Go / No Go Decision Scoring Chart

Relevant Factors

h.Grace
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Tally the total score:

¢ 10-12 points = Go — Strong opportunity with solid relationships, prep, and qualifications.
e 7-10 points = Maybe — Needs Studio/Practice Leader review before proceeding.
e Below 7 = No-Go - Low strategic value or poor positioning; better to focus elsewhere.

Tip

Be honest in scoring—this tool is meant to drive clarity, not force consensus. Also, consider
known gaps such as lack of local expertise, missing capture plans, or tight turnaround times.
These can reduce our competitiveness even if the score is.
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