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consultative partnering
Client name:      
Situation Summary
	What do you know, or believe to be true, about the overall situation with your client?

What are your current stated and unstated goals?

	


Analyze the Situation
	Questions to peel the onion around how we are working together:

1. How is the team working together?  Are we running into constant problems around how we do things as a team?  Are team members following the specified processes? 

2. Does everyone understand the background, context and goal of the work?

3. Is the decision making process adequate for getting things done on time and with good quality?  Is the escalation process clear?

4. Is the client recognizing the benefits of our work and the ultimate deliverable as it contributes to their business objectives?

5. Is the scope of the work drifting?  Why?

6. Have assumptions changed?  If so, how has that impacted the situation?

7. Are expectations and success criteria at risk of not being met?

8. Does everyone understand and act in accordance with their roles and responsibilities.  If not, why?

9. Are communications sufficient?  Is readiness being addressed?  Does the client feel they have sufficient visibility into the work operations and status?  Is there confusion around who needs to know what?

10. Have new red flags or issues come up that have not yet been addressed?  Are team members ignoring these red flags and issues until things get out of hand?  What is their impact on the work?

11. Do we have a work agreement?  If not, how do we put one together?  If we do, does it need to be re-visited and brought up to date?  

Sum up major issues, concerns and obstacles that influence our approach.


	PLOT
	What do we know about our client’s, or clients’, PLOT(s) that affect our interactions or partnership in general?

What is our current assessment of their opinion and frame of reference and how does it impact our work and/or relationship?
Is the client’s task approach one that requires changing our approach?

What is our current trust level with the client and how do we increase it?

Are the PLOTs of the people assigned to this work a good match to the PLOTs of the client team?  

	Expertise
	What areas of our expertise are valuable with this client at this time?

Are we able to leverage that expertise?  If not, why?
What do we need to influence the client or internal team members around?

	Roles
	What consultative role(s) are important at this time and are we playing them expertly?  


Update Goals
	Have our goals changed given our analysis?
Has the ultimate business goal changed?
With this analysis, do we have additional, or different, stated or unstated goals?

	


Develop Client Strategy
	Given what we now know, what strategy should we implement?

What additional resources are required?
Who is responsible for what in implementing this strategy (e.g. escalation contact)?
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