Policies - Sales Account Ownership Policy Addendum

As our company grows, policies need to evolve. What worked yesterday, may not work today. Going forward, I will do a much better job of announcing and documenting changes, and keep the online db policies updated. Evolving db policy highlights are:

Six Month Contact Rule - Account Reassignment

1. Creating TM records without email (flier marketing), no recall, and records aged over 6 months with no documented contact; these TM records are open to reassignment.

2. Records added to TM must show the intent to work and develop the account.

24 Month Contact Rule - Account Reassignment

A more sensible strategy is to add records with emails, so the fliers can do their work.

A two year period should flush out whether this strategy is working.

Emails go dead and people move into other positions, so re-qualifying every two years is a minimum expectation.

US Government Bid and Spec business

Government bid and spec opportunities are growing. - Federal Govt agencies are the largest potential customer base in the USA. Working the bid and spec opportunities requires signing up and continuously scanning bids related to our services and products. Account development efforts must be recorded in TM notes.

Account ownership in government business is by department AND solicitation.

Centralized purchasing functions are non-exclusive.

Some bids are clear about the department the opportunity is for, and ownership can be immediately established or locked down by accessing the TM department record.

The problem: once a department is entered and a new opportunity comes along, someone else may be doing the bid screening work only to find a locked department, or no department listed. They may get an award only to find they lose the award opportunity because someone else, who was not working the new bid, locked down a department. At times, the destination or department is not readily available, until and award is made.

The Solution: Create a secondary solicitation ownership which allows anyone to work a bid by logging the solicitation number obtained from the Procurement, Purchasing, Materials Management, or Administration into these records. Before you work a bid, make sure you enter the bid you are working and or check these records to prevent duplication of effort before you bid. We expect people to work ALL bid opportunities related to our business.

Incoming lead processing

When someone calls in for products or services, and a dormant record is found that is years old, no email, no notes, no calls. These customer calls are not the result of a dead record entered years ago. Gruber spends over $10K a month attracting business. These incoming leads are treated as new business.

Service Sales

Every Gruber Account manager is expected to sell Service aggressively. Some Account managers have chosen to ignore Service sales or believe it is not their core business.

Service Operations has a Service sales function. Account Mangers may benefit from Service Operations prospecting, if the customer record shows Service sales activity. In accounts that show no effort to develop Service sales, others will be assigned to sell Service into these accounts. (see definition of "working an account").

TM record investment and Account loss risk:

Six Month Rule

Entering record in TM without qualifying, no email address, intention to work it "later".

Minimal investment (loss risk - Twenty Four month rule)

Putting a record in TM with email address - no other work.

Putting a record in TM with email address, calling, qualifying - work stopped.

Putting a record in TM with email address, calling, qualifying, setting recall, but no account development plan outlined in notes, recall is expired.

Full investment (loss risk is ZERO - these account records will not be reassigned)

Putting a record in TM with email address, calling, qualifying, setting recall, creating service records, putting in Auto-Notify, tracking renewals, staying on top of recalls (or some other lead tracking method)

Communication

I have been in error “tolerating” open dissent. Company policy provides rules and a fair and equal selling environment.

Email is the only effective way to communicate with a company this size, so I have chosen this as my primary method of disseminating information. My door is always open for discussion of any topic. Account managers who have concern for company welfare and prosperity will bring issues and concerns to me and not create public dissention.

Personnel with an exaggerated sense of privilege who take their causes to a public forum, create confusion, distraction, disruption, and drain morale whenever they disagree with company policy, will NOT BE TOLERATED. Policy compliance and employment security are interrelated.
