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Win thedeals

that matter.

Your “cheat sheet” for
smarter qualification.

For every unqualified opportunity
your team works, there’s a qualified
opportunity they’re not working.

You need to help your team focus on the deals
that matter by identifying the prospects that
represent higher deal sizes and faster closes.
Your ability to properly and promptly size up sales
opportunities puts you in the strongest possible
position to outperform your competitors, acquire
more—and better—customers, and accelerate
your sales cycles. A rigorous, thoughtful, and
repeatable sales qualification process provides
the backbone for consistent focus and value for
you, your sales team, and your customers. Use
this cheat sheet as a guide to ensure your team
focuses on the deals that matter most.

What is sales qualification all about?

It's about listening. At its essence, a solid sales
qualification process consists of a series of
carefully designed questions. The key is to listen
carefully to the answers to determine whether a
deal is worth pursuing.

It’s about insight. An effective qualification

process gives you a clear overview of all of your
opportunities vs. sales goals, and greater visibility
into each potential deal. That puts you in a stronger
position for making better decisions.

It’'s about an ongoing process. Sales qualification is
not a one-time event: “Is this deal qualified or not?”
Qualification should be a continuous process of
discovery and validation—throughout the

entire opportunity.

It's about saying no. It can appear counterintuitive,
but eliminating opportunities is a savvy strategy.
When you thoroughly understand your target
market, you can ask the right questions and
determine if the potential opportunity is tightly
aligned with your sweet spot criteria. If it's not,
walk away.



“cheat sheet” for smarter qualification

The key questions for smarter qualification.

Coach your team to keep the following cheat sheet handy as they prep for customer meetings.
Simply mark a “+"”, “-* or “?" next to each category and make a determination about whether
this prospect is qualified well enough to merit your engagement in a sales process.

'I' For more information, visit
' UplandSoftware.com/Altify
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http://UplandSoftware.com/Altify
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