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Strategic Account/Key Client Management Plan

	
	Client Name

	
	
Date: 







	Strategic Account Management Plan
	Client/Prospect Name



I) General Information:
	I) CLIENT INFORMATION

	Headquarters:
	
	Client Industry Sector:
	
	Litigation Counsel:
	

	Sales Revenue:
	
	Client Since (Year):
	
	Transaction Counsel:
	

	Public or Private:
	
	Total Legal Spend/Yr.:
	
	Other Counsel
	

	Fortune 500 Rank:
	
	Our Share of Legal Spend (%):
	
	
	

	Global Fortune 500 Rank:
	
	Fee/Year (3 yr avg):
	
	
	

	Market Cap:
	
	
	
	
	


	II) CLIENT WORKING TEAM INFORMATION—Firm Lawyers

	ROLE
	NAME
	OFFICE LOCATION
	TELEPHONE
	EXTENSION

	Key Relationship Lead:
	
	
	
	

	SAM Team Lead:
	
	
	
	

	Bus. Development Lead:
	
	
	
	

	Litigation Lead:
	
	
	
	

	Business Lead:
	
	
	
	

	Health Care Lead:
	
	
	
	

	Real Estate Lead:
	
	
	
	

	Regulatory Lead:
	
	
	
	

	IP:
	
	
	
	


	III) CRITICAL ISSUES OF NOTE:

	









II) Relationships: 
	IV) KEY RELATIONSHIPS & STATUS—Build 3-4 strong relationships with each client organization

	Title (Client Side)
	Name
	Location
	Firm Contact
	Relationship Status**

	Board Member
	
	
	
	

	Chief Executive Officer/President
	
	
	
	

	Chief Financial Officer
	
	
	
	

	Corporate Development Officer
	
	
	
	

	Chief Legal Officer/General Counsel
	
	
	
	

	Chief HR Officer
	
	
	
	

	Senior Tax Counsel
	
	
	
	

	Senior Litigation Counsel
	
	
	
	

	Associate General Counsel, Corporate
	
	
	
	

	Litigation Counsel
	
	
	
	

	Senior Vice President
	
	
	
	

	Regulatory Counsel/Executive
	
	
	
	

	IP Counsel
	
	
	
	

	RELATIONSHIP STATUS KEY

	SCALE
	DESCRIPTION
	

	*0
	No Relationship
	Contact may or may not recognize/remember me.

	1
	Minimal Relationship
	Contact may recognize me and/or is familiar with me. Not an active relationship. 
May have done some work, but pushes me down in the organization.

	2
	On-demand/ Technical Relationship
	A project-driven or situational relationship where you are typically called upon to help with an immediate requirement or problem. Contact recognizes you for your technical ability and that your offering is as good as or better than your competitors’, but there is little personal rapport. Your interaction with the contact is functional and centers on business issues or the requirements at the time. (Note: with this type of relationship, a competitor if seen to be more knowledgeable, cost effective, or even more recently, may supplant you.)

	3
	Business Relationship
	Consistent and frequent interaction with contact (at least quarterly personal connection); “Will return my calls.” Contact sees you as technically knowledgeable and is willing to discuss business issues and/ technical matters with you. Relationship is mutually valued and respected. Confidence to pass you business and/or provide you a reference.

	4
	Strategic/Trusted Advisor Relationship
	Contact trusts you and sees you as credible and reliable; considers you authentic, passionate, and enthusiastic. Contact will often ask for your advice whether or not it is in your field of expertise as he/she simply values your opinion. Because the contact trusts you, they feel comfortable discussing issues with you that they may not with most others. You are a confidante. In sales situations, barring any procurement requirements, there are often no lengthy proposals and rarely an argument about price since the contact believes you treat them fairly.



	V) OUR FIRM’S RELATIONSHIP COMMITMENT

	A Touchpoint Campaign: Building a Calendar with Client Company  

	Client Name
	Firm Lead
	Jan
	Feb
	Mar
	Apr
	May
	Jun
	Jul
	Aug
	Sep
	Oct
	Nov
	Dec

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	




III) Client Strategy and Business Issues:
	
VI) Mapping Client Strategies and Related Issues

	Client’s Key Objectives 
(Strategy)
	Associated Initiatives 
(Tactical Activities)
	Related Issues/Challenges
(Our Opportunity to Help)
	Service Opportunities/Our Value Propositions

	1. 
	· 
	· 
	· 

	2. 
	· 
	

	· 

	3. 
	
	

	· 

	4. 
	
	
	· 

	5. 
	
	
	· 

	6. 
	
	
	· 

	7. 
	
	
	· 



IV) Service Opportunities and Decision-Makers:
	VI) Mapping Service Opportunities to Relationships

	Service Opportunity
	Key Decision-Makers/Buyers
	Relationship Lead (Firm)

	
	· 
	· 

	
	· 
	· 

	
	· 
	· 

	
	· 
	· 

	
	· 
	· 

	
	· 
	· 




V) Action Plan 
	SAM Action Plan: ABC, Co.
	Action Item
	Who Owns It?
	Date for Completion
	Status
	Date of Last Update

	Business Development
	
	
	
	
	

	Deepen Existing Relationships
	Using the Grid, create a Touchpoint Campaign for key stakeholders
	
	
	
	

	Develop New Relationships
	Using the Relationship Map as a guide, identify people for development
	
	
	
	

	 
	
	
	
	
	

	Differentiation
	Identify our differentiators and tailor to the client
	
	
	
	

	
	Craft our go-to-market message/value propositions
	
	
	
	

	Understand The Business Industry
	Get copy of organization chart
	
	
	
	

	
	Join next earnings report conference call
	
	
	
	

	
	Conduct year-end review and meeting for upcoming year
	
	
	
	

	Marketing
	
	
	
	
	

	Charitable Sponsorships
	Identify client’s preferred charity
	
	
	
	

	
	Consider sponsoring/supporting the client’s preferred charity
	
	
	
	

	Networking/Conferences
	Identify conferences that key client contacts attend
	
	
	
	

	
	Consider attending the conferences/association meetings
	
	
	
	

	Media
	Joint (co-branded) panel/interview/survey?
	
	
	
	

	
	Identify which industry-centric publications key client contacts read
	
	
	
	

	Speaking Engagements
	Panel Invitation?
	
	
	
	

	Writing
	Alerts/Advisories
	
	
	
	

	CLE
	Identify 2 CLE topics
	
	
	
	

	
	Identify 2 speakers/presenters
	
	
	
	

	Social Media
	Request “Connections” with key decision makers on LinkedIn
	
	
	
	

	
	“Follow” the client on LinkedIn
	
	
	
	

	Collateral
	
	
	
	
	

	
	
	
	
	
	

	Professional Development
	
	
	
	
	

	Training
	Service delivery training?
	
	
	
	

	
	Industry-related insight/training?
	
	
	
	

	
	Business Development?
	
	
	
	

	Recruiting
	Who do we need to hire for increased new mandates?
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CREATING COMPETITIVE ADVANTAGE




