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Deal Fatigue: How to Stay Focused When
the Finish Line Keeps Moving

Introduction: You Were Almost There...

You found the business.

You had the first meeting.

You made the offer.

They said yes.

And then... nothing.

Or worse — delays, questions, stalling, silence.
Sound familiar?

Welcome to deal fatigue — the mental wear and tear that sets in when a deal drags on longer
than expected, testing your focus, patience, and confidence.

In this report, we’ll explore how to:

Recognise the signs of deal fatigue — in you and the seller
Understand the emotional cost of long deal cycles

Stay mentally sharp and commercially focused

Know when to push — and when to pause

Because successful dealmakers don’t just close deals. They /ast through them.

1. What is Deal Fatigue?

Deal fatigue is the slow erosion of energy, clarity, and optimism during a prolonged
acquisition process.

It shows up as:

o Frustration at slow replies or repeated questions



e Second-guessing your original excitement

e Losing track of where things stand

o Feeling reactive instead of proactive

e Wanting to close just to be done with it
Left unchecked, it leads to:

e Rushed decisions

o Ignored red flags

o Paying more than you should

e Burnout

Deal fatigue doesn’t mean you’re weak. It means you’re human.

2. Why Does It Happen?

Because most deals take longer than you think.

And because every stage of a deal demands a different mindset:

Stage Mental State
Finding the deal Curious, energised
First meeting Focused, optimistic
Negotiation Strategic, alert

Due diligence Cautious, thorough

Legals & funding Tired, impatient

As momentum slows, questions multiply and deadlines blur, even smart buyers feel worn
down.

And sellers feel it too.

3. Signs the Seller Has Deal Fatigue

e Repeating concerns that were already addressed
e Going silent for days or weeks

e Introducing new advisors late in the process

o Talking nostalgically about the business

e Undermining their own reasons for selling

Deal fatigue can make sellers start re-attaching emotionally — or get cold feet altogether.



Your job? Stay steady.

4. What Dealmakers Do Differently

Elite buyers handle deal fatigue by:

Expecting delays (and budgeting energy for them)
Using gaps to gather leverage, not lose focus
Staying professional even when the seller is flaky
Working in sprints, not slogs

Keeping backup deals warming up

They treat momentum as a resource — but they’re not addicted to speed.

5. How to Stay Mentally Sharp

a) Create a Timeline — and Update It Weekly
Most buyers lose focus when they don’t know what’s next. Keep a rolling deal timeline with:
e Tasks for you
e Tasks for the seller
e Known bottlenecks
Update it weekly — not daily.
b) Set Mental Checkpoints
Rather than “When will we complete?”, ask:
o Have I learned anything new this week?
o Has the risk profile changed?
o Is the seller moving towards or away from the deal?
¢) Protect Your Focus
Don’t check your inbox 15 times a day hoping for an update.
Batch your deal-making time. Stay focused on pipeline-building or operations in between.

d) Build in Recovery Time

Long deals drain energy. Take breaks. Go for walks. Talk to someone who isn 't involved.



6. When to Push — and When to Pause

Pushing works when:
e You have clear leverage (e.g. a deadline, other buyers circling)
e The seller is disorganised, not disengaged
e Momentum is slowing for preventable reasons
Pausing works when:
o The seller is genuinely overwhelmed
e You’re getting diminishing returns from chasing

e You need to reset emotionally

Tip: Sometimes, a quiet week leads to a breakthrough call.

7. What Jonathan Jay Teaches About Long Deals

Jonathan often says: “You can’t want it more than the seller.”
That’s never more true than in a dragging deal.

If you find yourself chasing, chasing, chasing — stop.

Let the seller do some emotional processing.

Let the deal breathe.

Let silence work in your favour.

You’re not closing a deal. You’re buying a business.

Big difference.

8. Use the Time to Strengthen the Deal

Instead of just waiting:

Reassess working capital needs

Line up post-acquisition staff interviews
Review systems, tech, and potential integrations
Build your 90-day plan

Turn dead time into preparation time.



9. What to Do If You Want to Quit

Every buyer feels it:
e “Is this even worth it?”

e “Why is it taking so long?”
e “Should I walk away?”

e Would I want this business if we hadn’t started yet?
e Has anything fundamentally changed?
e Is my frustration due to the process, or the business?

Talk it through with a peer or advisor.

Often, you just need a reset — not a retreat.

Final Thought: Finish Like a Professional

Deals are marathons — not sprints.
The buyer who finishes strong is the one who:
e Expected some pain
o Stayed commercially focused
e Used every delay as an opportunity
You don’t need to force momentum.
You just need to maintain your discipline.
Because deals don’t fall apart from a lack of speed.
They fall apart from a lack of clarity, calm, and control.
Stay sharp.

Stay ready.

You’ll finish this one — and you’ll be better on the next.
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