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REVENUE SYSTEMS FROM PROCESS TO PRACTICE

JOZU L¥F SKILLED, EARNED BY PRACTICE

Japanese companies rarely lose on product.
They lose on the conversation.

In Japan, the relationship earns the conversation. In the United States, the conversation earns
the relationship. We build the conversation, and the system that produces it.

$150M+ in attributed revenue $24M contract value in under two years for a recent Series A client

Top 1% of sellers globally 4 years teaching the Harvard Negotiation Project in Tokyo

THE VALUE WEDGE DISCOVERY, FIVE LAYERS DEEP

The stated request. What they asked for. Almost never

What d
at you can do the real problem.

e The workflow underneath it. The actual work the
request is meant to fix, and who touches it.

e What it breaks downstream. The consequence one
step past the department that raised it.

The number it moves. A figure the organization already
THE VALUE WEDGE tracks and already argues about.

e The root constraint. The line on an executive's own
CHEL N AT TEERE scorecard, where a small request becomes a funded
Every parity point is a reason to stay put. If two vendors both buying event.

offer it, it cannot be the reason to change. What survives the
narrowing is the only ground on which you win a deal you were not

already going to win.

Worked, in a real deal. A $30,000 request to scan inbound faxes
became a $1.6M platform, a 53x expansion, because the keying
delay was idling the most expensive machines in the building.
Same problem the whole way down.

WHAT WE INSTALL
The buyer, identified by evidence. The American organizations whose own published behavior says they have the problem you
solve, from more than sixty billion data points. Every name arrives with the reason it is on the list.

The Sequence of Events. Every step from first conversation through signature and implementation to the date the buyer expects
the result. The close date sits inside it, never last.

Regulated industries and formal procurement. Healthcare, payers and providers, public authorities. We write and win RFP
bids, and we read American buying behavior and Japanese decision protocol on the same day.

The system stays with you. We run it, and we teach it to your team while we run it.

Jeff Aragon Founder, Jozu _E3F Revenue Systems | Denver, Colorado

jeff@jozurevenuesystems.com | +1 303 638 1390 | jozurevenuesystems.com/japan
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