 Post Decision Debrief Guide  


	Prospect Name:   

	Prospect Company:   

	Outcome (Deal Won or Lost):


Decision Making Criteria Questions

	1. How important were the following factors in your advisor selection process?


	Criteria:
	Very Important
	Somewhat Important
	Not Very Important
	Not at All Important

	3(21) or 3(38) fiduciary role of advisor
	☐
	☐
	☐
	☐

	Ability to achieve immediate reductions in plan costs
	☐
	☐
	☐
	☐

	Referrals / references 
	☐
	☐
	☐
	☐

	Service model
	☐
	☐
	☐
	☐

	Depth of resources
	☐
	☐
	☐
	☐

	Cost
	☐
	☐
	☐
	☐

	Participant services 
	☐
	☐
	☐
	☐

	Geography of service team 
	☐
	☐
	☐
	☐

	Were there any other factors In the decision? (specify):
	☐
	☐
	☐
	☐


(Note:  If prospect rated the factor “very important”, probe for more detail as to why.)

	


	2. For each of the above-mentioned “very important” criteria, how did my firm compare to the competition?


	Criteria:
	Much Better
	Slightly Better
	Equal
	Slightly Worse
	Much Worse

	1.
	☐
	☐
	☐
	☐
	☐

	2.
	☐
	☐
	☐
	☐
	☐

	3.
	☐
	☐
	☐
	☐
	☐

	4.
	☐
	☐
	☐
	☐
	☐

	(Note:  If prospect rated you “worse than” the competition, probe to find out why.)


	


	3. How was the decision made?  


	


Qualitative Strengths and Weaknesses Questions
	4. When you look back on our company’s advisory services, what are our strong points?


	


	5. When you look back on our company’s advisory services, what could we improve?


	


	6. When you look back on the sales process, proposal and sales presentation, what were my / our strong points?


	


	7. When you look back on the sales process, proposal and sales presentation, where could I / we improve?


	


	8. Compared with the other firms’ presentations / presentation teams, what did I / our team do well?  Not as well?


	


Benchmarking Questions / Assessment of the Competition

	9. In this section, I will read a list of attributes and I’d like you to rate my performance and my company’s performance relative to the competition*.


	Name of Competitor*:

	*Note:  If deal is a loss, ask prospect to rate your performance relative to the winning advisory firm; 

            if deal is a win, ask prospect to rate your performance relative to the 2nd place firm.


	
	Much Better than competitor
	Slightly Better than competitor
	Equal 

to competitor
	Slightly Worse than competitor
	Much Worse than competitor

	Sales Process / Presentation
	
	
	
	
	

	Proposal / RFP response 
	☐
	☐
	☐
	☐
	☐

	My presentation / our presentation

	☐
	☐
	☐
	☐
	☐

	Customization of our presentation

	☐
	☐
	☐
	☐
	☐

	Presentation materials / brochures
	☐
	☐
	☐
	☐
	☐

	Ability to differentiate
	☐
	☐
	☐
	☐
	☐

	(If applicable) References
	☐
	☐
	☐
	☐
	☐

	Salesperson
	
	
	
	
	

	My overall preparedness
	☐
	☐
	☐
	☐
	☐

	My ability to make you feel you would be valued as a customer
	☐
	☐
	☐
	☐
	☐

	My responsiveness
	☐
	☐
	☐
	☐
	☐

	My product / industry knowledge
	☐
	☐
	☐
	☐
	☐

	Sales Team / Presentation 

(If other people were present with you at the sales meeting / presentation)
	
	
	
	
	

	Participant #1
	☐
	☐
	☐
	☐
	☐

	Participant #2
	☐
	☐
	☐
	☐
	☐

	Cohesiveness of our sales team
	☐
	☐
	☐
	☐
	☐

	Products and Services
	
	
	
	
	

	Client service quality
	☐
	☐
	☐
	☐
	☐

	Pricing
	☐
	☐
	☐
	☐
	☐

	Brand image / name recognition
	☐
	☐
	☐
	☐
	☐


	(Note:  If prospect rated you “worse than” the competition, probe to find out why.)


	

	10. What were the top 3 reasons for choosing the winning advisory* firm? (*If win, ask reasons for choosing “my” firm.)


	


	11. Did the other competitors present anything that is not currently offered by our company?


	


	12. Have I missed anything?  What else should I be asking? NOTE:  Probe for any deal specific information that has not been covered in the interview. 


	


To download a Post Decision Debrief Guide, go to www.anovaconsulting.com/debriefguide/





“Mr. Plan Sponsor, thank you very much for speaking with me today.  I really appreciate it.  These feedback calls help us ensure that we are working on the right issues instead of having to guess what needs improvement during our sales process. 





Please be as candid as possible.  I am totally open to any constructive feedback you may have (including feedback directly related to my personal performance) because it will ultimately help me do my job better and be more successful.”













