Insight-driven, bottom-up, dynamic planning creates
motivating and relevant account plans.

TotalNegotiation Group

Strategic Customer Account Planning programme
SCAP provides the approach, challenge and platform for cross-functional teams
to create dynamic, insight driven, customer-centric plans
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7 Step Kaleidoscopic Strategic Customer Account Planning process

Planning completed using
an Intuitive excel-based
SCAP planning tool
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Selling the Plan

SCAP provides the approach, tools and platform
for cross-functional teams, led by customer
managers, to create dynamic, insight driven,
customer-centric plans

Team will be: 2 Facilitators
6 Plan Writers
6 Plan Supporters

Approachable experts with senior commercial experience

Tailored and flexible engagements to meet your needs

Practical and ongoing support to deliver change

Collaborative approach to create sustainable agreements

Robust strategic customer
plans 70% built and
presented during the
workshop

Enhanced critical and
strategic thinking skills

Customer-focused
strategies aligned with
channel/company
strategy

Learning by immediately
applying theory and
receiving feedback at

every step of the process

Clear on translating
Information to Insight to
Decision to Action

Opportunity to work with
and learn from others in
an area that is usually
struggled with alone
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