
How do you know if your company is caught in a vicious 
sales cycle of its own? Read the following points to see 
if  you may be caught in the trap. 

Do you seem to have a constant feast or 
famine flow of work? In other words, do 
your sales seem to come in clumps 
rather than a steady stream? This is the 
biggest indicator that you are in a 
vicious sales cycle because it  highlights 
the fact that when you land some work,  
it  takes all  of your resources (including 
yourself) to produce the projects in a 
t imely manner. If  you are also the 
salesperson for your business, then that 
means no sales are being made while 
you are busy producing cabinets.     

Does your cash seem to follow the 
opposite trend from your sales activity? 
Is your cash high when your sales activity 
is low? And vice-a-versa? That’s because 
you have cash in the coffers when you 
are producing, but you use it  al l  up when 
you get out to sell  more cabinet jobs.     
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Do you have a hard time staying focused 
on sales as an ongoing effort? If  you are 
not continually sell ing,  then you are 
bound to have a clump of work causing 
this feast or famine. Develop an efficient 
sales process that works without you to 
free up time and resources. 

Do you find that your cash flow is 
opposite of your sales efforts? Do you 
seem to be flush with cash at one 
moment and then rubbing nickels 
together the next moment? If  it  has been 
a mystery why your company never seems 
to have enough cash, maybe it  is because 
you are in a vicious sales cycle and it  
consumes your cash reserves to fund the 
next sales activity cycle.    
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