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Five Signs Your Sales Pipeline Has a

Problem
And What to Do Before Your Pipeline Dries Up

Most B2B sales teams don't realise they have a pipeline problem until the quarter is already gone. Not
because the signs weren't there — but because they were ignored, rationalised, or buried in the CRM. This
guide shows you how to spot the warning signs early — and what to do before they cost you revenue.
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The Core Insight

A pipeline isn't healthy because it's full. It's

healthy when deals are moving, qualified,

and likely to close.

You can have a pipeline that looks strong on a
dashboard — but underneath, it's slow, weak,
and unreliable. That's the risk.

The 5 Warning Signs

Spot these early — before they cost you revenue.

Sign #1

Your Pipeline Looks Full —
But Nothing Is Moving

e Deals sitting idle 14+ days

o Drop-off after early
stages

e Growing deal age
What to do: Define stage exit

criteria. Remove stagnant
deals. Focus on progression,

Sign #2

Deals Are Taking Longer —

And No One Is Calling It Out

e Sales cycle increasing
over 2+ quarters

e Deals repeatedly pushed
forward

e Late-quarter clustering

What to do: Identify where
deals stall. Build clear next

Sign #3

You're Adding More Pipeline

— But Winning Less of It

¢ Declining win rates

¢ Increase in "no decision"
outcomes

e High coverage (4x+) but
missing targets

What to do: Analyse lost

deals. Tighten qualification.

e Few reps driving most opportunities

e Single-threaded deals

What to do: Build broader coverage. Ensure
multiple stakeholders per deal. Reduce

dependency on 'big bets.”

not volume. steps. Get to decision- Quality over quantity.
makers early.

Sign #4 Sign #5

Too Much of Your Number Depends on Too Your Forecast Isn't Reliable — And Everyone

Few Deals Knows It

e Top 3 deals = large % of pipeline e Forecast vs. actual variance >20%

¢ Deals slipping repeatedly
o Late-stage surprises
What to do: Introduce commit/forecast/upside

categories. Track accuracy per rep. Reward

honesty, not optimism.
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Reality Check

If you recognised 2 or more of these...

The Real Problem Most Teams Won't Admit

Most pipeline issues don't come from poor closing. They come from not having enough of the right
conversations at the top of the funnel.

Ifyourpipe]ine depends on: You don't have a system. You have
uncertainty.

e Inbound that fluctuates
e Referrals you can't control Strong pipelines are built deliberately — through

consistent, targeted outreach.
* Reps prospecting inconsistently

Fixing Pipeline Is One Thing. Building It Is Another.

Most teams don't struggle with understanding the problem — they struggle with generating enough of
the right opportunities.

[J  That's where Focus One comes in. We help B2B companies build consistent, qualified pipelines
through structured, human-to-human outreach — so your sales team can focus on closing.

No vanity metrics. Just real conversations
with decision-makers.

If your pipeline isn't where it
needs to be, let'’s talk.

Book a 15-minute call. No BS. Just to see if we can help.
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