Account Name:

Sales Person:

The InitioStar account plan is designed to be a simple and effective way of defining, monitoring and measuring your account plan or sales campaign. It is designed to be a living document that from the inception of a major sales campaign through to contract signature and beyond. It can be modified to suit the company or individual sales campaign and offers a simple Microsoft Word based format through which to plan and execute a sales campaign.

CUSTOMER’S BUSINESS OBJECTIVES 
Understanding the customer’s overall business goals is fundamental to the development of a value proposition in the sales campaign. It is essential that these goals are validated with the customer as this will be a lead to the future needs.

	CUSTOMER  BUSINESS OBJECTIVES

	1.




	2.




	3.







BUSINESS STRUCTURE & MAIN CONTACTS
How does the division or group with whom you are dealing relate to the overall company? Who are the main contacts and what is the reporting structure, both in a physical and political sense? For each of the main contacts are they decision makers (DMs) or influencers (IFs)? 

	CUSTOMER NAME
	TITLE & DIVISION
	DM / IF
	PRO / AGAINST

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	



 Note: For each of the tables in this plan you can add more rows as required, or append the organisations charts in Word format
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INFORMATION TECHNOLOGY STRUCTURE
Describe the IT structure and identify the key personnel (e.g. CIO CFO.)

	CUSTOMER NAME
	TITLE & DIVISION
	DM / IF
	PRO / AGAINST

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	



Identify how the IT structure relates to the business and who are the main IT sponsors on the business structure?

BUSINESS DRIVERS
Identify the key business drivers and describe how they relate to IT decisions. For example is the business focused on growth or profit? What are the key business sectors? Are costs an issue? Establish what is actually important and how it relates to IT decisions.


	BUSINESS DRIVER
	HOW IS IT MEASURED?
	RELATIONSHIP TO IT

	
	
	

	
	
	

	
	
	

	
	
	




CURRENT SYSTEMS
Describe the current systems; what they do, where they are located, who has responsibility for them and how they originated (in-house, supplier). What are the future system plans?


ACCOUNT STRATEGY
Describe the sales campaign strategy, how the account is to be developed, and list the actions to be undertaken, by whom and by when. The status should have the completion date listed (when the action is complete.) Make use of reference customers where possible.
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	ACTION
	WHO
	WHEN
	STATUS
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OPPORTUNITIES - PROPOSED PRODUCTS AND SERVICES
Describe the proposed solutions, products and services and identify any third party dependencies.


KEY MILESTONES
Record key client milestones – for example proposed live date.

	DATE
	MILESTONE

	
	

	
	

	
	

	
	




COMMERCIAL PROPOSITION
Detail the commercial proposal (attach spreadsheet where appropriate). This would include initial licence fees, recurring licence fees, ASP model and service schedules and costs as appropriate. Detail any previous spending history with the client to support the commercial proposition and identify how the client’s budget will cover the proposed solution, including phasing.

COMPETITION
Identify the competitors, their strengths and weaknesses and describe how the proposed solution will exploit the weaknesses and counter the strengths.


CONTRACTUAL PROPOSITION
Summarise the commercial proposition (attach spreadsheet where appropriate). Detail any pending contractual issues, or areas for further negotiation, including any third party products and services (attach copies of all third party agreements).


SCHEDULE OF REFERENCE DOCUMENTS

	DATE RECEIVED
	REFERENCE DOCUMENTS
	DATE  REVIEWED
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