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THE “NO-SHOW 
NO-GO”

Closing a deal and 
then disappearing. 
Transactional vs. 

Relationships

THE  “CHANCE OVER 
CHOICE” PIPELINE

Relying on luck 
instead of a structured 

sales process. 
Repeatable process 
that can be scaled.

THE “HALLOW” 
FOLLOW-UP

Sending weak, low-value 
follow-ups that go ignored. 

Emails vs. calls.

THE “FEATURE BLAST”
Overloading prospects 

with product details 
instead of solving 

their problems.THE “PRICE 
DROP PANIC”

Instantly discounting when 
faced with pushback. 

Not understanding your 
value and negotiating to 

the race to bottom.

THE “ONE-SIZE-
FITS-ALL” PITCH

Listen, learn share. Using the 
same pitch for every prospect. 

Zero customization.

THE “SET & FORGET” 
SYNDROME

Thinking a sales strategy or 
process will work forever. 

Void of change and evolution.
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