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How the Qualified Prospect Formula®  
can help you better qualify opportunities, 
improve sales productivity and be  
a sales standout. 

Upping Your  
Prospecting Game

Keep it simple. Drive results.
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Fewer  
Guesses,  
More ‘Yes’es

Sales professionals know that not 
every opportunity will result in an 
order. What tends to separate the 
high-performing sales professionals 
from the rest, however, is knowing 
which opportunities to pursue. 
They rely on a formula to help them 
determine who is in a position to 
purchase and who is not. Then they 
pursue those true decision-makers, 
thereby eliminating time spent on 
unqualified prospects. 

That amount of time can make a big 
difference when you consider typical 
sales cycle results, based on ValueSelling 
Associates sales experts’ overall experiences.

How, though, do you decide which 
prospects are worth pursuing and  
which are a waste of time? Research  
shows it’s not the numbers that matter: 
More opportunities do not necessary  
yield more sales. What does? Better 
prospect qualification. 

Nearly half (46%) of B2B 
sales reps say “lead quantity 
and quality” is their top 
challenge.” 
 
American Association of Inside Sales Professionals 
(AA-ISP), Top Challenges of the Inside Sales Industry 

Insight
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Typical Sales  
Cycle Results

Cutting no decision  
rate by 50%

Converting 50% of 
no decisions to wins

Of the 2/3 of your sales cycles 
that come to a decision, if half of 
them (1/3) result in wins and the 
remaining 1/3 of the time you lose to 
competition, then you should be the 
leading vendor in your market.

In the 1/3 wins, 1/3 losses, and 1/3 “no 
decision” scenario, cutting your “no 
decision” sales cycles in half will increase 
your close rate from 33.3% to 40%.

Alternately, by converting 1/2 of 
your “no decisions” to wins, you 
can increase your sale productivity 
by 50% (from 1/3 wins to 1/2 wins).

33% 
win

33% 
loss

33% 
no decision

Close rate  
increases  

from  
33% to 44%

Win rate 
increases 
to 50%

Next → The Qualified Prospect Formula®

Keep it simple. Drive results.
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The 
Qualified 
Prospect  
Formula®

The most important step toward 
improving prospect qualification 
skills is using a standard process, 
methodology and vocabulary 
throughout your sales organization. 
Without these critical components, 
managers and reps rely on their own 
experiences, training and successes 
and sales strategies, which may 
conflict with others on the team, 
breeding team dysfunction.

To normalize these differences, you need 
a common foundation based on best 
practices that set rules and standards 
everyone can consistently follow. Here is 
where the beauty of the Qualified Prospect 
Formula® comes into play. Unlike overly 
complicated methodologies or tech-
intensive tools, this formula is a simple, 
effective qualification process with a proven 
record of improving sales productivity.

Next → Should They Buy—And from You?

To determine the values of each element, 
you must answer four key questions:

• Should they buy—and from you?
• Is it worth it?
• Can they buy?
• When will they buy?In 2017, SiriusDecisions 

reported that the number one 
challenge for B2B salespeople 
was (and still is) “their 
inability to communicate 
value differentiation.”
 
Entrepreneur, The Top 5 Challenges Facing Today’s 
B2B Sales Teams

Insight

The Qualified Prospect Formula is based  
on answering and testing four elements  
of the sales transaction. Like a 
multiplication equation, if any of the 
elements is a zero, then the entire sum 
equals zero and you move on.
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Should They 
Buy—And  
from You?

One of the first things to determine is 
whether a prospective company has 
a business issue that you and your 
organization are best equipped to resolve 
for them. With numerous choices and 
multiple members of a decision-making 
committee, it’s become complex and 
challenging for prospects to evaluate 
what impact a product or service can 
have on their business. 

Next → Is it Worth It?

“Our prospects always 
have alternatives--with 
competitors and with the 
status quo. The only way for 
you to consistently lock out 
those alternatives...is to 
uncover and create need for 
the uniqueness you bring to 
the table. 
 
Julie Thomas, ValueSelling: Driving Up Sales One 
Conversation at a Time

Insight

You must help the prospect visualize 
how their world would improve if they 
acquired your product or service. More 
specifically, you need to have a match 
between the unique capabilities you offer 
and the prospect’s strategic business issue. 
In ValueSelling parlance, we call this a 
VisionMatch™, and it’s a necessary step to 
determine whether a prospect should even 
buy in the first place.

Business Issue

Problem Solution

Value Power Plan

Value Buying Process™

confirm confirm

Differentiated 
VisionMatch
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Is It  
Worth It?

In addition to determining a 
business issue, you must assess 
what it is worth to the prospect to 
change. The tangible and intangible 
value you offer must sufficiently 
motivate a change in the way they 
do business. Will they buy? Only if 
you prove it is worthwhile. 

Most sales reps fail to uncover, articulate 
and test whether the prospect sees 
enough value, at a business and personal 
level, to warrant investing their time and 
energy in completing the sales cycle. 
Such a step is critical, so don’t sweep 
past it in the name of expediency. Take 
the time to talk a prospect through what 
it will take to undergo a transformation. 
The reward, if you are successful, will be a 
long-term relationship since you played a 
key role in those improvements.

Next → Can They Buy? And When?

71% of sales leaders say their 
reps lack ability to connect 
solution to business issue.”   
SiriusDecisions, 2018 Global Chief Sales  
Officer Study 

Insight
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Can They Buy? 
And When?

Everyone’s time is limited, no matter 
where they are in their sales career. 
The best in the field learn how to 
maximize their own resources to score 
big – and score often. The Qualified 
Prospect Formula is an excellent, easily 
executed tool to qualify and requalify 
opportunities in your pipeline. With 
proper use, you’ll spend more time 
pursuing prospects that improve  
your close rates, surpass annual sales 
goals and place you at the top of the 
sales game.

As athlete-turned-actor Dwayne “The Rock” 
Johnson once said, “Success isn’t always 
about greatness. It’s about consistency. 
Consistent, hard work gains success. 
Greatness will come.”

To learn more about the Qualified Prospect Formula and the ValueSelling Framework® 
sales methodology, contact us at +1 858 759-3565 or info@valueselling.com.

“Efficiency is doing things 
right; effectiveness is doing 
the right things.” 
Peter Drucker, father of modern management

Insight
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About  
ValueSelling Associates®

ValueSelling Associates, Inc., a leading global sales training company, 
offers a practical methodology for selling on value, not price. 
The ValueSelling Framework® is a proven formula that simplifies 
the complex B2B sale. Once trained on the ValueSelling method, 
organizations grow revenue and increase productivity. Since 1991, 
thousands of sales and customer-facing professionals around the 
world have chosen ValueSelling Associates for customized training, 
reinforcement and consulting to drive sales results.

Connect and learn more.

T. +1 858 759 3565

 E. info@valueselling.com

valueselling.com

© 2019  ValueSelling Associates, Inc. All rights reserved. 

Keep it simple. Drive results.


