
Stage Assessment 4: Nurturing
When your prospect is finally ready, will you still be in the picture?

In expertise markets the gap between meeting a buyer and the buyer being ready runs six to 

eighteen months. Most firms have nothing for that gap, so they're forgotten by the time the 

need arrives. This is one of eight stage assessments in the SMARTer system; each goes deep 

on one stage.

How to score
Score each statement from 1 to 5. A score of 1 means “not true of us at all”; 3 means “partly 

true, or true sometimes”; 5 means “consistently true, and I could show you the evidence”. 

The evidence test matters: if you couldn't demonstrate it to a sceptical outsider, score it 

lower.

The eight statements
1. Prospects who aren't ready yet hear from us usefully and regularly, without being pestered 

Score: ___

2. For each live prospect, we know what happens next and when    Score: ___

3. Our staying-in-touch runs on a rhythm, not on ad hoc guilt    Score: ___

4. We have genuinely useful things to send: insight, tools, relevant introductions, not just 

“checking in”    Score: ___

5. Warm prospects don't go quietly cold through our neglect    Score: ___

6. When a prospect finally becomes ready, we are usually still in the picture    Score: ___

7. We keep an actual list of nurture-stage prospects, maintained, not remembered    Score: 

___

8. We can point to work won this year from relationships nurtured over many months    Score: 

___

Total: ___ / 40
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Reading your score
32 to 40: You've solved the long middle, which most firms never do. This is compound 

interest: every nurtured relationship is future work at near-zero acquisition cost.

20 to 31: Partial: intentions exist, rhythm doesn't. The fix is almost always a smaller list 

touched reliably, rather than a big list touched occasionally.

Under 20: Meetings are evaporating: interest generated, then abandoned to the gap. In a 

long-cycle market this may be your most expensive invisible leak.

Three first steps
•  List every warm-but-not-ready prospect you can name; that list is an asset, treat it like one
•  Schedule one useful touch per prospect per month or two: an insight, a relevant piece, a 
genuine question
•  Create one genuinely useful thing you can share repeatedly; the free tools on my site exist 
partly so my clients have something worth forwarding
The free Revenue System Self-Assessment at smarterentrepreneurs.co.uk shows how this 

stage interacts with the rest of your system.

Where this fits
If this stage scored well, your constraint likely sits elsewhere: the free fifteen-minute 

Revenue System Self-Assessment at smarterentrepreneurs.co.uk scores all eight stages 

and finds it. And if you'd like a second pair of eyes on what you've found, that's what a 

Discovery Call is for. No pitch, no pressure, and you'll leave with something useful either way.
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