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The Six Key Questions 
for Removing Unnecessary Legal Blockages 

in Your Sales Cycle, 
and Preventing Deal-Killing Lawyers 

from Killing Your Deals 
 
 
 
For many businesses, such as providers of maintenance services, software, 
subscription services, consulting services, and power-by-the hour services, customer 
contracts are their life blood. Unless a business has the deepest of pockets, the 
achievement of sales targets is often the number one metric. Yes, service delivery is also 
critical, but until you’ve made a sale, a customer can’t experience the quality of delivery of 
your product or service. 
 
For these businesses, the process of converting leads into revenue involves more than just 
selling your proposition to the decision makers of your customers. It also involves going 
through a journey of negotiation and due process to get a contract signed on the dotted line 
… and to unlock the ongoing cashflow. So legal agreements and lawyers are a necessary 
evil in the sales process. 
 
By the very nature of their training, most lawyers are rightly concerned about spotting issues 
and risks and generally protecting you from unexpected future loss. Even the most 
commercial of lawyers is unlikely to be focussed on reducing your lead time for converting 
potential sales into cash. Unfortunately, lawyers are frequently perceived as little more than 
‘blockers’ in the sales process, and even those lawyers who are supposed to be on your 
side can often cause unnecessary delay. At worst, they can kill the deal outright. 
 
At LCN Legal, we understand how critical lead conversion systems are to our corporate 
clients of all sizes. We often work with organisations, especially corporates in the B2B 
sector, and apply our skills and experience to help them refine and streamline their 
commercial “sales to contract” processes and to remove unnecessary legal blockages. We 
provide more than just legal advice. We’ve done this for multinational aviation groups, for a 
household name mobile phone operator, for international consulting groups, for energy 
service companies and for dozens of other clients. 
 
This report is short, and deliberately so, but it is critically important because it can positively 
impact on tens or hundreds of millions of our clients’ revenue, and it highlights steps that can 
ensure that you benefit from that revenue sooner rather than later. Following our process for 
streamlining sales cycles can also reduce legal costs dramatically. 
 
Here are six key questions to get things started: 
 

1. What’s happening in your sales cycle right now? Where exactly does the lead 
generation process begin? Who begins it? Where are the legal or negotiating 
blockages? What are the typical delays? The recurring issues? 

 
2. Where are the big opportunities available to you to speed up your sales cycle 

and to increase the conversion rate? How much would this be worth to the 
business financially? For example, dramatic improvements can be achieved simply 
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by ensuring that your own documents are used as a starting point, rather than 
working with legal agreements produced by your customers’ lawyers. Similarly, 
cutting out just one round of drafts can help you close a sale significantly faster. 

 
3. Which legal issues really matter to you? What are the risks that you really must 

pass on to the customer? Which risks are you happy to accept? What does your 
claims history look like? What do you or could you cover with insurance? What are 
your competitors doing in relation to these issues? How can you create a competitive 
advantage to your business, through your approach to legal risk? 

 
4. What shape are your template documents in? The form and style of legal 

documents matters – are they simple and in plain English or lengthy and 
commercially out of date? Get a suite of first stage documents that are clear and 
easily navigated by all your stakeholders. Make sure your second stage documents 
(supply contracts, etc.) are tough on the issues you need to be tough on, but are as 
fair and reasonable as they can be on the rest and that they accurately reflect the 
transaction they are supporting. 

 
5. Is your sales team commercially and legally savvy? Does your sales team 

understand the way your legal documents work, and how sales decisions can impact 
the cost of delivery and the risk of future loss? Train them, and keep training them. 
Make sure they grasp the way your first stage documents work, what they can and 
can’t move on from a risk perspective and when to get legal input. Encourage them 
to take the initiative; to push your documents out as a starting point and never to 
invite the customer to propose their own terms. 

 
6. What systems do you have for regular feedback, review and training? Business 

is all about results, and you can’t improve results unless you know what’s happening 
in your business and with your existing sales cycle. Involve all relevant parts of the 
organisation, so that the systems and processes can be improved over time with 
input from all relevant stakeholders. This should include the sales team and the 
delivery team – because decisions made in the sales process can have a significant 
impact in the cost of delivery or the risks associated with it. Outputs of these reviews 
may include producing and refining FAQ documents for internal or external use, deal 
summaries and flow charts showing when and how issues should be escalated, and 
of course the content of your ongoing sales training. 

 
 
How to Get Help  
 
If your company or business unit has annual sales of USD 50 million or more, and you want 
legal help in streamlining your sales cycle, we would be delighted to hear from you. 
 
You can call us on +44 20 3286 8868 or email us at info@lcnlegal.com to get the ball rolling. 


