campaigns
* Paid search

- Sponsor content and events

PRESENTATIONS

+ Customers
* Partners

* Investors

* Employees
* Analysis

LEAD GEN WEBSITE
OPTIMIZATION

+ Architecture

 Technical
» Content

The figure above depicts the progression from customer pain points to a co-design solution,
emphasizing four phase process for business development as a service.
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Why is effective business development supercritical for

startups, and “wait and see” a career decision?

Collapsing Opportunit—Big Bang
Markets Barriers
Business development seeds a market. Once a clear success

pattern emerges, traditional sales and customer blitzscale
that success.

Nail it before scaling it

In today’s market, Business Development is no longer option-
al—it’s existential.

The figure depicts two market maturity timelines. Traditional
markets mature over seven to 10 years. Big bang markets
mature in one or two years.

Agentic Workforces Changed The Rules

Al agents and process automations increase the velocity of
existing change factors: business restructuring, accelerating
M&A events, and ongoing supply and demand shocks.

Analysts predict that deep research and negotiation-savvy Al
agents will eclipse traditional procurement by 2027 or sooner.

So what?

Buyers will switch vendors faster than they can adapt. “Wait
and see” or “fast following” are no longer viable strategies—
they are career decisions.

Velocity is the new traction. Market windows open and close
faster than ever.

Enterprise buyers seek confident, insight-rich partners who
can accelerate their big bang markets.
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“Offering velocity to a customer’s go-to-market motions or launching
game-changing products or services is the most important lever for startups.”

The Cost of Delay in Enterprise Business Development

TRIAL VAST
USERS MAJORITY

Time to Achieve

Market Maturity

v

COMPRESSION DRIVERS
AGENTIC WORKFORCES B
SUPPLY AND DEMAND SHOCKS MARKETS
AGGRESSIVE M&A
BLITZSCALE RESTRUCTURING

v

TRADITIONAL
MARKETS

o 9
INNOVATORS 2.5%  EARLY ADOPTERS 12‘5/tARLY MAJORITY 34%

LATE MAJORITY 34% LAGGARDS 16%

v

The figure above depicts how market now form and mature in months and not years or decades. Speed and
agility above all else will determine winners in “big bang markets.”
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What results should startup CEOs expect from
business development as a service?

Go To Market with BuDaaS—3 times faster

Speed Isn’t Just Faster. It's Smarter.

Business Development as a Service compresses the time to
acquire your first five enterprise customers.

That’s not just 3x faster. It distills the essential pattern for
scalable, profitable growth.

The Value of GTM Essentials—Start Selling in
Weeks, Not Months

Traction requires the minimum GTM infrastructure. The figure
to the right depicts the general order for producing the GTM
essentials.

Value Acceleration—Post-Engagement Force Mul-
tipliers.

Value acceleration assets enable founders, internal teams,
external partners (business developers, consultants, solution
providers, integrators) to drive a purchase consensus within
the buying organizations.

The combined GTM Essentials and Value Accelerators an-
swer four critical questions of new enterprise buyers:

What is this?

How does it work?

How can | sell it to the CFO?

As a consultant, how can | make money with this?

A Success Portal curates all shared content for each custom-
er and tracks their engagement, including who watched which
videos, for how long, and with whom they shared it.
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“Sending a business developer into a market without an essential toolkit will de-
lay landing the first five enterprise deals by months, or even longer.”

GTM Acceleration: From Foundation to Force Multiplier of
Successful Scaling Patterns

TRADITIONAL GTM MOTIONS
of failure

GTM WITH BUDAAS 5 Successful Time to 4% Scalable
Enterprise + Payback:5-7 + probability of = Success

Customers months failure Patterns
GTM ESSENTIALS

18 to 27 month
time to Payback

85% probability

VALUE ACCELERATION

=

Seminal white paper that defines the category with
authority and third-party validation

. Videos Short-form explainers, how-to’s, testimonials

and trouble-shooting

2. Website / landing pages that convert traffic into . Events Schedule of webinars, ask-me-anything
leads, featuring white papers, ROI case studies and clinics, situational micro-coaching masterclasses
buyer guides

. Prompting Deeper Curated collection of Al prompts

3. Sales presentation library with graphics and videos; with embedded training objects related to customer
prebuilt and ready to customize with narrated journeys and your products
videos and multimedia animations

. . . Optimized Long-tail Content Organic content,

4. Proof of value kit Work packages, roles, jobs to be optimized for LLMs and Al insights and answers

done, tools, exemplars, Al prompts
. Success Portal Collections of content curated for
5. Success proof Case studies with ROl scenarios; customer journey milestones with member

anonymized from first-hand experience and credible
secondary research sources

engagement tracking

Framework showing accelerated enterprise customer acquisition through essential GTM infrastructure and
value acceleration tools, achieving 35-70% faster market entry.

StratEx Velocity | Page 11



How can startup CEOs frame their GTM narrative for enterprise success?

Pattern Recognition—Common Pitfalls to Avoid So what?

If you can’t show how your solution adds velocity to your customer’s core

You're not just selling to a company. You're accelerating their strategy. strategy in a 6-12 month time frame, you'll stall in sales mid-funnel limbo.

Enterprise buyers advance three strategies—Productivity, Growth, or
Brand—across four dimensions of financial performance, customer
relations, internal processes, and core resources.

Today, most startups must demonstrate how their technology adds to the
agentic workforces of their business customers or end-use customers.

Enterprises achieve these strategies through operationalized business Recommendations
capabilities and the integration of people, processes, infrastructure,
and data. Build detailed strategy maps for each customer, highlighting 3 to 5 use

cases that support their strategic goals.
However, a fifth resource of Digital Intelligence—cognition, automation,
robotics, and agentic workforces—has emerged and transforms every- Blueprint an operationalized business capability. Showcase your technol-
thing it touches. ogy’s contributions to productivity, growth, and brand.

Digital Intelligence of Agentic Workforces Will Transform Every Dimension of Corporate Strategy

-
= INCREASED SHAREHOLDER VALUE
z
<
z t t t
[’
PRODUCTIVITY STRATEGY GROWTH STRATEGY BRAND STRATEGY
Lower Costs and Increase New/Existing Customer and Cultivate and Protect
Asset Utilization New/Existing Product Monetization Reputation
-4 . - -
E Price Quality Selection Availability Functionality Personal!zed Partnership Brand
'9 [ Interaction |
g Product/Service Attributes Relationship Voice
Operations Management Customer Management Innovation Regulatory
-l
<
= = Supply = Acquisition = Experimentation = Environment
; = Production * Retention = Design = Employment
B = Logistics = Growth » Launch = Industry
“ PEOPLE PROCESS INFRASTRUCTURE DATA
)
o
3
g DIGITAL INTELLIGENCE (FIFTH RESOURCE) AGENTIC WORKFORCES

The figure above depicts a Strategy Map for digital transformation of organizational strategy (Productivity, Growth, Brand and Resources). It calls attention to the role in agentic
workforces and autonomous systems—practical applications of Digital Intelligence, the fifth resource of strategy.
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How can we move forward?

Not Just a Rolodex—A Trusted Advisor

Effective business development starts with the character of
your Networked Consultant (trusted advisor), Solution Engi-
neer, and Delivery Team members.

The figure depicts the three pillars of business development
as a service, highlighting three essential roles.

Networked Consultants access board rooms and task forces,
mobilizing change in midsize and large enterprises.

They build sense-making narratives as trusted advisors. This
reduces ambiguity, ignites ambition, and sets a realistic way
forward for the customer.

Solution Engineers keep the commitments made by business
developers and selected partners.

Our solution engineers craft projects for agile, collaborative
delivery, like the “forward-deployed engineers” of large Al
providers.

Delivery Teams systematize the rapid completion of complex
project work packages and the integration of needed people,
processes, infrastructure, and data (including Al agents).

Delivery teams often use the customer’s existing project man-
agement tools (ServiceNow, Jira, Asana, Teams).

We deliver success by aligning people with a proven process,
cultivating trust that generates revenue velocity and scalable
value.

“Elite business developers use vivid depictions of a
customer’s strategy and business capabilities to demon-
strate where and how a promising technology can ac-
celerate strategy execution.”
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Three Essential Roles in Business Development Success

CONSULTANT ENGINEER DELIVERYTEAM
J
e Reputation e Integrity e Systematized
e Narrative EQ e Judgement e Playful
e Sense-making e Practical e Procedural
e Grit e Agile e Adaptive
e Service Motives e Collaborative e Team Health

Business development as a service succeeds when a trusted networked consultants, solution engineer, and
a delivery team operate in a rhythmic cadence. Trust grows at the intersection of motives, collaboration,
shared systems of accountability.
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What's the simplest way to explore if Business Development
as a Service could work for your company?

Next Step—Tailored Value Session

Start small, think big. Let’s begin with a 15-minute alignment
check meeting to clarify intent, urgency, and a mutual fit.

For this meeting, my intent is to determine if you're a good fit
for becoming a satisfied client for the next three years.

The goal is mutual clarity, not a sales pitch.

Prep before you step. Ask us for a pre-meeting brief, five-
page document following the Amazon Way. Use the schedul-
ing link.

This pre-meeting brief respects your time by setting a con-
text, clarifying options and key decisions, and surfacing crite-
ria for shared success.

Crux of Conversation

How would our working together look?

Whether the answer is “Let’s go,” “Not now,” or “Let’s revisit
this,” clarity is the result.

“Initially, | was skeptical. So | scanned the meeting brief
just five minutes before our scheduled call. In our thir-
teen minute call, we got more done than if we had an
hour. I'm now instituting something similar for all of our
key meetings.”

—Co-founder and CEO, SaaS pro
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Three Steps for Considering Working with Us

o SCHEDULE

SET a 15-minute
© alignment check

REQUEST a
pre-meeting brief

9 EXAMINE

E\ SCAN a pre-meeting
Q. prief and questions to

address

READ our white paper
and probe deeper with

suggested prompts

N\

P
9 MEET

SCAN updated
pre-meeting brief

IDENTIFY the crux and
next-action steps

0

Super. Let’s get this started! OR

COURSE OF ACTION

Sounds about right. How do

This is good. But we'’re not

you see us working together? ready to move ahead on this.

The figure above depicts an approach for your to evaluate working with us: from an initial alignment check to

proposal.
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What is StratEx?

Strategy Execution (StratEx) Velocity is a boutique strategy
and operations management consulting firm..

Clients engage us to add velocity to their execution of strate-
gy, addressing Customer/Revenue Lifecycle Optimization, In-
novation Partnerships, Operational Agility, and Team Science.

The team has completed 100-plus client engagements.

This track record of success and earned trust enables direct
introductions of SaaS, engineering, and systems integration
firms to Enterprises
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Michael Jay Moon is the principal author the executive white
paper, Business Development as a Service: Startups Winning
Their First Enterprise Customers, He is the CEO of GISTICS
Inc., a pioneering Silicon Valley advisory firm ith 40 years of
experience with Fortune 500 leaders like Apple, Amway, and
Nokia, he has orchestrated 200-plus successful technology
deployments across six waves of InfoTech innovation.

His experience as fractional CMO and co-founder in multi-
ple startups provides first-hand expertise of “Zero to One”
challenges, now applied to improving sales effectiveness and
integrating Al-based “agentic” workforces.

Moon, the author of the bestselling “Firebrands” and 40-plus
influential publications, pioneered the integration of neu-
rostrategy with transmedia narratives to create market-defin-
ing positions.

More about Michael Jay Moon and GISTICS at LinkedIn
| Twitter | Wikipedia
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