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Definition: A qualification call is an initial conversation between a company
representative and a potential customer (prospect) aimed at determining the prospect's
fit and readiness for the product or service being offered.

This call is a crucial step in the sales process, as it helps identify high-quality leads and
ensures that sales efforts are focused on prospects who are most likely to convertinto
customers.

Key Components:

l.Introduction: Brief introduction of the company representative and the purpose of the call. This sets the stage for a professional and focused
conversation.

2.Needs Assessment: Asking open-ended questions to understand the prospect's needs, challenges, and objectives. This helps gauge whether the
product or service can effectively address the prospect's issues.

3.Budget: Discussing the prospect’s budget to ensure that there is financial alignment. Understanding the budget helps in proposing solutions that the
prospect can afford.

4.Decision-Making Process: Identifying the decision-makers and understanding the timeline and criteria for making purchasing decisions. This
includes finding out who else needs to be involved in the process.

5.Current Solutions: Inquiring about any existing solutions or vendors the prospect is currently using. This provides insight into potential competition
and areas where the offering can provide added value.

6.Pain Points and Goals: Uncovering specific pain points and goals of the prospect to tailor the conversation towards how the product or service can
address these issues.

7.Qualification Criteria: Assessing the prospect against predefined qualification criteria such as the BANT framework (Budget, Authority, Need,
Timeline) or other relevant metrics.

8.Next Steps: Concluding the call with clear next steps, which may include scheduling a follow-up meeting, providing additional information, or
moving forward with a product demonstration.

When to use a Discovery Call

Initial Contact: When first engaging with a potential client to understand their needs and determine if there is a good fit.

Pre-Project Phase: Before starting a project to gather detailed information that will inform the project scope and
approach.
Qualification: To qualify leads and ensure that the client’s needs align with the service provider’s offerings.

Advantages: Disadvantages:
In-Depth Understanding: Provides a deep understanding of the Time-Consuming: Can be time-consuming, especially if multiple
client's needs, challenges, and objectives, which is essential for calls are needed to gather all necessary information.
tailoring a suitable solution. Potential Misalighment: If not conducted thoroughly, there is a
Building Rapport: Establishes a positive relationship with the risk of misalignment between the client’s expectations and the
client through meaningful conversation and active listening. proposed solution.
Effective Proposal Development: Helps in developing a more Information Overload: Clients may feel overwhelmed by too
accurate and compelling proposal based on a thorough many questions or too much information being discussed in a
understanding of the client’s requirements. single call.

Client Trust: Demonstrates the service provider's interest in the
client's business and their commitment to finding the best
solution.

See how Grillatech is working with our partners to develop a o o
sustainable footprint, and support our customers and suppliers to Qd mi n@g rl I IateCh°com
reach the same goal. GrillaTech is 1ISO27001/22 certified and a

finalist in CRN Channel Services Partner of the Year award 2024. for administration and partner registration

Garbon CRN CRN .

Nentral N consultancy@grillatech.com
k‘ V‘ ® HIGHLY COMMENDED [

AN WWF | 5020 | cpwerme spom for projects and consultant desk team

https://grillatech.com

GrillaTech is a company registered in England and Wales. Registration numioer: 8990945 Registered Address: 20 -22 Wenlock Road, London, NI 7GU England



