
Customer Task Analysis: Personalization, Sales Phase

Goal

Replace Legacy 

System

Planning Phase Purchase Phase

2 - Develop Requirements 3 - Create Tender Document1 - Conducts Needs Research

Purchase Vendor

 5 - Observe Solutions Capabilities

Negotiate contract options

The buyer may not be developing a 
strategy to execute requirements

Meet with Sales Advisor

Get in touch with Acquia and other vendors

Express needs, goals, and motivations

4 - Find a solution to meet tender document 
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6 - Purchase Personalization to meet tender 

� Personalization - 
a line item to 
meet tender 
versus an 
intentional 
purchas�

� Quick Start and 
Enhanced 
onboarding 
packages are 
sold but do not 
drive value
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Bring in experts 
(MCC, Product, 
Engineering) to 
articulate value



Bring in Partner 
options for Acquia 
products
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Consider purchasing a partner or internal 
additional resources for Acquia products 

Check Off Tender Requirements

Lack the strategy, knowledge, and 
personnel to realize their goal to 
replace their legacy system with a 
product suite that includes 
Personalization as initially intended

ROI for Personalization is difficult to 
calculate and express without in-depth 
product knowledge

Personalization may not be robust 
enough to fulfill data needs and CDP 
may be too robust

Explore solution options with multiple vendors

Potential Buyer


