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              Revenue Model Profile
*Name:

*Tel:

*Email: 

	
	 Check 

  One     
	Comments

	1. Sales Structure
	
	

	      a. Direct sales only
	
	
	

	      b. Direct sales plus reps & distributors 
	
	
	

	      c.  Reps & Distributors only

      d. Other
	
	
	

	
	
	
	

	2. Products
	
	

	      a. Capital Equipment
	
	

	      b. Custom Products 
	
	

	      c.  Professional Services
	
	

	      d. Consumables
	
	

	      e. Other
	
	

	3. Primary Market: 
	
	

	      a. Global Manufacturing  Companies
	
	

	      b. Global Service Companies 
	
	

	      c. Regional Manufacturing  Co’s.
	
	

	      d. Regional Service Companies  
	
	

	      e. Government / Institutional 
	
	

	      f.  Non-profits / Other
	
	

	4. Product Profile:
	
	

	      a. Top of the line – leading edge
	
	

	      b. Middle of the pack – “ me too”
	
	

	      c. A little behind – trailing edge
	
	

	      d. Unique
	
	

	5. Product Margins are:
	
	

	      a. >40%
	
	

	      b. 20-40%
	
	

	      c. <20%
	
	

	6. Market Profile:
	
	

	      a. Mostly International
	
	

	      b. Mostly Domestic
	
	

	      c. Geographically Concentrated
	
	

	      d. Geographically Dispersed
	
	


	
	  Check 

   One
	Comments

	7.  Price Position
	
	

	      a. Usually we are higher (>10%)
	
	

	      b. We are competitive (+/-10%)
	
	

	      c. Usually we are lower (>10%)

	
	

	
	
	

	8.  Average Order Size
	
	

	      a. <$10,000
	
	

	      b. >$10,000
	
	

	      c. >$50,000
	
	

	      d. >$100,000
	
	

	      e. > $500,000
  
	
	

	
	
	

	9. Market Demand is:
	
	

	      a. Rapidly Increasing
	
	

	      b. Growing consistently
	
	

	      c.  Stable
	
	

	      d. Declining
	
	

	      e. New start-up / Unknown

	
	

	
	
	

	10. Competitors per sale:
	
	

	a. < 5

b. > 5

c. >10

d. >25

e. Unknown
	
	

	f. 
	
	

	g. 
	
	

	h. 
	
	

	
	
	

	11. Sales Staff Size
	
	

	       a. < 10 
	
	

	       b. > 10 
	
	

	       c.  > 50   
	
	

	       d. >100
       e. > 500
	
	

	
	
	

	12. Forecast Accuracy:
	
	

	        a. >90%  accurate
	
	

	        b. >50%  accurate
	
	

	        c. <50%  accurate
	
	

	        d. New Start-up / Unknown
	
	

	        
	
	

	13. Buyer Decision Maker is:
	
	

	        a. C level (CEO, CFO, COO)
	
	

	        b. VP level
	
	

	        c. Director level
	
	

	        d. Department manager level
	
	

	        e. Administrative manager level
	
	

	         f. Individual buyer / user
	
	


	
	 Check 

  One
	Comments

	14. Typical Sell Cycle:
	
	

	        a. < 3 months
	
	

	        b. > 3 months
	
	

	        c. > 6 months
	
	

	        d. >12 months
	
	

	15.  Number of Sales Offices / Locations
	
	

	        a. <5
	
	

	        b. >5
	
	

	        c. >25
	
	

	        d. >50
	
	

	16. Customer Retention Profile
	
	

	         a. <1 year
	
	

	         b. >1 year
	
	

	         c. >3 years
	
	

	        d. >5 years
	
	

	17. Revenue Mix
	 
	

	        a. 80% new and 20% current accounts
	
	

	        b. 20% new and 80% current accounts
	
	

	        c. 50% new and 50% current accounts
	
	

	18. Sales Staff Turnover:
	
	

	         a. < 10% per year
	
	

	         b. > 10% per year

         c. > 25% per year
	
	

	
	
	

	         d. > 50% per year
	
	

	19. New Lead Generation:
	
	

	a. 100% by sales person
b. 50-50 by sales person & company

c. 100% company
	
	

	d. 
	
	

	e. 
	
	

	20. Sales Rep Compensation Profile:
	
	

	a. > $100K / year -  all salary
b. > $100K / year – all commission

c. <$100K / year – all salary

d. <$100K / year – all commission

e. >$100K / year – mostly salary

f. >$100K / year – mostly commission

g. <$100K / year – mostly salary

h. <$100K / year – mostly commission
	
	

	i. 
	
	

	j. 
	
	

	k. 
	
	

	l. 
	
	

	m. 
	
	

	n. 
	
	


Please complete a copy of this profile, and e-mail to cmoe@CROsuccess.com
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