Win Patterns
Relationships and Trust
· Trusted relationship with decision-maker
· Deep relationship developed early
· Consistent interfacing builds trust
· Cultural alignment and likability
· Using client language
· Strong buyer education and gap identification
Customization
· Tailored solution to the DBM
· Highly customized proposal and presentation
· Personalized operational story-telling
· Preview content with key stakeholders
· Show proof through presentation or expo-style experience
Execution
· Hit the DBM with the right solution
· Flexibility and ability to scale
· Right operator and right SMEs
· Strong team alignment
· Proved value with clear examples
· Multiple in-person meetings
· Site tours that created rapport
· Keep relationship alive post-RFP
Process Strength
· WITY done early
· Alignment with WITY throughout
· Tie everything back to their org
· Consultative over “salesy”
· Great listening and questioning
· Soft close used well
· Operational balance to tell the story















Loss Patterns
Access and Power
· Not getting to the top decision-maker
· Didn’t talk to everyone with a vote
· Couldn’t reach key DBMs
· Access blocked by ops
· Internal teams didn’t help open doors
· Blind bidding / no brand awareness
Discovery Gaps
· Didn’t dig deep enough on cost needs or expectations
· Didn’t ask the right questions
· Missed the real pain points
· Didn’t uncover the DBM motivations
· Moved “away” from their needs vs “towards”
Messaging and Story
· Too generic, not tailored
· Didn’t tell the narrative of how we align
· Didn’t differentiate from competitors
· Proposal/tasting didn’t show commitment
· Missing “WOW” moments
Internal Alignment Issues
· Sales and ops not aligned
· Didn’t bring partners in early enough
· Lack of internal teamwork
· Used the wrong operational voices
· Slow decisions caused by internal process
· Overcomplicated approach
Value and Fit
· Price vs value not clear
· Didn’t prove value tied to their pain
· Financial alignment gaps
· Reputation or reference concerns
· Too corporate, not authentic
“Too Big” Theme
· Lack of attention
· Ego or one-size-fits-all approach
· Not locally focused
· Comparing ourselves to other big players reinforces fear
· Didn’t emphasize local presence well
· Didn’t bring local operators into first meeting

