INSIDE SALES RESOURCE
Exploratory Call Qualification Template
Compass Group | SDR Use
1. ICP Check (Complete First)
Account / Institution: ______________________________________________
Segment (Education, Healthcare, B&I, etc.): ____________________________
Size / Complexity Notes: ___________________________________________
ICP Fit:   ☐ Yes     ☐ No     ☐ Unclear
If not ICP, stop here and disqualify professionally.
2. Surface Pain (What They Say First)
Exact prospect language:
__________________________________________________________________
Initial read:   ☐ Surface only     ☐ Already deeper
3. Operational Impact
What does this create for their team? (time, effort, inconsistency)
__________________________________________________________________
4. Business Impact / Consequences
What happens if nothing changes? (cost, risk, leadership impact)
__________________________________________________________________
Leadership visibility:   ☐ Yes     ☐ No     ☐ Unknown
5. The One More Question
The ONE question that could change the decision:
__________________________________________________________________
6. Ownership & Urgency
Who owns this problem? _____________________________________________
Why now? / What is driving timing? ____________________________________

7. Decision
☐ Advance     ☐ Pause     ☐ Disqualify
Why? (one clear sentence):
__________________________________________________________________
Professional Disqualification Language
“Based on what you’ve shared, this doesn’t sound like a priority right now. I don’t want to pull your time or ours unnecessarily. Let’s reconnect if those changes.”
[bookmark: _Int_iAJNbVUV]Reminder: Disqualification is a decision — not a failure. Communicate a clear follow up plan, use your tools to record and plan for follow-up (Calendar invite, spreadsheet, follow-up list, etc.)
What is the plan / commitments for follow up / reconnecting: ___________________________________________________________________
8. Additional Notes for Seller:
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