Discovery Review Worksheet

Customer/Company Name: 











Date:
_________________

[image: image1.jpg]PEAK

SALES CONSULTING, uc




	Cost

“To what Degree?”- How much does it cost, per month or year for each department or functional unit, when these problems exist. Include Direct costs, Indirect costs and Opportunity Value (e.g., where can the saved costs be used elsewhere to generate additional revenue).

	Symptom
“What?” - A physical sign, event or situation that can be seen or felt that is causing problems.
	Cause

“Why or How?” - The source of the problem. What causes the Symptom to occur or exist.
	Sales
	Marketing
	Customer Service
	Technical Support
	Management
	Other
	Solution

A single feature or capability that will eliminate the cause or symptom. 

Note: To be filled out later!

	Example: Poor customer retention. Losing clients to competitors.
	A. Company does not have info about customer (last/next contact, history, etc.). Duplicate efforts, embarrasses company & customer.
	
	$3,000/month in wasted campaigns targeted at the wrong customer profile
	$2,000 per month in lost productivity
	
	$1,000 per month
	
	

	
	B. Sales reps keep data to themselves causing ineffective follow-up and customer relations.
	$5,000/Mon

in lost renewal sales
	
	$1,000 /month in lost up-sell opportunities
	
	
	
	

	
	C. Technical Support doesn’t have sales data about client.
	
	
	
	$1,000

per month
	
	
	

	
	D. Marketing sends mailings to Accounting DB, not decision makers.
	
	$2,000/month in wasted mailings
	
	
	
	
	

	TOTALS:
	
	$5,000.
	$5,000.
	$3,000.
	$1,000.
	$1,000.
	$
	$ 15,000. per month
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	D.
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	C.


	
	
	
	
	
	
	

	
	D.


	
	
	
	
	
	
	

	3.
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	B.


	
	
	
	
	
	
	

	
	C.


	
	
	
	
	
	
	

	
	D.


	
	
	
	
	
	
	

	4.
	A.
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	5.
	A.
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	C.
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	6.
	A.


	
	
	
	
	
	
	

	
	B.


	
	
	
	
	
	
	

	
	C.


	
	
	
	
	
	
	

	
	D.


	
	
	
	
	
	
	

	TOTALS:


	
	$
	$
	$
	$
	$
	$
	Total Costs:

$ 
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