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Must-Do Tips No 40: Perils of the Pipeline 
  
How many initial contacts do you need to end up with one new client? 
 
When we ask professionals this question, most often the answers are hopelessly optimistic.  
And they wonder why their Business Development efforts aren’t amounting to much.  The fact 
is that moving prospects in our target markets from initial contact to a converted sale is 
usually a lengthy process with several stages, where at any point, we can be screened out: 
hence, the analogy for the process as a pipeline.  In most professional service environments, 
this attrition means that initial contact numbers usually have to be significantly higher than a 
few (dozen). 
 
This month here are three things to bring to bear on the pipeline peril to make it a safer and 
more productive bet for your professionals. 
  

Tip 1 – Keep Your Tap On 
It isn’t just the length of the pipeline that is important; it is the speed of migration down it.  It 
can take YEARS for some business contacts to result in a trading relationship.  The long 
game approach required to be successful at this sits ill with the short-term, ‘fees, fees, and 
fees’ focus of many professional lives. 
 
“We are very busy so no-one’s doing any selling at the moment” 
 
Turn off the tap that keeps your contacts flowing and you risk future famine.    
    

Tip 2 – Count, Plan, Monitor 
Ask your (fellow) professionals how many contacts they have in their pipeline and at which 
stage they are at.  How many know with any conviction?  In our experience, these experts are 
few and far between.  Because professionals don’t recognise the dynamics of the pipeline or 
perhaps take it seriously, they cannot begin to control its flows.  Assessing where they are is 
the first step to deciding what should be done (plan) and doing it (see Tip 3 below), and then 
monitoring to ensure that sufficient new client work is being delivered at the other end.     
  

Tip 3 – You Cannot Be Serious.. 
..and sure enough, too many of us are not when it comes to planning and doing it.  Ask your 
(fellow) professionals another question.  Do you plan and schedule your time for Business 
Development activity as carefully and in as much detail as the professional work you do?  
Most professionals’ Outlook diaries are full of transactional actions and deadlines.  But BD 
ones??!   
 
 
People Scope provides pipeline guidance and training for professionals who need to do more 
than go with the flow.  For more information, hit 'Reply' and type Pipeline Management. 
  
Go to our website - www.peoplescope.com.  
  
We welcome feedback from you on what you think about "Must-Do Tips".  If you like it hit 
'Reply' and tell us specifically what you like.  If there is a topic or issue that you would like us 
to cover, what is it?  And if there's something that annoys, tell us too!  We want to improve. 
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Need a stimulating contribution to your in-house publication or newsletter on Business 
Development, Client Relationship Management, or Professional Leadership from an 
expert?  Call or email us and we will do our very best!   If you think someone else might be 
interested in receiving "Must-Do Tips" tell them about us. 
  
Past issues of "Must-Do Tips" have covered topics such as:  
  
•        Professional Leadership 
•        New Business Meetings 
•        Developing & Maintaining Contacts 
•        Presenting With Power 
•        Avoiding Tender Traps 
•        The Trust Builders 
•        CRM's Building Blocks 
•        Creating A Sales Culture 
•        Three Things They Hate About Tenderers 
•       Stand...and Deliver? (Selling At 

Exhibitions) 
•        Watching for CRM Warnings 
•        Professional Client Discussions Part 1 
•        Professional Client Discussions Part 2 
•        To Appraise or Apprize? 

•        Selling - A Contact Sport 
•        "Wot - No Research?" 
•        Persuasion Power 
•        Understanding The Client's Business 
•       Where Does All The Time Go? (Time 

Management)  
•        The Perils of Pitching 
•        Presentations – How To Avoid Terminal 

Boredom 
•        Seeing CRM Work 
•        Back To (Business Development) Basics 
•        Building Professional Relationships 
•        The Rules of Networking Part 1 
•        The Rules of Networking Part 2 

  
If you would like to receive any of them, hit 'Reply' and type 'Past Issues' along with the name 
of the particular topic(s).  
  
If you do not wish to receive "Must-Do Tips", press 'Reply' and type 'Unsubscribe' and we will 
do exactly that.  
  
Best regards. 
  
   
  
JAMES NEWBERRY 
Managing Partner 
People Scope 
6 River Court 
Chartham 
Canterbury 
CT4 7JN 
United Kingdom 
Telephone: 00 44 (0)1227 730411 
Email: james.newberry@peoplescope.com   
Website: www.peoplescope.com 
 
This message contains information that may be privileged or confidential and is the property 
of People Scope. It is intended only for the person to whom it is addressed. If you are not the 
intended recipient, you are not authorised to read, print, retain, copy, disseminate, distribute, 
or use this message or any part thereof. If you receive this message in error, please notify the 
sender immediately and delete all copies of this message.  Our computers are virus-protected 
on a regular and ongoing basis. We hope that you don't catch anything from us, but we can't 
accept any legal responsibility if you do. 
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