
MEDDIC Sales Process Checklist
Step Goal Questions to Ask

Metrics Quantify the impact of the solution
you’re providing.

● What are your business goals right now?
● Which metrics around cost, efficiency or

business do you need to achieve?
● How would you measure success?

Economic buyer Find the decision-maker. ● Are you sponsoring this project?
● What do you need to take this project to the

finish line?
● Is anyone else involved in making the final

decision?

Decision criteria Understand what the lead is
basing their decision on.

● What are the most important criteria for you
when making this decision?

● How are you calculating the ROI for this project
to justify the investment?

Decision process Figure out the final
decision-making process.

Technical decision making
● What is the process to make a technical

decision?
● Who is involved and what are the steps to make

a final decision?

Business decision making
● What is the process to make a financial

decision?
● How is this purchase prioritized and what

timeline is it based on?
● Is there anyone else that needs to be involved

for approval? If yes, who and how long does it
normally take for them to decide?

Paper process
● What is the process to get the paperwork

completed?
● What is the legal review process on your end?

Identify pain Identify the challenges the lead is
currently facing and how your
solution can help.

● What challenges are you currently facing?
● What are the implications of those challenges?
● What happens if you do nothing?

Champion Connect with an influential
employee at the prospective
company to vouch for your
solution.

Ask yourself when assessing a champion:

● What does this person have to gain?
● Does this person have influence with

decision-makers?
● Can they accurately explain your product’s

benefits to the company?
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