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1. Introduction
1.1. Document Objective
The purpose of this document is to depict a tabular comparison of competing
products.

2. The Products

2.1. Section Objective
This section provides background information on the products being com

2.2. Product - <Product # X Name>
<Provide a short, general description of the product, t@) DOS
functionality.>

2.3. Product - <Product # Y Name>

<Provide a short, general description of( the pr ~7its purpose and
functionality.>

3. Product Comparison Table

3.1. Section Objective
DariSo ta in tabular form.
n table styles are presented. Select the one

This section provides product co
most appropriate for the gi candaudience (internal or external).

<Comment: Several prod

capabilities.>

3.2. Product Compari able - Qualitative Approach
<Co tw of table is commonly used to compare products in a
rudimen way. Lapabilities for each product are compared and the “winning”
product ives a score of 1, while the other receives a 0. Win/loss score is

talli the "bottom of the table. The qualitative approach is mostly used to
éql atures and functionality.>

AN

g0 Y—A . .
a <Product # X> | Win/Loss Score | <Product # Y> | Win/Loss Score
orfeatu
/A <Description.> <Description.>
Total
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3.3. Product Comparison Table - Quantitative Approach

<Comment: This type of table is commonly used to finely compare products,
especially when there are many capabilities; the products are complex, or very
similar. Each capability is assigned a weight designating its relative importance.
Scores from 1 to 10 are given each product at the capability level. The total score
is tallied at the bottom by summing the results of each weight multiplied by

score.>
Capability Weight <Product # X> Score <Product # Y> Score
(or feature)
<Description.> <Description.>

\
/\\\

Total

100%

3.4. Product Comparison Table - Checklist

N

~~ \
AN\ )
\

<Comment: This type of table is commonly %0 c

features as an

>
‘."
=

overview or to verify compliance to standards.>,

Capability (or feature)

<Product # X> | { { A\ <Product # Y>

v \ N/ \

AN

AN
3.5. Product Comparison Table - MSsessment

<Comment: This type of t
in a simplistic, yet expkan
the sales force and buyé

iMnly used to compare product capabilities

he audience for this type of table is usually

Capability

(or feature)

<Product #

ijhct #Y> | Why is this capability (or feature)
important?

<Yes/No

E«\s/g

?mv(*c\

Yes/No.
Provide details.>

NS
ot
/(E,ymgpge\e erce Software Application

/C(a \abil\tQP App#1 | App#2 | Why is this capability (or feature) important?
Lo{'}ea,(ure
%?/ 1 Yes No | Increased revenue via larger customer order size and
nd up-sell greater customer satisfaction, resulting from access to
related purchasing choices.
Guided Yes No | Increased revenue via better customer shopping
selling experience by providing more complete and robust
product information across the sell cycle.
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processing

Capability App#1 | App#2 | Why is this capability (or feature) important?

(or feature)

Loyalty Yes No | Increased revenue via repeat purchases using email

programs marketing, discounts, promotions and rewards.

Backend Yes No | Reduced costs from appropriate sharing of information

integration with internal systems including procurement, order
management, accounting and inventory.

FedEx/UPS Yes No | Reduced costs and improved accuracy in ordering,

integration shipment handling and invoicing resulting in lower cost
of doing business for suppliers and retailers. &

External pay | Yes No | Reduced liability, higher reliability }

interfaces to external credit card payment-pri

>

4. Conclusions

4.1. Section Objective

This section describes the conclusions drawn b

4.2. Conclusions

<List each conclusion separately, exp

cure
SOFNS.

the conclusion was reached, and

detail any supporting data.>

5. Action Plan

5.1. Section Objective

5.2.

This section describes

Conclusion: <Present the conclusion.>

Recommended Action: <Establish the relevant course of action.>
Goals: <Set attainable goals and metrics to measure the action’s effect.>

5.3. Action Plan Tracking Table

Action Item #

Date Started

Date Completed | Comments
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6. Supporting Data
6.1. Section Objective
The section provides data in support of claims, assertions, assumptions, and
statements made throughout this document.

6.2. Assumptions
<Describe any assumptions made when writing this document.>

6.3. Research Information

<If relevant, describe and list the type and scope of research eor the
course of writing this document.>
6.4. Product Diagram/Architecture
<If relevant, describe the product’s architecture wanied by a
schematic diagram.>
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