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Checklist for intelligence on a new client
What value can you add to helping with the firm & client challenges?
Client (the organisation)
Key questions
· What are the firm’s major challenges that they are aware & unaware of?
· What are the firm’s major aims & projects?
· How do they rank against competitors? 
· What is key for success in the firm’s industry (e.g. size, innovation, monopoly, quality, price)
· What is the language of the firm?
· What is the culture of the firm? How would you describe it if it were a person / animal?
· Who are the budget-holders and decision-makers?
· Which executives promote change?
Key publicly availably sources
· Client financial reports
· Client website / press releases
· Industry research sites, industry association websites, industry forums & publications
· Talk to sources inside firm
Key internal sources
· Walk the corridors & talk to executives
· Ask to see financial & strategic plans
· Who holds budget & discretionary budgets?
· Ask to see organisation chart
· Conduct ‘reverse seminar’ (i.e. client talking about their issues + your insights)

Client (the person)
Key questions
· What would a great outcome be for them personally?
· What are they unhappy with?
· What type of person are they (DISC / MBTI)?
· How do they like to be communicated with? How do they like to work?
· What are the person’s motivations and aims?
· Who do they need to keep happy and how?
· What have they written / said?
· What is the language of the firm?
· What are their personal facts? (Children, birthdays, partner,)
· Do they have an interest in becoming a consultant? (if suitable)
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