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“THE BATTLEFIELD HAS GHANGED.
OUR METHODS HAVE NOT.”

Today's sales environment is faster, more competitive,
and involves more people than ever.

Sellers are working harder, yet deals die from ‘no
decision’ 48-66% of the time.

We chase ghosts, mistake activity for progress, and burn
resources on unwinnable fights. We are drowning in noise
because we haven't found the signal.

e

—> “If you chase everything, you'‘re not in sales-
you're hallucinating. Precision is built before

k contact.”

THE: AMATIUR THE: OPERATOR

Reacts to requests. Engineers signals.

Chases anyone willing to talk. Chooses environments.
Enters deals blind. Enters deals with leverage.




THE OPERATOR’S MAP: YOUR SYSTEM FOR OPERATIONAL DOMINANGE

CRAFT is not another sales process. It is a field-tested framework for
operational discipline, adapted from CIA tradecraft. It provides the system to

move with intent-measured, deliberate, and effective. It fills the critical gap
where most deals fail: before you're in front of the customer.
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— C: Conduct Research — R: Refine & Target A: Activate ~ F: Find the Value/Pain T: Tailor & Validate
Focus: The Organization Focus: The People Focus: Engagement & Access Focus: Motivation & Urgency Focus: Proof & Configuration
Key Question: Which Key Question: Who holds Key Question: How do we earn Key Question: What critical Key Question: How do we prove
battlefield offers the highest real power within the the right to engage the key problem creates urgency for our selution is the best fit
probability of success? target organization? players? this contact? and configure the win?
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C: CONDUCT RESEARCH // Mission: Select the Battlefield

THE ANATOMY OF A FAILED MISSION: CHASING GHOSTS

TARGET: CASTANEDA, Diego

status: |F AILED! « ) j

10 ANEBITTALN

Operation Nomad began with a critical flaw. The team
targeted Diego Castaneda, an executive at Agrinorte
Logistics. The intel seemed ‘solid,’ but after
burning 500 operational hours and half their budget,
they discovered the truth: Castaneda was a mid-level
manager worried about buying his daughter a car. They
mistook visible activity for strategic importance.

The team was reacting to flimsy, single-source intel. They were writing down what already happened because
they couldn’t predict what was going to happen. In sales, this is the ‘Tamagotchi Deal’—an opportunity you

keep feeding with attention, but it was never really alive.




YOUR WEAPON AGAINST HALLUCINATION: THE FLOW TARGET FILTER™

Operators don't qualify people first; they qualify the environment. The FLOW filter is a targeting
weapon used before you pursue an organization. It determines if an opportunity ecosystem has
controllable momentum. It doesn’'t ask if you can sell here-it asks if you should.
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I- - Force = l. - Leverage

Do we have a unique angle,
insight, or capability that /

genuinely matters?

Who or what is already pushing
\ this problem forward
internally?

e Proprietary data, unique tech
capability, existing high-level
relationship, strong partner
endorsement.

e Executive mandate, board
pressure, regulatory deadline,
competitive threat.

W - Window

Is there a real, definable
movement window or are we just
hoping they’'ll act? \

() - Obsession

Does this environment
demonstrably care enough to
/ solve this problem NOW?

e Upcoming budget cycle, project
start date, regulatory deadline,
major leadership change.

e Active hiring for roles to solve
the problem, significant budget
allocated, recent public failure.
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EMBASSY SEAL -
INSTITUTIONAL POWER

Woman in Gray

SECURITY GUARD

Handler DEFERENCE

R: REFINE & TARGET // Mission: Identify the Nodes of Power
Power Is Not a Title. It's a Behavioral Signature.

After identifying CargaAltas as the right organization, Nash had to find the right people. The official
contact, Herrera, was a gatekeeper—a handler designed to deflect. True influence was revealed by
observing reactions: a security guard’s deference and the risk-aware “control posture” of an unnamed Woman
in Gray proved she held real power. Amateurs chase titles. Professionals hunt value.

The Law of Power: Proximity to Pain/Risk = Proximity to Value. The closer someone is to the
consequences of a decision, the closer they are to real power related to that decision. @ |
HEXXEL




PROFILING POWER: THE 7 HUMAN NODES IN EVERY AGCOUNT

The org chart is not a map of power. Real power flows through informal networks. If you don't map
these profiles early, you will be ambushed by hidden blockers or waste time on powerless contacts.

ICON | PROFILE POWER / THREAT ACTION

!l OPERATOR High Power / High Threat Engage directly & earn trust.

@ GUARDIAN High Power / Medium Threat Align early, address concerns.

." SABOTEUR Medium Power / High Threat Identify early, neutralize or isolate.
g BUREAUCRAT Medium Power / Medium Threat | Navigate efficiently.

=

SHADOW BUYER

High Power / Hidden

Locate through intel, engage carefully.

)

ADVOCATE

Medium Power / Low Threat

Recruit for intel, equip.

A

TOURIST

No Power / No Threat

Avoid politely, disqualify quickly.
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Bruchures to |
Mld Level Ops |

‘Social Connection
| (Brother-in-Law) |

: Online Forum |
Influence

Pilot with
- Competitor X

A: ACTIVATE // Mission: Earn the Right to Engage
Activation is Not Contact. It's Engineering the
;onditions for Contact.

Nash didn't call Torres. His team warmed the environment. They sent brochures to mid-level

. managers. They sold small pilots to competitors to create social proof and FOMO. They
built a relationship w1th Torres's brother-in-law. Multlple seemingly disconnected echoes
converged until Torres wanted the meeting. Activation isn’'t kicking down the door; it's
maklng them want to-open it for you.
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1. Trust Engineering 2. Frame Control

You are trusted when they believe you will The one who defines the problem defines the

protect them from risk. outcome. You must control the narrative from
the start.




SEIZING CONTROL ON ENTRY: THE 90-SECOND TAKEOVER

The perceived power dynamic 1s set 1in the first three minutes. If you enter
passively, you will be processed as a vendor. The 90-Second Takeover establishes
command posture, frames the mission, and positions you as a peer.

Acknowledge & Set Intent

‘Our goal is to quickly determine if there’s a
significant challenge around [Hypothesized Problem]...’

State Hypothesis (Based on Signal)

‘...My research suggests that [Trigger Event] is making
[Process] unreliable, putting [Metric] at risk.’

Define the Mission (for this meeting)

‘...S0, for the next 25 minutes, I'd like to validate if
this resonates and understand its potential impact here.’

Confirm the Path (Agenda)

‘If it's a major 1ssue, we can discuss next steps. If
not, we'll know quickly. Does that sound fair?’




F: FIND THE VALUE/PAIN // Mission: Uncover MINE Motivations

Pain Doesn’t Speak First.
You Have to Gorner It.

In his meeting with Torres, Nash didn't
ask, ‘What keeps you up at night?’ He
stated the pain his intelligence had
already uncovered: rising operational
costs, reputational friction, and
competitive pressure from Orient Star.

demonstrating this deep understanding, he
moved immediately to Confidential Trust
(Level 3) and forced Torres to engage on
the core issues.

Key Insight: True pain has quantifiable negative consequences and
creates personal risk for stakeholders. Your job is to connect the
dots from the business problem to the underlying human motivation.




UNCOVERING THE “WHY’: THE MINE MOTIVATION FRAMEWORK

Business problems don’t sign checks; people do. To create urgency, you must connect the
organizational pain to the personal motivations of the key players. MINE is the map to their ‘why’.

M - Money

Pain related to financial

loss, cost, or inefficiency.

Value: Profit, savings, ROI.

B
\

| - ldeology

Pain related to falling short
of a mission, vision, or values
(includes FOMO).

Value: Achieving the mission,
innovation, reputation.

N - Necessity

gt
f;o Pain related to broken
hi processes, operational
| @ disruption, or compliance
failure.
=l

~ 1 Value: Stability, risk
mitigation, continuity.

3 &
ko

Pain related to loss of status,
control, influence, or fear of

incompetence.

Value: Enhanced status, control,
recognition, career advancement.
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T: TAILOR & VALIDATE // Mission: Configure the Win
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You Don't Close with Pressure. You Close with Pioof.

The SensorEdge pilot wasn’t just a demo; it was a proving ground. Nash had to navigate a Saboteur
(Vargas), counter a Ghost competitor (OmniLogistics), and deliver undeniable proof of value. The system’s

unmasking of the traitor, Rico, was the ultimate validation. The deal was closed not with a pitch, but with
irrefutable evidence that addressed Torres's deepest pains (Money, Necessity, Ego).

Key Principle: Before any pilot or POC, define success with Mutually Agreed Metrics. Tailor your proof to

each member of the influence ecosystem—the Operator, the Guardian, and the Economic Buyer. Your goal 1s to
make the successful outcome feel logical, necessary, and inevitable.

@HEXXEL



THE OPERATOR'S GOMMITMENT:
IT'S NOT A PROGESS, IT'S A PHILOSOPRHY

® Preparation is Paramount: Success is overwhelmingly determined
before the critical conversations happen.

® Work from the Outside In: Earn the right to engage power. Do not
assault the C-suite cold.

® Disqualification is Discipline: Protect your time, resources, and
strategic focus by ruthlessly eliminating weak deals.

® Leverage Your Network: Your internal experts and external partners
are your extended intelligence web. Never enter an account alone.

® Your Champion’s Success is Your Mission: The commitment extends
beyond the signature. When you make your champion a hero, you
build unshakeable, long-term trust.

@HEXXEL



GHEGKMATE: THE GONSEQUENGE OF DISGIPLINED EREGUTION

One year later, the intelligence gathered via the CargaAltas network led to the complete dismantlement of the cartel’s
distribution infrastructure. The mission was accomplished not by a single lucky break, but by the patient, methodical execution
of the CRAFT cycle. It turned chaos into clarity, guesswork into strategy, and a near-failed operation into a decisive victory.

THE OPERATOR'S OATH

I don't just chase numbers. I drive missions.
I prepare like every conversation matters.
I move with clarity and intent.

I uncover the truth others miss.
I don’'t close with pressure-I close with proof.
When the deal lands, it's because I made the successful outcome feel logical, necessary, and inevitable.

YOU ARE NO LONGER JUST A SALESPERSON.
YOU ARE A CRAFTED OPERATOR. @
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