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PHASE
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TOOLS

  

C-Level

Economic 
Buyers

Internal Specialists

Decision Team / 
Technical Buyers 

Press & Analysts Functional Dept.

Users as Buyers

Sourcing Advisors

Technical 
Influencers

TARGETS

INTERNAL
TEAM

SALES & 
MARKETING
RESOURCES

SALES & 
MARKETING
RESOURCES

Message Platform
Thought Leadership Campaign
Branding
Advertising
Direct Marketing

 

Analyst Relations 
Shows and Events
Webcasts
Product Launch 

Website 
Online Community 
Collateral 
Public Relation
Capabilities Videos

RELATIONSHIP
TOOLS

Advisory Team
Intelligence DB
Target List
Consultant Dialog

1) Meetings
2) Indep. personal letters

Tech POV
Tech Capabilities
Accounting Value
Shareholder Value

Influence the Environment: 12 - 18 Months Before Deal Cycle1

Marketing Communications Team
Go-To-Market Team
Source Advisory Team

Executive Programs

Regional

Industry Trade 
Shows

Events

Breakfast 
Briefings

White PapersKey Messages
Speeches
Insight Briefs

Case Studies
ROI ModelContent and

Sales Letter DB

Dedicated 
Account Team

Prospect and Client Development Cycle

Provoke Inquiry
or RFP

Develop Internal 
Champion

Influence 
Scope, RFP, 
SLAs &
Terms of Deal

1

2

3

Market Research

Segmentation 
& Target List

Robust Profiles

Outbound 
Telemarketing

Contact 
Strategies

1

2

3

4

5

AR

C

R
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Informed
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C

I

R

Pref. Contract Terms Preferred SLAs
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C-Level

Economic 
Buyers

Internal Specialists

Decision Team / 
Technical Buyers 

Press & Analysts Functional Dept.

Users as Buyers

Sourcing Advisors

Technical 
Influencers

C-Level 
Commitment

Client Engagement Framework
Technical Specs & Requirements

Active Deal Cycle: 3-9 Months Working with Prospects

Dedicated Liaison
Sample RFPs
Best Practice - SLAs
Managing the Process 
Preferred Deal Structure 
& Contract Terms

Financing Options
Deal/Pricing Data
Tech Specs / IT Rqmts.
Implementation Stories
Site Visit
Client Visit

2

Sales Team
Source Advisory Team

Business Development
Sales Operations

Private Intranet Site
RFP Database
Win/Loss Analysis
PPT Bank

Use Cases/ Scenarios
Robust Target Profiles

Demos Decision Tools ROI Calculators

SALES & 
MARKETING
RESOURCES

Thought Leadership Campaign
Branding
Advertising
Direct Marketing
Capabilities Video

 

Analyst Relations 
Shows and Events
Webcasts
Product Launch 

 Website 
Online Community 
Collateral 
Public Relations Get Short-Listed

by Desired
Target Accounts

Win a 
Profitable
Deal

1

2

R

A

R

R Strategic Business 
Solutions Team

C
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C-Level

Economic 
Buyers

Internal Specialists

Decision Team / 
Technical Buyers 

Press & Analysts Functional Dept.

Users as Buyers

Sourcing Advisors

Technical 
Influencers

Relationship Managers
Service Delivery Team
Strategic Communication Team

IT Team
Customer Service Team

Thank You
Briefing

Transition & Implementation: First Year of Deal

Implementation Calendar
On-Boarding Materials
Implementation Case Studies
Employee Communication

Staged Plans
Readiness Tools
IT Lead
IT Audit

3

Welcome Kit
Change Management Communication Program

Client Conference
Quarterly Service Reviews
President’s Annual Client Letter

Rapid Response Communication
Product Updates
Regulatory & Compliance Update

Client Business Planning
VOC Research
Product Panels
Client Forum

SALES & 
MARKETING
RESOURCES

Thought Leadership Campaign
Branding
Advertising
Direct Marketing
Capabilities Video

 

Analyst Relations 
Shows and Events
Webcasts
Product Launch 

Website 
Online Community 
Collateral 
Public Relations

Set & Manage
Transition &
Implementation
Expectations

Successfully
Transition

Get High Initial
Satisfaction
Scores

1

2

3

R

R

A

C

C

G
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C-Level

Economic 
Buyers

Internal Specialists

Decision Team / 
Technical Buyers 

Press & Analysts Functional Dept.

Users as Buyers

Sourcing Advisors

Technical 
Influencers

Relationship Managers
Service Delivery Teams

IT Team
Customer Service Team

Operational Phase: Years 2+ Under the Contract4

Benchmarking Studies

Ongoing 
Satisfaction 
Survey

Benchmarking 
Information

Ongoing 
Satisfaction 
Survey

Client Conference
Quarterly Service Reviews
President’s Annual Client Letter

Rapid Response Communication
Product Updates
Regulatory & Compliance Update

Client Business Planning
VOC Research
Product Panels
Client Forum

SALES & 
MARKETING
RESOURCES

Thought Leadership Campaign
Branding
Advertising
Direct Marketing
Capabilities Video

 

Analyst Relations 
Shows and Events
Webcasts
Product Launch 

Website 
Online Community 
Collateral 
Public Relations

Smooth
Operations

Client Open 
to Offers

Quick Resolution 
of Problems

Systematic 
Upward 
Penetration

High Customer
Satisfaction

Case Studies 
& Referrals

1

2

3

4

5

6

R

A

C

C
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C-Level

Economic 
Buyers

Internal Specialists

Decision Team / 
Technical Buyers 

Press & Analysts Functional Dept.

Users as Buyers

Sourcing Advisors

Technical 
Influencers

Relationship Managers
Sales Team

Marketing Communications 
Business Development

IT Team
Customer Service Team

1:1 C-Level
Meetings

Follow on Account Plan

Continuation / Upsell / Cross-Sell: 24 Months Before Contract Expiration

Update Account Profiling

5

Benchmarking Studies

Client Conference
Quarterly Service Reviews
President’s Annual Client Letter

Rapid Response Communication
Product Updates
Regulatory & Compliance Update

Client Business Planning
VOC Research
Product Panels
Client Forum

Thought Leadership Campaign
Branding
Advertising
Direct Marketing
Capabilities Video

 

Analyst Relations 
Shows and Events
Webcasts
Product Launch 

Website 
Online Community 
Collateral 
Public Relations

No-Bid Renewal
or Favorable
Bid Position

Contract 
Renewal

Greater Margin
Greater Share
Greater Volume

1

2

3

A

A

R

R R

C C

C

White PapersSpeeches
Insight Briefs Case Studies

ROI ModelContent and
Sales Letter DB
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