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FPART ONE

FORECAST

ITS GETTING TO THE ENDP OF THE QUARTER, AND THINGS AREN'T GOING WELL.

7 B R

T'M CONFIDENT THAT THE
DEAL WITH UNPROBABLE, INC.
WILL CLOSE WITHIN WE'RE IN LOCKSTEP
THE QUARTER. Ve WITH THE BUYER.

MY AT POWERS TELL ME
THIS DEAL WON'T CLOSE!
I'VE SEEN DEALS LIKE
THIS BEFORE.




AND AS YOU CAN &EE,
FROM THE FORECAST.
THIS UNPROBABLE DEAL
CAN NOW BE FLIPPED FROM
‘BEST CALE’' TO...
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THAT'S GREAT! I CAN'T
WAIT TO &EE YOU GET
THIS ONE ACROSS
THE FINISH LINE.

OH, IT'& YOU AGAIN.
WHY ARE WE

MEEWW@ ?WE Y B & T

| AT HERO'S NEXT MEETING WITH THE BUYER...
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I'M NEVER GOING
TO BUY THIS PRODUCT
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WHAT IF-

REQUIREMENTS




THE MCGUFFIN
INTEGRATION
15 REQUIRED

FOR THIS DEAL.

PRODUCT |5 CURRENTLY
WORKING ON THIS
FEATURE, BUT IT'S

ONLY 50% COMPLETE.

MY CALCULATIONS
HAVE DETERMINED THAT
OLD-5CHOOL SALES TACTICS
WON'T WORK HERE - WE HAVE
TO BE AS TRANSPARENT WITH
THEM AS POSSIBLE!

I OWE YOU AN
EXPLANATION. OUR DL

PRODUCT I&N'T QUITE & a8 HOW ABOUT WE
READY TO ADDRESS 2 LET YOU KNOW ONCE

YOUR NEED. : R WE HAVE A SOLUTION?

WE'VE CAPTURED YOUR
FEEDBACHK, AND WILL
REACH OUT AS SOON

AS IT'S READY.




-..GREAT.

rr rour EPILOGUE

L1 1
LATER...

LET'S REACH oUT
TO THE BUYER!




