
Course Overview:
Module 1: The Importance of Sales Planning

During this module, we discuss how the sales plan becomes a roadmap for 
breaking down production numbers, analyzing markets, generating leads, and 
managing opportunities. In addition, we outline how to use the sales plan to drive 
both strategy and tactics.

Module 2: Targeting the Right Customers

The first step in the Strategic Account Management methodology is to identify the 
“right” types of ideal customers. These customers are profitable, they value the 
relationship and what you provide, and they represent growth opportunities. This 
module also outlines how to use the ideal customer criteria to generate leads, and 
target different account segments.

Module 3: Developing Account Relationships 

During this module, we learn how to identify account contacts and evaluate their 
buying roles related to specific opportunities. We explore how the different buying 
roles affect the buying decision, and how to build relationships with each of those 
contacts. Lastly, we explore how to assess the level of relationship with each 
contact, and how to develop relationships based on their buying influence.

Module 4: Managing the Sales Process

During this module, we introduce the sales pipeline as a tool to manage 
opportunities and activities. We also explore how to assess individual and team 
pipelines relative to their strength and depth.

Module 5: Managing Opportunities

Production goals are dependent upon generating new opportunities from prospects 
and existing accounts. Opportunities that ultimately generate new business will 
move you closer to achieving your sales objectives. During this module, we review 
how to actively manage opportunities and how to use sales meetings to share 
ideas around opportunity management. In addition, we discuss ideas to help build 
routines into the salesperson’s daily practices to ensure your success!

Skills Addressed:
• Targeting the right customers
• Assessing different buyer roles
• Developing account strategies
• Managing a sales pipeline
• Managing opportunities to increase conversion rates

To be successful in today’s 
competitive landscape, 
sales professionals must 
target the right customers 
and identify the right 
opportunities. Once 
those opportunities are 
identified, then the strategy 
shifts to managing those 
opportunities through the 
sales pipeline.

The Strategic Account 
Management workshop 
provides sales 
professionals with the 
knowledge, skills and 
tools to manage their 
markets effectively and 
optimize their business 
development efforts.
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Performance Outcomes:
As a result of this course, participants will be able to:

•  Effectively target the right customers.
•  Identify key contacts and determine their role in the buying decision.
•  Develop sales strategies to increase business with new and existing customers.
•  Apply a sales development tool to outline the account strategies and tactics

needed to increase their sales.

Course Length: 

6-8 hours

Includes: 

•  Participant materials
•  Personal Worksheets
•  Opportunity Pursuit Worksheets

For more information: 

Contact StarQuest at 800.462.7865 or email us at info@starquestgroup.com. 
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