


Part 2: Sales enthusiasm not lead fatigue

They thrive on the thrill of the chase and the satisfaction of closing a deal.
However, there's a creeping sentiment in the sales world that many are

dubbing ‘sales apathy’.

This phenomenon manifests as a reluctance or
outright refusal to follow up on leads that aren't
necessarily ‘hot’, clear-cut, or actionable.

Let's delve into why sales apathy occurs and the
factors behind this attitude.

1. The quality of the lead

One of the primary reasons salespeople may dismiss
a lead is based on its perceived quality. Sales folk
often rely on a set of criteria or a lead scoring system
to determine the likelihood of a lead converting.
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If a prospect doesn't meet these criteria, they
might be disregarded, often without a second
thought.

2. Resource allocation

Time is a precious commodity in the sales world.
With quotas to meet and targets to hit, sales
professionals often feel the pressure to optimise
every moment. Chasing down a lead that's seen
as a 'dead end' is often viewed as a poor use of
time that could be better spent

on hotter prospects.
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3. Fear of rejection

Sales is a profession where rejection is part and
parcel of the job. However, continually pursuing
leads that don't convert can take a toll on a
salesperson's morale. Some may avoid uncertain
leads just to minimise the emotional impact of
another rejection.

4. Mismatched product or service offering:

Sometimes, a sales rep might identify that what
they're offering isn't a good fit for the prospect.

In these cases, they might feel that pursuing the
lead would be futile and possibly damage their
reputation or that of the company.

5. Inadequate training and tools

Sales reps are only as effective as the tools and
training at their disposal.

If they aren't equipped with adequate lead-tracking
tools or trained in how to nurture lukewarm leads,
they might opt to focus only

on the ones they feel confident about.
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6. Organisational culture and incentives

The culture and incentive structures within a
sales organisation can significantly influence
behaviour. If the emphasis is strictly on closing
high-value deals or if there's a lack of emphasis
on nurturing leads over the long term, sales
reps might feel discouraged from pursuing
uncertain prospects.

Tackling sales apathy requires a multi-pronged
approach:

1. Lead education:

Equip sales teams with insights and information
about the broader spectrum of leads that
emerge in time.

Not every lead will fit the 'ideal' mould on day
one, but with the right approach, many can be
nurtured into valuable customers

in the future.
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This results in a harvest of “low-hanging fruit” sales
teams cry out for!

2. Resource optimisation:

Provide sales reps with tools that allow them to
effectively manage and track all leads, not just the
hot ones.

CRM systems, call management systems, lead
scoring, and automation tools are essential
components in today’s world.

3. Cultural shift;

Promote a culture that values relationship-building
and long-term engagement. Recognise and reward
efforts to nurture leads, even if they don't
immediately convert.

4. Training and development:

Continuous training can help sales teams develop
the skills and resilience needed to engage with all
types of leads.
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Sales apathy towards non-leads is a challenge,
but not an insurmountable one.

By understanding its root causes and taking
proactive steps to address them, businesses can
unlock untapped potential and drive greater
success in their sales efforts.

If you need to do this in time for a solid
start to 2024, now's the time for us to
demonstrate how we can light up their lives
with Market Activation , a siffgle and
robust programme designed to add value to
marketing teams, maximise budgets and
deliver a consistent run rate of actionable
leads.
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About Market Activation” from The Amigos Network

A win for buyers - a win for you.

Our three founders have had long careers
specialising in Strategies for Growth,
Communications, and Martech coming from
diverse backgrounds in Technology and Retall
Advertising markets.

We've witnessed the way technology buying has
evolved, recognising the nuanced paths of today's
decision-makers.

Today's buyers think differently; their decision-
making paths aren't straightforward anymore.

Our deep understanding of the complexities,
challenges and risks of not achieving adequate ROI
on sales and marketing investment led to us
creating this market-beating programme.

Market Activation™, is a programme designed to
build buyers’ trust and engagement with brands
whilst supporting our clients by providing
actionable data to create better-informed sales
conversations.
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By making ourselves accountable for the end-to-end
process, we're able to guarantee the results from the
start.

Through Market Activation™, we bring clarity,
responsibility, and a sure-fire path to growth.

We hope you like it enough to ask us to show you
how we can transform the value you get from your
marketing investment in the form of better sales
outcomes.

www.theamigosnetwork.com

Book a meeting with us and learn how to avoid lead
fatigue:
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@; Book a Meeting
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