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One universal truth of sales: 

We must not waste our TIME

with prospects who are 

unlikely to buy.



This truth recognizes that 

TIME 
is the one resource we can’t 

make any more of.



Even the almighty internet 

can’t give us back TIME

once we have lost it.



The internet can give us 

lists of potential customers.



The internet can give us 

information about 

each prospect.



The internet can let us 

sell to almost anyone 

on our connected planet.



The internet can let us 

research almost anyone 

before we decide 

to sell to them.



The internet can let us send 

messages to almost anyone 

at almost zero cost.



The internet can even let us 

see each other while 

having a conversation. 

(Who needs to fly?)



But the internet can’t 

give us back TIME.



So, to avoid wasting 

our precious TIME, 

we are taught to “qualify.”



But qualifying requires 

accurate information.



Information that we can only 

get from the prospect —

at least, once they are 

deemed worthy of pursuit.



Which leads to a problem: 

how to get that information 

so we can decide to move 

forward — or not?



There are two ways of 

attacking this problem:



Way #1

Only move forward 

with those prospects 

we are certain of.



Way #2

Move forward with 

all prospects who will 

move forward with us.



Way #1 requires that we 

obtain information at each 

step of the sales process and 

evaluate that information to 

determine IF we should 

move forward.



The challenge with Way #1: 

It generates Process Variability 

and False Negatives.



One rep’s “Let’s go!” is 

another rep’s “No way!”



Why? Because each rep ends 

up using their emotional 

reaction to the interaction 

as a guide for their decision.



The result is that we can get 

sales by hiring talented reps 

and giving them a territory.



But we don’t really know 

who has the needed talent 

until they perform —

or don’t!



Which takes

TIME.



And while our sales process 

might look good on paper, in 

reality each decision in that 

process is a matter of…



a rep’s understanding, tastes, 

opinions, moods, or (given 

universal work-from-home) 

distractions and alternatives.



And a sales process that 

looks good on paper-only 

is not a process at all.



It’s full of IF we move 

forward — with WHEN

being an afterthought.



So, reps persist (or not) in 

trying to contact a prospect, 

based on their feelings about 

the chance of success.



Call six times 
(more likely, twice) 

and not get 
a conversation?

Give up! 
“It’s a waste of TIME.”



But it takes an average 

of 21.4 call attempts 

to get a conversation 

with a busy prospect.



So, the rep’s feelings 

cost more than 2/3 of 

the market opportunity 

by failing to persist.



In a cold call, IF a rep asks 

three qualifying questions —

to avoid wasting a discovery 

call on an unqualified 

prospect — and…



IF each question has a 50% 

chance of disqualifying the 

prospect, then that will 

eliminate 88% of those prospects 

a rep actually does talk to.



And IF your offering has a 3-year 

replacement cycle, and you 

qualify by IF now is a good time 

to buy, you’ll eliminate 92% of 

prospects — even if they are 

intrinsically qualified.



So, now we are down to this:

Only .5% of our prospect list 

can eventually become 

customers.



The rest? 

They’ll do something else 

eventually — and probably 

with a competitor.



What’s Way #2?



At each step, 

focus only on 

turning IF into WHEN.



Getting a first conversation: 

not IF, but WHEN.



Scheduling a discovery call: 

not IF, but WHEN.



Trying you out: 

not IF, but WHEN.



At each step, there are 

“can’t reach” and “no show” 

outcomes.



But those are easy to 

manage with a combination 

of technology, skill, and 

attitude.



Technology: 

To automate persistence.



Skill: 

To take the prospect on a 

journey from uncertainty (IF) 

to curious anticipation (WHEN).



Attitude: “Didn’t reach” and 

“no show” and “not now” 

are not failures or 

personal affronts:



They are part of the process —

inevitable and followed 

by another defined step 

in the process.



The key is to process 

efficiently.



Reprocess 
relentlessly.



Build a portfolio of those 

who are collaborating on 

WHEN rather than 

considering IF.



And harvest that portfolio as 

each prospect matures, or exits, 

with enough information to avoid 

that exit being a FALSE NEGATIVE 

that delivers value to your 

competitors.



It takes design, a mindset 

shift, and some new skills. 

But the results are awesome! 

Here’s what it looks like:
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