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Your prospect, customer, or colleague

You

change = disruption

the journey 

success

trust

WOM
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the ABT: 
and, but, therefore  

narrative framework
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Are You Pitching or Pulling?

20% win rate



As an agency principal responsible for growing your firm, you want to win 
more of the right new business, and if you lead your pitches with a 
powerful story that proves your strategic value, then you stop competing 
for work and start being chosen for it. 

But you’re frustrated because you’re stuck in the industry’s costly 20% 
win rate, investing senior talent and late nights into polished 
presentations, only to watch prospects choose someone who didn’t 
outthink you… they just out-positioned you. 

Therefore, you can confidently increase your win rate by 35% to 50% 
when you use the ABT Narrative Framework to shift from pitching 
capabilities to commanding the room with narrative authority so 
prospects are choosing you before your competitors finish their slides. 

the abt
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Christopher Lochhead 
Legendary Silicon Valley Marketer
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You want to live up to your potential, and if you start today, then you’ll 
discover the strength, health, and confidence already inside you. 

But you’re frustrated because fear, excuses, and hesitation keep stopping 
you before you even begin. 

Therefore, imagine the pride of proving yourself right—Just Do It. Nike is 
with you every step of the way.
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Story is primal. 



2% / 20%



agreement

contradiction

consequence

three forces of story

Decision-making

Problem-Solving

pattern-seekingbuying 
brain



why don’t they have what they want?BUT

primary ABT build

THEREFORE

ANDYour #1 audience,  
what do they want

why is it important 
to them?

how will you help them get it?
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You want to deepen relationships with your customers, and if you can 
connect every interaction across sales, service, and marketing in one 
platform, then you can deliver the seamless experiences they expect. 

But you’re overwhelmed because siloed systems, scattered data, and 
disconnected teams keep you from truly understanding your customers, 
leaving them feeling unseen and underserved. 

Therefore, Now you can unite every touchpoint to deliver smarter, faster, 
more personalized customer success with Salesforce, the #1 AI CRM.
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“You have loved baseball since you were a kid, and you’ve 
shared that love with your brothers growing up and now 
with me. Your childhood dream of attending an LAD and 
NYY World Series is happening right now, within your 
reach. 

“But without tickets neither of us will experience this 
monumental game because we let opportunity pass us by. 

“Let us continue to build upon our strong bond through 
something we both love by getting tickets to the sporting 
event we will both remember the rest of our lives. Buy 
tickets now: https://www.ticketmaster.com/.

https://www.ticketmaster.com/
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case story

• Prêt, Auto, Partez is a used car 
dealership for credit-challenged buyers 
in Quebec, CA. 

• They had to differentiate themselves 
from the typical smarmy used car 
dealerships. 

• Hoping to grow by 20%. 

André-Martin Hobbs,  
President, Prêt, Auto, Partez 
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You want the convenience of owning a car 
AND you wish for the freedom it provides. 

BUT you have bad credit. 

THEREFORE, repair your financial standing 
by purchasing a car you can afford with 
Prêt, Auto, Partez.  
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“Your vehicle to financial freedom.”
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You are not the center of your story,  
your audience is.#1

Your story is not about what you make but  
what you make happen in your audience’s life.#2

two story truths
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“Excuse me, I have 5 pages. May I use the 
  Xerox machine?”   
  60% compliance. 

“…because I have to make copies?”   
  93% compliance. 

“…because I’m in a rush?”   
  94% compliance.
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What

How



You want consistent agency growth. 

But you’re stuck losing 80% of your pitches because your 
pushing commoditized capabilities. 

Double your win rate by proving your value with agency stories 
that show how you will grow your prospect’s business.



ABT build

why is it important 
to them?

THEREFORE 

BUT why don’t they have it?

how are you uniquely equipped  
to help them get it?

AND
Your #1 audience, 
what do they want
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THEREFORE 

BUT

ABT build

if they get it then this 
is the positive outcome.

they’re frustrated because of this problem…

how are you uniquely equipped  
to help them get it?

AND
Your #1 audience, 
what do they want



ABT build

AND
Your #1 audience, 
what do they want

if they get it then this 
is the positive outcome.

THEREFORE 

BUT they’re frustrated because of this problem…

what success looks like them, then  
how you help them achieve it.



Are You Pitching or Pulling?

20% win rate



Are You Pitching or Pulling?

Hurray! StoryCycle  
Genie®

storycyclegenie.ai



test the strength of your brand story

storycyclegenie.ai

20%  
lifetime discount

AMI-VIP
until 3/31/26
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1. Write three+ emails every day, starting with an ABT. 

2. Teach two people today how to use the ABT. 

3. Craft your agency story using the ABT this week. 

ABT
ABT



The most potent story you tell  
is the story you tell yourself.

So make it a great one. 


