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Title Importance Relationship
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Reason for relationship Next steps
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Strategic Evaluation &RActio

Customer Name:

Date:

Product Opportunities:

Keyholder
¢ Provides final approval
¢ Approves payment
¢ Has position power
¢ Allocates budgets

Consultant
¢ May have direct contact with the product
¢ Has no direct decision-making power
¢ Has influence with the stakeholder or keyhold

Stakeholder

¢ Has vested interest in the outcome

¢ Strongly influences the keyholder

¢ Has some degree of purchase authority
¢ Has direct contact with vendors

Cheerleader

¢ Has direct contact with the product

¢ Has no direct decision-making power

¢ Has little significant influence

¢ Has direct or indirect contact with a stakeholc
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