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Identifying Opportunities That  

May Slip Past the Close Date  

Opportunities that are at risk of slipping past the Close Date can be identified by a low Probability of 

Closing (Horizontal Axis) or by having a high degree of uncertainty in Closing as measured by the 

difference between High Value and the Low Value.   The SWOT Chart the shows uncertainty in the 

Closing and the SWOT ANALYSIS page provides additional details.   

Large uncertainty in the 

Prob of Closing by the 

Close Date. 

Prob of Closing by the 

Close Date = 65% 

In this example the Sales Rep is well 

positioned to win the deal, but the 

probability of it closing by the Close Date is 

low (65%) and there is a large degree of 

uncertainty is that probability; 

Range: Low = 44% to High = 85%. 

 

The Sales Rep needs to confirm that the 

deal will close by the Close Date. 

 

The sales rep should exercise care when 

forecasting this opportunity, it could slip 

beyond the close Date. 
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