
FIVE TOP FEARS 
Big companies have  about doing business with you  . . .

B 2 B  W H A L E  H U N T E R S

and what you can do about it!



Fear #1

Can you wait 90 – 120 Days for payment?

The people who decide to hire you are not the same ones who process your invoices. In fact, they 

have no control over payment terms whatsoever. But they know that their company is notoriously 

slow to pay suppliers, and they know you will probably have to wait 90 days or even 120 days to get 

your first payment. Meanwhile, you’ll be spending money on travel, paying subcontractors—and 

you’ve invested money to get the sale. They don’t want to put you under before you start. That 

scares them!

How do you mitigate that fear?

 Promise to share your Balance Sheet at the point of contract signing, if you have 

sufficient money in your account. 

 Show then a letter from your banker promising a sufficient Line of Credit 

when the deal is closed.



Fear #2

Where will you get enough help to deliver the work? 
(or) Will you send the B team?

The buying team is afraid that although they are very enamored with you, do you have very much backing? 

Big company suppliers often have a slick, polished sales team and then send a team of new hires, 

“amateurs” to deliver the work. The allure of hiring a small company is getting higher-quality, higher-level 

people. But do you really have those people? Do you have enough of them to do a big job? You probably 

don’t have a big bench just sitting around waiting for the next big sale. That’s what scares them!

How do you alleviate those fears?

Partner with a reputable, specialized placement agency in your industry and 

bring them to the table with you. 

Present your key team members during the proposal stage, complete with individual bios and 

headshots. Bring your project manager to the table during sales meetings. If your job requires 

other people with unique skills in key roles, secure their commitment prior to winning the job and 

put their credentials on the table. Invest in your success! 



Fear #3
You don’t understand how we operate!

Big companies operate by the book—or at least they like to pretend they do! They have 

handbooks, playbooks, guidelines, Standard Operating Procedures, and rules for

everything. Processes, tools, methods, systems. You’ll recognize this in a meeting or in 

a Request for Proposals, when they ask you to “Describe your staffing plan” or “How do 

you monitor the performance of subcontractors?” or “What is your business resumption 

plan?” If you don’t have a written-down plan with steps and stages, you scare them!

How can you overcome that fear?

Anticipate the processes that a big company will expect from you, based on the nature of 

your work and work on creating them: A Process Document of your basic work process or 

service delivery plan, a list of your SOPs if you have them, a data security plan. Have 

them neatly formatted and branded, ready for your next proposal. 

 If a buyer asks for a plan that you haven’t built yet, promise to deliver it at a specified 

time, then put it together and deliver it as promised. Be sure your selling team is 

prepared with how to answer that kind of question. 



Fear #4

What if we don’t like your project manager?
Buyers worry that there may be people on your team that can’t handle the job on their terms. A project 

manager that can’t keep up; a key member of your team whom they just don’t like. They believe that 

other big companies are accustomed to moving people in and out if the customer complains, but they’re 

afraid that you won’t have any back-up or that you don’t have the experience to handle this kind of a 

problem. They don’t want to handle an uncomfortable situation—it makes more work for them and 

causes them pain. That translates into fear of doing business with you!

How can you ease that fear?

Present them with a Customer Satisfaction Handbook with a FAQ section that includes 

various things that could go wrong plus the way you would respond. Include things like “We 

have an internal process to remove a team member who is not performing satisfactorily.” 

Develop a communication plan for the engagement that includes regular touchpoints with 

formal and informal reporting and problem-solving opportunities, with notes on the kinds of 

problems that could arise and identification of who is responsible for resolving them. 



Fear #5
You don’t know our industry!

Unless you work exclusively inside a specific industry, this is a continuing problem as you grow your business. 

Every buying group believes that its own industry is markedly different from all others, just as the buyers 

believe that their own company is completely unique in comparison to any other company that you’ve ever 

worked with! You know that’s not entirely true in either case, but it’s not something you ever want to argue 

about, is it? Instead, think of why your lack of industry knowledge worries them. First, they fear your work 

won’t be as good as that of an industry insider—you might miss key insider information. Second, and probably 

most important, they are afraid you will charge them extra money for the time it takes you to learn their 

industry. Two big things that scare them!

How can you allay these fears?

Create a process chart or a point-by-point list of the things you do for each customer. 

Highlight in one color the things that are industry-specific and in another color the things that 

are the same regardless of industry. Probably you will see the break is between 10-90 and 

20-80. 

Indicate that as part of every engagement, you include a 10-day or 2-week period of immersion 

into their industry, at no additional charge. Define explicitly how you do this: internet research, 

interviews with key people in their company, documentation from a key trade association. 

Provide a summary documentation of “the state of the industry” as a deliverable. Build this into 

your overall pricing. It will become one of the most valuable parts of your engagements!



Our new online program, Whale Hunting for 

Solopreneurs, will be opening for registration soon. It’s a 

great fit for coaches, trainers, authors, marketers, PR 

specialists, and others who work solo or head up small 

teams and want to sell to big companies. Barbara is 

teaching this program and Larry is moderating a private 

Facebook group  exclusively for paid members.

Whale Hunting for Solopreneurs

Coming Soon!

Meantime, join us online at thewhalehunters.com

CLICK HERE to join the FREE  B2B Whale Hunters community!

http://thewhalehunters.com/
https://www.facebook.com/groups/117328878927227/members/

