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Get Prospects
off the Fence

“No Decision” Analysis
Move prospects away from their indecision 

Lack of Sales Progress
In any sales person’s pipeline, there are 

always those perpetual prospects that just 

seem to hang around. In each pipeline 

review, you tend to get the same set of 

answers: “they’ve pushed their decision into 

the next quarter”, “they are still looking for 

budget,” or “they decided to hold off until 

current events clear up.”

While a sales manager may understand 

these reasons, it still is frustrating to see 

potential revenue either not get resolved or 

take up a salesperson’s valuable time when 

other, more ready prospects are waiting to 

be contacted.

The need to activate these stagnant 

prospects is obvious, but the question 

remains on how to best do this. Many times, 

the real reasons for inactivity are not the 

ones the salesperson believes.

With an unbiased, third-party review, 

your company can get to the root of the 

issue and discover why companies are 

not moving forward with their purchase 

decisions.

 “No Decision” Analysis Benefits
•	 Discover the real reasons for 

stagnation at the deal level

•	 Identify trends within target industries 

that could lead to reduced revenue in 

upcoming months

•	 Uncover problems with your sales 

methodology

•	 Identify true points of need that will 

prompt decision makers to select your 

solutions

•	 Point out the areas of your solutions 

that do not resonate with the target 

market

“No Decision” Analysis 
Includes:

•	 Qualitative Review: the decision 

maker’s perception of each vendor 

on three primary drivers—Company, 

Solution, and Sales Team.

•	 Decision-Maker Assessment: an 

in-depth interview with the decision 

maker to uncover their reasons for 

entering the market for a solution as 

well as the reasons why they have not 

proceeded to a selection

Win Loss Analysis Helps:
Executives
“No Decision” Analysis helps ex-

ecutives see where their solutions 

and company may fall short. This 

helps them change what is not influencing poten-

tial customers to improve their offerings.

Sales Managers
The line between success and 

failure can be small. Utilizing “No 

Decision” Analysis helps manag-

ers train sales professionals to keep prospects 

moving towards a decision.

Sales Professionals
Proactive efforts by professionals 

can dramatically impact the sales 

cycle and purchase decisions by 

prospects. “No Decision” Analysis gives feedback as 

to why clients become inactive in their evaluation.
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•	 Strategic and Tactical Analysis: 

a review of your company’s 

actions in the sales scenario and 

recommendations that will convert 

your undecided prospects to won 

opportunities

Delivery
“No Decision” Analysis profiles are 

delivered as they are completed through 

Horizon, Primary Intelligence’s online 

dashboard. All profiles are in PDF format 

for easy download and dissemination 

throughout your organization.

Horizon allows you to sort profiles by 

company, contact, sales person, deal size, 

and publishing date. You also have the 

ability to tag profiles and filter according 

to those tags, making it easy to access the 

types or profiles you want to view.

Profile delivery is just one portion of 

Horizon. It also gives you:

•	 Oversight into your campaign 

operations

•	 Ability to review individual questions 

and responses as well as run crosstabs 

on your data

•	 Reviews of prospect feedback on your 

competitors in comparison to you

•	 Overviews of general drivers and 

influencers of purchase decisions

Primary Intelligence Expertise
Primary Intelligence has been doing 

sales scenario reviews for over a 

decade and has done more third-party 

opportunity reviews than anyone in the 

world. Our consultants have extensive 

knowledge regarding sales processes and 

respondent perceptions. We have created 

methodologies that dramatically improve 

response rates from contacts and elicit 

the feedback you need to improve your 

company direction.

“No Decision” Analysis and 
the Sales Cycle
“No Decision” Analysis targets the 

actionable portion of the sales cycle—the 

purchase decision. Using intelligence 

gathered at this critical juncture, a 

company can better impact the client 

experience post-sale and improve the 

chances of a contract renewal. This makes 

it easier to retain customers and improve 

revenue growth.
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The Client Cycle
Solution-mapping to the needs
of the client or prospect.




