Field Demonstration: Strategy Elicitation & Utilization Protocol
Case Study: Procurement Strategy Analysis
(Participant demonstrates high-value acquisition pattern)
Elicitation Transcript Summary:
1. Initial Trigger: Tactile evaluation (kinesthetic external) - "Texture assessment creates immediate engagement"
2. Visual Benchmarking: Comparison against pre-existing mental specifications (visual internal constructed)
3. Somatic Validation: Proprioceptive assessment during trial (kinesthetic internal) - "Comfort and fit metrics"
4. Auditory Digital Verification: Conscious criteria checklist (auditory digital) - "Systematic feature confirmation"
Strategy Syntax:
Kₑ → Vᵢ → Kᵢ → Ad
(Tactile → Visual Comparison → Embodied Feel → Criteria Audit)
Critical Findings:
· Sequential Primacy: Kinesthetic trigger initiates decision cascade (non-negotiable entry point)
· Failure Condition: Presenting visual data first caused cognitive dissonance ("What's going on?")
· Conversion Catalyst: Matching syntax reduced decision friction by 83% ([Client Org] field metrics)
Professional Application:
1. Map client's acquisition strategy using page 55 TOTE framework
2. Mirror syntax precisely during solution presentation:
a. Lead with kinesthetic/tactile benefits (product demos, ergonomic features)
b. Align with client's visual specifications
c. Facilitate experiential validation
d. Finalize with logical criteria alignment
3. Utilize page 64 notation for enterprise-level strategy documentation
Key Insight:
Syntax reversal creates psychological resistance equivalent to demanding analytical processing during emotional engagement. Precision alignment reduces sales cycles by 42% (cross-industry data).


