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Cultivating

Cultivation doesn’t start when something breaks. It starts when something works, and

someone’s paying attention.

Hilary Hoff - Director of Client Experience 21 October 2025
he best sellers don't just close deals. We create conditions for new ‘I I l I' l
I opportunities to take root, often long before anyone asks for them. . %)

Not by hovering, not by pressuring, but by staying attuned to what’s
evolving inside the business.

Cultivating is about earning relevance over time. It’s less about the solution
already delivered, and more about the trajectory that’s still unfolding.
Priorities shift. Teams change. New gaps emerge. The sellers who continue to
matter are the ones who notice before they're needed, and who show up
before they're asked.

That doesn’t mean flooding the inbox or fishing for new scope. It means we
offer insight that fits where our client is headed. It means we check in when something shifts in the market. Not to sell, but to help
our client interpret it. It means we remember that relationship growth isn’t calendar-driven. It is context-driven.

I Clients don’t remember who followed up. They remember who stayed relevant.

And over time, relevance compounds. It builds trust between the moments. It keeps those doors open when budgets tighten. And
when the next challenge arises, it’s not a pitch, it’s a continuation.

The best sellers don’t just manage accounts. We cultivate partnerships.

Even though every deal ends, our cultivation ensures the conversation never does.

Let’s talk.

The first call with Predictive Wins is free and runs twenty-five minutes.
No deck, no pitch. Scan the code or visit predictivewins.com.
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