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CROWDED NOISY SECTOR

Don’t Be A Single Tree In A Dense Forest

STRATEGIC POSITIONING

A Major Board-level Driver For Dramatic Growth

The bizarre reason why most software S o This is NOT about the outdated ideas of

companies actually make it harder for
prospects to find and do business with them.
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“brand” and being “differentiated”!!

Outsmart have a single-minded focus on
achieving dramatic growth for B2B
software companies through our unique
strategic positioning and science-based
communication system.

GAIN MORE ATTENTION

And How To Gain The Right Attention

' Why do extremely intelligent, well-educated < )

software founders create companies that don’t
stand out in their market?
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THE BIG ILLUSION

Are You Deceiving Yourself?

Here’s something we discovered about success in the software sector
that most software executives don’t know (It’s what we call the illusion,
and it’s directly in the hands of the leader of the software company)

Listen 4:41 mins

COMPETITIVE SPACE ™ PATHWAY

The little-known way to make
your company linger in the
minds of your prospects for
months afterwards. The
majority of businesses are

, forgotten within 24 hours!!
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BE MORE COMPELLING
And More Engaging To Prospects ,
Studies by Antonio Damasio and other

psychologists have shown that 90 - 95% of
B2B purchasing is based upon emotional

decision making
Listen 4:41 mins

MAKE YOU MORE MEMORABLE

Or How To Become Unforgettable

3:33 mins How To Avoid Confusing Prospects And Investors

THE WHY OF BUY

The Step By Step Process To Winning Deals

The 5 psychological buying stages that must
be part of YOUR Competitive Space ™

Listen 3:04 mins

EMOTIONAL LEVERS 136 min T Why We're Confident You'll Get Amazing Results

Motivate Your Prospects To Take Action With ',: ?J

Yes, thereis a way we can assure you
You (Makes Selling To Them Much Easier)

Competitive Space gets implemented
Do you currently understand the emotional levers effectively within your company

that make your ideal prospects buy? More
importantly, do you know how to move these levers? y 299 mins

SHORTEN YOUR SALES CYCLES

Scientific Based Secrets To Seamless Sales

How Competitive Space will shorten your sales cycle
by typically 30% or more (and why that’s super
important for you).

Watch 10:41 mins

BRAIN FRIENDLY

Multiply Your Sales With Scientific Based Communication.

We use cognitive science & psychology
to create brain friendly communications

THE NEXT STEP IN GETTING WHAT YOU WANT

If You Don’t Know The Business Outcomes You Want, You Will
Probably Never Get Them. P

We have made available to you,
completely free of charge a process so
you can define and share with your
colleagues the ideal specific outcomes for
Your business. Simply click “Step Two”.

Watch

17:37 mins

‘ EXPLAIN MORE EASILY
“WHAT DO YOU DO?”

VISUAL STORIES

Imprint Yourself In The Minds Of Your Audience What NOT To Say When You’re Asked... TAKEOFF Or email Lorna (our lovely client director)

to arrange a call with us, email
lcatt@outsmartstrategy.com

AVOID “WHY SHOULD I CARE?”

And Become What Your Prospects Want! You’re missing a trick if you’re not using
visual imagery effectively (most software

companies don’t).

The top 1% know how to explain
whatthey doin a surprisingly simple,
yet effective way.

ANSWER THE QUESTION “WHYYOU?”

How To Make Your Company The Obvious Choice

Astudy by CSO Insights showed that 86% of
D the value propositions sales people present
When you understand how to answer questions 4 ) . ~—— aren’trelevant enough for themto get the Little Red Riding Hood 2:56 mins
in the right way at the right time, prospects will . customer to take action ;
only want to engage with you.

LiSt n 1:41 mins

CREATE A HUNGRY CROWD...

Knocking On Your Door
Stop chasing prospects who are

2:02 mins indifferent to what you offer. Chasing

business is expensive and tiring.
UNFORGETTABLE FAIRY TALES That's why we've designed a
pathway to nurture eager prospects.
(This means you can be selective in
who you work with)

BE CLEARLY UNDERSTOOD

Connect with Linkedm
90% of the software tech industry market are just not
good enough at being quickly and easily understood
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IMPLEMENTED WE ARE OUTSMART
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NEIL CUMMING

Co-founde

25 years Cognitive Science
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