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HELP! My prospect has gone cold! 
 

You have given the presentation of your life. After weeks of to-ing and fro-ing, of 
providing information, case studies, reworking figures and time-frames your hot-to-
trot prospect is ready to rock and roll. Then, there is an eerie silence, a situation of 
incommunicado emerges and a weird non-connectivity! 
 

What has happened? Why do buyers go cold? 
 
Firstly it could be nothing to do with you. Common reasons can be: 
 

• The buyer was never serious in the first place 
 

• Your communications weren't received. You got caught in the old spam filter 
routine, or holidays or other events got in the way of a decision. 

 

• Budgetary cuts have been made and you were not told, so the proposal is 
stillborn 

 

• The job role of your champion has changed 
 

• Family illnesses, accidents and situations have altered your buyers attention 
to the offer and its importance 

 

• Other corporate issues have pushed your offer down the priority chain 
 

• The buyer wasn't strong enough to say NO to your face 
 

• The buyer sees value, but can't convince finance, or their colleagues of the 
benefits. 

 

• They have pursued other solutions 
 

• The buyer is just too busy! 
 

• Some one else is now responsible 
 
Firstly, try and ascertain the reason for the silence and lack of connectivity 
 
Go to the top. Ask the CEO or section head if your champion is busy, out of the loop 
or been replaced. 
 
Go to the gatekeeper and ask similar questions as to why your champion is so 
busy. Gate keepers can be an extraordinary source of information. 
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Resort to traditional mail with an appropriate reminder gift that has a succinct note 
attached. "Hi Mary. Really worried about you being so busy and missing my 
calls. Just thought these chocolates would help. Give me a call after you have 
had 4 or 5 (or 10 or 12) and let me know the state of the play" Thanks John 
 
FACT: You need to know if this is a NO, just as much as if it is I'M BACK or LET'S 
DO IT. Unresponsive prospects clogging up your pipeline are no value. Get them 
sorted as quick as you can. 
 

1. Go back to your champion 
 
Ascertain if there is anything "big" happening in your prospects work environment 
such as a New CEO, COO, board room changes, bad publicity, a takeover situation 
acquisition activity. You can even ask the switch girl why your prospects is hard to 
get hold of or is it OK to phone before or after a certain hour. 
 

2. Have a system that manages disengagement 
 
This leads to an interesting tactic many sales people are not aware of; The Act of 
Disengagement. Buyers seem to expect you to continue chase them forever. By 
offering to disengage within a certain time frame or if a certain action is not 
completed you put yourself in control of the process. The prospect is generally not 
used to this strategy. And it can get a prompt reaction 
 
This is not an ultimatum, but a sense of moving on for you and the buyer. Simply let 
the buyer know that you will be there for them and to call you if they need more 
information or time. 
 

3. Utilise a multi-phased connective process 
 
How do you contact and connect with people? Is it by email, text, phone, through 
third parties or traditional mail. Consider using all these as different people respond 
to different connective methods. Email, text and phoning can be seen to be intrusive, 
especially if the buyer is "busy". 
 
Traditional mail can bring unexpected connective success because there is a 
tangible capability through the written word. It is also unexpected in today's pressure 
cooker communications round about. 
 

4. Leave the door open at the prospects discretion with a series of 
options for them. 
 
Suggest that you will call buyers or they will call you by a certain date such as: the 
end of the tax year, by Christmas or a specific date that is important to the buyer. 
 
Give them options which includes disengagement. Then move on. There is a 
difference between pestering and persistence. The harder you try to re-engage 
sometimes the greater the degree of pestering you appear to be applying. 
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5. Pick up on the fear of lose of opportunity. 
 
Can you invoke the fear of lost opportunity with your prospect? Could the buyer be 
disadvantaged if they miss that window of opportunity due to lack of activity within a 
certain time frame? Is time is running out for your buyer to act? 
 
If buyers know you are about to disengage it can changes the whole relationship and 
how they view you and your offer. 
 

6. Have a specific final contact scenario. 
 
This can be a simple text, email or hard copy letter. 
 
"Hi Bill, 
My apologies for not being able to connect. I'm still interested though, because 
I know you were trying to get something in front of your finance people by the 
12th. Please let me know if that is still on the menu or do we need to 
recalibrate our offer for them. Looking forward to hearing from you. Jim" 
 
Or the ultimate disengage message 
 
"G'day Bill, 
Sadly we haven't been able to connect over (fill in the time frame). I'm a bit 
surprised that we haven't been able to reconnect since we were both getting 
along really well on (fill in the problem being solved). I suppose something has 
come up and that has taken up your valuable time. This will be the last time I 
will try and contact you. If I'm wrong, please let me know. If I don't hear back, 
every success for the future. Best regards, Jim" 
 
This article is reprinted with permission from Jim Prigg CEO and founder of Knowledgemaster 
International Pty Ltd. Knowledgemaster International Pty Ltd is an online resources company that 
delivers practical communications, interaction, sales and soft skills tips, tactics, techniques. Learn 
more about winning business programs by calling Jim Prigg at 03 5232 1500 mobile 0408 520453. 
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