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M

A
R

T
 acronym

 
for problem

 
definition 

• S
pecific 

• M
easurable 

• A
chievable 

• R
elevant 

• T
im

e-bound 

V
O

M
 acronym

 for 
clarifying 
questions 

• V
alue-chain 

• O
bjective 

• M
oney 
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E
ntering a new

 
m

arket fram
ew

ork 

 

D
eclining 

profitability 
fram

ew
ork 
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M
&

A
 fram

ew
ork 

 

A
ggressive 

revenue grow
th 

fram
ew

ork 
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P
ricing strategy 

fram
ew

ork 

 

O
perational 

im
provem

ent 
fram

ew
ork  
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M
ath structures 

1. 
C

urrent-state vs   
___Future-state 

2. 
M

arket-sizing using 
___chronological buckets 

3. 
T

im
eline 

C
ustom

 
fram

ew
ork 

approaches 

• E
quation-based  

• M
ultiple m

etrics of focus 
• C

ustom
ized “levers” 

• Leveraging inform
ation  ___ 

in the prom
pt 
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 7 S
tep P

S
 applied 

to B
rainstorm

ing 

1. D
efine P

roblem
: clarify objective and 

w
rite at top of page 

2. S
tructure to use for brainstorm

ing 
3. P

rioritize: hypothesis of w
here m

ost 
value w

ill com
e from

 
4. P

lan analysis (partially): brainstorm
 

list of ideas under each bucket 
N

ote: S
teps 5-7 not applicable to 

brainstorm
ing 

7 S
tep P

S
 applied 

to exhibit-
interpretation 

1. D
efine P

roblem
: clarify objective and w

rite at top 
of page 

2. S
tructure to target objective (e.g., revenue, costs) 

3. P
rioritize: hypothesis of w

here m
ost value w

ill 
com

e from
 

4. P
lan analysis: carefully study every sq inch of 

exhibit  
5. C

onduct analysis: draw
 insights from

 exhibit in 
each bucket of your S

tructure 
6. S

ynthesize analysis: state “so w
hat?” for client 

7. D
evelop recom

m
endations: lay out next steps to 

obtain final recom
m

endation 
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