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Sales Lead Qualification Scoring Form 










      Score

Qualification Criteria 





      (1-5)

	Needs Analysis and Current Situation
	

	Has the problem or pain of the prospect been identified? 
	

	Has the prospect acknowledged the impact of this pain or problem?
	

	Has the prospect indicated they want to change/improve the situation?
	

	Solution and Future Vision
	

	Have you discussed with the prospect how things could be improved and/or what the impact of those improvements would have?
	

	Has the prospect indicated other options they have taken or are considering to change the situation? 
	

	Has the prospect described what happens if they don't do anything to solve the pain or problem?
	

	Time frame / urgency 
	

	Has the prospect expressed why this problem is a priority to solve?
	

	Has the prospect indicated when the problem needs to be solved?
	

	Value / Return on Investment  (ROI)
	

	Does the prospect understand the outcome/value to the organization of solving the problem (i.e. saving time/money, increasing sales, etc.).  
	

	Do the key players (decision makers / influencers) know their own personal/professional benefits/outcomes of solving the problem?
	

	Budget & Resources 
	

	How strong is the financial position of the company?
	

	Does the prospect have a budget for this?
	

	Are there other projects, concerns or priorities that may compete with this project? 
	

	Authority and Relationships
	

	Do you know who the key influencers and decision makers are?
	

	Do you know who the ultimate approving authority is?
	

	Do you know what their individual roles will be? 
	

	Do you have a rapport/connection with these key players? 
	

	Do you have an influential sponsor or champion inside the organization that supports the solution? 
	


 Total    ______
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