Beau Cain
Communications

	Type
	Function 
	Stage in
Product Development/
Sales Cycle 

	Thought Leader 
	Establish the organization or product as a leader, define the playing field, set the agenda, and specify decision criteria. Establish the credibility and authority of the organization.
	Early review 

	Business Benefits 
	Establish the reasons why the organization needs this product.
	Early review

	Competitive Review 
	Position product and differentiate from competitors.
	Early review

	Position Paper 
	Clarify the organization’s position on an issue relevant to the purchase, such as a standard or regulation.
	Early review

	Corporate Overview 
	Position the company and define its strategy.
	Early review

	Evaluator’s Guide 
	Provide a thorough explanation of features, functions, and positioning.
	Early review and technical evaluation

	Technical Review 
	Offer an in-depth discussion of technical issues that may become obstacles.
	Technical evaluation 

	ROI Analysis 
	Provide a framework for evaluating the return on the investment.
	Pricing and financing discussions 

	Implementation and Configuration Summary 
	Provide guidance on selecting the appropriate configuration of product and add-ons.
	Detailed evaluation 

	Services Guide 
	Explain accompanying services and support programs.
	Detailed evaluation


Source: The White Paper White Paper, by Radding, Alan, J.D. Grinnell, Kent Jackson, www.trihouse.com, page 3
Tech Writing = MarComm?

•Each requires
–knowledge of its audience (market needs)
–knowledge of requirements (problems)

–knowledge of features (solutions)

–knowledge of rules for authoritative communication (style guides)

–planning, review, and approvals (production cycle)

•Management now focuses on profitability
•Profit (or Loss) = Income – Expenses

•Management will attempt to increase sales or decrease expenses in order to maximize profits
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