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Save money, time, and energy by answering these key questions:

Objectives and OQutcomes
0 What are the primary reasons for addressing this business opportunity?
What are the top one to three goals you hope to achieve?

O How would The Board/your boss/your funders/your clients/your employees
recognize the difference in your organization?

O How do you see a third party contributing to your goals?

Measures

O How will you and others know when these objectives have been accom-
plished?

0O What is acceptable improvement?

O Ideal improvement?

O  Who will be accountable for determining progress?

Value

O What’s the best that could happen if you get the outcomes you are looking
for?

O What’s the worst that could happen if you do not get the outcomes you are
looking for?

U What is the magnitude of the project? (e.g., potential new revenues, other
potential gains)

O What is the cost of doing nothing?

U How do you see third party services contributing to the success of the effort?
What’s the return on investment?

O What’s the payoff for you, personally?
O What’s the risk to you, personally?

Constraints

O  Are there other people who need to be involved before moving forward, or
as you move forward?

What are the pitfalls and landmines associated with this project?

Is there a budget to work within?

A timeframe?

What is the availability of you and your staff to make this project happen?
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