
B2B leaders, you’ll recognise this pattern - you have good conversations with
prospects, they ask sensible questions, they seem engaged. 

And then things slow down, with a gradual loss of momentum that’s hard to
explain – and even harder to fix. 

This isn’t from lack of effort, but from moments where buyer confidence
quietly drops – often without anyone realising. 

This checklist is designed to help you spot where that buyer journey
slowdown is really coming from. 

You don’t need new tools or a major process overhaul to use this resource.
Just a willingness to look honestly at how buyers experience your journey
after the initial interest is there. 

Run through the questions with your sales and marketing teams together. The
friction points tend to surface very quickly once you know what to look for. 

Where B2B buyers lose momentum...and how to spot it.

The Buyer 
Checklist

Friction

01   Confidence & Risk 
Can the buyer clearly explain why this solution might be right for them? 
Do they feel confident defending the decision internally? 
Is the perceived risk (career, reputation, time) higher than the perceived reward? 

Common friction signals:
“We just need a bit more time” or “Let’s revisit this next quarter.” 
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02   Internal Buy-In
Do we know who else needs to be convinced? 
Have we given the buyer anything they can forward internally? 
Are we assuming one person can make the decision alone? 

Common friction signals: 
Momentum slows as soon as additional stakeholders are mentioned. 

03   Clarity of Next Steps 
Does the buyer know exactly what happens next? 
Have timelines, roles, and expectations been clearly set? 
Is there a shared understanding of what “moving forward” means? 

Common friction signals: 
Follow-ups become vague or one-sided. 

04   Messaging Consistency
Does sales, marketing, and the website tell the same story? 
Are we reinforcing the same outcomes at each stage? 
Are buyers hearing anything that feels contradictory? 

Common friction signals: 
Buyers repeat the same questions across multiple conversations.

05   Decision Support (Often Missed)
Have we helped the buyer justify the decision internally? 
Are we providing reassurance, not just information? 
Are we answering why now, not just why us? 

Common friction signals: 
Interest stays high, urgency quietly disappears. 

Take your last three stalled opportunities and run them through this checklist with
sales and marketing in the same room.  Just try to answer one question together:
Where did confidence drop? 

That single insight can help uncover what content is missing, where the journey
breaks, and what needs fixing first. Momentum often returns once that gap is
addressed.  Most stalled opportunities don’t need more pressure - they need more
confidence. 2


