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Let’s assume you've sufficiently outlined how your service can solve one of
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problem. In other words, of all of the issues taxing your buyer, the problem
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inaction is — or even just the risk of being slow to act. Help him see the
consequences of dragging out a decision. Profits lost? Employee turnover?
Loss of market share? Brand irrelevancy?

If your prospect cannot articulate his problem and agree upon the risk of
inaction, it’s time to move onto a prospect who can. Otherwise, you'll find

:.m o yourself spinning in a seemingly never-ending sales cycle as the prospect

IS s struggles to make a decision — like being on a hamster wheel with no end in site.
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