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I'm Morgan Melo, and I've brought on over 150 logos at Pave, including enterprises
like DoorDash, Okta, Snowflake, Instacart, X, Dropbox, and OpenAl.

Want to know what separates top performers from everyone else? It's not
charisma. It's not "natural sales ability." It's preparation. Though, charisma is what
makes it fun.

The best reps walk into meetings with a plan. They execute that plan. And they
follow through with precision.

But here's what kills me: Most reps wing it.

They show up to discovery calls with the same questions every time. They fumble
through demos without reading the room or focusing on what they heard. Their
follow-ups are tone deaf and late.

Meanwhile, buyers are evaluating 5-7 solutions simultaneously.
So how do you stand out?

You need a repeatable meeting framework that builds buyer confidence from
minute one and makes your deal cycle delightful.

The formula breaks down into three parts: Pre-meeting mastery, conversation
excellence, and post-meeting momentum. Master all three, and you'll move deals
faster than reps who just show up.

Now, you might know our friends at Seismic as the revenue enablement platform
that ensures customer-facing teams have the competence, confidence, content,
and context to maximize every buyer interaction, and give leaders confidence that
their teams are showing up prepared and in control.



Equip reps with the
knowledge, content,
and tools to deliver
personalized

experiences.

Activate the right
content, learning,

and skills to align field
team behavior to

business goals.

Cultivate high
performing teams by
promoting winning
behaviors and closing

skill gaps.

Plan and optimize
programs that drive
measurable impact.

Enterprise Grade Al Platform

But what you'll discover is how their unified platform - combining Al-powered prep,
real-time meeting intelligence, and integrated content delivery - makes executing
this framework automatic and creates a feedback loop that actually accelerates skill
development. Instead of relying on gut feel, managers can coach reps based on hard
data from real meetings. Reps get clearer guidance, and leaders build better teams.

Good meeting execution starts with killer preparation, so let me show you how to nail

your pre-meeting game (and where Seismic eliminates the heavy lifting).



Pre-Meeting Mastery:
Plan Your Attack, Attack Your Plan

You join a Zoom call. The buyer's there with three colleagues you've never met. You
scramble to search LinkedIn for what they do while trying to remember what you
discussed last time and what the purpose of today’s call is.

You've already lost.

Why? Because buyer confidence is established in the first five minutes. They're
evaluating whether this is worth their attention before you even share your screen.

The psychology is simple: Preparation signals competence. When you reference
their specific challenges, quote their exact language, their use cases, and anticipate
their concerns, you demonstrate that you've invested in their success.

But most reps treat prep like homework they forgot to do.
Here's what elite sellers do instead:

(1) Build situation-specific agendas and materials. Stop recreating the wheel.

| maintain four core agenda templates: Initial discovery, comprehensive demo,
technical deep-dive, and executive alignment. Each template has modular
sections | customize based on the account, whether there are new joiners to the
process, and focused on the problems they aim to solve.

(2) Execute the "context dump" technique. Before every meeting, | prepare a
one-page brief pulling together CRM notes from previous conversations, recent
company news and trigger events, Linkedln activity from key stakeholders, and
competitive intelligence. This takes 15 minutes but makes you look psychic and
makes them forget you’re not on their team.

(3) Prepare your opening moves. Script your first 90 seconds. Mine goes: "I've
prepared an agenda based on our conversations thus far about [specific challengel.
We'll cover [three specific points]. But before we get into it - what's changed since
we last spoke?” It’s important to get their input, but you don’t want to lose control
of the call or fumble over the reasons you’re here.

This is where Seismic's unified platform transforms your meeting prep.
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Aura, their Al intelligence engine, auto-generates personalized agendas, decks, and
even the right case studies by pulling data directly from Salesforce, analyzing
opportunity notes, and incorporating buyer persona intelligence. What typically
takes 30 minutes of manual work happens in under 2 minutes. But here's the thing:
it's not just about time saved. The Al ensures you never miss critical context that
could make or break your meeting.
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Ever hopped on a meeting all giddy asking what’s new and the prospect explains
they just did a massive RIF yesterday? Let’s avoid that.

The meeting capabilities in Seismic’s platform takes this further by centralizing all
your prep materials - from battle cards to personalized content for industries or
personas - right where you need them. No more scrambling through folders or
searching Slack for the right case study.

Here's the message | send 24 hours before every meeting:

Looking forward to our conversation tomorrow. I've prepared an agenda
focused on three areas we discussed:

(1) Why stale data and blind compensation planning is killing your
competitive edge (we'll quantify the impact for the ROI to share with

your CFO)
(2) Integrations with Workday and E*Trade
(3) Technical and implementation overview + resourcing expectations

I've also included Armand and Nick since you mentioned you wanted to
review the nuances of the bonus plan. Anything else we should cover?

Notice how this demonstrates preparation while confirming attendance and roles?
That's intentional.



During the Meeting:
Master the Conversation Flow

You've done the prep. Now comes execution.

Great meetings aren't about perfect, scripted pitches. They're about creating
moments of genuine discovery, excellent listening, and guiding your buyer to the
solutions that solve their most important problems.

But you need structure to make that happen consistently.

(1) Master your discovery trees. Top reps don't ask random questions. They quickly
assess the current state, probe for why that’s a problem, and align on what the
impact of not solving that problem is.

(2) Deploy the "pause and probe" technique. When you sense hesitation, stop
talking. Count to three. Then probe: "You paused there - what concerns are coming
up for you?" This surfaces hidden objections before they fester. Most reps bulldoze
through resistance. Winners address it head-on and actively mitigate these
concerns throughout the deal cycle.

(3) Build your story arsenal. For every product, | maintain three customer stories:
Similar company/situation (builds relevance), Transformational outcome (creates
vision), and implementation journey (addresses feasibility). Never underestimate the
power of social proofing.

(4) Create interactive moments. Stop death-by-slides and lengthy monologues.
Create engagement with questions throughout. If you can get them answering each
other’s questions, you’re onto something - they’re starting to problem solve with
your solution.

Seismic's meeting intelligence capabilities make you a conversation master.



The platform transcribes your calls in real-time, tracking critical metrics like
talk-to-listen ratio. Getting a subtle notification when you've been talking for

3+ minutes straight? Game-changer. But it goes deeper - the Al detects objections,
flags unanswered questions, and identifies buying signals you might miss while
presenting. It’s like having a sales coach by your side.

For managers, this creates a coaching goldmine. Instead of generic feedback, they
can point to specific moments: "At 3:14, the CFO raised a concern about integration
complexity that you didn't fully address.” When this insight feeds back into
pre-meeting prep through deal reviews, call snippets, and win/loss analysis, it helps
every rep walk into their next conversation better than the last.

Meeting summary

» The team discussed outstanding questions
regarding divisional content and walked through
changes suggested.

» They discussed the importance of having proper
tags for content and the need to update rules for
-.no‘un:oo dynamic folders.

- They also discussed the use of auto-generate rules
for subfolders and the importance of using content

- -c— - —— - type as a tag.




Post-Meeting Excellence:
Turn Momentum into Movement

The meeting ends. Everyone says "great conversation.” Then... nothing.

Sound familiar?

Here's the truth: Deals are won or lost in the 24 hours after your meeting. That's
when momentum either builds or dies.

Most reps send a generic "thanks for your time" email with attached PDFs. Their
buyers open before their next meeting and forget about it. Game over.

Elite sellers orchestrate the follow-through.

(1) Execute the 24-hour follow-up rule. Don’t let perfection get in the way of
progress. Within 24 hours, send a structured follow-up that recaps the main
takeaways from the call, includes all discussed resources, and outlines clear next
steps with owners and dates. But here's the key: make it scannable. Use bullets,
bold key points, and keep it under 200 words. I'm a bigfanof @ /& /O to
indicate status.

(2) Build Digital Deal Rooms that actually get used. Stop the attachment parade.
Create organized spaces with sections for each stakeholder, version control on all
documents, and clear navigation paths.

Name everything intentionally: "Implementation and Integrations Overview -
ProjectName" beats "IMPandint_v3_final_FINAL_050625.pdf"

(3) Deploy the triple-touch follow-up.
Day 1. Immediate recap with resources.
Day 3: "Quick question” email addressing something specific from the call.
Day 7: Fresh insight, relevant customer success story, or marketing event
invitation. This maintains momentum without seeming desperate.

(4) Create mutual accountability. End every follow-up with a confirmation question:
"You mentioned evaluating our technical specs by Friday - still realistic?” This gentle
accountability keeps deals moving.

Seismic's content management and Digital Sales Room capabilities eliminate
follow-up friction.



After the meeting, it's one click to send every relevant resource you promised in a
single link. But the real power? Everything automatically logs back to Salesforce.
Your manager sees exactly what was shared, your champion gets a professional
portal (not a JV email), and you can track engagement to see who's actually
reviewing materials.
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The meeting capabilities in Seismic’s platform even suggest relevant content
based on conversation topics identified during your call. Discussed integration
challenges? It surfaces your technical architecture deck. ROl concerns? Your value
calculator appears. It's like team selling without sharing the commission. 5

Here's an example of how my follow-ups will look:

Team - Thanks for an excellent discussion today. As promised, I've created a
resource center with everything we covered.

Key Takeaways:

+ Eliminate your manual, shadow cycle
« Automate letter distribution with full tracking and acknowledgement

+ Native integrations with Workday and E-Trade will eliminate 18 manual
data transfers

« Regression analysis will solve the data gaps for your specialized roles

Your Custom Resource Center: [Seismic Digital Sales Room link]

Inside you'll find:

+ Recording of our meetings thus far
« Workday integration instructions

- AcmeCorp case study (also used our total rewards portal to facilitate
employee comms around IPO)

Next Steps:

. O @Susan: Reach out to HRIT for availability to discuss integrations

. Me: Schedule technical deep-dive with Sophie on bonus plan
(Booked; 9/5/25)

. Q All: Debrief Friday after you present to Jess

You mentioned beginning procurement early - do you want to put uson a
thread now?

This format drives action while maintaining momentum.



Action items v

« 00:00:00 Ralph will update the subfolder auto-generate rule
b and apply it to each division.

— — - Schedule a training session for the sales team on
the new product features.

Assign specific tasks to team members and set
deadlines for completion.

See more (2)

Why This Framework Matters Now

It’s rough out there for us software slingers: In 2024, the average B2B sales process
took 25% longer than it did five years ago. According to a report by Gartner, the
average buying committees are expanding to a staggering 11 members. And perhaps
most concerning, anywhere between 40% and 60% of deals today end up lost to
customers who express their intent to purchase, but ultimately fail to act.

Why? Because buyers expect more, finance reviews every dollar spent, and IT teams
are focused on tool consolidation.

The reps crushing quota have adapted. They've built systems that make every
interaction count, mitigate every objection, and enable their buyers to be..well,
sellers. And they do it in ways their leaders can see, support, and scale.

When you nail prep, buyers trust your competence. When you master conversation
flow, they believe in your solution. When you execute flawless follow-through, they
champion you internally.



Stack these elements meeting after meeting, and deals almost close themselves.

We've covered the three-part meeting formula that builds buyer confidence and
accelerates deals:

(1) Pre-Meeting Mastery: Use Al-powered prep tools like Seismic's Aura Al to build
situation-specific agendas in minutes, not hours.

(2) Conversation Excellence: Leverage real-time meeting intelligence to master
discovery trees, surface hidden objections, and maintain perfect talk-to-listen ratios.

(3) Post-Meeting Momentum: Deploy organized Digital Sales Rooms with one-click
content curation that turns follow-up from a chore into a competitive advantage.

The modern sales game rewards sellers who execute with precision, not those who
rely on relationships and vibes. Master this framework and you'll separate yourself
from the shoot from the hip crowd.

Remember: Every meeting is either moving your deal forward or killing it slowly.
There's no neutral.

Execute accordingly.

Morgan Melo, Strategic Seller at Pave

Liked thise Check out more herel


https://www.seismic.com/resource/product-tour/



