Plan2Win

SALES PLANNING SIMPLIFIED

Account Planning Pro Overview

OVERVIEW

Account Plan Pro for Salesforce.com is an integrated application that
enables Account Managers to create and execute Strategic Account Plans
to improve sales results.

It is designed to respond to the 7 requirements of an Effective Sales
Planning app:

1. Enable creation of strategic plans - shifting from a tactical
approach

2. Prioritize accounts and opportunities

Execute plans by having them in Salesforce.com

4. Provide visibility for Sales Management and Account Managers via
reports and dashboard

5. Straight-forward, easy to use and learn

6. Works with your sales approach

7. Good Value in dollars and training time

w

DESCRIPTION

Account Plan Pro is used by account managers, sales managers and
executives for creating and managing account plans and the associated
strategies and execution of tactics for these plans. Typically, the
planning process is performed on the critical few, top current accounts
and prospects. The plan guides the account manager through all of the
activities and pitfalls with managing top accounts. Just as useful for a
vertical focus, Account Plan Pro provides the focus needed to penetrate
the account and achieve even aggressive sales goals.

KEY FEATURES

Account Plan Pro enables improved Account Management by providing
the following features:

» Template for creating a strategic account plan that covers all key
topics for effective account management

« Pipeline information updates to show progress vs. sales goals

» Dashboard and Reports enable account managers and sales
managers to monitor progress and direct activities to achieve goals
Works in both Lightning and Classic user interfaces

FEATURES & BENEFITS

Standardize the planning
process across the entire
sales force

The app calculates sum of
closed and open opportunities
Funnel requirement and gap
calculated by app- based on
close ratio

Build an account plan;
leveraging SWOT analysis
Easily bring opportunities
into the account plan via
Select Opportunity function
Create a target opportunity
list and a plan to win each
one

Generate tasks and events
for each strategy

Build a task list based on the
overall account view.

Create strategies for
building strategic
relationships

Generate partner strategies
to win in the account

Route the plan to the
manager for review, approval
Generate a PDF of the plan
Reports and dashboards to
track and guide progress
Access plans via a web
browser or Salesforce 1
Mobile

User Interfaces: both Classic
and Lightning user interfaces
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Dashboard for effective Account Management.

LIGHTNING Ul DASHBOARD

pDastEosnY Refresh | Edit | ¥
APP: Account Plan Dashboard
Last refreshed 5 days ago. Refresh this dashboard to see the latest data.
AS of Mar 29, 2018 9:30 PM Viewing as Ron Snyder
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CLASSIC Ul DASHBOARD
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Reports provide insight for plan implementation and management.

LIGHTNING Ul REPORTS

Reports
All Folders > Account Plan Reports
16 Itams - Sorted by Report Name

REPORTS

RTNAME 1

Recent
APP: Account Plan Summary By Date

Created by Me
APP- Acct Plan Summary Report

Private Reports

App: Activities, Strategies by Plan

Public Reports
APP- Amount by Opp Type by Plan

All Reports
APP: Amount by Plan

OLDERS
APP: Amount by Stage by Acct

Created by Me
APP: Amount by Stage by Plan

Shared with Me

APP- Goal, Closed/Open Opps, Gap
All Folders

APP- Goal, New Sales Needed, Gap
FAVORI

APP- Opp Detail by Plan
All Favorites
A

o

P: Stage Duration by Account Plan
APP: Stage Duration History by Stage
APP- Team Deliverables requires Con..
APP: Team Deliverables; Contact opti
APP- Top Opportunities by Acct Plan

APP: Usage Report

FOLDER

Account Plan Reports
Account Plan Reports
Account Plan Reports
Account Plan Reports
Account Plan Reports
Account Plan Reports
Account Plan Reports
Account Plan Reports
Account Plan Reports
Account Plan Reports
Account Plan Reports
Account Plan Reports
Account Plan Reports
Account Plan Reports
Account Plan Reports

Account Plan Reports

Ron Snyder

Ron Snyder

Snyder

Snyder
Ron Snyder
Ron Snyder
Ron Snyder
Ron Snyder
Ron Snyder
Ron Snyder
Ron Snyder
Ron Snyder
Ron Snyder

Ro

yder
Ron Snyder

Ron Snyder

SUBSCRIBED

New Report

CLASSIC Ul REPORTS

Folders

Q, Find a folder v

All Folders
) Unfiled Public Reports
= My Personal Custom Reports
_a My Personal Dashboards
.1 Account Plan Dashbds (Installed Package
— Account Plan Reports (Installed Package
1 Company Dashboards
1 Google AdWords Dashboards (Installed P
- Google AdWords Reports (Installed Packa
.1 Territory Plan Dashbds (Installed Package
= Territory Plan Reports (Installed Package:
=) Account and Contact Reports

Opportunity Reports

Sales Reports

Lead Reports

= Support Reports

=) Campaign Reports

o Self-Service Reports

) Administrative Reports

Activity Reports

Product and Asset Reports

Call Center Reports

= File and Content Reports

Reports & Dashboards New Report...  New Dashboard...

Guided Tour
Account Plan Reports (Installed Package: Account Plan Pro)
“, Find reports and dashboards. All ltems. [w]| [an Typeq
Action Name + ¥5) Folder Created By

(=] = ™1 APP: Account Plan Summary By Date
[v] = =1 APP: Acct Plan Summary Report

(=] = 1 App: Activities, Strategies by Plan

(=] = =1 APP: Amount by Opp Type by Plan
(=] w [~1 APP: Amount by Plan

(=] = 71 APP: Amount by Stage by Acct

(=] = =1 APP: Amount by Stage by Plan

(=] = [71 APP: Goal, Closed/Open Opps, Gap
(=] - [71 APP: Goal, New Sales Needed, Gap
[v] = =1 APP: Opp Detail by Plan

(=] = ["1 APP: Stage Duration by Account Plan
(=] = {1 APP: Stage Duration History by Stage
(=] w [71 APP: Team Deliverables; Contact optional
(=] - [~1 APP: Team Member Deliverables

(=] = =1 APP: Top Oppertunities by Acct Plan

(=] = [71 APP: Usage Report

1-16 of 16 2| 4
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Snyder. Ron
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Snyder. Ron
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SALES PLANNING SIMPLIFIED

LIGHTNING Ul ACCOUNT PLAN SCREEN

DETAILS Bring in Opportunities, Contacts, Generate PDF
| H Hawaii Med Center Plan =+ Follow EdlIt Select from My Opportunities Bring In Contacts Generate POF Bring In Account Opportunitles w

Related List Quick Links @

ﬂ Strength, Weakness, Opportunlty, n Strategles (3) ﬂ AccountPlan Opportunitles (4) ﬂ AccountPlan Relatlonships (5}

B AccountPlan Team Members (2) [ AccountPlan Partners (1)

~ Plan Information

AccountPlan Mame Account sales goa

Hawall Med Center Plan 51,500,000

Account Sum of closed opportunitles

Hawall Med $350,000 App calculates
Additlonal sales from exlsting bass Sa les Needed)

50 Pipeline Gap
Mew sales needed
$1,150,000.00

Plpeline neaded

52,300,000
Surn of open opportunities
5350,000
Plpeline gap
51,950,000
~ Situation Overview
Describe thelr business
Largest Madlcal Center In Hawall
Industry trends Impacting thelr business
Mavement toward cutpatlent clinlcs
Key trends In the geography
Economy plcking up Account Hlstory,
Account's strateglc Inltlatives Tren dS
Bulld a stranger general Imagling business
~ Process Information
Purchase history
Have bought our products In the ER
What Is thelr budget | funding process?
Gl dept mgr and Drs present recommendatlon to capltal equip purchase committes; approved by CFO rd

What Is thelr declslon process?

Gl dept mgrand Drs revlew vendor presentations, selection committes decldes
What commitrnents are needed?

Vendor selection and 5 In budget

OCur sales approach

Leverage our product strengths, flex|bliity and value
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LIGHTNING Ul ACCOUNT PLAN SCREEN (CONTINUED)

» Behavior and Account Goals
Account Goal #1 Account Goals
Bulld our presence In the account by penetrating general Imaging

Account Goal #2

Increase our share In the ER from 40% to 80%

Account Goal 23
Penatrate cardlology ultrasound

Account Goal &4
Bulld our executlve lavel contacts

v Marrative

Account Overview
Leverage our product strengths and success In the ER.

MNew Task MNew Event TaSkS’ Events
Create new... m
Activity Timeline Y | ExpandA
Mext Steps

]

> B Build exec level contacts: Meet with torn Duly 1:30PM | May 17 |~

| You have an upcoming Event wit
> Plan to sell Product ¥ vs. Competitor X Today | ¥

You have an upcoming Task

Plan to sell Product Y vs. Competitar X Todzy | ¥

You have an upcoming Task

Build exec level contacts:ID list of 5 contacts Today | ¥

You have an upcoming Task

leverage current successes; create target list Today | ¥

You have an upcoming Task

N
—B—B—a—

Past Activity

Mo past acthvity. Past meetings and tasks marked as done show up here.

L4
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LIGHTNING Ul ACCOUNT PLAN SCREEN (CONTINUED)

[ strength, Weakness, Opportunity, Threat (&) SWOT Analysis New

TYPE SWOT DESCRIPTION
Strength product capabllitles, flexlbliity and value -
Weakness Imlted number of luminary references -

Threat competltion coming out with strong product and aggressive pricing -

BN strategies (4) Strategies and Tactics New

STRATEGY LELE
Sell Product ¥ -
ID list of 5 contacts -

n AccountPlan Opportunities (&) Opportun‘ities New

OPPORTUNITY NAME ACCOUNT MAME STAGE AMOUNT
Ha Closed Won o0 -
Hawall Med Ctr Value Propasltion 5100,000.00 -

Hawall Med Ctr Quallficatlon 0 -
Hawall Med Ctr Closed Won o0 -
View All

B AccountPian Relationships (5) Account Relationships New

FIRST NAME LAST NAME TITLE BUYING ROLE

Erlc Newman Radlologlst Technlcal Evaluator -

Tom Duly CID Financlal Evaluator -

loe Gotto VP Imaging Technlcal Evaluator -

dim Garrlson CED Declslon Maker -

Betty Finesteln Chlef Radlology Technlcal Evaluator -
View All
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LIGHTNING Ul ACCOUNT PLAN SCREEN (CONTINUED)

B AccountPlan Team Members (2) Team Members New
LISER CONTACT ROLE DELIVERABLE
\|_;'I:'|C‘T Technlcal expert Technlcal spec -
Mary Hymly consultant customlzatlon plan -
All
m AccountPlan Partners (1) Partners New
ACCOUNT NAME CONTACT PARTMER RELATIOMSHIP OUR VALUE TO THEM
F"I:sH_:Il':a_ Mary Hymly Strategic Alllance (Local) provilde latest technology -
View All
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ASSIC Ul ACCOUNT PLAN SCREEN: ACCOUNT INFORMATION

R e Bring in Opportunities, Customize Page | Printable View |
Wi Hawaii Med Center Plan Contacts, Generate PDF.

Ji Show Feed

Strength, Weskness, Opportunity, Threat[4] | Strategies[8] | Open Activities [4] | AccountPlan Opportunities [3] | AccountPlsn Relstionships[4] | AccountPlan Tel
AccountPlan Partners [1] | Acdtivity History [S+] | Approval History [0]

Edit Delete | | Clone Generate POF Select from All Opportunities Select from My Opportunities

AccountPlan Detail
Bring in Account Opportunities Bring in Contacts

w Plan Information

AccountPlan Hame  Hawaii Med Center Plan Account sales goal . §1,500,000
Account  Hawaii Med Center Sum of closed cpportunities  $150,000
Close ratic  50% Additional sales from existing  $100,000
base

New sales needed  51,250,000.00

App calculates Sales Pipeline needed 52 500,000
Needed, Pipeline Gap Sum of cpen opportunities 51,000,000
Pipeline gap 51,500,000

w Situation Overview
Describe their business  Largest Medical Center in Hawaii

Industry trends impacting their  Mowvement toward outpatient clinics
business

Key trends in the gecgraphy  Economy picking up
Account's strategic initiatives  Build a stronger general imaging business
Capture Account
¥ Process Information History, Trends.
Purchase history  Hawve bought our products in the ER

What is their budget / funding Gl dept mgr and Dre present recommendation to capital equip purchase committee; approved by CFO
process?

What is their decision process? (5| dept mgr and Drs review vendor presentations, selection committee decides

What commitments are  Vendor selection and § in budget
needed?

Our sales approach  Lewverage our product strengths, flexibility and value

 Behavior and Account Goals

Account Goal #1 Build our presence in the account by penetrating general imaging Identify GoalS.
Account Goal #2  Increase our share in the ER from 40% to §0%
Account Goal #3  Penetrate cardiology ultrasound

Account Goal #4  Build our executive level contacts

v Narrative

Account Overview  Leverage our product strengths and success in the ER
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CLASSIC Ul ACCOUNT PLAN SCREEN: SWOT, STRATEGY

Strength, Weakness, Opportunity, Threat New SWOT

Edit| Del increase % ofspend
Edit| Del leverage current successes
Edit| Del sell new product

Action Type SWOT Description

Edit| Del Strength product capabilities, flexibility and value
Edit| Del Weakness limited number of luminary references

_ _ _ Conduct SWOT

Edit| Del  Cpportunity leverage our unigue capabilities
Edit| Del Thraat competition coming out with strong product and agagressive pricing AnalySiS.
Strategies New Strategy
Action Strategy Tactic
Edit| Del Build exec level contacts 1D list of 5 contacts

ID 5 new Oppartunities

Generate Strategies
and Tactics.

wark with current customer

ID candidates

" Open Activities

Action
Edit| Cls sell new productlD candidates
Edit| Cls leverage current successes: create target list

Subject

Edit| Del Build exec level contacts: meetw Jim Garrison

Edit| Cls

increase % of spend: ID 5 new Opportunities

New Task | | New Event

Name Task Due Date Status Pricrity Assigned To
v'  10/22/2015 Mot Started Normal Ron Snyder
v 12212016 Mot Started Normal Ron Snyder
Jim Garrison 112602016 4:00 PM Ron Snyder
¥ 2812018 Mot Started Naormal Ron Snyder

From Strategies, generate Tasks & Events; connecting strategies to action.

CLASSIC Ul ACCOUNT PLAN SCREEN: OPPORTUNITIES, RELATIONSHIPS, TEAM,

PARTNERS, ACTIVITIES

AccountPlan Opportunities New AccountPlan Opportunity

Action Opportunity Name Account Name Type

Edit| Del Ulrasound: ER Hawaii Med Center Existing Business
Edit| Del Hawaii Med Ctr Netwark Hawail Med Center Existing Business
Edit| Del Ultrasound: GI Hawail Med Center New Business
Edit| Del Ultrasound: Cardiology Hawaii Med Center New Business

Amount
$150,000.00
$200,000.00
$700,000.00
$300,000.00

Stage Probability (%) Close Date
Closed Won 100 1/8/2016
Proposal/Price Quote 75 2/52016
Walue Praposition 50 2/26/2016
Needs Analysis 20 3/25/2018

AccountPlan Relationships New AccountPlan Relationship

Action  First Name Last Name Title Buying Role Support Reportsto  Our Unigue Value to them Relationship Strategy
" Technical Betty .
Edit| Del Eric Newman Radiologist Evaluator Positive Finestein Likes new technology Show him we have the best, latest technology
Rad Dept concerned re change that will create show how smoothly other departments run with our
Edit| Del Josie Wester Mar User Positive Joe Getio ineficiencies squipment
Edit| Del Tom Duly Cio Advisor/Coach Neutral Big ego Make it look like he brought in great technology
Edit| Del Jehn Splatt CFC Decision maker Neutral Jim Garrison  focused on bottom line show RCI
AccountPlan Team Members New AccountPlan Team Member
Action  User Contact Role Deliverable Due date
Edit| Del Nilesh Shroff technology expert tech spec 12212016
Edit| Del Reuven Shelef Betty Finestein sponsor meetwith execs 1292016

AccountPlan Partners New AccountPlan Partner

Action Account Name Contact Partner relationship Qur Value to Them Their Value to Us Partner strategy

Edit| Del Philips Healthcare George Remo Strategic Alliance (Local) qgreat products provide services our customer needs work together to grow account business
aniActivity History Log aCall | | Mail Merge | | Send an Email | | View All

Action Subject Name Task Due Date Assigned To Last Modified Date/Time

Edit| Del sell new service: meet with Alice Alice Harmony 10/23/2015 8:21 AM Ron Snyder 10/22/2015 8:22 AM

Edit| Del penetrate new BU Bill Martini 7/30/2015 818 PM Ron Snyder 7/28/2015 819 PM

Prioritize and include
Opportunities

Relationships, Roles,
Support, Strategies

Team Member Roles,
Deliverables, Due Dates

Partner
Strategies

Activity History
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CLASSIC Ul OPPORTUNITY STRATEGY

Generate Opportunity Strategy for each Opportunity

AccountPlan Opportunity | 5ave_ | Cancel .

Basic Information

AoccountPlan  Hawsii Med Center Plan
Opportunity  Ultrasound: Cardiclogy

Opportunity Strategy

ACCoRRE S CompeRi i ies = e = Meed to be able to perform new procedures

xmjpRockicEiennce Ultrascund Cardiclogy product

Account's decision criteria Image Quality

Price
Service

Cwur differentiatiors Mew technology

Account's decision process Review top 2 products

Top & people decide what to recommend
Committee approves: Dr Jones, Dr Smith

Account's budget’ funding process Dept Manager submits pro, |

Funding Committee approves

Mexgteps Lewverage cur product strength and success in the ER

Meet with Director of Cardiclogy Ultrasocund
Influence decision oiteria
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SALES PLANNING SIMPLIFIED

SELECT OPPORTUNITIES SCREEN

SELECT OPPORTUNITIES:

Check the box on the left of the opportunities you want to include in the plan.

Click on the column header (Name, Account, etc.) to sort the table by that parameter.

You can do a secondary sort by selecting the secondary sort and then apply.

Click “Show Closed” to show closed opportunities. Otherwise only open opportunities are shown.

In the Opportunity or Account Name field, enter characters and the search will return opportunities
with those characters in the Opportunity or Account Name.

U N W N =

Select Opportunities to Can show closed opportunities Can show opportunities based
include in plan. or only open opportunities. on a string of characters.

yd e

Select Opportunities / /

Save | Cancel First || Last| Secondary Sort| None v #| Show Closed Opportunity DrAccnuntNamElW:I Apply

Name Account¥ Owner Amount CloseDate Type StageMame

Hawail Med Center: new product Hawail Mead Center Ron Snyder 75000.00 4/4/2016 Existing Business Negotiation/Review
¥ Hawaii Med Cir Network Hawaii Med Center Ron Snyder 800000.00 2/5/2016 Existing Business Proposal/Price Quote
«| Ultrasound: ER Hawaii Med Center Ron Snyder 150000.00 1182016 Existing Business Closed Wan
| Ultrasound: Gl Hawaii Med Center Ron Snyder 700000.00 212612016 New Business Walue Proposition
v Ultrasound: Cardiology Hawaii Med Center Ron Snyder 300000.00 31252016 New Business Needs Analysis

Save | Cancel First | Last

ADD OPPORTUNITIES INTO ACCOUNT PLANS FROM THE OPPORTUNITY PAGE

Your Salesforce.com Admin can add the following sections to your Account and Opportunity pages. See our
Set Up Guide.

Add Opportunities into Account Plans from the Opportunity Page

The Opportunity page will now have this section in it. Users can add the opportunity into the Account Plan
from the Opportunity page using this section.

AccountPlan Opportunities New AccountPlan Oppertunity AccountPlan Opportunities Help (7
Action AccountPlan Opportunity: Association Details AccountPlan Name Account
Edit | Del 0164 PavPal PayPal - Phoenix

Insert Opportunity into Account Plan from Opportunity page
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CLASSIC Ul ACCOUNT RELATIONSHIP SCREEN

AccountPlan Relationship Save | |Cancel

AccountPlan  Hawaii Med Center Flan

Contact  Eric Newman
Buying Role | Technical Evaluator ¥
Support | Positive ¥

Reportsto  Betty Finestein

Pa

Our Unique Value to them Likes new technology

Contact's Focus, Influence | napt jagks to him to stay on top of latest technalagy

Relationship Strategy | Show him we have the best, latest technology

Our Relationship View Prospect v

Their Relationship View Possible Expeﬂ ¥

Generate a plan for Each Key Relationship

Relationship Value Curve

Trusted

Concern for $ Aluisor

Partner
Steady Advocate
Supplie
Hired Client
< Expe >
Customer
Possible
Expert Prospect
Untrusted {Onperaniy)
Expett Prospect
Untrusted
Unknown
Suspect

Collaborative Relationship Timeline
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Report tracks Strategy to Actions

ACTIVITY STRATEGY & TACTIC

Subject Comments Priority + Status Date
AccountPlan: AccountPlan Name: GM Plan (2 records)

sell new product: |D candidates to falk to Strategy:sell new product Mormal Mot Started 1/15/2016
Tactic:|D candidates to talk to
sell new BU: ID candidates Strategy:sell new BU Mormal Mot Started 1/29/2016

Tactic:ID candidates
AccountPlan: AccountPlan Name: Hawaii Med Center Plan (2 records)

leverage current successes: create target list  Strategy:leverage current successes  Mormal Mot Started  1/22/2016
Tactic:create target list
increase % of spend: ID' 5 new Opportunities Strategy:increase % of spend Mormal Mot Started  2/5/2016

Tactic:|D 5 new Opportunities

Grand Totals (4 records)

PDF OF GOALS, NUMBERS, OVERVIEW

PDF provides time-stamped record of plan

Account Plan: Hawaii Med Center Plan I
Generated:01-14-2016
Plan Information
Account name Hawali Med Center Account sales goal AccountPlan Opportunities
Close ratio 50% Sum of closed opportunities
Additional sales from existing base
ge"' sales needed Opportunity Ultrasound: Gl
Amount T00000.0

SWoT Stage Walue Proposition

Strengths N N
Behavior and Account goals product capabiliies, flexibility and value Glose date AccountPlan Relationships
Account Goal #1 Opportunities Account’s compelling needs/events
Build our presence in the account by penf  leverage our unique capabilities Need bett lit
#\‘«::?::s':f?aslhﬁe'n the ER from 40% I cen e B mAe A Y Contact Name Eric: Newman

L i {ai iho .
Accoum ol 43 Strategios lAc::uu nt's ldemsmn crlten:! Title Radiologist
Py iology image quality ease of use price Email
Account Goal #4 Strategy Build level contact . Fati
Build our executive level contacts Ta':ll'::g;lD I|:|‘ nl?i;:::scon acts Qur dl”ﬂr?ﬂllallﬂlsr Phone
image quality ease of use
Situation Overview i
Describe their business i Account’s decision process Buying Role Technical Evaluator
- § " Pawered by Flan 2 Win Soflware . N . .
,Lafef' M‘ed-c:\ Center in Ha':raln - side by side demos committee recommendd  Support Positive
industry trends eir T v
Movement toward outpatient cinics Account's budget/ funding process Reports to Betty Finestein
Koy tands n the geography Dept manager submits budget CFO approv Our Unique Value to them
a&m:vg’sﬁ:ﬂahgl: initiatives Strategy Build Share of Wallet Next steps Likes new TECI'IHB'Dgy'
ger general imaging busines ' _— .

Tactic leverage current installed base set up patient criteria for demo: do great de|  Contact's Focus, Influence
Process Information Dept looks to him to stay on top of latest technology
Purchase histo Strats Ye of d : i
Have bought our products in the ER - rategy [ncraass . of spen Relationship Strategy

e N actic D 5 new Opportunities .

What is their budget | funding process Show him we have the best, latest technology
Gl dept mgr and Drs present r . . .
Whatis their decision process? Strategy leverage current successes Our Relationship View
Gl dept mgr and Drs review vendor presel  Tactic work wilh current cuslomer Prospect
What commitments are needed?
Vendor selection and § in budget Their Relationsh ip View
‘Our sales approach il
L:verage oummdur.l strengths, flexibility and value Possible Expert
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SPECIFICATIONS

Publisher Plan 2 Win Software

Type Native Salesforce.com CRM application
Works in both Lightning and Classic user interfaces
Salesforce 1 Mobile ready

Salesforce.com AppExchange Partner Yes
Pricing $170/year per user
Ask about quantity discounts
. 30 Day Site License, Free Trial by clicking “Get it now!”
. Discounts available for purchases of 35 licenses and more... including Territory Plan Pro
. Includes user training for teams of 5 and more

REQUIREMENTS

Salesforce.com Edition Professional
Enterprise
Unlimited

Contact us to use our Account Planning app for Group edition

Plan2Win Software
925-932-2007

info@Plan2WinSoftware.com
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