Strategic account plan template
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· What do they sell? Who are their clients? What size are they?
· What projects have we done for this client? Completed & Current
· How long is the relationship?
· Where are our main relationships?
· Have we shown value?
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· What is THEIR strategy?
· Where do they want to be in 5 years?
· What “market driven problems” are they facing (economical, competition, legal?)
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Cost or revenue focused overall?
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