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So, Why Did We Lose Them? 

Over the years I am often asked, “Why do you lose a prospect?”  The question is simple but the 
answer is fairly complicated.  For a prospect there are hundreds of factors to contemplate when 
considering a relocation or expansion, some weighted much more heavily than others; some are 
purely business factors and some very personal. 

The business factors that a prospect considers when looking at a community include: cost of doing 
business, market proximity, workforce, education system, transportation infrastructure, business 
climate, quality of life and incentives just to name just a few.   

If the company is smaller and the decision maker is personally involved in the move, or if it is a 
corporate headquarters relocation, there are many personal factors that may also be considered. 
These may include climate, schools, culture or arts, air service and direct flights, cost of housing, 
traffic, night life, proximity to family etc.   

A prospect will consider all these factors and many more, often with the help of a site selector, to 
determine the final few communities that meet most of the criteria set out by the prospect.  These 
communities are now on the “short list”.  The prospect will normally visit these final candidates, 
much like you would do a walkthrough of a house you were considering after going through the 
MLS to determine your personal short list of houses. 

If we are on the short list, “why do we lose them?”  Of the 45 prospects that had Reno-Sparks on the 
short list, for us that means they visited our community and made a decision to relocate -  only 6 
decided to go somewhere else.  That is an impressive closure rate of 86%.  Of the six that decided 
to go elsewhere, two found a less expensive place to operate (paying their employees less), one 
decided they wanted to be in a larger community and the other two found buildings that were 
immediately available and a better fit for their needs.   

While impressive, this closure rate does not tell the full story.  Many companies eliminate us early 
in the process, long before we were even aware they had considered us.  There is no hard data to 
determine why we were eliminated, but in our discussions with site selectors it seems that our 
many business strengths are still unknown and often overshadowed by our gaming and tourism 
history.  To overcome this we have focused much of our marketing efforts on getting the word out 
that Reno-Sparks is a great place for business.  Hence the recent Diversified Business Marketing 
Campaign with the message” Expand your business; Enjoy your life.” 

Your positive promotion of our region and your interaction with others in public can make a real 
difference, not only for our prospects, but for all of us!  We expect to continue to close over 70% of 
the prospects that consider Reno-Sparks and that will add thousands of quality jobs to the region 
each year, but we need your help to do this.   


