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1) List 

3) Align 

1) List 

3) Align 

Measurable 
Results 

Measurable 
Results 

Orientation 

Red Flag:  missing or unverified information, uncertainties, 
hypotheses, or vulnerabilities. 

Note:  Complete this cell for 
all projects to reflect a 

Measurable Results Orientation 

#
(Early) 

Proactive  Lead First Contact 
With PC 

“Where are you in the business development process?” (Late) 
Proposal 
Due Soon 

Proposal Already 
Submitted 

Potential Client (PC): 
Today’s 
Date: 

Logics Worksheet 

Current Situation (S1) 

Lack Insight Have Insight Have Plan 

Number of 
Objectives 

“How does the Potential Client perceive their 
current situation relative to 

their desired result(s)?” 
3) PC’s Perception of Project 

Type of Project 
(Circle One) 

•  Insight 

Desired Results (S2) 

Want Insight Want Plan Want Plan 
Implemented 

1 

“How would you characterize the Potential Client?” 1) PC Profile 

• Major products/markets 

(Current Situation) 

S1 

PC’s Triggering Event, Problem, and Its Effects 
(including Lack Of Benefits and Downside Risk Of Doing Nothing) 

“What is happening today that 
the PC would like to change?” 2) PC’s Current Situation (S1) 

Triggering Event: 

Single Overriding 
Problem:* 

Effects Of  
Problem: 

1) List 

3) Align 2) Expand 

* Align with the dominant overriding question in Cell 4 

Align 
Align relevant effects with benefits…
and vice  versa 













6) PC’s Expected Benefits (B) 

PC’s Benefits From Gaining Insight  
(Non-Measurable) 

PC’s Benefits From Having a Plan  
(Non-Measurable) 

PC’s Benefits From Implemented Plan  
(Measurable And Non-Measurable) 

“What benefits will accrue to the PC as/after  
their desired result(s) are achieved?” 

Align 
Align 

Align 

Expand 
Challenge yourself to identify potential effects, and 
effects of those effects, in Cells 2 and 6 


#


#

#________________________________________________
_ 
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_ 

________________________________________________
_ 
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_ 

________________________________________________
_ 
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_ 
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_ 
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#________________________________________________
_ 
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_ 

________________________________________________
_ 

________________________________________________
_ 

________________________________________________
_ 

________________________________________________
_ 

________________________________________________
_ 

________________________________________________
_ 

• 

• 

• 

• 

• 

• 

#

Deliverables Deliverables Deliverables 

Insight/knowledge regarding… A An Implemented Plan to/for… Plan to/for… 
Conceptual 
Detailed 

PC’s Single Insight Result 
(To be achieved after Insight Question is answered) 

PC’s Single Desired Planning Result 
(To be achieved after Planning Question is answered) 

PC’s Desired Measurable Result after Implementation  
(Or Measurable-Results Orientation if not an Implementation 

Project) 

“What does the PC desire instead of the current situation?” 

PC's Overriding Questions 4) 

PC’s Single Overriding Implementation Objective † 

“Given the number of objectives (noted in Cell 3), what overriding question(s) does the PC want 
answered to improve their current situation?”  (List one overriding question per objective.) 

_________________________________________________________ 

_________________________________________________________ 

#


#


#


#

#

†  Implementation projects 
have no overriding question 

*To state the project objective, rephrase  
the overriding question, using an active verb 

PC’s Single Overriding Planning Question* 

#

PC’s Single Overriding Insight Question* 

? 

4) PC’s Overriding Questions 

5) PC’s Desired Results (S2) 


#

1) List 

3) Align 2) Expand 

? 
• Planning 

•  Insight and 
   Planning 

•  Implementation 

• Planning and 
Implementation 

•  Insight, Planning,  
and Implementation 

1 

2 

1 

2 

3 

• Annual revenue/profitability/ 
  trends 

• Major competitors 

• Market/industry issues 

• Strategic direction 

• Experience with your firm 
  and other consultants 

________________________________________________
_ 

________________________________________________
_ 

________________________________________________
_ 

________________________________________________
_ 

________________________________________________
_ 

________________________________________________
_ 

________________________________________________
_ 

________________________________________________
_ 

_________________________________________________________ 

_________________________________________________________ 















S 2 
( D e s i r e d R e s u l t ) 

B 
( B e n e f i t s ) 

2) Expand 2) Expand 
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Benefits to Each Buyer from  
Addressing His/Her Hot Buttons M PO 

• 

• 

• 

• 

• 

• 

• 

• 

• 

• 

• 

• 

Competitors 

“How might competition counter your strengths, exploit your weaknesses, 
or even redefine the overriding question?” 

“How might you counter competitor strengths or exploit their weaknesses?” 

Red Flags 

Perceived Strengths 

PC 

Red Flag. . . missing or unverified information, uncertainties, hypotheses, 
or vulnerabilities. 

“What collective criteria will be used?” 

Themes Come from Hot Buttons, Evaluation 
 Criteria, and Counters to the Competition 

Considering the PC Evaluation Criteria for This Opportunity… 

What 

“What is the PC’s budget for this project?” 

“How will the consultant-selection decision be made?” 

Who When 

Competitors' Strengths Competitors' Weaknesses 

Relative 
Weight 

Knock- 
Out 

Potential Client: Proposal Team: 

Buyer/Title  Benefits from Insight or Plan  Benefits from Implemented Plan   

1 

2 

3 

4 

5 

Buyer Role(s) 

E U T C 

Buyer Rating 

Explanation Of Rating 

++ + – – – 

Buyer Receptivity 
“How receptive is each buyer to  

 our PC efforts to date?” 
“What benefits will accrue to each buyer as/after 

the desired result(s) are achieved?”  

Psychologics Worksheet 

©1995 by Richard C. Freed  

Power Base 

L M H Reason For Buyer Rating 

1) Individual Buyer Benefits 

“Where are you today?” 

• 

• 

• 

• 

• 

• 

• 

• 

• 

• 

7)  Summary of Your Current Position “What can you do to improve your competitive position?” 

• 

• 

• 

• 

• 

• 

• 

• 

• 

• 

• 

• 

8) Potential Actions to Leverage Your 
Strengths or to Eliminate Red Flags  

3) 

•  Objectivity 
•  Sensitivity to… 

•  Thorough, integrated, balanced, or flexible approach 
•  Urgency (e.g., to get quick results) 

100% 

1 

2 

3 

4 

5 

“What process/criteria will the buying committee  
 use, collectively, to select the consultant?”  

4) PC Evaluation  
Process/Criteria 

“What repeated messages best characterize 
the PC's story and/or differentiate you?”  6) Themes 

1 

2 

3 

4 

5 

5) “Based upon the evaluation criteria, how does the PC compare you with competitors?” 

Your Strengths 

Your Firm 

In-house 

Competition 

Your Weaknesses 

• 

• 

• 

• 

• 

• 

9) 
“What should you do to improve your 

probability of winning?” Your Proposal Strategy 

• 

• 

• 

• 

If project does not involve 
implementation, use MR mindset to 
indicate measurable benefits that could 
be achieved after implementation  

#

Counters To The Competition 

R 

*Hot Button: desire or concern of a buyer that will affect your PC approach (PC), project methodology (M) and/or project organization (PO)…often personal , having 
emotional rather than technical content.  Use single words or short phrases such as: 

•  Fear of change 
•  Project complexity 

•  Involvement 
•  Teaching/training 

• 
• 
• 
• 
• 

• 

•  Creativity 
•  Control 

Today's 
Date: 

Based upon their respective roles, each buyer's ... 
Buyer's Hot 

Buttons* How Addressed 

2)  Hot Buttons 
“What desires or concerns of each buyer must be addressed 

 during the PC process and/or engagement?”  

Other Projects 



State as good reasons 
(Focus on the PC) E* N* 

Source* …which will be met by you 
(Focus on you) 

State as good reasons…as propositions or claims 
(Focus on you) 

List from Cell 6 on the 
Psychologics  Worksheet HB EC CC M* 

Potential Client: 

1 

Themes Development Worksheet 

©1995 by Richard C. Freed 

Today's Date: 

“What repeated messages best  
characterize the PC's story and/ 

or differentiate you ?” 

Express as PC Needs… 
(Focus on the PC)  

1) Selected Themes 2) Situation  
“Given the current situation (S1), 
what do the buyers need during 

this 
project related to this theme?” 

3) Methods 
“Given this need, how have you designed 

your methodology and/or project  
organization to meet it? “ 

4) Qualifications 
“Given those methods, how are 

you qualified to perform them 
related to that need?”  

5) Benefits 
“Given those methods and  

qualifications, how  will the buyers  
benefit by your meeting that need?”  

2 

3 

4 

5 

•  Urgency •  Because forecasted demand will outstrip 
capacity in the near future and because adding a 
new or modifying an existing facility will require 
a long lead time, you need a study that produces 
a decision quickly.  

•  Therefore, we will have frequent progress reviews 
so that top management is aware of preliminary 
conclusions and direction quickly. In fact, we will 
involve them in preparing the final report, which 
will actually be your proposal to Corporate, thus 
eliminating one step in your decision-making 
process.  

•  We are able to commit our project team 
immediately 
after your approval to proceed.  This team will have 
the practical experience necessary to work together 
with your management to jointly develop and 
execute a work plan that will minimize the study’s 
elapsed time. 

BETTER EXAMPLE 

•  We will focus on short-term, quick-fix 
opportunities. 

POOR EXAMPLE 

Therefore, we will… 

Therefore, we will… 

Therefore, we will… 

Therefore, we will… 

Therefore, we will… 

Because… 

you need… 

Because… 

you need… 

Because… 

you need… 

Because… 

you need… 

Because… 

you need… 

* HB = Hot Button; EC = Evaluation Criteria;  
   CC = Counters to the Competition 

* M = Methodology; PO = Project Organization * E = Existing Benefit; N = Newly Identified Benefit 

#

#

#

#

#

•  By our beginning and concluding this engagement 
quickly, you will have more time for detailed 
planning 
and implementation, thus allowing more time to 
design a more comprehensive plan for maintaining 
customer service during the transition. 

•  You will get information quickly, to make a timely 
decision. 

•  We know your organization thoroughly. •  Your problem requires an urgent solution. •  Urgency 

PO* 

#

#


