Strategic Account Plan 

Your Account Name Goes Here
Strategic Account Plan 
Give Your Account Plan a Theme or Objective i.e. Becoming Global Partners






Account Information: Who is your customer?
· Who are the contacts within the account, provide as many organization charts as possible labeled with Decision Makers, GateKeepers, Recommenders, etc.



Account Offering Map
In this section, list the locations of your accounts where your products and services are used.  Then list which products and services are purchased (you can also list the units and dollars).  Also be sure to list what the customer DOES with your products or services – how are they used, in what applications.  Then list the current pricing and contracts that are in place.  Finally take a look at what you’ve got there and try to find opportunities for new products and services as well as opportunities to cross sell.  So many companies have de-centralized purchasing and aren’t keeping good track of what’s being used where – look for the opportunity to consolidate their purchasing into a multi-year contract so they can save money.
	Location
	Products Purchased
	Application of Product
	Current Pricing and Contract
	Opportunity

	
	
	
	
	


	
	
	
	
	


	
	
	
	
	


	
	
	
	
	


	
	
	
	
	


	
	
	
	
	


	
	
	
	
	







Account’s Priorities and Corporate Initiatives: What’s Important to them?
In this section you want to identify the attributes that are important to your account.  For example, access to a customer service agent 24/7 is an example of an attribute.  You’ll want to survey people within your key account to get this information so that you can better identify strategies of what you can offer that will be irresistible to them.



Sales Plan: Getting Them to Choose YOU

	Account Initiatives (what’s important to the account)
	What You Offer to Meet Initiatives
	What Benefits Account Receives From Offer
	What if? (What else can we offer to make them choose US?)

	
	
	
	


	
	
	
	


	
	
	
	


	
	
	
	


	
	
	
	






The Account Plan Summary

Unique Business Proposition (What sets us apart?  Why customers choose us.
·  
Goals
 
Strategies
·  
Objectives
·  Strategy 1
· Objective 1
· Strategy 2
· Objective 2
Action Plans:
	Plan
	Completion Date
	Results

	[bookmark: _GoBack]Create an email campaign to inform and educate the customer on the latest technical improvements we’ve made on the products/services they use.
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	




Decision Maker


 Gatekeeper


 Recommender


 Recommender


 Recommender
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