Microsoft & Mural Consulting
eStrategy Workshop
Pre-Session Survey
Software-Plus-Services


Introduction
You and your colleagues are soon to participate in an online  eStrategy Workshop on Software-Plus-Services with a highly experienced Consultant from the Mural Consulting team.
You will be guided through an in-depth working session covering the Mural 8 Key Success Factors (KSFs) as they relate to your organization.  You should have spent time already on the www.myeBDSsite.com site viewing the online eLearning background materials to prepare for completing this survey and the Session.


Instructions
Please respond to the following questions as completely as possible in order to give the Mural Consultant a full understanding of your organization’s background and current situation.
This information will be reviewed with you and your colleagues during the eStrategy Workshop.

If you have NOT already done so, please go to the Online Self-Assessment tool at http://www.splussready.com  to identify and benchmark your current level of readinessyou’re your S+S offering against the 40 Mural KSFs.


Background Information
Company Name:  
Address:  
General Business URL: 
SMB Offers URL:  


Attendees
Please list the details of the people attending the Strategy Workshop:
	Name of Attendee
	Title/function

	1. 
	

	2. 
	

	3. 
	

	4. 
	

	5. 
	

	6. 
	




Questions

1. Where would you place your company on the following grid?
· Put the letter A where you are today
· Put the letter B where you want to be 
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2. What percentage of your revenue is derived from:
· On-premise  Software + Services model?
· Software as a Service model?
· Hosted application management model?


3. What are your key markets?
· By Geography
· By Sector
· By Industry


4. What percentage of your revenue is derived from each of the following market segments?
· Micro business  (< 10 employees)
· Small Business (>10 <50  employees)
· Medium business  (>50 <250  employees)
· Enterprise business >250 employees

5.  What are your KPIs that measure the performance of the business?  




6.  Is the business break-even or profitable?  If not, when does your business plan call for break even to happen?




7. How would you describe Executive support/commitment for the SaaS portion of your S+S  business?
· Committed and a regular agenda for Board meetings with review against our KPIs
· Committed and still feeling our way but performance is hard to scrutinize
· Want to make commitments and need more data before making decisions
· It is under discussion but no commitments have been made


Sales Channels

8. What percentage of sales are sold and delivered via the web:
· One year ago?
· Currently?
· Do you have a target ( e.g  ‘x’% by ‘y’ year )?  


9. Thinking in terms of your SaaS solutions, would you consider your primary go-to-market model to be direct or indirect?  Why?




10. How do you sell your applications today?  Online, Direct, Telesales, Channel?  Do you have more success with one channel over another?  Why do you think that is?





11. Do you have resellers?  If so what are you main 3 criteria when appointing a reseller?





12. How are your sales teams / resources compensated for selling your offerings?





Top challenges and opportunities today

13. What do you view as your top challenges today for SaaS?
· People, Finance, Marketing, Sales, Technology




14. What do you view as your opportunities to be with SaaS solutions?
· A defensive move to protect installed base from competitors offering SaaS
· A new business play to win customers with SaaS offer 
· A response to tight economic conditions that limits capex for our customers
· Other? 


Demand Generation, Packaging and Differentiation

15. Generally speaking, what are your primary demand generation methods?




16. How do you currently segment offerings to meet specific market segments, business sizes, or other markets?   




17. How do you typically package these services?  Standalone, bundled?




18. What do you believe is the single biggest reason customers buy your solution?
What is the biggest reason they don’t?




19. Please name your leading competitors.




Thank you for your time!
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