ARE WE A GOOD FIT?

Are we a good fit for your business? Let’s find out, through our confidential Mutual Pre-Qualification Process, which helps both parties rapidly pre-qualify each other, saving everyone time and money. The process works as follows:

Step 1: Complete the Pre-Qualification Questionnaire
Phone us at (952) 445–7854 to schedule a conference call where an accelerant Principal will take your answers over the phone, or link to our Online Questionnaire. The questionnaire takes approximately 15–20 minutes to complete so you may prefer to download the form, complete it, and email or fax it to us at your convenience. (Our fax is 952–856–4898). The purpose is to obtain a baseline understanding of your organization, the goals and objectives you are looking to accomplish, and your time frame. All responses remain confidential.

Step 2: Clarify Needs 
Depending on how you supplied the answers to the questionnaire, a first/second conference call takes place between accelerant leadership and client representatives. The purpose is to: 1) clarify/further understand your needs, goals, and objectives relative to your responses, and 2) provide an overview of the programs, services, and consulting offerings of interest, the deliverables, delivery options, materials provided, recommended number of participants per session, cost per participant or consulting project, return on investment ranges, program customization options, Train-The-Trainer Licensing & Certification options for your in-house facilitators, available implementation field support and on-going coaching, and managed services. Site–licensing options can also be discussed.

Step 3: Follow Up with Targeted Information
After the conference call(s) where we receive and clarify your responses to the questionnaire, we’ll then follow up with more targeted information, which may include additional marketing materials, executive white papers on the programs or consulting offerings of interest, etc.

Step 4: Submit Proposal 
Based on your time frames and budget parameters, a custom proposal specific to your needs can then be created and forwarded for your organizations consideration.

Note: Based on the size of your operation, goals and delivery time frames, a face-to-face meeting can also be scheduled, after we have a baseline understanding of your operation, your budget parameters, and level of interest.

ARE WE A GOOD FIT?
The Pre-Qualification Questionnaire takes approximately 15–20 minutes to complete. The purpose is to obtain a baseline understanding of your organization, the goals and objectives you are looking to accomplish, and your time frame. All responses remain confidential.

Please complete the questionnaire and submit it to info@accelerantinternational.com, or fax it to us at (952) 856–4898.  Once submitted, an accelerant Principal will follow up accordingly.

1.  TELL US ABOUT YOUR ORGANIZATION:

(* Required fields)

Contact Information

	* First Name:
	

	* Last Name:
	

	* Title:
	

	* Company:
	

	Division:
	

	Address:
	

	Suite:
	

	City:
	

	State:
	

	Zip:
	

	* Phone:
	

	Fax:
	

	* Email:
	


Company Overview

	Are you publicly or privately held?
	
	PUBLIC
	
	PRIVATE

	Primary business:
	

	Annual revenues:
	

	Date of year-end: 
	Month:
	
	Day:
	


	Are you a division or subsidiary of another company?
	
	YES
	
	NO

	If YES, name of parent company:
	


	Number of divisions or subsidiaries within your organization:
	


	Does each division/business unit have its own sales organization?
	
	YES
	
	NO


* Approximate number of direct sales people employed: (Enter “0” if not applicable.)
	
	North America
	
	Europe
	
	Asia Pacific


* Approximate number of independent reps via channel partners/ resellers/distributors/ alliances: (Enter “0” if not applicable.)

	
	North America
	
	Europe
	
	Asia Pacific


	* List your top three issues or challenges in the last year: 

1.

2.

3.




2.   TELL US ABOUT YOUR CURRENT SALES PROCESS:

* Select your current in-house sales process/methodology. (Check as many as apply.)

	
	No formal selling process currently in place

	
	“Home grown”

	
	Wilson Learning Programs (VSP, Counselor Selling, etc.)

	
	Forum Corporation Programs

	
	Miller–Heiman Programs (LAMP, Strategic Account Management, etc.)

	
	Franklin-Covey Program (Helping Clients Succeed, etc.)

	
	Holden Programs

	
	On–Target/TAS/Siebel Program

	
	Achieve Global Program

	
	Other: Please Describe:

	
	


	* What would you change in your current sales/business development process and why?

	


* Check the titles of executives you’d like your sales organization to have more access to earlier on in your courting process:

	
	Pres./CEO 

	
	COO  

	
	Exec. VPs of:
	

	
	SVPs of:
	

	
	VPs of: 
	

	
	Assist. VPs of: 

	

	
	Directors of:
	

	
	Nat’l Managers of:
	

	
	Other (type in title)
	


	Describe why more frequent access to these executives is important to your organization.

	


3.  TELL US ABOUT YOUR GOALS AND OBJECTIVES:

	* Provide a summary of what you want to accomplish; needs, goals and objectives, and why they are important to the business. (What are the new results you want more of?)

	


	When do you need these results?

	  
	3 months
	
	6 months 
	
	9 months 
	
	1 year 

	
	1 ½ year 
	
	2 years
	
	Other
	
	


	How many total sales/business development professionals, client account managers, marketing professionals, sales/regional managers, pre and post sales, and senior management do you have in your organization?
	

	How many of these professionals would you put through the programs/sessions?
	


What would happen if your organization did nothing to address the issues you

state as important challenges to address?  Please be specific: ___________________________

____________________________________________________________________________

____________________________________________________________________________

When and where would you like the workshops/programs and/or consulting sessions to take place?  
	When:
	

	Where:
	


Do you currently have budget or available funds to invest in these programs and/or consulting sessions?

	
	YES
	
	NO
	
	I DON’T KNOW


If not, what is the process you must go through to garner the budget for these programs? What is the timing? 
	


What is your time frame for making a decision to move forward?  

	
	1 month
	
	3 months
	
	6 months

	
	9 months
	
	1 year
	
	Other


* What is the likelihood of moving forward within the next 3 to 6 months?

	
	HIGH
	
	MEDIUM
	
	LOW


4. TELL US ABOUT THE OFFERINGS OF INTEREST TO YOU

Based on the information provided on our Website, what program offerings and/or consulting are you interested in learning more about?  (Please check areas of interest.)

_______ Assess Your Status––The Constraints Assessment

_______ Design Your Future––Consulting Services Around Analyzing Current Sales Process In Order To Compress

_______Charter Your Course––Consulting Services Around Strategic Account Targeting/Planning

–––––––Metric The Message––Teeth Value Proposition Sessions to Create/Improve/Tighten Current Value Propositions.

–––––––Access The Castle––The COL Executive Access Workshops (The Basic Training, Advanced, and Masters Course)

–––––––Deliver The Ultimate Presentation––The 1/3rd…2/3rds Condensed Presentation Format Training/Consulting

–––––––Paint The Financial Picture––Consulting Services Around Presenting The Financial Value of Your Core Offerings

–––––––Hold Your Ground––Consulting Services Designed to Compress Your Time-To-a-Deal

–––––––Conduct The Concert––Consulting Services Around Designing Your Value Proposition Validation Instrument

–––––––Harmonize For Gold––Consulting Services Around Using The Financial Value Propositions & Validation Instrument to Close

–––––––Calibrate For Success––Consulting Services Around Helping Senior Management Tweak Initial Program(s) In Preparation

             To Run Additional Business Unit’s Through The Accelerant Process

–––––––Complete The Circle of Integration––Consulting Services Around Preparing To, And Then Running Additional Business 

             Units Through The Accelerant Process, And, For Integration Into Client’s Customer Relationship Management System
	
	Train-The-Trainer Licensing Certification Programs For Your In-House Facilitators 

	
	Accelerant Strategic Application Consulting On Specific “Deals of Significance”.

	
	The Accelerant Process For Business Offering (The Turn-Key Approach––Operationalized)

	
	Keynote Speaking Options for Your Corporate Event, Sales Meeting, Convention, etc


______ Site Licensing The Accelerant process Into Your Organization
Please provide any further clarification in regards to your areas of interest:

	


5.  NEXT STEPS

Congratulations! You’ve just completed our pre-qualification questionnaire.

The next step is to submit the questionnaire via email to info@accelerantinternational.com or fax it to us at (952) 856-4898. An Accelerant representative will follow up within two business days to schedule a 30-60 minute conference call to go over your responses if you have not yet done so, answer your questions, and provide an overview of the offerings of interest to you and your organization. 

Please provide us two optional dates and times that work best for you and we’ll contact you to confirm.

	
	Yes, please call me to schedule a follow-up conference call.     

	
	No need to call me. I would like to schedule our conference call on the following date and time.  


	Option #1:
	Date
	
	Time
	

	Option #2:
	Date
	
	Time
	


We thank you for your time, and look forward to speaking with you shortly.
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