INSIDE SALES RESOURCE
Stronger Qualification & Buying Intent  
Compass Group | SDR Field Guide
[bookmark: _Int_K5RnwwzP]More meetings ≠ better pipeline. Qualification is not asking more questions — it’s asking better follow-ups. Our job is not to book meetings. Our job is to book meetings that should happen. 

What Strong Qualification Is
[bookmark: _Int_FzLywcFX]Testing what’s real
Clarifying urgency and readiness
Uncovering real pain
Protecting seller trust
Knowing when to advance, pause, or disqualify.
Strong qualification is NOT letting interest stand in for intent. 

The Intent Triangle
Surface Pain – Awareness, complaints, noise → Action: Pause & Probe
Operational Pain – Internal friction, extra work → Action: Probe for impact
Business Pain – Cost, risk, leadership attention → Action: Validate & Advance

The “One More Question” Rule – Bank of Power Questions 
After every answer, ask ONE open-ended follow-up tied to impact. You are not meant to ask every question. You are meant to follow the signal.
	[bookmark: _Int_NIz68viU]Paint me a picture of what this looks like day-to-today for your team?
	How is this affecting budget, productivity, or service levels?

	What other issues does that create?
	What happens if nothing changes?

	How are you handling this today? 
	How does a decision to address a problem like this typically get made? 

	How is leadership viewing this?
	What is the risk of keeping things status quo?

	How much time are you and your team taking on this problem each week?
	[bookmark: _Int_2JL7UOJB]Have you seen measurable impact from this yet?

	What is driving the timing? 
	[bookmark: _Int_ToX7WNAe]What’s the downstream impact on other teams or departments?

	Why does that matter now?
	[bookmark: _Int_ZfKjTvoA]Where does this rank compared to your other priorities? 

	[bookmark: _Int_dvVRgyZP]What’s the bigger problem that this is connected to, if any?
	What have you already tried to address this? 

	[bookmark: _Int_WMOpgcKV]What would a “worth your time” outcome for a deeper conversation look like? 
	What would have to change for this to become a priority?



Example of a Power Sequence of Questions 
1. Paint me a picture of what this looks like day to day.
2. What other issues does that create?
3. How is this affecting budget, productivity, or service levels?
4. What happens if nothing changes?
5. [bookmark: _Int_bKKI2TOz]Where does this rank compared to other priorities?
6. [bookmark: _Int_fWTriNmn]Who else would need to be involved for something like this to move forward?
7. What would a worthwhile outcome from a deeper conversation look like?

Advance • Pause • Disqualify
After every conversation, an SDR should be able to answer:
Problem → Is it real?
Priority → Does it matter now?
Power → Can this move forward / decision maker involvement?
Path → Is there a next step?
Advance: Business impact, urgency, ownership (Think the 4 Ps: Problem, Priority, Power, Path)
Pause: Surface or unclear operational pain only
Disqualify: No intent after probing or “we’re fine for now”
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