
Portfolio.

“I help “founders” & “senior managers” move revenue-critical
decisions forward.

By structuring proposals, decks, and internal documents
around the right stakeholders so sales, partnerships, and
funding decisions move forward.”

-Yasmeen Tarek

High-Stakes Decision Documents
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Copywriting for High-Stakes 
Decisions 
Sales · Fundraising · Internal Alignment 

These include proposals, decks, outreach, and internal documents used to: 

➔​ close complex sales 
➔​ secure funding or partnerships 
➔​ obtain internal or external approvals 
➔​ align stakeholders before execution 

 

Low-stakes content and public-facing marketing are intentionally excluded, but 
you can still find them here 
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Confidentiality & Sample Policy 

Most of the work described in this portfolio was produced inside confidential 
sales conversations, investor reviews, procurement processes, and internal 
decision cycles. 

For that reason, full document samples are not publicly shared.​
Instead, examples are presented through context, intent, and outcome; which 
more accurately reflects how this work functions in real decision environments. 

Where relevant, specific documents or excerpts can be reviewed privately and 
selectively during live discussions. 

➔​ The absence of public samples is intentional. 
➔​ The work lives where decisions carry real commercial and 

organizational risk. 
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1. Sales & Revenue-Critical Documents 

These documents were written to move prospects from interest to commitment; 
particularly when conversations stalled after proposals, decks, or outreach. 

B2B Services: Sales & Expansion Copy 

A fast-growing B2B service business needed sales materials that could support 
enterprise-level conversations without constant founder involvement. 

What I delivered 

➔​ Sales narratives and proposals 
➔​ Pitch decks used in live and async sales conversations 
➔​ Sales-oriented case studies 
➔​ Positioning for a new high-ticket service offering 

Decision Supported​
Proceed, expand scope, or commit long-term. 

Outcome 

➔​ Proposals carried scope, pricing, and delivery logic without live explanation 
➔​ Sales conversations shifted from clarification to decision timing 
➔​ Reduced dependency on founder-led sales calls 

Insight​
Most sales stall because proposals fail to resolve internal decision anxiety. 
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Engineering & Technical Businesses: International Outreach 

Technical manufacturers and distributors selling internationally needed outreach 
that respected complexity while still moving decisions forward. 

What I delivered 

➔​ Cold email sequences 
➔​ LinkedIn outreach 
➔​ Follow-ups aligned with both technical and commercial stakeholders 

Decision Supported​
Is this worth internal review or escalation? 

Outcome 

➔​ Outreach reached decision-makers instead of stalling at gatekeepers 
➔​ Fewer clarification cycles before meaningful conversations 
➔​ Sales calls started with shared context 

Insight​
Technical buyers don’t resist sales — they resist unclear risk framing. 
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Account-Based Outreach (Manual ABM) 

A B2B service business relied on referrals and inconsistent outbound. Sales 
activity existed, but quality and follow-through were unpredictable. 

What I delivered 

➔​ Role-specific outreach sequences 
➔​ Manual ABM messaging mapped to approval dynamics 
➔​ Follow-ups designed to re-enter stalled conversations 

Decision Supported​
Allocate internal attention and move toward a commercial decision. 

Outcome (Client-Reported) 

➔​ Open rates above 45%, response rates up to 15% 
➔​ ~900 prospects approached monthly 
➔​ 30 qualified leads, 2 signed contracts ($5K per service) 
➔​ Sales conversations became more confident and structured 

Insight​
ABM works when copy mirrors how decisions are actually made inside accounts. 
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2. Investor & Stakeholder Decision Documents 

Fintech & SaaS: Investor and Stakeholder Narratives 

Technology-driven businesses needed narratives that explained value, scale, and 
risk to investors and internal stakeholders. 

What I delivered 

➔​ Investor-focused messaging 
➔​ Platform positioning narratives 
➔​ Expansion and partnership communication 

Decision Supported​
Funding allocation, partnership approval, internal buy-in. 

Outcome 

➔​ Investor discussions focused on strategy, not clarification 
➔​ Reduced ambiguity during review cycles 
➔​ Decision-makers could accurately restate the business logic 

Insight​
Investors don’t need more vision — they need fewer unanswered questions. 
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3. Internal Alignment & Risk Documentation 

Not all decisions are external. Some documents exist to prevent execution 
breakdowns. 

Compliance, ESG & Regulated Environments 

Organizations operating under donor, ESG, or compliance frameworks required 
documentation reviewed by external bodies. 

What I delivered 

➔​ Sustainability and ESG narratives 
➔​ Compliance-aligned documentation 

Decision Supported​
Approval and clearance. 

Outcome 

➔​ Documentation approved with minimal revision 
➔​ Reduced interpretive risk during assessment 

Insight​
In compliance environments, ambiguity equals risk. 
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Healthcare & Operations Documentation 

Healthcare organizations required documentation that aligned marketing, 
operations, and internal workflows. 

What I delivered 

➔​ Website copy 
➔​ SOPs and workflow documentation 
➔​ Employee handbooks 

Decision Supported​
Operational approval and institutional trust. 

Outcome 

➔​ Teams operated from a single documented logic 
➔​ Reduced dependency on verbal explanations 

Insight​
When documentation is unclear, teams compensate with behavior — and errors 
multiply. 
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Next Step 

If a document is blocking a decision or a sale, an alignment discussion is usually 
the right place to start. 

 

Contact 
●​ info@ytcopywriter.com 
●​ www.ytcopywriter.com  
●​ +962-78-0544084 
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