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Why Small Business 
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Grab yourself a Cuppa 

What is this reality check? 

1. This isn’t a quiz. 

2. It’s not a funnel. 

3. It’s not going to give you a solution you cannot implement.  

4. And it’s definitely not here to tell you you’re “doing it wrong”. 

It’s a calm look at where prospects usually cool in small businesses and 
why. 

Because most of the time, nothing dramatic goes wrong. 
Prospects don’t vanish overnight - when ‘Hot’ prospects start to cool 
off, priorities change and they are forgotten about.  

A bit like a cup of tea. 

This happens in most small businesses when the founder or small 
teams are juggling too much stuff at once, balls are dropped. 
 
It’s not failure. 
 
It’s a side effect of being busy. 

Takeaway: 
Your Text 



 
 

We use tea references because everybody loves a good cuppa 
and the process is exactly  like prospects in the small business 
world. For example… 

You make a cuppa with good intentions. 
You fully mean to drink it. 
You put it down to deal with something else. 

And when you come back, it’s cold. 

Nothing exploded. 
Nothing failed spectacularly. 
Life just got in the way. 
Then a good cuppa is wasted. 

That’s how most prospects are lost. 
Not because they weren’t interested. 
Not because you handled things badly. 
But because follow-up, visibility and momentum quietly slip 
while you’re busy running a business. 

Tea gives us a very British, very human way of talking about 
this without jargon, blame or buzzwords. 

If you recognise yourself in what follows,  
we have a simple solution for you at the end. 
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What’s Tea Got To Do With It  



How this works 
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There are four short sections, each covering a scenario I see 
repeatedly in small businesses — and each one is enough to 
stop prospecting dead if it’s left unchecked, so: 

• Read each one and be honest with yourself.  

• Don’t overthink it.  

• Your first reaction is usually the right one. 

You might recognise one section. 
You might recognise all four. 
Most people sit somewhere in between. 

By the end, you’ll know where your prospects are cooling, 
why it’s happening, and the one thing worth fixing first   

So you always know where each prospect or  
customer is in their buying journey, and what both you 
and your Prospect need to do next next. 

That’s it!

How It Works 



 

This is where prospect frustration usually starts. 

You finish a conversation feeling positive. 
It was a positive chat. 
Interest there. 
You walk away thinking, this could go somewhere. 

Then the day kicks back in. 

Emails pile up. 
Another call runs long. 
Something “urgent” grabs your attention. 

You tell yourself you’ll follow up properly later, when you’ve 
got a clearer head. 
At the time, that feels reasonable. 

Emotionally, this often shows up as a low-level guilt you keep 
pushing aside, a vague sense that something’s unfinished, 
and a quiet anxiety when you realise time has passed. 

Nothing feels broken enough to stop everything and fix it. 
So nothing gets fixed. 

The tea wasn’t ignored. It was put down  
with every intention of coming back. 

Prospect momentum doesn’t disappear. 
It fades quietly while you’re busy running  
your business and generating more prospects.  
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Did The Tea Ever Get Drunk? 
Question 1: 



 

 

Every meaningful prospect conversation needs two things 
before it ends: 
 
 - a clear next step and a specific time it will happen. 

• Not “we’ll catch up soon”. 

• Actual intent. 

• Actual timing. 

If either is missing, the tea is already cooling. 

Your system’s job isn’t to record what happened. 
It’s to protect what happens next. 

If follow-up lives in your head, and isn’t accountable, 
momentum will always leak. 
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Don’t Put It Down Without a Plan 
Answer 1: 



 

 
This one feels heavier. 

You sit down to “do some follow-up”, but you’re not sure 
where to start.  
Everything feels important. 
Nothing feels obvious. 

You bounce between tasks. 
Reply to an email. 
Chase someone you vaguely remember. 
Scan a spreadsheet, read a post-it and check your inbox. 
That doesn’t really help. 

Emotionally, this creates decision fatigue, a sense of being 
busy but not effective, and frustration that prospects always 
feel slightly chaotic. 

You’re working hard, but without confidence that you’re 
working on the right thing. 

The mug hasn’t disappeared. 
It’s just not on the desk. 

Prospects when out of sight doesn’t feel like neglect. 

It feels like overwhelm. 
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Can You See The Mug
Question 2: 



 

When prospects are out of sight, the problem isn’t usually 
effort - it’s clarity. 

You don’t need more chasing. 
You need fewer decisions. 

A helpful prospect view does three quiet things at once: 

It shows you, at a glance, who needs attention today. 
It makes it obvious why they need attention now, not “at 
some point”. 
And it removes the need to remember what happens if you 
don’t follow up. 

When those three things are clear, prospecting stops feeling 
like a vague task you keep postponing and starts feeling like a 
short, contained habit you can finish. 

The aim isn’t to see everything. 
It’s to see the next right thing. 

If you can open your system and immediately know who to 
contact next and why, the mug is back on the desk. 

If you can’t, you need a CRM!!! And if 
the one you have feels like something 
you avoid using, you don’t need more 
features - you need one designed to 
work for a small business. 
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Keep The Mug On The Desk
Answer 2: 



 

Prospect conversations happen everywhere. 
• WhatsApp. 
• Email. 
• Calls. 
• Notes. 
• Invoices. 
Individually, none of that feels broken, but collectively, it’s 
exhausting. You half-remember what was said. You think you 
know where things stand. But you’re not completely sure. So 
you hesitate. 

Emotionally, this shows up as second-guessing before 
following up, worrying about sounding disorganised, and 
avoiding the call because it might be awkward. 

When conversations are scattered, follow-up feels risky. 

And uncertainty often leads to inaction. 

That’s how you end up chasing tea that’s already been drunk. 

What actually helps? 

Decide where the truth of a prospect conversation lives. 
Not where it starts. 
Where it ends up. 

If a conversation matters, it needs to land somewhere visible 
and shared. 
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Question 3: 
Who Made The Tea.. and Who Drank It



 

When conversations are scattered, the real problem isn’t 
organisation -It’s confidence. 

You hesitate because you’re not completely sure what was 
said, what was agreed, or where things stand now. And when 
you’re unsure, following up feels risky. 

The fix isn’t to capture everything. 
It’s to decide where the truth of a conversation lives. 

A helpful approach does three simple things: 

1. It brings messages, emails and notes together against the 
person, not the channel. 

2. It makes the last meaningful interaction easy to see. 

3. It makes the next step obvious, even if the conversation 
was messy. 

When you can open a record and immediately understand the 
context, follow-up stops feeling awkward. You’re no longer 
guessing or apologising. You’re just continuing  
a conversation. 

If you can clearly see who spoke last, what was said,  
and what happens next, you know who made the tea  
… and whether it’s still yours to drink. 
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Answer 3: 

One Mug, One Story
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A mug that looks almost white, with only a faint waft of tea 
colour. 

This one brings a different emotion: resistance. 

You want the system to help. You gave it a fair go. You even 
felt optimistic at the start. 

But over time it feels like admin. It interrupts your flow. 
It asks questions you don’t have answers to. 

So you start skipping bits. Then avoiding it. 
Then only opening it when you absolutely have to. 

Emotionally, this creates quiet resentment toward the tool, 
frustration that this should be easier, and guilt for not using it 
properly. 

You don’t reject the CRM outright. 
You just stop trusting it to help you manage prospects 
properly. 

The tea isn’t bad. 
You’ve just added so much milk that you don’t fancy finishing 
it. 

Too Much Milk? 
Question 4: 



 

When a system feels heavy, the problem usually isn’t that it’s 
wrong. It’s that it’s trying to do too much, too soon. 

Most small businesses don’t need more data. 
They need fewer and simpler decisions. 

A helpful system fits into the way you already work. 
It doesn’t interrupt your flow or ask you to stop and think. 

The real goal isn’t perfect data. 
It’s creating a small, repeatable behaviour you can stick to, 
even on busy days. 
If you’re never more than ten minutes away from being back 
on top of your prospects, the system is doing its job. 

A simple test is this: 
If using your CRM feels like something you have to remember 
to do, it’s already too heavy. 

What actually helps is lowering the bar. 
Focus on the few things that genuinely support daily 
prospecting - who the prospect is, what was last said, and 
what happens next. 

Everything else can be optional. 

If you can open your CRM, add a quick note,  
set a next step, and close it again without  
friction, the tea stays drinkable. 
 
If the system needs more attention than your  
prospects do, the milk has overflowed. 
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Answer 4: 
Make The Tea You’ll Actually Drink



 

Most CRMs make prospecting harder, not easier. 

They’re built for reports and boardrooms, not for staying on 
top of follow-up, visibility and momentum. They get 
complicated, people avoid them, and good prospects quietly 
go cold. 

Popcorn fixes that. 

It gives you one simple dashboard to see who needs chasing, 
what was last said, and what happens next. Essential 
Marketing Tools (Email Marketing, Website Tracking, Lead 
Generation, etc…) are built in when you need them, so 
prospects stay warm without extra admin. Simple to use daily. 
Structured enough to stop things slipping. 

No contracts or hidden fees. 
Up and running in around 15 minutes. 
Simple, visual tools with friendly UK support. 

Because if your CRM doesn’t help you keep prospects warm, 
it’s not doing its job. 

Get your FREE CRM, or book a short demo to see popcorn 
in action. 

Why popcorn CRM Exists 
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Small businesses don’t need a system that does 
everything.They need 3 tools, each doing one job well. 

Trying to force one system to cover everything usually makes 
it complicated and unused. 

The 3 software solutions 

CRM (pre-sales & customer management) -Where prospects 
and customers live. Conversations, follow-ups and next steps, 
without relying on memory. 

Finance software - Handles quotes, invoices and payments. 
Focused on money and reporting. 

Job or delivery software - Manages work once a deal is 
won. Focused on delivery. 

The 3 types of CRM 

Pre-growth - Inboxes, notes and spreadsheets. Flexible, but 
memory-led. 

Growth - Simple, behaviour-led, and used daily. Keeps 
follow-up clear. 

Established - Built for reporting and scale. Often too heavy 
too early. 

Most businesses don’t choose the wrong CRM. 
They choose one designed for a later stage than they’re 
actually at. 

How To Choose The Right CRM 
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What To Do Next…

 
THE SMALL BUSINESS ALTERNATIVE TO HUBSPOT  
 
Get your FREE CRM or Book a Demo to see how popcorn 
CRM can join up your Sales & Marketing.  

www.popcorncrm.co.uk 


