Lead Qualification Questions
Six free lead qualification question sets, from BANT and MEDDIC to pain, budget, and timing, that surface real buyers without the interrogation.
BANT screen
When to use: Use this on a first call or chat, to qualify budget, authority, need, and timing without a checklist feel.
Open
Thanks for the time, [prospect name]. Before I talk about [product or service], I want to understand your situation so I do not waste your time.
Budget (ask with curiosity)
•  How does your team usually evaluate and fund something like this?
•  Is there a budget set aside, or would this need a case first?
Authority
•  Besides you, who else would weigh in on a decision like this?
•  What does the approval process normally look like?
Need
•  What made you look into solving [problem] now?
•  What have you tried, and what did not work?
Timing
•  Is there a date or event driving this, or is it more when-it-is-right?
Close
Based on that, the next step is [next step]. Does that sound right to you?
Budget and funding questions
When to use: Use this when you need to understand money before you propose anything.
Frame it around value
[prospect name], I want to recommend the right option, not the most expensive one, so a few money questions help.
Questions to ask
•  What is [problem] costing you today, in time, money, or missed revenue?
•  Have you funded something like [product or service] before? What range felt reasonable?
•  Is this budgeted for this year, or would it need a business case?
•  Who signs off on spend at this level?
•  If we showed a clear return, how quickly could budget be freed up?
Close
Once I understand the value at stake, the next step is [next step], and I can size the right option with you.
Authority and decision process
When to use: Use this to find every stakeholder and the real approval path early.
Map the buying group
[prospect name], I want to make this easy to say yes to, so let me understand how decisions get made here.
Questions to ask
•  Who besides you would be involved in choosing a solution?
•  Who ultimately owns the budget, and is that [decision maker]?
•  What criteria will you use to compare options?
•  What steps does a purchase like this go through before sign-off?
•  Has a project like this ever stalled internally? What caused it?
Close
Knowing the group and the path, the next step is [next step], and I will make sure the right people have what they need by [timeframe].
Need and pain discovery
When to use: Use this to dig past the ask into the impact, so your solution lands.
Open
[prospect name], help me understand the problem before I say a word about [product or service].
Questions to ask
•  In your own words, what is not working right now?
•  How is [problem] affecting your team, your customers, or your numbers?
•  What happens if this stays the same for another six months?
•  What have you already tried, and why did it fall short?
•  If this were solved, what would change for you specifically?
Close
That gives me a real picture. The next step is [next step], and I will tie any recommendation directly to what you just described.
Timeline and urgency
When to use: Use this to separate active projects from casual interest, so you prioritize well.
Open
[prospect name], I want to respect your timeline, so let me understand where this sits for you.
Questions to ask
•  Is solving [problem] a priority this quarter, or more of a someday item?
•  Is there a date, launch, renewal, or event driving the timing?
•  What would need to be true for you to move forward?
•  If nothing changes, when does this become a real problem?
•  Who else is waiting on this internally?
Close
If the timing is right, the next step is [next step] and I can move at your pace toward [timeframe]. If it is early, I am happy to check back.
Fit and polite disqualify
When to use: Use this when the signals are mixed, to confirm fit or bow out gracefully.
Open
[prospect name], I would rather be honest than sell you something that is not right for [company name].
Questions to confirm fit
•  Are you set up for what [product or service] needs to work well?
•  Is the problem you described one we are genuinely strong at?
•  Do the timing, budget, and goals line up with what we offer?
If it is a fit
Great. The next step is [next step], and I will keep it focused on your goals.
If it is not a fit
If it is not the right match, I will say so and, where I can, point you to a better option. I would rather earn your trust than your signature today.
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