
Stage Assessment 3: Qualification
Is your pipeline full of opportunities, or full of hope?

The most expensive thing an expert firm does is pursue work it was never going to win. 

Weeks of proposal effort for prospects who were never buying is time taken from delivery and 

from prospects who would. This is one of eight stage assessments in the SMARTer system; 

each goes deep on one stage.

How to score
Score each statement from 1 to 5. A score of 1 means “not true of us at all”; 3 means “partly 

true, or true sometimes”; 5 means “consistently true, and I could show you the evidence”. 

The evidence test matters: if you couldn't demonstrate it to a sceptical outsider, score it 

lower.

The eight statements
1. We have clear criteria for what makes an opportunity real, written down, not felt    Score: 

___

2. We apply those criteria before investing serious time, not after    Score: ___

3. We regularly decline or walk away from poor-fit opportunities, early and without drama    

Score: ___

4. We discuss budget out loud, early, without flinching    Score: ___

5. Before proposing, we understand how the decision will be made and who is involved    

Score: ___

6. We rarely write proposals for prospects who were never going to buy    Score: ___

7. We know our actual proposal win rate, counted rather than felt    Score: ___

8. What's in our pipeline has earned its place; we'd stake a forecast on it    Score: ___

Total: ___ / 40

Reading your score
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32 to 40: Your pipeline can be trusted, which is rarer than it sounds. Guard the discipline: it 

collapses the moment scoring becomes a feeling.

20 to 31: Partial: criteria exist but get overridden when an opportunity flatters. Watch for the 

rescue reflex: proposing anyway because walking away feels like losing.

Under 20: Hope is doing qualification's job, and it's expensive. This stage improves faster 

than any other once given structure, and the reclaimed hours fund everything else.

Three first steps
•  Adopt a written scoring discipline for every live opportunity; the free Qualification 
Scorecard gives you one ready-made
•  Score everything currently in your pipeline, honestly
•  Act on the scores: pursue the strong, have the missing conversations with the middling, 
gracefully park the rest
The free Qualification Scorecard at smarterentrepreneurs.co.uk is this stage's tool: eight 

tests, one page.

Where this fits
If this stage scored well, your constraint likely sits elsewhere: the free fifteen-minute 

Revenue System Self-Assessment at smarterentrepreneurs.co.uk scores all eight stages 

and finds it. And if you'd like a second pair of eyes on what you've found, that's what a 

Discovery Call is for. No pitch, no pressure, and you'll leave with something useful either way.
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