EXAMPLE GAP-FINDING QUESTIONS

Client Strategy
1. What trends do you see happening over the next three to five years?

2. How and to what extent are your needs being met today?  Where are the shortfalls? Why?

3. Where are the tough spots?  What is not going well?  Why?  What have you done to fix the problems?  Is it working?

4. What is going well?  To what do you attribute that success?  How have you institutionalized these success factors?

5. What have you been able to do to get your contractor community to spend your money as if it were their own?

6. Some owners struggle with what they should do next when “it just gets so cheap.” Has your team addressed this issue?  Any thoughts?

7. Are you losing knowledge from your organization that has been difficult to replace?
8. Are you seeing enough young people come into the business to replace those who leave? Are they successfully absorbing critical technical and business information? Do you have a formalized knowledge management system in place?

9. Historically, how successful have you been in meeting cost/schedule goals?
10. Majority underruns/overruns?  Why are you getting these results?  What are you doing to fix or reinforce them?

11. Have project outcomes met your expectations?  Why?  Why not?

12. What is the most common problem you face?  If there were three things you'd like to see the E&C contractor community fix, what are they?

13. What is your company's philosophy regarding project execution?

14. What is your company's view of formal alliances?  Do you now have formal or informal alliances with any contractors or vendors?  Are they working?  How do you measure improvement?

15. What steps does your company go through to fund a project, from conceptual estimate to final funding and contractual/execution strategy?  Once a project is funded, how much latitude do you give your project team on cost or schedule overruns before they have to come back for formal refunding?
16. When projects go bad, why does that happen?  Are there common factors among the last several projects that have had problems?

Opportunity Focused
1. What are the real driving forces for your current project?  What is the market that this product serves?  How do you evaluate the tradeoffs between cost and schedule?
2. Who was or is against the project?  Why?

3. What is the source of the funding?

4. Who has been already selected to do something?

5. To whom will I be accountable?

6. How did you get involved in this project?

7. How do you feel about this project?

8. What is your role now?  And what will it be?

9. Who decides who gets the contract?

10. How will the outcome of this project affect you?

11. How would you describe the ideal project manager, consultant, etc.?

12. How do you feel about other design professionals with whom you’ve worked?

13. With what other design professionals are you also talking?

14. What particular kind of firm do you have in mind?  (Local/National, Large/Small, Innovative/Conservative)

15. In what ways do you expect me to compete? (Track record, price, etc.)

16. What preferences do you have regarding fee structure?

17. What time frames have been established for awarding the contract?

18. What is the estimated dollar amount involved?


