Qualification Notes:
**ANYTHING IN BOLD IS REQUIRED TO BE FILLED OUT. IF NOT AVAILABLE, SAY N/A**
General:
	COMPANY NAME/OPPORTUNITY #:

	

	COMPANY/EVALUATOR OVERVIEW
· General Information – what do they sell? Are they fast fashion? Website?
· Revenue (Are they in growth mode?)
· Current and Projected
· Subsidiaries 
· Any international presence?  If so what currencies?  How many business entities? 
· PE/VC Backed (do research before call)
· Goals for business (raise funding, sell, stay private, expand globally? Etc)
· Has person evaluated ERP in the past? Implemented ERP in the past? 
· What other ERP systems have they used?

	Uniform company for large government and corporate accounts

No Subs, no international presence, all USD



	LOCATIONS:
· Warehouse Location (Managed / 3PL / consignment)
· # of Retail Locations (are they individual subs?)
	
1 warehouse location onsite of their office

	· What is their current software expense for keeping existing system?  
	

	· When does their current ERP solution maintenance expire:
	


BANT:
High-level qualification BANT.  Detailed Business discussion follows:  
	BUDGET:
· Do they have budget for ERP project (recurring & Initial)?
· Is the budget for this physical year?
	TBD

	AUTHORITY: 
· Ultimate Decision Maker and Title
· Primary Contact
· Project Approval?
· Will they need to present/receive approval from board/PE firm?
· Who will be involved in evaluation? 
· Will CFO/CTO/COO be involved? If no, why not?

	
Jeff Michelson – Owner and primary contact


	NEED: 
· What functionality are they looking for?  
· i.e. ERP + SCIS, Financials only, ERP + wholesale + SCIS + WMS
· What’s important now vs later? (think in terms of phases)
· Phase 1: 
· Phase 2: 
· Future:
	AFA Emerging SKU
integration needed to custom portal they use for orders


	PAIN/CHALLENGES: 
· What are some business challenges they are trying to resolve? (top 4) Input for Value Chain
	Old legacy system that requires in house maintenance and the costs that come with an on prem system

	TIMING: 
· When are you trying to make a final decision and implemented by?  Dig for compelling event.
· What if we DON’T implement by that time?
· Blackout dates/busy time? 
	
Decision by end of February/maybe early march (we will have to press to get this in by February but it is more than possible)
· Implement in 3-4 months ideally – no compelling event to get up and running by

	COMPETITON: 
· Who else are you evaluating?
· If no one, ask if they plan to
· If mention solution that excludes financials (ie, Demandware, Lightspeed, Bluecherry etc.) ask if financials is important to them. 
· How far along in the process are you? 
· Have you seen demos? Pricing? 
	TBD – will share at a later date

	AGREE TO SUITE SUCCESS?
	

	NEXT STEPS: 
· What is the evaluation process?
· Who from NetSuite will be involved? 
· Ie: SC, SA, Technology/Financial COE, competitive intel team, RFP Desk, Suite Insights, WMS team, ecommerce resource, Manufacturing resource
· Traditional Model, SuiteSuccess, Hybrid 

	Next steps will be a demo/alignment on jan 22-24

SC Request submitted



System Landscape: 
	SYSTEM LANDSCAPE:
· eCommerce: 
· Order Management:
· Store: 
· Merchandising
· Product Lifecycle Management for merchandise design
· Planning for merchandise and assortment planning
· Inventory & Supply Chain Management
· CRM & Marketing:
· Email service provider:
· Marketing Campaign Manager:
· Warehouse Management:
· Finance & Accounting:

Others:
· Shipping or Freight Forwarding:
· B2B Ordering: (i.e. EDI) 

	
Homegrown system for inventory, customers, etc
Peachtree for financials
Homegrown system for orders




Scoping & ROI specific: 
	OTHER METRICS:

· # of Employees (user counts)
· # of Customers 
· # of Styles & Skus
· Wholesale % + Orders/day (EDI?)
· # customers
· Retail % + Orders/day
· eCommerce% + Orders/day
· Marketplace %+ Orders/day
· Call center + Orders/day
· Consignment %
· Licensing %
· Other revenue channels (pop ups)?

	 25 employees
10,000 skus
2 inv turns a year
[bookmark: _GoBack]100 manufacturers
No store
No other channels other than their online portal



Additional Notes:  
BDR CALL

