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KEY ELEMENTS REVIEW

Blue Sheet — Strategic Analysis Tool

What are you proposing to sell?

Who'are fhe'Buyiﬁg Influences?
What are their Roles, Degrees of
Influence, and Modes?

What are those factors that
strengthen my position,

and what are those things |
need to fix or neutralize?

What does the customer want
Should I pursue this

to accomplish? opportunity?

What is our current position relative to our competition?

What does each Buying How does each Buying Influence
Influence get out of what rate my solution?
I’m proposing? What'’s the evidence?
What are some possible actions What information do we need,
we could take to what are the best actions to take,

strengthen our position?

and how will | provide perspective,
and to whom?
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