The Numbers Game: A
Unified Business Reset

Systems for Scalable Prospecting

Decoding the pipeline illusion and the math of success.
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The 1-in-8 Reality

Decision Maker
Ratio

The Math of High Performance

Most agents underestimate the sheer volume required.

To succeed, you must embrace the law of large

numbers:

8 DM Meetings = 2 Closed Groups per week

This isn't a theory; it's the statistical baseline of top

earners. If you want the result, you must commit to the

activity.
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| The Three Pillars of the Field

v

Fill the Pipeline

Constant feeding of the
machine. Ensure you never
wake up wondering where to
drive today. Uncover new

business segments.

—

Q

Qualify Quickly

The "Fast No" is a victory.

Rapidly identify who is a fit

versus who is a waste of time.

(Al
Secure the DM

The ultimate objective: sell
the meeting, not the product.

Focus purely on the next step.
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Diagnosing the Pipeline lllusion

The lllusion

The Core
Mistake

The Result

The Fix

@) The Veteran Trap

Relying heavily on a fading
legacy pipeline.

High-effort, low-system habits.

Coasting on old relationships.

Exhaustion, wasted windshield
time, sudden drop in numbers.

Automated field strategy to
conserve mental energy.

@f The Rookie Mistake

Overestimating how far a few
good conversations will go.

Motivation-driven rather than
system-driven behavior.

Severe pipeline anxiety and a
hollow pipeline.

Establishing repeatable
foundations from Day 1.
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I Deconstructing Burnout

Systems Over Willpower

Trying harder is the wrong solution. Burnout isn’t caused by hard work; it’s
caused by unorganized, unpredictable work. The goal is to eliminate the
cycle of prospecting aggressively for two days and crashing for two weeks.
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| The Guardrails Strategy

Upper Guardrail: Mandatory Daily Maximums

Learn when to turn the sales brain ‘off’. Establish a
strict ‘Done for the Day’ metric to prevent burnout.

Optimized Output

System-driven execution powered
by your digital copilot.

Lower Guardrail: Mandatory Daily Minimums

Controllable daily inputs that ensure the 1-in-8 math
is met without relying on motivation.
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Tech as “Energy Medicine”

Efficiency for the Exhausted

To our veterans: technology isn't “extra
work”—it’s the cure for wasted windshield
time. Modern CRMs are fundamentally
energy conservation tools.

o Stop memorizing details; log them instantly.

0 Stop backtracking; follow optimized routes.

° Re-engage old business with one click.

&1 NotebookLM



| The Digital Copilot

Weaponizing RepMove

Efficiency in the Field

RepMove isn't just a map; it's your Strategic Field
Commander. By centralizing your route planning,
you reduce decision fatigue before you ever put the
car in gear.

Key Capabilities

Organize your day, automate your call reports,
and spend 30% more time in front of Decision
Makers rather than behind a steering wheel.
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| Turning Dead Time Into Activity

The Old Way The RepMove Way

The Lobby Stakeout.

35 minutes of answering emails
and waiting.

Open the app.

Instantly locate 4 targeted accounts
Waiting isn’t the problem—wasting within a 3-minute drive. If they aren't
time is the problem. coming out, you have options.




The ‘Clustering’ Strategy

Dynamic routing for unpredictable days.

Alternative Stop
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Alternative Stop

When a scheduled meeting
reschedules or runs short,
don't return to base.

Instantly pull up nearby
opportunities to maximize
proximity-based action.

Turn a 6-hour driving

nightmare into a concentrated
3-hour field sprint.
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| The Efficiency Dividend

Manual Planning (4-6 Stops)

Stops/Day
RepMove Optimized (10-12 Stops

Manual (15 Hours)
Weekly Admin Time

. RepMove (10-15 Minutes)

Navigational Strategy

- . o

Manual: Guesswork & Backtracking [ RepMove: Al Route Optimization ]

“Cluster an area and knock out suggested sites nearby. See 5+ more customers every single day.”
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Proven Field Multipliers

Tommy Skul Adin DuBose Kathy Castaldo
Outside Sales Vice President Outside Sales
“What used to take me 10 "Simple, but not simplistic.” "Add more businesses
hours now takes 15 minutes.” without even trying.”
* 200% Increase in Daily * 20% Increase in Sales « 285% Increase in Sales
Calls Volume
_ * 10 Extra Daily Visits
* 15-Hour Admin « 25 Outside Calls/Day
Reduction * 10 Hours Saved Daily

+ 75% Shorter Cycle * 15 Inside Calls/Day
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The 30-Day Business Reset

Week 1: Data Load

Audit current pipeline
and import all contacts
into RepMove.

Week 2: Math Check

Hit daily minimum
activity targets based
on the 1:8 ratio.

Week 3: Route Sprint

Maximize ‘Cluster
Knocking' to increase
face-to-face time.

Week 4: Review

Analyze close ratios
and re-optimize the
system.
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Load Your First Route

Consistency Is the only competitive
advantage you can 100% control.

Next Step: Pull out your phone, open RepMove,
and map your first 8 stops for tomorrow morning.



