Bill Thomas

Meeting Preparation Techniques

1. Pre-Meeting Hypothesis Building

o

Develop hypotheses about the client's pain points and objectives. Research industry
trends, recent news about their company, and challenges faced by peers in their sector.
This approach frames the conversation with an insightful perspective that resonates and
allows you to validate or adjust your assumptions during the call.

2. Customized Value Mapping

@)

Map my solution benefits to specific goals or gaps in the client’s current situation. This
could be done using a “value matrix” to visually connect client objectives with solution
features, tailored specifically for that client. Bring this customized map to the meeting as a
leave-behind, making it easy for decision-makers to see clear alignment with their
priorities.

3. Insight-Driven Agenda Setting

@)

Develop a meeting agenda that incorporates insightful, high-value discussion points
rather than just a product pitch. Research the client’s industry trends and recent
company milestones or challenges, and structure the agenda around how your solutions
align with their strategic goals. This approach demonstrates that you’ve invested time in
understanding their business and positions you as a strategic partner focused on their

Success.

4. Client Relationship Mapping

o

Build an internal relationship map of all client contacts relevant to the meeting.
Identify the influencers, decision-makers, and potential advocates within the client's
organization. Use this map to structure your conversation strategically, aiming for
language and topics that resonate with each stakeholder’s concerns.

5. Real-Time Competitor and Market Analysis Briefing

o

Have a snapshot of recent competitor moves or market shifts that might impact the
client; a quick briefing on relevant insights. This approach demonstrates your
awareness of their broader competitive landscape and positions you as a knowledgeable
advisor rather than just a vendor.
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Customized Value Mapping Matrix

Client Goals Identified Gaps Solution Features Value Provided
1.Improve 1. Manual, time-consuming 1.Automation & 1.Speeds up processes,
Operational processes slowing response Workflow reduces errors, and frees up
Efficiency times. Optimization resources.
) 2.Real-Time . . .
2.Lack of real-time data . 2.Provides immediate insights
) Analytics . - .
access causing delays. for quick decision-making.
Dashboards

. = Connects data from all
2.Enhance Data 1.Disconnected data sources Unified Data .
sources for comprehensive

Insights lead to incomplete insights. Integration Platform .
analysis.
2.Limited data visualization = Advanced Makes data more accessible
capabilities. Visualization Tools and actionable for teams.

Robust Security & Ensures data protection and

3.Scale Services 1.Concerns over security with . ] o
. . Compliance compliance with industry
Securely expanded service offerings.

Controls regulations.

. . . . Supports demand without
2.Challenges in managing Elastic Cloud Scaling . . .
. infrastructure strain, scaling
increased customer demand. Features
as needed.



