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From Hesitation to Action: How to Become
a More Decisive Dealmaker

Introduction: What’s Holding You Back?

You’ve read the books.
You’ve joined Deal Club.
You’ve watched the webinars.

You’ve even found a few businesses that could be the one.

But... you haven’t made an offer.

Or picked up the phone.

Or scheduled the meeting.

Sound familiar?

This report is for you.

Because information doesn’t lead to transformation. Action does.

And in business buying, hesitation is often the biggest deal killer of all.

Let’s turn that around.

1. The Cost of Hesitation

Every deal you don’t pursue has a hidden price:

e Missed opportunity
e Lost leverage
e Declining confidence



While you hesitate, someone else acts.
While you second-guess, the seller moves on.

While you overthink, the opportunity gets colder.

Hesitation isn’t caution. It’s a form of fear in disguise.

2. Where Hesitation Comes From

Understanding the why helps you move past it.

a) Fear of Getting It Wrong

e “What if I mess this up?”
e “What if I overpay?”
“What if it’s a bad deal?”

b) Perfection Paralysis

e Waiting for the perfect deal
e Over-analysing every number
o Wanting complete certainty

¢) Imposter Syndrome

e  “Who am I to buy a business?”
o “Real dealmakers know more than I do.”

d) Too Many Options, No Clear Next Step

Do I call this one?

Or send a letter?

Or check the accounts?

Or look for a different sector?



3. Action Beats Clarity

Here’s the truth: you’ll never feel 100% ready.

But decisive dealmakers act anyway.

They don’t wait for full clarity. They create it by:
e Making the call
o Asking the seller a question
e Booking the first meeting
e Drafting the LOI

Clarity follows action — not the other way around.

4. Jonathan Jay’s View on Action
Jonathan often says:
“You don’t get good at buying businesses by sitting on the sidelines. You get good by doing deals.”
He encourages members to:
o Start conversations, not chase perfection
e View every offer as just a step, not a commitment

e Learn by making small moves consistently

This is what separates professionals from spectators.

5. How to Train Your Action Muscle

a) Set Micro-Goals
Don’t aim to “buy a business.”
Aim to:

e Message 3 sellers this week

e Review 2 sets of accounts
e Have 1 first call



Small wins build confidence.

b) Work in 30-Minute Sprints
Set a timer. Choose a task. Go.

No distractions. No overthinking.

¢) Use Templates and Checklists
Don’t reinvent the wheel. Use what Dealmakers Academy provides.
e Offer email templates

o Heads of terms outlines
e Due diligence checklists

d) Give Yourself a Deadline
Decide: “By Friday at 4pm, I will send one offer.”
Even if it’s not perfect.

Even if it’s just to learn.

6. The Psychology of Decisiveness
Decisive people are not reckless.
They’re just willing to be uncomfortable for a short while.
They:

e Tolerate ambiguity

e Accept imperfect timing

e Know they’ll learn as they go

You don’t need to be fearless. Just willing to move through fear.



7. What Happens When You Start Acting

Things change fast.

Sellers reply.

Brokers call you back.
Opportunities appear.

Y our confidence grows.

Decisive energy creates momentum.

And suddenly, you’re in the game — not just watching.

8. The 70% Rule

Used by the US military and top CEOs:
“If you have 70% of the information, make the decision.”
Why?

e Waiting for 90% usually takes too long

e You'll never get to 100%

e Speed creates advantage

Train yourself to act when you have “enough to go on.”

9. Reframe Failure

If you make an offer and it gets rejected — that’s not failure.

If you meet a seller and it doesn’t go anywhere — that’s not failure.
That’s progress.

That’s learning.

That’s experience.

Every action you take teaches you something.



10. Final Thought: Decide Who You Want to Be

You don’t need to be fearless.
You don’t need to be perfect.

You just need to decide.

Decide to:
e Actinstead of wait
e Learn instead of analyse
e Lead instead of follow
Because deals don’t get done by people who think about them.

They get done by people who do something.

And that’s you.
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