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About the presenter

David Furth is an experienced software and services industry executive and 

the founder of Leap the Pond.  During the past ten years, he has served on 

the management team of a number of successful software companies.  As 

result, he understands firsthand both the challenge and thrill associated 

with market entry and market growth.  

Since starting Leap the Pond, David has consulted to companies ranging 

from early stage, angel funded start-ups to established market leaders.  He 

has provided strategic guidance to founders and CEO’s, created go-to-

market strategies and company messaging, developed demand generation 

and brand awareness programs, performed market research, and 

established alliance development programs.

David holds an MBA from NYU’s Stern School of Business and B.S. in Civil 

Engineering from Lafayette College.
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Agenda

� Introductions

• Name, Company, Space, Biggest Sales Challenge

� Targeting

� Pitching

� Closing
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Why lessons learned from home?

� Don’t want make things more complicated than 
they need be…

• Do your homework

• Stay focused and be honest

• Be patient

• Have good manners
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Agenda

� Introductions

• Name, Role, Company, Space, Sales Challenge

� Targeting

� Pitching

� Closing
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Too often companies identify broad targets. 

� What is your differentiated value proposition?

� Who does it appeal to?  Why?

� What industries do you want to start with?  Why?

� What function do you want to call on?

� What’s the list of companies and people we should be in 

front of?
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They also don’t recognize the critical 
importance of good list management.

� Build

� Segment

� Use 

� Add

This will become a crown jewel of your company!
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Applying lessons learned…

� Do your homework…

• Know the market

� Stay focused and be honest…

• Can’t be all things to all people

� Be patient…

• Don’t jump too early
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Closing is not a single event in time, it is a 
process.

� Closing starts on day one…its not a point in time.

� Do your homework all along and closing is easier

� Ask for the decision criteria up front

� Figure out  how you can help make the buyers 

successful

� Stay organized and track progress

On “their schedule”, not yours!!!!
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Applying lessons learned…

� Do your homework…

• Learn the process

• Plan every interaction

� Stay focused and be honest…

• Set key milestones and objectives

� Be patient…

• Encourage, but don’t push

� Have good manners

• Pleases and thank you’s work wonders!

• Do something special
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Listen first, second, and third.  Pitch last.

� If possible, the last thing you want to do is 

present/demo.

� Take a consultative approach

� Confirm your understanding

� Tailor your pitch to what you heard
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And force yourself to listen by writing a 
“Statement of Understanding”
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And make sure you have a good strategy for 
each interaction.

� Prospecting

• Feel good about your intro.

• Highlight three key reasons to engage

• Identify some call to action

• Cold: Call? eMail? Direct mail?

� Incubation

• Email is not casual!

• Meetings without an agenda are a social event

� Presentations and Demo

• Restate understanding

• Tailor to the audience
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Applying lessons learned…

� Do your homework…

• Know the company, know the industry, know the people

• Plan every interaction – call, meeting, etc.

� A meeting without an agenda is a social event

� Stay focused and be honest…

• Qualify early and know what you do well

• Have a plan

� Be patient…

• Find a good balance between persistence and patience

� Have good manners

• Send written thank you notes to people you meet with

• Call people who helped you get the meeting
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In conclusion, post your game plan where you 
can see it…

� Personal Level

• Make the time to sell smart

• Be prepared for every interaction

• Help prospect visualize the future state, the benefits, and the 

path to getting there

• Be gracious

• Be true to yourself

� Manager Level

• Track the pipeline from lead to qualified opportunity to win/loss

• Monitor behavior

• Remind team that effort counts, results matter
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…and visualize success.


