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One of the keys to success in business development is picking 

winnable battles. 

But how you qualify a prospect depends on how many opportunities 

you have and how many resources you have available. The 

salesperson who has a full pipeline and more prospects than he or 

she can pursue qualifies in a much different manner than a 

salesperson at a lesser-known company or new territory just trying 

to get in the game. Consequently, there is no one mathematical 

process for qualifying prospects. 

The key is to quickly decide:

· Is this good business for anyone?

· Is this a winnable opportunity for us?

· How does it compare to the rest of my opportunities?

In addition to assessing your chances of winning, other 

qualification questions should include:

· How does this opportunity compare with the rest of my 

opportunities?

· What resources would it require?

The answer is unique and different to every company and will vary 

from territory to territory.

The new account manager with nothing going on works on 

opportunities that others would walk away from. With a busy 

pipeline, veterans prefer to win or lose early. 

Moreover, since each person's territory and pipeline are quite 

different, what is qualified for one rep may not be the best use of 

team-selling resources for the region or the firm as a whole.
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Qualification is Relative Qualification is Relative 

One of the obstacles of qualifying is also one of the essentials for 

selling: a positive mental attitude. 

It is what enables a salesperson to start with a blank piece of paper 

and produce million-dollar quotas. It is what enables hunters to 

overcome obstacles and turn defeats into victories. 

Look at your experience unemotionally and you'll see that the 

number of times miracle turnarounds happen compared to the 

number of times you actually pour money into losing causes tells us 

that maybe what is needed is a less emotional process of 

qualification. 

But where is the line between qualification and quitting? Where is 

the line between a positive mental attitude and the rookie trait of 

overly optimistic “happy ears?”

A positive mental attitude is essential to selling, but remember: 

Qualifying Versus a Positive Mental AttitudeQualifying Versus a Positive Mental Attitude

Hope is not a strategy.Hope is not a strategy.
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