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Customer ProfileCustomer Profile

Company Overview -Company Overview -

 Description of BusinessDescription of Business

 Corporate MissionCorporate Mission

 Business DirectionBusiness Direction

 Corporate Objectives/ StatedCorporate Objectives/ Stated
GoalsGoals
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Competitive OverviewCompetitive Overview

 CompetitorsCompetitors

 Competitive edgeCompetitive edge

 ObstaclesObstacles
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Business RelationshipBusiness Relationship with with
Your OrganizationYour Organization

Account HistoryAccount History

Buying PatternsBuying Patterns

Most Recent BusinessMost Recent Business
ResultsResults
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CompanyCompany’’ss  Buying ProfileBuying Profile

 StrategyStrategy

 ObjectivesObjectives

  Needs Needs

 RequirementsRequirements
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CustomerCustomer’’s Current Situations Current Situation

 Commitments?Commitments?

 Equipment?Equipment?

 Locations?Locations?

 Get all the facts!Get all the facts!
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Budget/Buying ProcessBudget/Buying Process

 What is the decision  makingWhat is the decision  making
process?process?

 When does the fiscal yearWhen does the fiscal year
begin?begin?

 What are the obstacles?What are the obstacles?
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Personal ClosurePersonal Closure

 Acknowledgement ofAcknowledgement of

successsuccess

 or lessons to be learnedor lessons to be learned

 Celebration of achievementCelebration of achievement

 RemunerationRemuneration

 Incentive for the nextIncentive for the next

opportunityopportunity


