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Five Reasons for a New Plan for the New Year
By Ron Snyder

Here are the top 5 reasons you need a new territory/strategic account plan for the New Year. Without
it, you will:

Miss important opportunities

Lose sales you could have won

Take longer to win business opportunities

Be forced to sell at a lower selling price and reduced profit margin
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Waste time and resources
Why create a new plan? Things change! You need to take into account:

e Changes in the economy and regulatory environment
e Changesin your industry

e Changes in your geography/vertical market

e New products/new technology

e How to improve your approach

e Incorporating new skills and tools

Good planning enables you to maximize the results from your territory/strategic account. By adopting
and implementing good planning and selling methods, one of my clients:

e Increased Bookings by 43%

e Boosted Margins by 10%

e Improved Market Share by 53%

e Increased Productivity per Salesperson by 50%
e Grew Win/Loss Ratioby 131%

Having a plan enables you to manage a great deal of complexity. This includes understanding the
market, focusing on the customer problems you can solve, selecting your best solution, and managing
the internal and partner resources necessary to meet your objectives. It enables you to make the best
use of your time and resources by connecting strategy to key tasks.

Using the plan, you make sure the tasks get implemented the time frame required to win. Through it,
you give appropriate attention to the critical path —the steps that have the most impact on producing
the result on time. Without a plan, it is easy to omit a key element and dramatically compromise your
results. Further, it enables you to respond effectively to quick changes in your territory and accounts.
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Success Story: Account Management

I managed a S20M opportunity for HP, selling to another Fortune 100 company. The sale took 18
months and involved a wide range of internal resources and customer representatives. My strategic
account plan enabled me to:

e |dentify our competitive advantages.

e Articulate our value proposition and clearly describe how it met their needs.

e Make sure our sales, division people, and executive sponsor were on the same page.

e Manage meetings between a wide range of people from the customer’s and our organization.
e Respond effectively to competitive threats.

e Keep the sale on track.

| could never have managed the effort, kept everyone engaged and won the business without a clear
plan that | updated on a regular basis.

Good Planning and Persistent Effort

The bottom line is that you need a good plan backed with persistent effort to maximize your results in
your territory and win competitive business opportunities.

Plan 2 Win Software
Ron Snyder is President of Plan 2 Win Software.

Plan 2 Win Software was founded by sales veterans and former VP of Sales. We saw that Sales Force
Automation Systems needed territory and key account planning tools.

Our sales planning software enables Salesforce.com (SFDC) users to create and manage territory and
account plans right in their SFDC environment. They capture key trendsin the industry, geography and
vertical market. Sales execs, then, devel op strategies, identify target accounts, business opportunities
and partners to leverage and develop action plans to grow their business. These plans are perfect for
Quarterly Business Reviews (QBRS) and strategic account reviews. This enables salesteamsto fill their
funnel with better prospects, make better use of their time and resources and produce better results!

Visit usat http://www.territoryplan.com and on the app exchange at: http://bit.ly/hPTdDT (territory
planning) and http://bit.ly/eCZcFR (account planning).

For more on this, refer to our new book, PLAN to WIN; Strategic Terri tory and Account Planning:
http://www.territoryplan.com/resources/plan -to-win-book.
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