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Why do deals stall ?



Biggest reasons why deals stall
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Different guises

" Not aligning with the buying
journey
" Interest vs decision to buy
" Not facilitating buying
" Misaligned buying team
" Closing too soon

Urgency vs Compelling reason

Talking to the wrong person
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" Late cycle concerns
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Roleplay debrief

Reasons why this deal might stall
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LES EXPERIENCE

LOYALTY LOOP

Investigate

USE AND IMPROVE

Why Change
Messages v

' EXPLOITATION

POST-PURCHASE
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3 steps to avoid procrastination



3 steps to avoid procrastination

" Align actions with buying readiness
" Has the customer already decided to buy
" Think in terms of next objective
" Am I talking to the right people

1 Play on 3 key elements that shorten the buying cycle

Late stage
" Concern handling instead of objection handling

TIP: Close each touch point with timed mutual activities
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Dealing with Late cycle concerns



Consequences if not treated correctly

Losing

Heavy Negotiation

Capabilities Criteria

insufficiently insufficiently
fulfilled fulfilled

Pyrrhus Victory

* Doubts
* Objections
« Unfavorable remarks

Post Sales Problems
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Closing without complications

No

Obtain
commitment

complications

Specific demand

Capat_)llltles Criteria where you have Negotiate to
fulfilled latitude close
fulfilled
Unexpected or Handle

generic concerns concerns
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The most successful "3 STEP” approach to handle concerns
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Solution
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Keep in Touch

Connect via m
or e-mail: inquiry@perpetos.com

Up Next

“How to Support Sales in Today's Market?” §



mailto:inquiry@perpetos.com
https://ma.perpetos.com/2020-11-19-webinar-series---how-to-support-sales-in-todays-market
https://www.linkedin.com/company/perpetos

»»® PERPETOS Maximize the wind in your sales.
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