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Qualifying	
  a	
  Sales	
  Lead	
  	
  
	
  
A	
  prospect	
  is	
  not	
  a	
  lead	
  until	
  you	
  have	
  talked	
  to	
  them	
  and	
  asked	
  qualifying	
  
questions.	
  Here	
  is	
  a	
  list	
  we	
  use	
  with	
  our	
  clients.	
  	
  And	
  remember	
  don't	
  pepper	
  the	
  
customers	
  with	
  these	
  questions	
  like	
  an	
  interrogator.	
  Work	
  them	
  into	
  the	
  
conversation	
  as	
  you	
  discuss	
  the	
  customer's	
  situation	
  and	
  business	
  goals.	
  
	
  
	
  

1. How	
  does	
  your	
  company	
  purchase	
  products	
  of	
  this	
  type?	
  
2. How	
  does	
  your	
  company	
  make	
  the	
  decision	
  to	
  buy?	
  
3. What	
  are	
  the	
  organizational	
  relationships	
  that	
  influence	
  the	
  decision?	
  
4. Who	
  are	
  the	
  people	
  typically	
  involved	
  in	
  this	
  decision	
  making	
  process?	
  
5. What	
  ego	
  or	
  ownership	
  issues	
  come	
  up	
  that	
  need	
  to	
  be	
  managed	
  and	
  

respected	
  that	
  I	
  need	
  to	
  be	
  mindful	
  of?	
  
6. If	
  you	
  don't	
  buy	
  at	
  this	
  time,	
  what	
  remedial	
  actions	
  do	
  you	
  plan	
  to	
  take?	
  
7. How	
  will	
  your	
  current	
  vendors	
  react	
  to	
  the	
  possibility	
  you'll	
  buy	
  from	
  us?	
  
8. What	
  are	
  the	
  concerns	
  or	
  roadblocks	
  that	
  could	
  crop	
  up	
  down	
  the	
  road	
  and	
  

get	
  in	
  the	
  way	
  of	
  us	
  working	
  together?	
  
9. What	
  are	
  the	
  timely	
  and	
  relevant	
  issues	
  that	
  are	
  going	
  on	
  internally?	
  
10. What	
  is	
  the	
  overall	
  mood	
  of	
  the	
  company	
  and	
  its	
  leaders?	
  
11. Who	
  else	
  in	
  your	
  company	
  should	
  I	
  be	
  presenting	
  to	
  and	
  following	
  up	
  with?	
  
12. What	
  challenges	
  are	
  you	
  still	
  faced	
  with	
  that	
  your	
  current	
  solution	
  still	
  does	
  

not	
  solve	
  or	
  address	
  as	
  effectively	
  as	
  you	
  would	
  like?	
  
13. What	
  internal	
  resources	
  can	
  you	
  leverage	
  to	
  try	
  and	
  resolve	
  this	
  issue	
  on	
  

your	
  own?	
  
14. What	
  will	
  it	
  cost	
  you	
  and	
  your	
  company	
  if	
  you	
  keep	
  things	
  the	
  way	
  they	
  are	
  

today?	
  
	
  
The	
  beauty	
  of	
  these	
  questions	
  is	
  that	
  they're	
  likely	
  to	
  spark	
  a	
  conversation	
  that	
  will	
  
allow	
  you	
  to	
  assess	
  whether	
  there's	
  a	
  real	
  need	
  for	
  what	
  you're	
  selling	
  and	
  whether	
  
there's	
  already	
  some	
  budget	
  allocated	
  to	
  buy	
  it.	
  
	
  
	
  
	
  


