
Are you in a business that is smaller than 
the major competitors you battle against? 
If so, you are the Little Dog and you will 
likely compete against larger companies 
with greater revenues. Until you gain 
market traction and your brand is well 
established this can be quite challenging. 

If you are the Little Dog battling the Big 
Dog, here are some realities that you and 
your team may have to live with. Not 
forever, but probably for the first few 
years of your existence at least. Being 
aware of these will help you temper 
your expectations and best define your 
marketing and sales strategies.
 
Most large prospects are likely to make 
‘A Safe Choice.’ The first time choosing 
an outside supplier, a lot of businesses—
especially big businesses—choose to 
partner with other large companies. 
Big, respected firms have processes and 
systems that are proven in the market, so 
they are perceived to be less risky. Back in 
the day, there was a saying among C-suite 
execs: “Nobody got fired for hiring IBM.” 

Deciding to go with the Big Dog will likely 
be understood and respected by the team 
as well, leading to quick buy-in. That’s a 
definite plus in times of change.
 
They’re also likely to stick with the ‘Big 
is Safer’ theme for a while. If the larger 
supplier doesn’t produce expected results, 
the big client tends to blame them for non-
performance. While not always the case, 
at times this is true. The same processes 
and systems that allow a large business 
to scale often make it tough for them to 
customize their approach to individual 

clients. This is where Big Dog suppliers 
begin to have some challenges.

By not being able to customize their 
solution or give personalized attention, 
larger suppliers may create enough 
dissatisfaction to open themselves up 
to being displaced. That sounds like an 
excellent opportunity for the Little Dog—
but hold on—most times the big client still 
isn’t ready to let go of the safer choice. So 
they choose another Big Dog supplier as 
their partner, believing that switching Big 
Dogs will change their results.
 
Eventually Some Are Ready for Real-
World Service. After a couple of rounds 
with larger suppliers as partners, many 
companies are ready for real change. They 
find out that what they want is a partner 
who is willing and able to customize a 
solution specifically tailored to them and 
their business. This is when the playing 
field becomes leveled and Little Dog 
competitors who have made themselves 
known and have done their homework 
have a chance to win. 
 
Will you be Ready for Their Call? Little 
Dogs, you have to start connecting with 
your dream clients now so you’ll get an 
opportunity to compete. Every 90 days in 
every business something major happens. 
If you aren’t top of mind you’ll be left 
behind. When you’re given a shot and 
still don’t win, remember that ‘no’ is only 
a directional indicator leading you to come 
up with a better solution and new ideas.

Little Dogs Stand Tall and Remember. As 
you begin to engage you will either meet 
with the people who make decisions, or 

find out exactly who they are. You also 
get a chance to start building your case. 
Be prepared. From there you’ll have the 
chance to deepen those relationships by 
demonstrating your ability to develop 
opportunities and relieve their burdens. 
When the time comes for a change, if 
they’ve come to trust and respect you, 
your odds of winning greatly increase 
because they remain disappointed with 
their current supplier. 

Begin to engage with your ideal clients 
who are currently working with your 
competitors. Make sure they come to 
know you and what you’re capable of. 
Start today. Successfully make your case 
now so you can confidently stand tall 
among the Big Dogs later.
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