@ OFFSCRIPT EDITORIAL // PRINCIPAL-LED STUDIO CASE REF: OE-2026-81 // PAGE 01 OF 05

EDITORIAL TEAR SHEET // MASTER CASE DOSSIER

The Voice Extraction Protocol:
Jen Abel on Lenny's Podcast

Converting 90 seconds of raw operator audio into an institutional executive asset—with zero weekly
Zoom interviews and zero calendar drag.

SOURCE ANCHOR PRIMARY SECTOR EXTRACTION DESK TURNAROUND
STANDARD

Jen Abel // Lenny's Podcast Enterprise B2B Pricing Mechanics Direct Principal Engagement 48 Business Hours

Ep. Enterprise Pricing & GTM Friction Unit Economics & Margin Defense Principal-Led: Zero Delegation Direct Audio-to-Memo
Sprint
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STAGE 01 // RAW OPERATOR INTAKE

LENNY'S PODCAST // TIMESTAMP: 00:01:30

Isolating Commercial Signal from Unscripted Dialogue

When experienced operators debate GTM mechanics out loud, their sharpest commercial truths are often buried inside conversational

syntax drift. Our first pass isolates the underlying economic thesis from the verbatim transcript.

"What are the benchmarks for how often you get through each of these stages? The win rate for

enterprise is usually around 30 to 35%. If your win rate is higher than that, your price is too low.
There's a lot of part of the market that's just not in a maturity perspective to take you on. And that's
healthy... The worst thing you can do is charge somebody'’s friend 50 and somebody else 500k. They

talk... Especially at the corporate executive level.”

DIAGNOSTIC DIMENSION OBSERVED RAW PATTERN

EDITORIAL EXTRACTION ACTION

AUDIO ARTIFACTS Syntax drift & fragmented conversational
pacing ("there's a lot of part of the market...")

EXTRACTED SIGNAL Margin erosion via vanity win-rates (>35%) &
executive backchannel price anchoring

Strip conversational filler while preserving the
speaker's direct, declarative authority.

Anchor the opening hook in the counter-intuitive
danger of a 60% enterprise close rate.
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STAGE 02 // THE TRANSLATION TRAP COMPARATIVE EDITORIAL AUDIT

Why Content Summarizers Dilute C-Suite Authority

Handing raw podcast audio to a conventional agency or junior copywriter turns hard-won commercial conviction into spectator recaps.
Compare the standard agency output against the Offscript Voice Extraction filter:

APPROACH AUDIT VERDICT DRAFT OUTPUT EXCERPT DIAGNOSTIC CRITIQUE
BOX A: THE AMATEUR REJECTED "Key Takeaways from Jen Abel: Enterprise sales Zero Commercial Risk °
MISTAKE Dilutes Executive Authority win rates average 30%! If your win rate is over Polite Platitudes * Reads like
The Summarizer 35%, raise your prices immediately and stop an unpaid intern
discounting!" summarizing a podcast.
BOX B: THE EDITORIAL VALIDATED "If your enterprise win rate is sitting at 60%, Active Commercial Threat «
FILTER Peer-to-Peer Gravitas stop celebrating. Your pricing is broken. You Asymmetrical Rhythm -
Voice Extraction are subsidizing buyers who should be paying Fluff-Stripped operator
triple." prose.
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STAGE 03 // THE ASYNCHRONOUS ASSET LINKEDIN EXECUTIVE FORMAT // 45-SEC READ

Calibrated Executive Memo: Ready for Publication

If your enterprise win rate is sitting at 60%, stop celebrating. Your pricing is broken.

Early-stage founders treat high closing rates like proof of product-market fit. In enterprise B2B, a 60% win rate doesn't mean
your product is irresistible. It means you are giving away six-figure value at discount margins.

Target Close Rate: 25% to 35% | Disqualification Floor: 65% to 75%

If 7 out of 10 prospects aren’t balking at contract size, you aren't testing market ceiling. Worse: corporate buyers talk in private
networks. Discounting a $150k deal down to $50k permanently anchors your price ceiling across the industry.

25% TO 35% — HEALTHY ENTERPRISE 65% TO 75% — DISQUALIFICATION 100% — BACKCHANNEL RISK

CLOSE FLOOR EXPOSURE

Any higher signals chronic underpricing and Natural pricing friction required to defend Corporate buyers compare vendor contract
surrendered contract value. enterprise gross margins. sizes inside private executive groups.
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SECTION 03 & 04 // COMMERCIAL ARCHITECTURE & TERMS STRICTLY CAPPED AT 4 RETAINER PARTNERS

Executive Narrative as a Commercial Revenue Engine

Direct Principal Engagement led by our Founding Editorial Director—transforming unscripted spoken convictions into boardroom
briefs with zero calendar drag.

01 // PIPELINE VELOCITY 02 // MARGIN DEFENSE 03 // ZERO CALENDAR 04 // 48-HOUR SPRINTS
DRAG

Pre-sells enterprise buying Establishes category authority Eliminates the blank-page tax. 8 to 12 publication-ready

committees before discovery so founders defend 6-figure We extract 100% of your public strategic executive memos per

calls begin, compressing multi- ACVs and refuse procurement presence from conversations month delivered to Notion or

quarter sales cycles. discounting. you already have. Google Docs in 48 hours.

Direct Principal Engagement

Kaung Sithu « Founder & Editorial Director « Offscript Editorial
Direct Desk Inquiries: kaung@offscripteditorial.com - offscripteditorial.com
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