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Managing the Sales Process

COIl Account Plan

Primary Contact Name:

Name of Firm:

Number of Professionals at Firm:

Number of Clients:

Specialty of Contact:

Specialties of the Firm:

1. 4.
2. 5.
3. 6.

Clients of the Firm who are also Clients of Your Bank:

1. 4.
2. 5.
3. 6.
Referrals for Past Year:

1. 4.
2. 5.
3. 6.
Other Banks that the Firm refers to: (Bank/Partner)
1. 4.
2. 5.
3. 6.
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Managing the Sales Process

COIl Account Plan

State Your Strategies for Getting Referrals in the Future:

How will you implement your strategies? Please describe the steps that will be
required to implement your strategy. Each step will be called an implementation
objective.

Implementation Objective Target Date

Calls Planned for Next 12 Months Purpose of Call
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