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Opportunity Name: Name of the Opportunity

Amount: The total amount you expect the deal to close for.
Closing Date: Forecasted Close Date
Date Opened: Date you first analyzed the opportunity
Last Updated: Last time you updated the opportunity file.
Type of Sale: What your are selling,; 7 different possibilities

- Products
- Services
- Consulting
- Software
- Solution
- Systems Integration
- Outsourcing

Company Name:
Address:
Contact Name:
Contact Phone #
Contact Email:
Notes: Notes, usually a short description of the opportunity

Original amount: As above
Occulus Forecast: = Amount x Confidence Factor (CF)

Use this number when forecasting the opportunity

DoQ  Comment: A statement of the degree to which the opportunity has been qualified;
- NQ Not Qualified
- PQ Poorly Qualified
- MQ Moderately Qualified
- Q Qualified
- WQ Well Qualified
- EWQ Extremely Well Qualified

Explanation of Graphs & Charts

Degree of Qualification (DoQ) Gauge
Visual indication of the degree to which the opportunity
has been qualified.

Objective:  DoQ = 100%

Confidence Factor (CF) Gauge
Visual indication of the  confidence you can have in winning the business
if the prospect made a decision today.
The CF is used in the forecast (Forecast  = CF x Amount).

Objective:   CF = 100%



Win / Close Table
Indicates the range of probabilities  (from Low to High) of 
winning & closing (by the Close Date).   The Uncertainty 
Range (of probability) is given by the high value minus the 
Low value.   
The size of the Uncertainty Range is a direct reflection of how 
well the opportunity has been qualified and the amount of
missing or incomplete information.   The greater the  amount of 
missing information, the larger the Uncertainty Range and  the 
lower the DoQ of the opportunity.

Win / Close Chart
A 2D graph of the Win/Close Table.
Vertical Axis = Probability of Winning
Horizontal Axis = Probability of Closing (by the Close Date)

The Uncertainty Range for Winning & Closing forms a box
around the Score (the Yellow Dot) called  the Uncertainty Zone.
The larger the Uncertainty Zone, the lower the DoQ of the 
opportunity.

Objective:  
Yellow dot (Score) in the top right hand corner and reduce the
size of the Uncertainty Zone.

Explanation of Graphs & Charts
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WIN / CLOSE Chart

WIN / CLOSE Table

SWOT Chart
The Score & Uncertainty for each category.
The length of the bar indicate the size of the Uncertainty Range 
for the category.
Green = Uncertainty above the Score
Red  = Uncertainty below the Score.

Can quickly identify strengths, weakness and areas of risk;
Strength:  Description, relationship
Weakness: (Decision) Process, Closing
Risk: Competition, Solution

Objective:
All categories at (or near) 100%, Uncertainty Range = 0%

SWOT Chart



Explanation of Graphs & Charts
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Detailed SWOT Analysis

Detailed SWOT analysis
Shows the High, Score & Low  values  obtained for this category, and rates those values;
High = 0.74,  Opportunity 
Score = 0.60, Exposed 
Low  = 0.47, Threat

Provides General Recommendations at a category level (as opposed to specific recommendations
as shown in the Action Item section).

Indicates whether or not the Uncertainty Range for the category is within acceptable limits.



Detailed SWOT Analysis
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Detailed SWOT Analysis
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Missing Information
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Missing Information
On a category  by category basis, lists important information about the opportunity that is missing or incomplete.

The more information that is missing, the lower the DoQ of the opportunity.

Always try and obtain Missing information first.



Missing Information
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Action Items
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Action Items
On a category by category basis, lists a number of Action Items designed to drive the opportunity through
the sales cycle.



Action Items
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Action Items
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Action Items
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Velocity Chart
Takes the Low, Score & High values of the Winning 
Probability  and graphs it on the Vertical Axis and the
Update Date on the Horizontal Axis.

The Velocity Chart is updated every time new information
is entered into the Opportunity file.

Provides a visual indication of the Winning Uncertainty 
Range (High minus Low), which implies a low DoQ, and
How that improves (i.e. the Uncertainty Range decreases)
as you drive the opportunity through the sales cycle.

Can track the your progress with the opportunity.
Flat lines indicate little, or no, progress.
Can determine the true length of the sales cycle.

Objective:
3 lines converge at 100% 
at the Close Date Line.

Win / Close Table


