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Account PLAN
	Prioritize | How much time and attention does this account warrant?

	Account 
	

	Business Description, and Current Strategy
	

	ICP Fit
	

	Account History
· Initial priorities 
· Key Performance Indicators
	

	Challenges, Risks, 
and Barriers 
To-Date
· Internal 
· External (competition)
	

	Tangible/Intangible IMPACT To-Date
Image
Money 
Productivity
Advantage
Customer Satisfaction
Total Cost of Ownership
	

	Current Spend
	

	Potential Spend
	

	Account Priority: 
· High (Develop)
· Medium (Retain/Acquire)
· Low (Opportunistic)
	

	Notes: 





	Locate the Whitespace | How can we help this client manage/grow their business?

	· External Triggers
	 

	· Internal Triggers
	




	· Customer’s priorities
(next 12 months)
	

	Key Player Map

	Influence
	High
	
	
	

	
	Medium
	
	
	

	
	Low
	
	
	

	
	Low
	Neutral
	High

	
	Commitment


	
	Consider:

	· Role/title
· Level of influence & authority
· Ratifier/sign-off authority
	· Need/IMPACT areas
· Lines of influence 
· Customer coach
	· Access strategies
· Gatekeepers/detractors
· Decision team member



	Whitespace
Identify the gap between the solutions you offer, and the solutions currently utilized in the account.
Identify the sales motion that supports growth:
· Not yet utilized (Expand)
· Under-utilized (Up/cross-sell)
· Fully utilized (Renew) 
	Solution
	Current Utilization
	Relevance
	Potential Volume 
	Growth Motion

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	Notes:












	Articulate the Strategy | How will we grow the value we bring to this customer?

	Align. Quotient
	

	Account Goal(s) Growth Strategy

	

	Competitive Risks
	

	Account Strategy
How will we:
· Demonstrate IMPACT
· Improve access
· Strengthen commitment
· Address competition
	

	Our Internal Orchestration Plan

	 Team Member
	Role(s)*
	Task
	Target Date

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	*Roles

	Team Function
	Expertise
	Task

	· RACI
· Customer Relationship Manager
· Solution Engineering
	· Customer Knowledge
· Subject Matter
· Solution
· Pricing, Legal
	· Who
· What
· By When

	Nurture the Account | How will the conversation increase the value of our solution?

	Key Stakeholder(s) 
to meet with
	

	Reason to Meet 
(Point of View)
	

	Call Objective
· Attainable
· Includes a buyer commitment
· Measurable
	

	Orchestration Notes
(see Orchestration Plan)
	

	The Customer Review Meeting: RAISE

	Review existing solutions and value delivered
	

	Ask for feedback
Anticipate/address roadblocks or challenges
	

	Investigate growth opportunities 
· Ask IMPACT questions 
	Questions:
	Insights: 

	
	
	

	· Confirm new priorities and KPIs
	Priorities/KPIs


	Suggest a path forward
· Your Point of View
· Value
	

	Establish next steps 
· Who/what/when (Customer, AM)
· Gaps to address
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