THE STRATEGY PITCH

Most companies don't have
a strategy problem.

They have a revenue
execution problem.

‘ Al Revenue Execution @ War Room

For founder-led B2B companies that need to connect strategy, sales, CRM,
and Al workflow into one measurable revenue operating system.

ICP clarity CRM discipline Weekly cadence Al workflow
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Strategy doesn't fail. Execution systems do.
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THE STRATEGY PITCH

The Revenue Execution Gap

Your company has activity. But revenue still feels harder than it should.

@® Pipeline movement ® cp

is inconsistent is not enforced
commercially

What usually breaks

Founder-led B2B companies often reach a
point where the business is no longer early,
but the revenue system still depends too

® Messagin ® CRM
heavily on founder memory, founder ging
follow-up, and founder decisions. changes by person exists but cannot be
trusted
This is not usually a motivation
problem. It is an execution )
. ® Al tools ® Meetings
architecture problem.
are discussed, not create updates, not
operationalized decisions

The core diagnostic question

Where is revenue execution breaking?

ICP Positioning Pricing Pipeline CRM visibility Follow-up

Founder dependency Decision cadence Al workflow

Most companies try to fix everything at once. The War Room identifies the real constraint, sequences
the work, and installs the cadence required to move.
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What the War Room Installs

A structured revenue execution system between strategy, sales, CRM, and Al workflow.

Q ICP and Positioning Clarity Q Offer and Pricing Discipline

Define who the company can win with repeatedly, what Clarify what is being sold, why it matters now, how it
problem matters enough to act on, and where messaging should be packaged, and where pricing friction is caused by
needs to become sharper. unclear value.

Q Pipeline and CRM Execution Q Weekly Revenue Cadence

Map the real sales process, clean up stage logic, define Install a weekly operating rhythm that converts activity into
ownership, and create a pipeline view leadership can use. decisions, accountability, and next actions - not status
reporting.
Q Al-Enabled Workflow Improvement Q CEO Revenue Control Panel
Identify where Al can remove manual friction from Create a simple leadership dashboard showing where
research, follow-up, CRM hygiene, content prep, and revenue execution is moving, where it is stuck, and what
decision support. requires intervention.

Operating Spine

Strategy > Al Workflow > Revenue
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Engagement Structure

Start with diagnosis. Install the system. Then maintain the cadence so execution does not drift.

Revenue Execution Diagnostic m

Identify where revenue execution is breaking before ® Revenue Execution Gap Map
committing to a larger mandate. ® Ranked constraint analysis
® 90-day execution priorities

90-Day Al Revenue Execution War Room

Install the core revenue execution operating system across ® Sales stage and pipeline logic
ICP, offers, pipeline, CRM, cadence, and Al workflow. ® Weekly revenue meeting cadence
® Al workflow improvement plan

Execution Mandate

Maintain cadence, pressure-test execution, and keep the e Weekly revenue review
system moving after installation. ® Pipeline and conversion analysis
® Monthly execution dashboard

Best Fit Not Fit

No real revenue base

Wants ideas without discipline
Only wants marketing execution
Not willing to inspect ownership
Expects guaranteed results

Founder-led B2B company
$3M-$30M annual revenue
Existing clients and pipeline
CRM present but underused
Interest in practical Al adoption
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Outcomes This Work Is Designed to Create

The War Room turns commercial ambiguity into clearer operating rhythm, decision visibility,

and execution discipline.

@® See the real revenue constraint clearly

Understand what is actually slowing revenue
movement.

@® Improve pipeline visibility

Create a CRM and sales view leadership can use for
decisions.

@® Use Al to remove friction

Apply Al to workflow improvement, not tool noise.

Why The Strategy Pitch

Reduce founder dependency

Move execution from founder memory into visible
operating cadence.

Sharpen ICP and offer structure

Clarify who you serve, why now, and what value is
being sold.

Align the revenue team

Connect sales, marketing, CRM, and leadership around
one spine.

The Strategy Pitch operates at the execution layer - where strategy becomes decisions, decisions
become sequencing, and sequencing becomes revenue activity.

Operator mindset, not just advisor language

[ J
Led by Barnes Lam ® Focus on execution cadence and measurable

movement
Practical Al adoption tied to workflow and

An execution-led GTM operator with experience across
telecom, enterprise sales, partnerships, software, revenue
founder-led growth, and commercial operating systems. Clear decision systems for founder-led teams
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Ready to diagnose
the execution layer?

If your company has strategy, activity, and tools - but revenue
momentum is still inconsistent - the next step is to identify
where execution is breaking.

Start with the Revenue Execution Conversation

Use the conversation to determine whether the constraint is ICP,
positioning, pricing, pipeline, CRM visibility, founder dependency, decision
cadence, or Al workflow.

Scan to visit

Strategy doesn't fail.
Execution systems do.

Al Revenue Execution War Room | The Strategy Pitch
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