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Introduction

In the high-octane world of Formula 1, a pit stop is a masterclass in
coordination. Each crew member knows their role, timing is everything, and the
margin for error is razor thin. Surprisingly, this mirrors the journey of a pre-
sales deal from the moment an RFP hits the inbox to the final customer
presentation.

I've tried to draw synergies between the real-life precision of an F1 pit stop and
the complete lifecycle of a pre-sales deal from the moment the RFP drops to the
final podium finish.

Lap 1: The RFP Drops — Green Flag

Just like the race start, the release of an RFP sets everything in motion. The
Account Executive (AE) is the driver closest to the track armed with customer
intelligence, relationship insights, and context beyond the RFP. They share the
RFP with the Technical Pre-Sales Team, who begin decoding the customers’
needs.

#¥ F1 Parallel: The strategist on the pit wall reads the telemetry and weather
data to plan the race. The AE does the same with customer signals.

Copyright® 2025 Sogeti. All rights reserved.



sogetilabs

Part of Cc.pgp,mimQ

Lap 2: Assembling the Pit Crew — Roles & Cadence

Enter the Lead Technical Architect (LTA) the Crew Chief of the operation. They
ensure every requirement is addressed and assign scope to Tower Architects:
Infra, Database, Application, Network, Security, and more. Each tower builds its
solution in parallel, like tire changers working on all four corners.

The Bid Manager is the race engineer setting cadence, tracking progress, and
ensuring internal approvals are on schedule. Meanwhile, the Finance Team works
on pricing strategy, ensuring the deal is both competitive and viable.

¥ F1 Parallel: The pit crew knows their exact movements. One
misstep, and the car loses seconds or the deal loses momentum.

Lap 3: Building the Solution — Wheel Guns in Sync

Each tower architect contributes their piece of the puzzle. The LTA stitches these
into a unified solution with a compelling storyline. It’s not just about tech it’s
about how the solution solves the customer’s business challenges.

¥ F1 Parallel: The pit stop isn’t just about changing tires it's about
adjusting wings, checking wear, and optimizing performance.

Lap 4: Pricing & Governance — Fuel Strategy

The deal analyst team ensures the deal has the right numbers aligned with
scope, SLAs, and margins. The Bid Manager ensures all governance gates are
passed: solution reviews, pricing approvals, delivery feasibility.
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#% F1 Parallel: Fuel strategy is decided before the race. You can’t refuel
mid-race just like you can’t reprice after submission.

Lap 5: Submission & Orals — Back on Track

With approvals in place, the solution is handed back to the AE for final
submission. Then comes the Customer Orals the moment of truth. Technical
teams present the solution, not just as a stack of technologies, but as a business
enabler.

#¥ F1 Parallel: The car rejoins the race. The driver (AE) executes with
confidence, backed by a flawless pit stop.

Lap 6: Win or Learn — Podium or Pit Garage

If selected, the team wins the contract. If not, it’s time for a retrospective. What
worked? What didn’t? What can be templatized or automated for next time?

¥ F1 Parallel: Even after a perfect stop, teams review footage to shave
off milliseconds. Pre-sales teams do the same to improve win rates.

Final Thoughts

A winning pre-sales deal isn’t just about answering an RFP it's about executing a
high-speed, high-precision pit stop where every role matters. From AE to
Architect, Bid Manager to deal analyst, each person is a specialist. And when
they work in sync, the result isn’t just a submission, it's a podium finish.
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