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Avoid the Dreaded Hamster Wheel
LORI TURNER
Print | Front Page | Email this story

One of the fastest paths to increasing revenue for about any
business is to shorten the sales cycle with prospects you’re
already calling on.

In this first in a three-part series on shortening the sales
cycle, we’ll dive into uncovering prospect pain points and
need realization.

Your sales cycle is merely the sequence of steps prospective
customers go through as they make a decision to do business
with you or not.

The length of your sales cycle is the time between prospect qualification and a
closed sale. It can be minutes, months or years, based on the complexity and
cost of your product or service.

The shorter the sales cycle, the less time and fewer resources you invest in
closing the sale. Consequently, you can get in front of more prospects and
generate greater revenue.

To diagnose where opportunities to shorten your sales cycle exist, ask these
questions:

How well qualified is your prospect list?

How effective are you at landing initial prospect meetings?

How often is your first prospect meeting with the real A-level decision maker
versus a lower-level influencer?

How well do you advance the sale at every step in the process?

How well are you uncovering your prospects’ pain points and getting them to
realize an immediate need for what you’re selling?

Making a sale is about solving a prospect’s problem. A common reason that
deals stall is because your prospect doesn’t believe his problem is significant
enough to take action, if he realizes a problem at all.

Let’s assume you’ve sufficiently outlined how your service can solve one of
your prospect’s problems, but he doesn’t feel a sense of urgency to solve the
problem. In other words, of all of the issues taxing your buyer, the problem
you’re solving isn’t at the top of the list. Selling a solution to a problem that
isn’t really a problem is sales death.

How did you end up here and how do you get out? If you agree that the
problem identified doesn’t have a natural sense of urgency, ask additional
questions that may help you uncover a more urgent problem. Use “what keeps
you up at night” type questions. If, though, you believe your prospect’s
problem is a bigger one than he realizes, help him realize it. And you must do
this before you move onto to solving it.

Restate the problem you heard. Now ask your prospect what the risk of
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
yourself spinning in a seemingly never-ending sales cycle as the prospect
struggles to make a decision – like being on a hamster wheel with no end in site.

Lori Turner, managing partner, RedRover Sales & Marketing,
www.redrovercompany.com.
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