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Provides a view of the needs and requirements of major customers during the next annual planning cycle.  
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Introduction

Why working with this customer?

Type of relationship

1. Customer Objectives and Strategies

What are the objectives and Strategies? And

How do we support our customers objectives and strategies?

Assumptions

2. Product and Service Requirements

What products and services are currently being provided and what are required in the future?  (See opportunity tracking list for specific details).

3. Customer Organisation

Key Skills

Organisational Strategy
4. Business Forecast

Expected revenue, margin - key target dates for major work.

5. Dependencies, Risks, and Contingencies.

Focus on competition, people in the customer organisation, etc.

8.1  Dependencies on Outside Project/Events
8.2  Dependencies on this project by outside
       Projects/Events
8.3  Risks and Contingencies
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