



























































	Slide 1: P R E C I S I O N   S E L L I N G
	Slide 2: Old School methods are in need of  an upgrade
	Slide 3: The Classic “Funnel”
	Slide 4: Recurring revenue businesses require a different model
	Slide 5: The “Bowtie”
	Slide 6: Incremental improvements compound for significant results
	Slide 7: 5 Precision Selling Methods
	Slide 8: Focus on Ideal Target Clients
	Slide 9
	Slide 10: Why do we need ICPs?
	Slide 11: How ICPs can by applied across the bowtie? 
	Slide 12: A Practical Framework for Targeting and Messaging
	Slide 13: Asset Manager Rep.
	Slide 14: Make Outreach More Client-Centric 
	Slide 15: How to Structure an Email
	Slide 16: How to Structure a (Cold) Call
	Slide 17: Make Discovery Calls Engaging & Effective 
	Slide 18
	Slide 19: Take Advantage of AI Efficiencies 
	Slide 20: AI GTM Archetypes
	Slide 21: AI Research Across The Entire Customer Journey
	Slide 22: An entire GTM campaign built  and executed by AI, with over 50 assets
	Slide 23: Implementing an AI agent for inbound leads to drive revenue and insights
	Slide 24: Invest in Advocacy & Referrals 
	Slide 25: Recurring Revenue is the result of Recurring Impact
	Slide 26: Low-Cost, High-Return Investments in Advocacy & Referrals
	Slide 27: Takeaways 
	Slide 28: 5 Precision Selling Methods
	Slide 29: Delivering Impact for our customers
	Slide 30

