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THE MATH

of 2,400 businesses diagnosed with this
failure mode / 15% of businesses. The rarest
fallure mode — and the most painful.

average annual
revenue leaked
per business.
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total profit leaks found /
Range: $50K - $295K per business.

This is money that was ALREADY YOURS. The buyer decided. The deal was
done in their mind. Then your process — or lack of one — kllled |t ThIS 1
|sn t a sales problem. It's a fumble on the 1-yard line. '
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You lose a few deals you should have won.

Y(el\' Bl MEXE Annoying but not alarming. You blame the customer.
“They weren't serious.” They were.

Your pipeline looks full but your revenue is flat. Leads
ve in. Quotes out. Nothing closing. The team starts
MONTH 4-6 questioning the product, the pricing, the market. It's
none of those things. It's the gap.

Your best salespeople stop trusting the process.
. They start discounting preemptively. Now you have a
Mode 3 problem stacked on top of a Mode 4 problem.
Two leaks. Double the damage.

You've quietly accepted a 25-30% close rate as
normal. It's not. At your average ticket, that's $200K+
per year in deals you touched, won, and fumbled.

5 W Mode 4 doesn't look like a crisis. It looks like a slow Tuesday.
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That’s why it goes undiagnosed longer than any other failure mode. «
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GATE 1 GATE 2
NOT SEEN NOT TRUSTED
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Your revenue dies at one of these gates. Not all four. Not two. ._
. Just one. And you've never been told which. diagnostics - marketingperformance.net4il§







¢ THE QUESTION + CTA

What happens in your business
between ‘the customer says yes’
and ‘the contract is signed’?

If your answer is ‘we follow up’ — you don't have a system. You have a hope strategy.

'Find out where intent is dying — Take the 10-Minute Profit Leak Diagnosis
Want us to protect your pipeline — Book a call with Robbie & 2
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