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/Where is the customer in their thinking? )
What are the key issues driving the project? (Pain)
[ Does an opportunity really exist? ] What are the stated needs? (Gain)
Who initiated the project?
What is the “fit” with their overall business strategy?

o

/What are their key markets?
Who are their customers?
[ Do we understand their business? j Who are their competitors?
What strategies are currently driving their business?
What are their revenue and profit trends?
kWhat are their key performance metrics?

AN

AN

/What is the budget for this project?
] What is the priority of this project compared to others?

When is the deadline for decision making?
How do they define value/how will it be measured?
What will be the measurable impact on the business?

[ Will they act?

. )
L . What are the specific decision criteria?
Is the decision criteria set? . o
[ ] What is the priority order?
o J
/Who do we know? \
Who is willing to act on our behalf?
[ Do we have real support? j Have we established executive credibility?
Do they recognise our differentiated value?
Who are the most powerful individuals involved? Do they want us to win?  Why?
~

-
. . How will the decision really be made?
Th |
[ ¢ intangibles j What are the unstated issues?

\What concerns exist?

buying from us?

[ What concerns might stop them ] ( Organisationally, product/service related, implementation, personally )
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What are our key differentiators?
j Do we have the resources?

( Can we really win? What is the relationship status, at what levels?

How might our solution fail?

How much resource and effort is required?
] Does the business exceed revenue thresholds?

Can it be improved?

[ Do we really want to win?
Is there strategic value above revenue?

In information?

In activity?
[Where are the gaps? j In customer driven actions - their demonstrable commitment?
To the project?

In support of us?




