The 7 Silent Sales Killers
Costing You $100K+ in Lost
Deals Every Quarter

Let’s find the leaks. Fix them fast. Recover $ 100K+ in 90 days.
Uncover hidden losses and turn them into revenue quickly.
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You Don’t Need More Leads. You Need to Plug the Leaks.

Most companies think their growth problem is lead generation.
The reality? It's revenue leakage.

Every month, warm leads slip through the cracks, in slow follow-ups, stalled deals,
missed handoffs, and forgotten customers. The leads you’ve already paid for quietly
disappear... taking potential revenue with them.

The average growth-focused business loses 10-30% of potential revenue every
quarter to preventable process gaps and underused CRM features.

This guide is designed to:

e Identify the most common leaks in your sales funnel.
e Show why they’re costing you more than you think.

e Give quick, actionable fixes you can start using today.

Whether you're using HubSpot, Salesforce, Pipedrive, Zoho, or even spreadsheets,
these leaks can happen to any business. The key is spotting them early and fixing
them before they drain your next quarter’s numbers.

At the end, you'll get a self-check scorecard to see how your funnel measures up,
and a simple way to find out exactly how much revenue you’re losing right now.
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Leak #1: Slow Lead Response Times v

Problem

A new lead fills out a form or requests a demo... and then waits. Hours pass,
sometimes days, before sales gets in touch. By then, the prospect’s interest has
cooled, or worse, they’ve gone to a competitor who replied faster.

Impact

Speed matters more than you think. Studies show that responding within 5
minutes can be 21x more effective than waiting just 30 minutes. Every
minute of delay reduces your chance of closing the deal.

Even if you have great marketing, slow response times can silently
wipe out your ROL.

Quick Fix
e Set up instant lead notifications for the right sales rep.

e Use round-robin lead assignment so no lead gets “lost” waiting for
manual distribution.

o Create service-level agreements (SLAs) for first-touch response times.

Pro Tip

e In HubSpot, use workflows to instantly assign leads and notify reps via
email, mobile app, or Slack.

e In Salesforce, set up Assignment Rules with email alerts.
e In Pipedrive, use automation to create follow-up activities instantly.
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Leak #2: Poor Lead Qualification v

Problem

Your sales team spends hours chasing leads that will never buy. These could
be wrong-fit industries, decision-makers without budget, or tire-kickers who
just wanted free advice.

When qualification is weak, your team wastes time on low-value prospects
while high-value opportunities are ignored.

Impact

Longer sales cycles

Lower win rates

Frustrated sales reps

Wasted marketing spend on leads that can’t convert

Poor qualification doesn’t just waste resources, it can also damage your brand when reps
push hard on prospects who were never the right fit.

Quick Fix

e Define a clear Ideal Customer Profile (ICP) and share it with marketing
& sales.

e Use a lead scoring system that ranks leads based on fit +
engagement.

e Disqualify early, it saves time and focuses effort where it counts.

Pro Tip

e In HubSpot, create a scoring property that adds points for high-fit
industries, job titles, and engagement actions.

e In Salesforce, use Lead Scoring with Pardot or Einstein.

e In Zoho CRM, enable predictive scoring to prioritise the hottest leads.
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Leak #3: Deal Stage Stagnation v

Problem

Deals enter your pipeline... and then sit there. Weeks go by without movement.
Reps get busy, next steps aren’t clear, and follow-ups slip. Eventually, the deal goes
cold or the prospect chooses a competitor who keeps momentum going.

Impact

e Slower pipeline velocity (the speed at which deals move)
e Forecasts become unreliable because of “stuck” deals

® Lower close rates as prospects lose urgency or forget about you

Even one stalled stage can bottleneck your entire funnel, reducing the
number of deals that close each month.

Quick Fix

e Set time limits for each deal stage (e.g., no more than 14 days in “Proposal
Sent”)
e Create automated reminders for reps when deals are inactive

® Use stage-specific playbooks so reps know the exact next steps at each stage

Pro Tip

e In HubSpot, build a “stalled deals” report and trigger notifications after X
days of inactivity.

e In Salesforce, create workflow rules to alert managers when deals stall.

® In Pipedrive, use filters to view deals that haven’t had an activity in a set
period.
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Leak #4: Missed Follow-Ups v

Problem

A prospect seemed interested, you had a good first conversation... and then
nothing. The rep got busy, the lead slipped down the list, and no one followed up in
time. By the time you reach out again, they’ve gone cold or chosen another
solution.

Impact

e 80% of sales require 5 or more follow-ups, but most reps stop after 1-2
attempts.
Missed follow-ups waste marketing spend and initial sales effort.
Prospects may interpret the silence as a lack of interest or professionalism.

Quick Fix

Set a minimum follow-up cadence for all prospects.

e Use automation to create tasks and reminders immediately after each sales
call or email.

e Keep follow-ups value-driven (share a tip, resource, or relevant case study)
so they don’t feel like nagging.

Pro Tip

e In HubSpot, use Sequences to automate personalised follow-up emails and
task creation.

e In Salesforce, use Sales Engagement or cadence tools to keep follow-ups
consistent.

e In Pipedrive, use the Activities feature to ensure every deal has a next
step scheduled.
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Leak #5: Marketing—Sales Handoff Gaps v

Problem

Marketing generates leads... but sales never calls them. Or, sales says the leads are
“low quality” and ignores them. Without a clear handoff process, leads fall into a
black hole between departments.

Impact

Lost opportunities that could have converted

e Wasted ad spend and marketing resources
Frustration between teams (“sales blames marketing, marketing blames
sales”)

e Inconsistent customer experience for prospects

Quick Fix

e Define MQL (Marketing Qualified Lead) and SQL (Sales Qualified Lead)
criteria that both teams agree on

e Automate the lead handoff process — when a lead meets MQL criteria,
it's instantly assigned to a rep with context on the source and
engagement

® Set SLAs (Service Level Agreements) for how quickly sales must act on
a handed-off lead

Pro Tip

e In HubSpot, use Lifecycle Stages + automation to assign and notify reps
when a lead becomes an MQL

e In Salesforce, use Lead Process Builders and Queues for smooth transitions
In Zoho CRM, set Workflow Rules to auto-assign and alert on MQLs

Leak #6: Duplicate or Incomplete Data
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Problem v
Your CRM has multiple versions of the same contact or company, each with partial

or outdated information. Sales reps can’t tell which record is correct, reporting
becomes unreliable, and marketing automation sends duplicate or irrelevant
messages.

Impact

Inaccurate reports and misleading KPIs
Missed follow-ups due to data confusion
Wasted outreach (e.g., sending the same email twice)

Poor customer experience from repeated or irrelevant contact

Quick Fix

e Schedule regular data clean-ups to merge duplicates and remove outdated
records
e Make key fields mandatory so incomplete data can’t be saved

® Use data enrichment tools to auto-fill missing company and contact details

Pro Tip

e In HubSpot, use the Duplicate Management tool and property validation rules
In Salesforce, activate Duplicate Rules and use third-party tools like
DemandTools

e In Pipedrive, use apps like Dedupely or Insycle to maintain clean data

Leak #7: Poor Onboarding & Retention Tracking
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Problem

You worked hard to close the deal... but after the sale, the customer is left
with a weak onboarding process, minimal follow-up, or no success tracking.
Without early engagement, customers don’t adopt your solution fully,
leading to churn or missed upsell opportunities.

Impact

Lost recurring revenue from cancellations
Reduced customer lifetime value (LTV)
Damaged brand reputation from unhappy customers

More pressure on sales to replace lost customers

Quick Fix

e Create a structured onboarding journey with clear milestones and check-ins
Use automation to send onboarding emails, reminders, and training
resources

® Track retention metrics and set alerts for disengaged customers

Pro Tip

e In HubSpot, use Service Hub to set up onboarding pipelines and customer
health scoring
In Salesforce, use Service Cloud workflows for post-sale processes
In Zoho CRM, integrate with Zoho Desk for onboarding and support tracking

How Many Leaks Are Hiding in Your Funnel?
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Go through each of the 7 leaks and tick the box if it’s true for your sales procv

Be honest, the goal is to spot areas where you’re losing revenue so you can fix
them.

Leak #1: We often take more than 5 minutes to respond to new leads.
Leak #2: Our sales team spends time on leads that rarely convert.
Leak #3: Deals frequently stall in the same stage for weeks.

Leak #4: We lose track of prospects after the first or second follow-up.
Leak #5: Marketing hands lead to sales without a consistent process.
Leak #6: Our CRM has duplicate or incomplete contact records.

Leak #7: We don’t have a structured onboarding or retention process.

Why Every Leak Matters
e Even one leak can silently drain thousands from your pipeline each month.
e Multiple leaks multiply the loss — both in revenue and in wasted effort.

e The sooner you fix them, the faster you’ll see measurable growth.

Book your Revenue Leak Audit — we’ll map the exact gaps,
calculate the real cost, and give you a 90-day action plan
to fix them and recover up to $100k from your Funnel.

Stop Guessing. Start Fixing.

Your revenue leaks won't fix themselves, and every month you wait could be
costing you thousands in lost deals.

That's why we created the Revenue Leak Audit, a clear, actionable plan
delivered in just 7 business days.
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You'll discover: w

e Exactly where your marketing, sales, or customer success process is losing
revenue.

e The real financial impact of those leaks on your business.

e The 90-day action plan to fix them, prioritised for the fastest ROI.

Many businesses recover up to $100,000 in lost deals and missing revenue
each year, money they’d already earned but never collected.

Audit Fee: $750 (fully credited towards your full implementation as you proceed
with audit implementation).

e Includes a complete written report + live review session.
e Fully credited towards your full implementation if you proceed.

e Delivered in plain language your leadership team can act on immediately.

Book Your Revenue Leak Audit Now

Spots are limited, we take only 2 new audits per month to ensure each client
gets our full attention.
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