DEMAND/CALENDAR
GM PITCH SCRIPT
What to say in the ten minutes. Money first, then the ask, then a date.
Fill the [[placeholders]] the same way you fill the deck: paste each value from the calculator's Deck Values tab. Do it before you walk in.
Before you walk in
Lead with money, never method. Do not say dashboard, report, or system in the first ten minutes. The moment it sounds like software, your GM hands it back to you.
Your GM decides in the first two minutes whether the next eight are worth it, so open on the loss and the ask, not the background.
The goal of the meeting is a decision date, not another meeting. Do not leave without one.
Slide 1 · The recommendation
Open on the loss and the ask, in one breath.
SAY  I have found about [[£ LEAK ≈]] a year we leave on the table, and a way to stop most of it that pays for itself in [[PAYBACK]]. Year one costs [[£ YEAR-ONE COST]]. I need three decisions from you today, and I will show you why in the next eight minutes.
Note.  State the recommendation plainly: one forecast the whole hotel plans against. Then stop and let the slides make the case.
Slide 2 · Why it leaks
The root cause, in the owner's terms.
SAY  We lose it because every team plans from its own numbers. Revenue works one set, Sales another, Finance reconciles a month too late. We find out a month is soft after it closes, when we can no longer act. One forecast the whole hotel plans against fixes that, and it makes the Monday meeting easier for you to run.
Note.  The benefit to the GM is command and fewer arguments. Never frame the shared forecast as watching the team.
Slide 3 · Where it leaks
Walk the four leaks fast, then land on the cost beside them.
SAY  Four places the money goes: forecasting, acquisition cost, productivity, and variable cost. Together that is about [[£ LEAK TOTAL]] a year. Year one costs [[£ YEAR-ONE COST]]. We break even by recovering [[BREAK-EVEN %]] of the leak. Everything above that is profit.
Note.  If he questions the number, answer once and move on: the 48-hour diagnostic rebuilds every line on our real figures before you commit. Do not lead with the ROI multiple; it invites disbelief.
Slide 4 · Proof
A Red buys what other winners already use.
SAY  25 Classic Norway hotels already run this way. Their revenue director cut Excel use by about 95%, and his whole team works from one place with the same numbers. It is proven in hotels like ours.
Note.  Name the customer, do not oversell. One proof point is enough.


Slide 5 · The decision
Make it one easy yes. The mechanics follow.
SAY  The decision is easy. I am not asking for new budget or a long process, only for you to say yes to going ahead. Say yes, and I take it from there: I run it, we are live in under 60 days, and the Monday meeting starts from one forecast. Can you give me a yes today?
Note.  Keep it to a single yes. The mandate, the go-live date, and the team all follow once he agrees. The four items on the slide are what the yes sets in motion, not four separate calls. After you ask, stop talking and let him answer.
If he pushes back
"What will this cost?"  [[£ YEAR-ONE COST]] in year one. We break even by recovering [[BREAK-EVEN %]] of the leak. Answer instantly; a Red reads a dodge as weakness.
"Talk to my revenue manager."  That is me, and I have done the analysis. What I need from you is the decision and the date.
"We already have everything we need."  We have the data. What we do not have is one forecast the whole hotel plans against, weeks ahead. That is the gap this closes.
"The return looks too good."  I am only asking you to recover [[BREAK-EVEN %]] of the leak to break even. The rest is upside, and the diagnostic proves it on our own numbers.
"Send me something to read."  It is the presentation you just walked through, and I will send you the PDF today. Can we hold ten minutes Thursday to make the call?
"Not now, maybe next quarter."  You have the number in front of you. Every quarter we wait costs us about [[£ LEAK PER QUARTER]], so waiting is the expensive choice here, not the safe one.
The close
SAY  One forecast, I run it, live in under 60 days. Is that a yes?
