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Week 11.
Everything on track.
Then procurement called.
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70% of B2B reps missed quota in 2024. |
You don't survive losing an 11-month enterprise deal.
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the journey in the dark. |
The evaluator already |
.~ had the blueprints.
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He knew everything. ) —
He'd been reading our |S S f'/'
L7 emails for two weeks. E
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He wasn’t evaluating. He was harv ting. Without
| early technical discovery, we were flying blind.
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BOI PROJECTIONS
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THE ARCHITECT RUNS A DEEP
TRACE. A RED DATA THREAD
EMERGES — THE CONSULTANT'S
FIRM HAS BEEN ON RETAINER
WITH THE LEAD COMPETITOR
FOR 31 MONTHS. THE BUYER
HAS NO IDEA. THE CLOSER AND

ARCHITECT HAVE THE EVIDENCE.

NOW WHAT?
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HE WASN'T EVALUATING BOTH SIDES.
| HE WAS SELLING ONE SIDE TO THE OTHER.
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BN Bl oF INTENT

60% of SaaS deal losses
happen at the proposal stage.

We were multi-threaded,
but they controlled the

CONSEensus. |
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Deep Research isn't about What might be
true. It's about validating what must be
true to move a live deal forward.
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CONSULTANT'S |
NEUTRAL REPORT
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COMPETITOR
MARKETING COPY

Deals won on independently
verified proof close at 2.3x
the rate of deals won on rep
credibility alone.

Your evaluation firm
used their brochure
as a template.
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Now you know the game.
Ask who hired the ref.

?

~
Q
e
=
O
o
=
O
>
Re.
=
<+
©
=

t happened to you
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