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By the end of this exercise, you should be able to position Problem Solvers 
Circle by understanding exactly what it delivers, how much it will cost, how it 
can help address company objectives, and specific solutions that will address 
those objectives in a quantifiable way.

Tailor your pitch.
To gain internal approval, it’s critical that you understand what your boss cares 
about. Speaking the same language and addressing stakeholder concerns head-on 
help with a direct path to alignment.

Most decision-makers care about the same things:

  Customer retention

  Accurate data and reporting

  Data security

  Growth

  Competition

  Workflow efficiency (integration and automation)

  Managing costs

You’ve already chosen Claris FileMaker to solve problems. The Problem Solvers 
Circle program removes cost of licensing as a barrier to expanding Claris use in 
your organization. With that barrier removed:

   What else could you do? 

  What other challenges could you address? 

  What ideas can you put in motion?

How does Problem Solvers Circle address these issues? Articulating how the 
program will address these issues is the first step in getting approval.

Frame the benefit.
Once you've identified key issues to address with your stakeholders, explain how 
joining the Problem Solvers Circle can impact those concerns.

Plus, consider company-wide goals and long-term objectives. 

  What are the specific goals and initiatives that your company  
 is prioritizing?

  How does the Problem Solvers Circle Program align with them?

The more specific you are about how the Problem Solvers Circle can help your 
company reach their objectives, the more your business case will resonate.

Suggest solutions.
Solidify the benefit of Problem Solvers Circle by suggesting specific solutions that 
address your company’s goals.

For example, every company values data integrity and workflow efficiency. Problem 
Solvers Circle  includes our automation tool — Claris Connect — that allows you 
to easily integrate your existing Claris FileMaker solution with other systems and 
create custom workflows between them. This allows you to address two things we 
know your boss cares about: data integrity and workflow efficiency.  

  What projects are currently on the back burner?

  Does the program help address your project backlog? 

Demonstrating how you can solve specific problems that your company cares about 
will reinforce your position and help guide the decision in your favor.

Show value.
Quantify the value of the Problem Solvers Circle program if you can. 

 Problem Solvers Circle will solve for ‘x.’ 
 The potential ROI is ‘y.’
Using the example above, let’s say you’re able to create a custom workflow that 
reduces manual data entry by five hours per week. From there, you can assume a 
standard worker wage and calculate the annual cost savings. 

 Example:5 hours/week * $25/hour = $125 savings/week   
 = $6,500/year
Repeat this calculation for every workflow you automate.

Involve others.
You can strengthen your position by fostering support from your peers. 

  How will your peers benefit from the Problem Solvers Circle program? 

  Will it help address problems they care about? 

  What can other teams within your organization do with access to the   
 Claris platform?

Gaining support and aligning with allies who endorse your point of view can help 
bolster support  and help shed more light on the need for the program. 
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