Manage Customer (Accounts) Process

BAPL

rmhich 2-3 Accounts will move quadrant (positively) this
quarter and how this will be achieved?
i. Quadrants-
a. Strategic Partner
b. High Potential
c. Tactical
d. Low Touch
2. What is the plan to broaden/deepen existing strategic

TWhat are the Top 5 Accounts being
focused on (linked back to quarterly
strategy)?

2.Who are the top 20 contacts that
need to be met with this month?

3. Are there any Account issues to
address?

4. Which consultant Career Plan/s
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Complete Weekly Action 1
with Customer's Key J

TActions include: Telephonic, Email
and/or Meetings
2. For email contacts make use of
personas applied to a specific role.
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partnerships? (pick 2) will the Lead be assessing Salesforce
3. Which Executives need to be met? in detail for that month Contact A 3.5.3.9
4.1/4 Measure of success (Target — beyond just making _ RFP/I.?I-:Q./RFT
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