ACCOUNT PLANNING 2026 – Quick Guide
CHECKLIST

1.  Identify Target Accounts
· Review the Historical Revenue File for Accounts with low utilization (“white space”)
· Review Your Account List for accounts that may not be on your “historical revenue file” (like unsegmented) which can have several opportunities as experienced in 2025.
· Review “Closed Lost” reports ( for accounts with opportunities that may warrant revisiting in 2026 (previously bad timing or no budget, or can now identify more decision makers).  2024 Closed Lost by Team | Salesforce;     2025 Closed Lost by Team | Salesforce

2.  Identify Target Solutions
· Use the “Know Your Customer” rule to take a deeper dive on the accounts just identified and further prioritize sales opportunities based on:
· Your own knowledge of the companies and your contacts
· What quality contacts and existing relationships do we have (See Tools in the Guide/ Appendix – Slide 8)
· Your company research to uncover what you may not know about a company or may need to improve upon (See Tools in the Guide/ Appendix – Slide 9)
· Add your agreed upon target solutions to your Sales Plan template, using one sheet for each target account. 


3. Identify Decision Makers
· For each target solution, aim for five (5) total decision makers between the MRD and both MSDs. Studies show that on average there are now seven decision makers needed to close a B2B deal.  That’s a universal stat, but for our association you all said at the last sales meeting that you believe it’s closer to five.            
· Ideally the MRD will prospect members of the C-suite or those who have broad responsibility across more than one area of the organization.
· Ideally the MSDs will prospect the most senior leader of each functional area that are good candidates for the MSDs’ products.   
· Add your five decision makers identified to your Sales Plan template for each target solution. 

4. Agree on Your Go-to-Market Approach 
· Discuss and agree on your strategy, tactics, who is driving, what, when & how
· Use the Sales Plan template to capture these details for each target solution 
· Add the MSDs Engagement Plan to a separate tab in your Excel File.

