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Context




Various Executive Summary Forms:
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Wrong-ness




What is
“wrong”
IN this

example?
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Right-ness
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Improved Example
(Graphically Rich):

What works to

advantage In
this example?

What |
variations |
might be

employed? lo
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IV

NO-nonsense
Rules




No-Nonsense
Rules

Top 10

1. Engage ‘executive’ resources.
2. Ask the dumb gquestions.
3. Distill strongest ‘Why Us?’

4. Describe what you’re selling.

5. Quantify corporate commitment.
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8.
9.

10. Test to validate / improve.

Scrub the text.
‘Picture’ the solution.

Don’t exaggerate.

Think 8 - 80 - 8.
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Thank you




