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SIGNATURE FRAMEWORK NO. 2

The Belief Bridge™

Moving enterprise buyers from skepticism to conviction

'Enterprise buyers don't resist Al because they don't believe it works. They resist because
they don't believe it will work here. That's a belief gap — and belief gaps are closed by
building a bridge, not by adding more features."

CURRENT REALITY CONVICTION

THE BRIDGE

Validation Moment + Peer Proof

"What if this fails?"

"My team isn't ready." "| can't afford

"What if | back this not to."

and it doesn't scale?" “Hiring is 10x slower than

agent deployment.”

ANCHOR: Cost of Inaction OUTPUT: Act

THE TWO BRIDGE ELEMENTS

ELEMENT WHAT IT IS WHY IT MATTERS

COIl Anchor The talent gap: hiring is 10x slower Reframes the buyer's question from
(Cost of than agent deployment, and the talent "What if | act and it fails?" to
Inaction) doesn't exist at the scale you need. "What if | don't act and everyone else does?"
Validation A specific case study where a peer Belief transfers when the peer is close
Moment (same industry, similar constraints) enough. A Tier 1 Bank validates
(Peer Proof) crossed this bridge successfully. another Tier 1 Bank. Not a retailer.
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THE VALIDATION MOMENT — 5 REQUIRED ELEMENTS
A case study only transfers belief if it includes all five components. Skip one and the buyer can't map it to their context.

# ELEMENT WHAT TO INCLUDE

1  The Before State Where the peer org was starting — skepticism, technical debt, regulatory pressure.

2 The Trigger The specific moment that moved them from skepticism to first action. Not "ROI" — what exactly changed.

3 The Governance Decision How they handled accountability, explainability, or data sovereignty. This is the element most case studies ski
4 The Outcome + Number One specific, defensible metric. "Reduced claims cycle from 14 days to 3 days at 99.2% accuracy."

5  The Regret Statement "We should have done this 18 months earlier." This is the permission-giver.

THE THREE-MOVE CONVERSATION
Move 1 — Establish the anchor: "Let's talk about what staying here costs you. Not in productivity metrics — in
talent. What does your Al capability pipeline look like in 24 months if you build from scratch versus start now?"

Move 2 — Name the belief gap: "l don't think you're uncertain about whether this works. | think you're uncertain
about whether it works here. That's a legitimate concern. Let me show you how someone else navigated it."

Move 3 — Deliver the Validation Moment: [Peer case study with all five elements.] Then: "What's different about
their situation that makes you think that path isn't available to you?"

WHERE THE BRIDGE FAILS
— Using a case study from the wrong peer. A Fortune 500 retailer's success doesn't validate Al for a regional bank.

— Skipping the governance element. Regulated industry buyers don't fear "what if the Al is wrong." They fear "what if
the Al is wrong and | can't explain it to my regulator.”
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