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SYNTROPIO Al COWORK

Sales &
Marketing

For commercial teams turning market effort into growth
— from pipeline to insight



SYNTROPIO - THE WORK

The pipeline is full. The forecast is fiction.

Commercial teams live between the CRM and reality: opportunities that linger,
campaigns that report clicks instead of customers, and a value proposition
everyone describes differently. The work is about commercial truth — seeing the
pipeline, the message and the market as they are.

Half the pipeline has not moved in ninety days.
Every seller pitches the value proposition a little differently.
Marketing reports activity; sales asks where the leads went.

The CRM answers depend on who filled it in — and when.

WHAT THIS WORK SHOULD DELIVER

A pipeline you believe One sharp message

Opportunities qualified honestly — forecast built on Value proposition and segmentation everyone tells

movement, not hope. the same way.

Marketing that converts Commercial alignment

Campaign insight tied to pipeline, not just clicks. Sales, marketing and delivery pulling the same
direction.

From commercial activity to commercial truth —
and growth you can steer.



SYNTROPIO - WHAT IT DOES

Five practical capabilities, grounded in the discipline
model.

# CAPABILITY WHAT IT PRODUCES

1 Pipeline & funnel Sales processes and pipelines analyzed — bottlenecks and stalls
analysis named honestly.

2 Opportunity Qualification and prioritization supported with explicit criteria.
qualification

3 Value proposition & Messaging and segmentation sharpened from your market and
segmentation customer insight.

4 Campaign & Market and campaign performance summarized — with what to

performance reviews  change next.

5 Commercial reviews CRM data and management notes structured into commercial
reviews that hold.

IN PRACTICE — SIDE BY SIDE IN YOUR WEEK

Before the pipeline meeting — it structures the funnel honestly: what moves, what stalls, and what
that means for the forecast.

When the message drifts — it sharpens the value proposition and segmentation — one story, told
the same way.

After the campaign — it ties performance back to pipeline and names the improvements that matter.

WHAT IT NEEDS FROM YOU

Your commercial strategy, CRM extracts — system and period named — campaign data
and honest input on how selling actually happens. Commercial truth before persuasion,
one customer one boundary — and commercial authority stays human: the model never
sends, publishes, prices or commits.



SYNTROPIO - THE FOUNDATION

What it stands on — and where to begin.

PROFESSIONAL FOUNDATION STANDARDS & REGULATORY

. LANDSCAPE
Sales management and commercial excellence
- pipeline and funnel diagnostics - customer CRM and customer-journey practice - value-
segmentation and value-proposition design - proposition and GTM frameworks - Marketing
opportunity qualification and account Act - GDPR — consent and customer-data
prioritization - campaign performance analysis - documentation - contract and consumer-law
commercial KPI design awareness

A curated selection. Standards apply at your organization’s adoption level. Regulatory references reflect the
Norwegian baseline — adapted per market and sector, and verified against current sources in every
engagement.

WORK WITH SYNTROPIO ON —

Four examples in ascending ambition — from a question in the meeting to a governed rhythm across the
organization.

ASK “"Which deals in this pipeline look healthy but aren’'t moving — and why?”

PRODUCE “Produce the campaign package — messaging, pamphlets, one-pagers and the
presentation deck.”

SCHEDULE “Run a scheduled pipeline hygiene pass — stalled deals, stale forecasts and
follow-ups flagged weekly."

CONSOLIDATE "Consolidate win/loss notes, campaign results and market signals into the
quarterly commercial review."”

A discipline of Syntropio, the Operating System for Organizational Intelligence — activated as your
organization’s own instance, grounded in your sources, governed within agreed boundaries and
reviewed by qualified people.

BRING ONE REAL CHALLENGE

Bring one real pipeline, message or market challenge. We'll
explore how Syntropio can help your commercial team steer
growth on truth, not hope.
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