. . ADOPTION PACK V1.0
m millesimal FOR THE MILLESIMAL STANDARD V1.0

Running the Standard on a campaign.

Five things to settle before outreach starts, and four templates that settle them. Free to copy,
adapt and use. No permission required.

What this pack is for. The Millesimal Standard defines a qualified outbound meeting. This pack is the paperwork
that makes the definition usable — the profile, the suppression list, the meeting record and the clause that ties
them together.

Why it is worth twenty minutes. Almost every argument about an outbound invoice is a definition argument
having it out three weeks late, and the reason it cannot be settled is that the evidence to settle it was never
recorded. Each template below exists to create one piece of that evidence at the moment it is cheap to create,
rather than to reconstruct it when it is expensive and contested.

THE FIVE THINGS, IN ORDER

01 Agree the definition before the campaign starts.

Put the clause on Sheet 01 into the contract, or write your own. Which definition you agree matters less than agreeing
one while nobody is annoyed.

02 Write the campaign profile and lock it.

Sheet 02. Every attribute must be checkable against a record. An attribute nobody can check cannot fail a meeting, so
writing a vague profile is the buyer choosing to give up criterion 2.

03 Supply the suppression list before outreach begins.
Sheet 03. A buyer who does not supply one cannot later reject meetings on novelty grounds. The obligation runs both

ways.

04 Record each meeting as it happens.

Sheet 04. Five minutes at the time. This is the sheet that decides four of the seven criteria, and it is the one nobody
can reconstruct afterwards.

05 Handle objections against a named criterion, within three working days.

Sheet 05. "It felt weak" is not an objection. Naming the criterion is what converts an argument into a decision.

THE ONE RULE THAT MAKES ALL OF THIS WORK

Nothing in this pack may be changed after outreach has begun. A profile edited mid-campaign, a suppression list
supplied late, or a meeting record written from memory three weeks on is not evidence — it is one party's recollection,
and the whole point of the Standard is to stop deciding money on recollection.

WHAT THE STANDARD DOES NOT ASK YOU TO RECORD

Nothing about budget. Nothing about when the prospect says they will buy. Neither is verifiable at a first meeting,
both are the closer's job rather than the setter's, and a standard that tested them would be unfair and unrepeatable at
the same time. A timing condition written into the profile before outreach is a different thing, and is tested under
criterion 2 against the record.
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r'n millesimal SHEET 01 — THE CLAUSE

SHEET 01

The contract clause.
Drop-in wording for an appointment-setting or lead-generation agreement. Not legal
advice — have your own solicitor read it before signing anything.

CORE CLAUSE — THE DEFINITION

Qualified Meeting. A meeting is a Qualified Meeting if and only if it satisfies all seven criteria of the Millesimal
Standard v1.0, as published at millesimal.uk. The version of the Standard in force at the date of the meeting governs,
and later versions do not apply retrospectively. A held meeting is deemed accepted for payment unless the Buyer
notifies the Agency of an objection, identifying the specific criterion said to have failed and supplying supporting
evidence, within three (3) working days of the meeting. Deemed acceptance is a commercial default and is not a

determination that the meeting was a Qualified Meeting.

OPTIONAL CLAUSE A — THE CAMPAIGN RECORD

Campaign Record. Before outreach begins the parties shall agree in writing (a) the Campaign Profile, setting out
every attribute an account must satisfy, and (b) the Suppression List. Neither may be amended after outreach has
begun except by written agreement, and no amendment applies to meetings already held. Where the Buyer fails to
supply a Suppression List before outreach begins, the Buyer may not object to any meeting on the ground of
criterion 7 (Novelty).

OPTIONAL CLAUSE B — INDEPENDENT ADJUDICATION

Adjudication. Where the parties cannot agree whether a meeting was a Qualified Meeting, either party may refer
the meeting to Millesimal for adjudication against the Standard. The referring party bears the fee unless the parties
agree otherwise. The adjudicator's determination is [advisory / binding as to payment for the meeting concerned —
delete one]. Each party shall supply its evidence in the format requested within five (5) working days of referral, and
evidence not supplied within that window is treated as not existing.

ON THE THREE-DAY WINDOW
Three working days is short on purpose. It mirrors prevailing market practice, and it forces the objection to be made
while the meeting record is fresh and the people involved still remember it. A thirty-day window produces objections
made after the buyer has seen whether the deal progressed, which is the one thing the Standard refuses to consider.

ADOPTING WITHOUT US

You do not need Millesimal to use any of this. Copy the clause, cite the Standard, run the templates, settle your own
disputes. The only restriction is that no modified version may be published under the Millesimal name or described as a
version of the Millesimal Standard.

NOT LEGAL ADVICE - HAVE IT REVIEWED SHEET 01 OF 05
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SHEET 02

Campaign profile.

Completed and signed by both parties before outreach begins. Locked from that moment.

| EVIDENCES CRITERION 2 — FIT |

Buyer Agency

Campaign reference Outreach begins Profile locked on

Account attributes

Every attribute must name the record it is checked against. An attribute with no checkable record is unadjudicable and will be
treated as satisfied.

ATTRIBUTE REQUIREMENT CHECKED AGAINST

Sector
Headcount
Geography
Revenue band

Other

Attendee requirement

| EVIDENCES CRITERION 1 — ROLE |

Functions or roles that qualify

Describe the responsibility, not just the seniority. "Owns the renewals process” is checkable; "senior enough” is not.

Timing condition - optronAL

Is a timing condition part of this profile?| | NO YES
If yes, it is tested against a record — a renewal date, a published tender, a job posting. It is never tested against what a prospect says they intend
to do. A timing condition with no record behind it cannot be adjudicated and will be treated as satisfied.

The record it is checked against

SIGNED BY BOTH PARTIES

An unsigned profile is not a locked profile. Sign it, date it, and keep the version — the adjudication turns on what this
sheet said on the day outreach began, not on what either party later remembers agreeing.

Buyer signature and date Agency signature and date

LOCKED AT CAMPAIGN START - NOT AMENDABLE RETROSPECTIVELY SHEET 02 OF 05
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SHEET 03

Suppression list.
Supplied by the buyer before outreach begins. The single cheapest document in this pack
and the one most often skipped.

| EVIDENCES CRITERION 7 — NOVELTY |

What goes on it. Every account the buyer does not want approached: open opportunities, accounts contacted by
the buyer's own team in the last ninety days, existing customers, competitors, partners, and anyone the buyer
simply wants left alone. No reason needs to be given.

What happens if it is not supplied. The buyer may not later reject a meeting on novelty grounds. The list is the
instrument that makes criterion 7 checkable, and a buyer who declines to supply it has chosen to give up the
criterion.

ACCOUNT NAME DOMAIN REASON (OPTIONAL)

Most buyers export this from the CRM rather than typing it. A CSV with the same three columns, dated and sent before outreach
begins, does the job exactly as well — this sheet exists for the buyers who do not have a CRM to export from.

REFRESHING IT MID-CAMPAIGN

A buyer may add accounts during a campaign. Additions apply from the date they are supplied and never retrospectively
— an account added on the Tuesday does not fail a meeting held on the Monday.

Supplied by, and date Received by, and date

SUPPLIED BEFORE OUTREACH BEGINS SHEET 03 OF 05
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SHEET 04

Meeting record.
One per meeting, completed within 24 hours of it happening. Five minutes now;
unreconstructable later.

| EVIDENCES CRITERIA 1, 3, 4, 5 AND 6 |

Meeting reference Campaign reference Date and duration

Account Attendee name

Attendee title, as their employer lists it CRITERION 1

From LinkedIn, the company site, an org chart or an email signature. Not the agency's description of the role. Note the source.

If the title was ambiguous, what the attendee said about their own remit

Their words. An attendee stating their authority counts; the agency characterising it does not.

What the attendee said the vendor does, in their own words CRITERION 3

Quote it. Said before or at the start of the call, unprompted. If they could not say, write that — a blank is read as a fail, and "they probably knew"
is not evidence.

The problem or situation the attendee described CRITERION 4

Their framing, not yours. It does not have to be urgent or funded — it has to be real, present and inside what the vendor does.

Exact wording of the invitation or booking message CRITERION 5

Paste it. This single field decides more contested meetings than any other.

Was the vendor named before the call? Was any incentive offered to attend?
YES NO NO YES — describe below

Did the qualifying attendee join and take part? Reschedules so far

CRITERION 6 Two permitted. Beyond that the meeting is void and counts for
YES NO DELEGATE ONLY neither party.

THE FIELD PEOPLE SKIP, AND WHAT IT COSTS

Criterion 3 fails more often on a silent record than on a prospect who genuinely did not know. Where the record says
nothing about what the attendee understood, the criterion fails — the agency has the evidence to gather and gathering it
is trivial. One quoted sentence protects the whole meeting.

COMPLETED WITHIN 24 HOURS - NO RECORDINGS, EVER SHEET 04 OF 05
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SHEET 05

Objection to a meeting.
Raised by the buyer within three working days. One criterion, one piece of evidence, one
decision.

Meeting reference Meeting held on Objection raised on

Criterion objected to

One per objection. If two criteria are said to fail, raise two objections — they are decided separately and they say different things about the
campaign.

1 ROLE 2 FIT 3 AWARENESS 4 NEED
5 CONSENT 6 ATTENDANCE 7 NOVELTY

The evidence relied on

A record, not an impression. "Companies House shows 14 employees against a floor of 50" is evidence. "It felt weak" is not an objection and the
criterion passes.

Agency response

Within three working days of the objection. Silence from the agency does not resolve it in the buyer's favour either — the criterion is decided on
whatever evidence exists.

Outcome

OBJECTION WITHDRAWN Date resolved
MEETING WRITTEN OFF BY AGREEMENT

REFERRED FOR ADJUDICATION Signed by

TWO STANDING RULES WORTH KNOWING BEFORE YOU ARGUE
Silence favours the agency. Where the buyer contests but supplies no evidence against the named criterion, the

criterion passes. The burden of an objection sits with the objector.

The written record beats the recollection. Where the two accounts conflict, the contemporaneous artefact governs —
the invitation wording, the locked profile, the suppression list — not what either party later remembers.

AND ONE THE STANDARD WILL NOT BEND ON

Whether the meeting led anywhere is irrelevant and does not enter the reasoning. A qualified meeting can go badly, and
an unqualified one can produce a deal. The Standard measures whether the meeting met the definition, and nothing

else.
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