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1 Introduction
Welcome to the GSP Account Planning app!

The app makes it quick and straightforward for people to create powerful account plans in
Salesforce.

The Account Planning app is ready to use out-of-the-box. However, you can also adjust several
optional items to tailor the app to your specific needs.

The purpose of this guide is to:
e Get you going straightaway with the Quick Start section.
e Describe the out-of-the-box features that are ready to use right now, and
e Explain with fully illustrated steps how you can customize the app to your specific needs.

Any questions? Don’t hesitate to get in touch using our Contact Us page.

With that, let’s get started.
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2 Account Planning Quick Start Guide

Here are the simple steps to start using the Account Planning app straightaway. There are additional
ways you can fine-tune the app, but the essential steps are these:

1. Install the app. Click for detailed steps.

You do this by clicking Get It Now (no payment details required) from this AppExchange Listing.
Choose whether to install the app in your production environment or a sandbox. Either way, we
recommend you select the option, Install For All Users.

Remember, you get a free 14-day trial of the app.

2. Add the Key Account Planning related list to the Account Page Layout(s). Click for detailed
steps.

You take this simple action by clicking:

- Setup, Object Manager, Account.

- Page Layouts, then your Account Layout.
- Select Related Lists.

- Drag Key Account Plans onto your page.
- Click Save.

Remember, add the Key Account Plan related list to each Account Page layout if you have more
than one.

You are now ready to create an Account Plan. Click New from the Key Account Plan related list
on an Account. There’s a full description of all the fields here.

3. Add a custom field to the Account Plan. Click for detailed steps.

You can add fields to the Account Plan Layout by following these steps:
- Click Setup, Object Manager, Key Account Plan.

- Click Fields & Relationships.

- Create your new field.

- Modify the page layout and position your new field appropriately.
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4. Modify picklists on the Account Plan related records.

You can change the picklists on any of the related records including Objectives, Account Plan
Contact Roles, Account Plan Partner Roles, and Account Plan Colleague Roles.

To do this:

- Go to Setup, Object Manager.

- Navigate to the relevant object.
- Click Fields & Relationships.

- Modify the picklist values.

5. Initiate the Account Hierarchy page. Click for detailed steps.

The Account Hierarchy button on the Account Plan gives you a powerful overview of a group of
companies linked through the standard parent-child relationship.

When you install the app you need to take a one-time step of initiating the relationships within
the page:

- Click the Account Plan Setup tab within the app.

- Click the button, Link Historical Accounts.

Pro Tip: If you have lots of validation rules on the Account you might want to temporarily switch
these off whilst initiating the page.

6. Roll-up custom fields from the Opportunity to the Account Plan. Click for detailed steps.

By default, the app rolls up values from the standard Amount field on the opportunity to the
Account Plan. However, you can also roll up custom currency and number fields, and track
performance versus target.

There are some straightforward steps to do this, click the Detailed Steps link for full
instructions.

7. Modify the Account fields. Click for detailed steps.

The app gives you two optional fields on the Account for segmenting customers and prospects.
You can modify these fields by clicking:

- Setup, Object Manager, Account.

- Fields & Relationships.

- Click on the Current Segment and Target Segment fields.

- Modify the picklist values then add the fields to your Account page layout(s).
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8. Modify the reports and dashboards. Click for detailed steps.

The app includes separate Lightning and Classic dashboards with underlying reports. To view
the Lightning version of the dashboard, click:

- the Dashboards tab.

- All Folders.

- Account Planning.

- Account Planning (Lightning) dashboard.

You can edit the dashboard and reports using the standard Edit capabilities (we recommend
you Save As each report before making a change).

9. Leave an AppExchange Review. Click to go to the AppExchange Listing.

If you love our app, we'll be thrilled if you can leave a review on the AppExchange. Please help

us share the love & .
10. Get more help and best practices.

We'll help you setup the GSP Account Planning app in your Salesforce environment or discuss
how it can be further customized to meet your needs.

Don’t hesitate to get in touch via our website.
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This section walks you through the full setup and customization options of the GSP Account Planning

app.

3.1 |Install the Account Planning App

You install the app directly from the AppExchange. Here’s the link to the GSP Account Planning

AppExchange Listing.

To begin, click the Get It Now Button. If you are trialing the app, there’s no need to enter your card

or other payment details.

Follow the instructions to install the app. We recommend you assign the app to All Users.

Install Account Planner

By GSP Key Account Planner

2

Install for Admins Only o Install for All Users
App Name Publisher Version Name
Account Planner GSP Key Account Planner Account Planner

Additional Details  View Components

222

.4

Install for Specific
Profiles...

Version Number

1.42

You might get a message saying the app is taking time to install. That’s often the case with
AppExchange applications, and it’s quite normal.

To check the app is installed, click Setup, then search for Installed Packages.
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SETUP
Installed Packages

Installed Packages

On AppExchange you can browse, test drive, download, and install pre-built apps and components right into your salesforce.com en

Apps and components are installed in packages. Any custom apps, tabs, and custom objects are initially marked as "In Developmeni
before deploying. You can deploy the components individually using the other features in setup or as a group by clicking Deploy.

Depending on the links next to an installed package, you can take different actions from this page.

To remove a package, click Uninstall. To manage your package licenses, click Manage Licenses.

Installed Packages

Action Package Name Publisher Version Number Namespace Prefix Status Allowed Licenses
Account GSP Key

Uninstall | Manage Licenses ™9 panner Account 1.42 KeyAccountPlan  Active Unlimited
— Planner

You should see the Account Planner included in the list. If it's not there, wait a couple of minutes
and check again.
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3.2 Add the Key Account Plans Related List
The next step is to add the Key Account Plan related list to your Account page layout.

To do this:
a) Go to Setup, Object Manager.
b) Click on Account.
c) Select Page Layouts, then click on the name of the first page layout.
d) Click on Related Lists.

SETUP > OBIECT MANAGER

S Account

Details

| Save v | Quick Save | Preview As...v | Cancel || §Undo | 7 Redo | [ Layout Properties
Fields & Relationships CostomLinks ~ | QauickFind| Refatea List Name x
Cuick Actions, Account Brands Assets Communication Sub... | Contact Point Phones | Contracts = Social Py
el L-'D_Z”Es& Lightaing Accounts Associated Locations | Community Members || Contact Roles Data integravon .. I Key Account Pians Service Contracts Whitespi
ction:
. Activity History Campaigns Contact PointAdd... | Contacts Entit e Serviced Assets Work O
Lightning Record Pages r
[ —— Approval History Casos Contact Point Emaits || Cantent Delivorios, Files Open A Social Parsonas
Buttons, Links, and Actions — 1
rmennants

Compact Layouts

Fild Sets T —
Object Limits Highlights Panel

Record Types

e) Dragthe Key Account Plans Related List onto your Account Page Layout

SETUP > OBJECT MANAGER

-
S Account

Save v | Quick Save | Preview As...¥ | Cancel | | 4 Undo| = feco | | [5 Layout Properties

Details

e e ~ | @ Quick Find| Retated List Name x
Fields & Relationships | Quick Actions Account Brands Assets Communication Sub... | Contact Point Phones | Contracts. Opportunities Provided Assets
X’C‘;‘l’)"‘; & Lightning Accounts Associated Locations || Community Members | Contact Roles. Data Integration ... Orders. Service Contracts
| Page Layouts Expanded Lookups Activity History Campaigns. Contact Point Add... Contacts Entitlements Noles & Attachments  Partner Account R Serviced Assets
Related Lists Approval History Cases Contact Point Emails | Content Deliveries Files Open Activities Partners Social Personas
Lightning Record Pages Report Charts

Components

Buttons, Links, and Actions &
Compact Layouts
Contacts New | Merge Contacts | Add to Campaign
Field Sets Contact Name Tite Email Phone
Sarah Sample Sample Text sarah sample@company.com 1-415-5551212
Object Limits
AN

Record Types

Opportunities New
Related Lookup Filters Opportunity Name Stage Amount Close Date
Sample Text Sample Text $12345 712012022
Search Layouts

List View Button Layout LAY
Key Account Plans New || Change Owner
Hierarchy Columns Account Plan Name From To Account Plan Owner
Sampie Text 71202022 712012022 Saran Sample
Triggers

f) Don’t forget to click Save.

Remember, you'll need to do this for each Account Page Layout if you have more than one.
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3.3 Try Creating an Account Plan

To check everything is working, go to an Account, then click on New on the Key Account Plan Related
List.

—-

| Related List Quick Links @

Key Account Plans -

Details

2items + Updated a few secands ago

Account Plan Name From To Account Plan Owner

Steadv Customer

We're using the Related List Quick Links in this image; you may have your related items displayed
differently but the principle is the same: click New on the Key Account Plan list.

You’re ready to create your first Account Plan.

3.4 Account Plan Fields Explained
The Account Plan Page Layout has the fields in the table below.

Remember, you can add custom fields that are important to your business to the Key Account Plan
object (and remove any standard fields you don’t need).

Key Account Plan field Description
SECTION: KEY ACCOUNT PLAN DETAIL
Account Plan Name Auto number that increments for each new Account Plan.

Optionally, you can create an additional custom text or formula
field for Account Plan Name. We explain how to do this in the next

section.

Account Plan Owner By default, this is the person creating the Account Plan. You can
change this to another Salesforce user.

Active This checkbox is True if today’s date falls between the From and To

dates (inclusive). It’s a useful field for identify all current Account
Plans in reports.

From The start date of your Account Plan. Often, you'll want to use the
first day of your financial or calendar year.
Period This picklist defines the duration of your Account Plan (for example,

twelve months).
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To This date field populates automatically based on the From and
Period dates. The field is not visible by default on the Key Account
Plan page layout.

Number of Account Plan Automatically sums the number of Account Plan Contact Roles (see
Roles next section for detailed explanation of this object).
Approval Status This field can be manually updated by users, or automatically

updated using an Approval Process. Configure a Salesforce approval
process if you want managers to approve Account Plans. The picklist
values in the field can be changed to reflect the approval process

you create.

SECTION: ACCOUNT PLAN STRATEGY

Customer Goals Use this field to record you understanding of the customer’s critical
objectives during the lifetime of the Account Plan.

Our Goals These are your goals — the high-level things you want to achieve

with this customer during the lifetime of the Account Plan (we’ll
come to Objectives in the next section).

SWOT Analysis Your Strengths, Weaknesses, Opportunities and Threats, in the
context of your relationship with this customer or prospect.
Stakeholder Management Describes your strategy for building and developing relationships
Plan with the essential people at your customer (see also Account Plan
Contact Roles and Account Plan Partner Roles in the next section).
Internal Support Required | The actions and support you’ll need from within your business to
execute your Account Plan successfully.

Quick Wins The short-term action plans and successes you can achieve with
your customer.

Competitors The critical competitors you’ll need to track.

SECTION: KPI’s

Sales Target™ The value of won opportunities you are aiming to close during the
lifetime of the Account Plan.

Won Revenue* The value of Closed Won opportunities linked to the Account Plan.

Pipeline* The value of all open opportunities linked to the Account Plan.

Weighted Pipeline* The weighted value (based on the probability) of all open
opportunities linked to the Account Plan.

Total Expected Revenue* The sum of Won Revenue plus the Weighted Pipeline.

Forecast Target Variance* | The difference between the Sales Target and the Total Expected
Revenue.

*Covered in more detail in the section on linking opportunities to Account Plans.
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You can easily add custom fields to the Account Plan. For example, let’s say you want to add a field
called Where We Add Value.

Here are the steps:
a) Click Setup.

b) Object Manager.
c) Navigate to the Key Account Plan (the object is called Key Account Plan not Account Plan).
d) Fields & Relationships.
e) Create your new field.
f) Modify the page layout and position your new field appropriately.

Here’s what that will look like to the user:

Account Plan Name 2022--03--773 From 1/1/2022
Account Pyramid Construction Inc. Period 12 Months
Account Plan Owner ™ Nick Ambrose Number of Account 0

- Plan Roles
Active v Approval Status Approved
v Account Plan Strategy
Customer Goals * Expand production to Germany.

* Increase revenue from North America operations.

* Improve margins through supplier consolidation.
Where We Add Value * Improved margin through process efficiency.

* Reduce customer service issues through better quality control.

* Increased management information on operational performance.
Qur Goals + Secure two new orders with engineering support division

* Get on RFP list for new swimming poal generator.

+ Extend relationships with senior management team
SWOT Analysis Strengths

* Good relationships with middle management

* Deep understanding of Pyramid Construction Inc. business.

Weaknesses
e iR M . ~ A E - a M~ A

In this case, we used a Text Area (Rich) field so users can enter bullet points and other punctuation.
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3.6 Account Plan Related Sections Explained

There are the following Related Lists below the main body of the Account Plan layout.

3.6.1 Objectives

Objectives are the specific things you need to achieve to execute your Account Plan successfully.
Remember, the Objective owner can be different to the Key Account Plan Owner.

Details
Objectives Name OBJ-0009 Account Pyramid Construction Inc
Account Plan 2021--10--3 Owner ¥ Ben Affleck
Target Date 11/1/2022
Status Completed
W Details
Objective Get on RFP list for new engineering machine.
Approach * Complete application forms for RFP approval 4
* Submit forms by 1st November deadline
* Ensure we get on the RFP list by the start of the financial year
Vv Review
Outcome Fully Achieved
Owner Review Comments Successfully completed by 20th October. Position on the RFP secured

Manager Review Comments  Great job by Ben and his team.

' System Information

Created By @) Gary Smith, 10/8/2021, 7:13 AM Last Modified By @ Gary Smith, 8/15/2022, 7:22 AM

You can use the Outcome, Owner Review Comments, and Manager Review Comments to record
post completion notes and lessons learned.

You may also want to record Activities on the Objectives page layout to schedule and track actions
needed to complete the Objective successfully.

Use the reports and dashboard that comes with the app to track overall progress on Objectives.
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3.6.2 Account Plan Contact Roles

You can track the role played by Contacts at your customer in the context of the Account Plan using
the Account Plan Contact Roles.

This feature also allows you to define the extent to which each Contact is a positive or negative
influence on your Account Plan.

You can, of course, customize the picklist values for the Role and Relationship Strength. See the end
of this section for instructions on how to do this.

To get started, click the Role Assignment button on the Account Plan Contact Roles related list.

Account Plan Contact Roles (4) Role Assignment
First Name Last Name Role Relationship Strength
David Morgan Project Manager Interested in You v ‘
Jim Jimson Financial Approver Sees You Same As Everyone Else v ‘
Sue Peters Decision Maker Will Recommend You v ‘
Pat Stumuller Gatekeeper Mildly Negative v ‘

View All

The next page lists all the Contacts on the Account. You can define the Role and Relationship
Strength for the Contacts. (You don’t have to do this for every Contact, only those you believe are
playing an important role in the context of your Account Plan).

Account Plan Role

Contact Assignment

Assign Contacts to Account Plan Role

CONTACT ROLE RELATIONSHIP STRENGTH

Jim Jimson Financial Approver v Sees You Same As Everyone Else v

David Morgan Project Manager v Interested in You v

Sue Peters Decision Maker v Will Recommend You v

Pat Stumuller Gatekeeper v Mildly Negative hd

Tim Thompson —None-- v ~None-- v

Add Contact

Save Cancel

You can also use the Add Contact button in the lower left corner of the page to add Contacts from
other Accounts.
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Finally, here’s how to modify the Role and Relationship Strength picklist values:

a) Go to Setup, Object Manager.

b) Scroll down to the Account Plan Contact Role object.
c) Click Fields and Relationships.

d) Click the Role or Relationship Strength field.

e) Modify the picklist in the Values section.

3.6.3 Account Plan Partner Roles

In the previous section, we defined the people playing a role on your Account Plan. The Account Plan
Partner Roles let’s you define the other companies that will influence the success of your plan.

To get started, click the Partner Role Assignment button on the related list.

B Account Plan Partner Roles (4) Partner Role Assignment
Account Name Partner Type

United Oil & Gas Corp. Consultant v
Dickenson PLC Introducer A
Burlington Textiles Systems Integrator v
Edge Communications Buying Group v

View All

On the next page, use the Add Partner button to search for and add other Accounts.

Account Plan Role

Partner Assignment

Assign Partners to Account Plan [Pyramid Construction Inc.]

PARTNER ACCOUNT PARTNER TYPE

United Qil & Gas Corp.
- - P Consultant ~

Burlington Textiles Systems Integrator v

Add Partner

Save Cancel

Finally, define the role of each company using the Partner Type field.
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Here’s how to modify the Partner Type picklist values:

a) Go to Setup, Object Manager.
b) Scroll down to the Account Plan Partner Role object.
c) Click Fields and Relationships.

d) Click the Partner Type field.

e) Modify the picklist in the Values section.

3.6.4 Account Plan Colleague Roles

Now it’s time to identify your colleagues that will play a role on the Account Plan.

GSP.

GARY SMITH PARTNERSHIP

The purpose of this feature is to define the other people that will contribute to the success of your
Account Plan. This way we are formalizing the contribution each person needs to play (rather than

leaving it to chance!).

To get started, click the Colleague Role Assignment on the Account Plan Colleague Role related list.

Account Plan Colleague Roles (3)

User
;'_": Ben Affleck
& will Nijjer

@4 Gary smith

Colleague Role
Executive Sponsor
Project Manager

Customer Services Lead

View All

Colleague Role Assignment

Use the Add User button to link colleagues to the Account Plan and define their contribution using

the Colleague Role picklist.

Account Plan Role
User Group Assignment

Assign Users to Account Plan [Pyramid Construction Inc.]

USER

Ben Affleck

will Nijjer

Gary Smith

Add User
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To customize the Colleague Role picklist:

a) Go to Setup, Object Manager.

b) Scroll down to the Account Plan Colleague Role object.
c) Click Fields and Relationships.

d) Click the Colleague Role field.

e) Modify the picklist in the Values section.

3.7 The Opportunity to Account Plan Relationship

The KPI section of the Account Plan shows the value of opportunities linking to the plan. By default,
the app rolls up the Amount field from the opportunities, but you can modify this to roll up custom
fields.

Here’s an example of the Amount fields rolling up to the Account Plan. With the exception of the
Sales Target (which you populate manually), all fields calculate automatically.

v KPI's

Sales Target £500,000

Won Revenue £325,000 Target Achieved % 65%
Pipeline $220,000 Pipeline as % of Target 44%
Weighted Pipeline $109,000 Weighted Pipeline as 22%

% of Target

Total Expected $434,000 Forecast Target 22%
Revenue Achievement

Forecast Target -£66,000

Variance

You also get a great sense of the Account Plan performance using the embedded chart on the right:
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Account Plan Performance

600K
400K

200k

Sumn of Sales Target, Sum of Won

-200k

Pyramid Construction Inc.

Account: Account Name

vieasure [ Sum of Sales Target @ Sum of Won Revenue Sum of Weighted

View Report As of Today at 7:02 AM (&

The chart shows the Sales Target, revenue from won deals, the weighted pipeline value (Amount *
Probability) of deals due to Close, and the Expected Variance (Sales Target minus won revenue and
the weighted pipeline value).

3.7.1 How Opportunities Link to Account Plans

An opportunity will automatically link to an Account Plan when:
a) The opportunity is on the same Account as the Account Plan, and
b) The Close Date of the opportunity falls within the From and To date fields on the Account
Plan.

If the Close Date switches to a period outside the Account Plan dates, then the opportunity will
unhook from the existing plan and link to relevant plan on the Account. (If no Account Plan exists for
the period, the opportunity will link up when a plan is created).

To see the opportunities linking to the Account Plan, scroll down the page. Here’s an example of
what you should expect to see:

Opportunities (6+) New
Pyramid Construction Weaving Plant Generator | v Pyramid Construction Refinery Generators v Pyramid Installation v
Close Date: 3/11/2022 Close Date: 6/17/2022 Close Date: 12/5/2022
Stage: Closed Won Stage: Closed Won Stage: Qualification
Amount: $235,000.00 Amount: $90,000.00 Amount: $10,000.00
Pyramid Portable Generators v Pyramid Installations v Pyramid Emergency Generator v
Close Date: 11/15/2022 Close Date: 12/5/2022 Close Date: 12/9/2022
Stage: Id. Decision Makers Stage: Proposal/Price Quote Stage: Needs Analysis
Amount: $50,000.00 Amount: $20,000.00 Amount: $90,000.00

view All
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Bear in mind that opportunities from child Accounts do not link to Account Plans on the parent or
top-level Account. This reduces complexity on the higher-level Account Plans. It also reflects the
common scenario where you need separate Account Plans at the corporate HQ, and divisional or
business unit levels.

3.7.2 Rolling up Custom Value Fields

By default, the values in the KPI section are based on the opportunity Amount field. That’s because
the standard Amount is the one field, we can guarantee everyone has in their Salesforce
environment.

However, we have built flexibility into the app so that with some straightforward configuration you
roll custom fields from the opportunity up to the Account Plan.

There’s a four-step process for doing this, which we’ll show you in detail. The three steps are:
1. Create three formula fields on the opportunity.
2. Dragyour three opportunity fields into the Field Set called GSP Account Plan on the
opportunity.
3. Create three matching Currency (not formula) fields on the Account Plan.
4. Add Target and Variance fields to the Account Plan.

We'll walk through this with an example. Let’s say you have a custom field on the opportunity called
ARR (short for Annual Recurring Revenue) and that the API Name for this field is ARR_c.

Create three opportunity formula fields

The first step is to create three formula fields with the type of Currency on the opportunity. These
will store the won, pipeline, and weighted pipeline values for your custom field.

Here are the formulas you can use, based on our ARR field. You can substitute ARR_c with the API
Name of your custom field.

Field Name Formula

Won ARR IF (IsWon = True, ARR__c, 0)

Pipeline ARR IF ( IsClosed = False, ARR__c, 0)

Weighted Pipeline ARR IF (IsClosed = False, (ARR__c * Probability ), 0)

GSP Account Plan Field Set

Next, drag your three new formula fields onto the field set. To do this, click:
a) Setup.
b) Opportunity Object.
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c) Field Sets.
d) GSP Account Plan.

Drag the three formula fields into the field set:

SETUP > OBJECT MANAGER

a2 Opportunity

GSP Account Plan

Details Save | Cancel | £\ Undo Redo | || [= Field Set Properties

Opportunity quck Find| Opportunity Name x
(zzETiIy ARR Weighted Pipeline..

Account Plan
Pipeline Won ARR
Pipeline ARR Won Revenue

Fields & Relationships

Page Layouts

Lightning Record Pages

Weighted Pipeline

Buttons, Links, and Actions

Compact Layouts
Drag any of the fields above into the list below.

Field Sets

In the Field Set !

Object Limits

Weighted Pipeline]
Record Types Pipeline

Won Revenue
Related Lookup Filters Won ARR

Pipeline ARR
Search Layouts Weighted Pipeline ARR

List View Button Layout

Triggers

Don’t forget to click Save on the Field Set.
Three Matching Currency Fields

Now create three new fields on the Key Account Plan object to store the values rolling up from the
opportunity.

To do this, go to:
a) Setup.
b) Key Account Plan.
c) Fields & Relationships.

Now create your three Currency fields (not currency fields, just straightforward Currency fields). The
critical thing is that these three fields have the same API Name as the fields on your Opportunity.

(The easiest way to do this is make sure the Label of each field matches the corresponding
opportunity field. Salesforce will then create a matching API Name).

In each case, enter 0 (zero) as the Default Value when creating the fields.
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By the way, bear in mind the fields on the Account Plan won’t update until you make a change to an
opportunity that fires the underlying trigger. To do this, temporarily change an opportunity stage or
the value of your custom field.

Target and Variance Fields

Finally, you probably want to create Target and Variance fields on the Account Plan.

To do this, create the following fields based on our example. You can substitute your own custom
field values where appropriate.

Field Name Type Formula

ARR Target Currency n/a

Expected ARR Formula (Currency) Won_ARR__c+ Weighted Pipeline_ARR__ ¢
ARR Target Variance Formula (Currency) Expected ARR__c- ARR_Target c

Here's what the final result looks like, after we’ve neatly grouped the fields together on the Account
Plan page layout.

~ ARR Performance

ARR Target £15,000
Won ARR $7.500
Pipeline ARR $14,500

Weighted Pipeline ARR $6,650
Expected ARR £14,150

ARR Target Variance -$850

Remember, you’ll need to make a change to the stage or value on an opportunity to initiate the
trigger that rolls up the values from your custom field.
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3.8 Account Hierarchy Page

The Account Hierarchy Button opens a page shows you the parent-child relationship between
companies within a group.

Note you need to initiate this page before clicking it for the first time, details below.

Here’s the button on the Account Page Layout:

2021--10--3

+ -
N les Targe get Ach
Pyrami truct ! 1/1/2022 12/31/2022 4 $500,000 65 !
Details Related List Quick Links @
Pyramid Construction - 2022 - Account Plan
(=
Py
Z mber 4
S Account Plan Performance
Approved
v Account Plan Strategy s
2
riv etes o ;
“ @ -
Account Hierarchy for Pyramid Construction Inc. Back To Account Plan
Ex| Logistics and Transport
Contacts
Name Title Reports To
Josh Davis Director, Warehouse Mgmt
Barbara Levy SVP, Operations
Dickenson PLC
Contacts
Name Title Reports To
Andy_Young SVP, Operations
Burlington Textiles
Contacts
Name Title Reports To De
Jack Rogers VP, Facilities
Edge Communications
Contacts
Name Title Reports To
Sean Forbes CFO
Rose Gonzalez SVP, Procurement
Pyramid Construction Inc.
Contacts
Name Title Reports To Department
Jim Jimson Chief People Officer David Morgan
David Morgan CEO
Sue Peters Head of Operations.

Tim Thompson
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You can see the page lists all the Accounts within the overall hierarchy, along with the associated
Contacts.

3.8.1 Initiating the Account Hierarchy Page

The page relies upon the standard parent-child field on the Account. However, it uses this
relationship to populate a new Account field contained within the page, Top-Level Account.

To initiate the page (you only need to do this once):
a) Click the Account Plan Setup tab.
b) Click the button Link Historical Accounts.
c) Click the link above the button to monitor the progress of the batch job.

The batch process will run, populating the Top-Level Account field upon which the Account
Hierarchy page relies.

Pro tip: Temporarily switch off any Account validation rules when running the batch process. This
reduces the chance that the Top-Level Account fails to populate because the data on an existing

Account contravenes the validation rule.

Users will not be impacted by the batch process, and it is safe to run during normal business hours.

3.8.2 Customizing the Account Hierarchy Page

The Account Hierarchy page shows Accounts with related Contacts. For each Contact, a pre-defined
set of data is displayed, including Title, and Reports To.

Nevertheless, you can customize the Contact-related fields that appear on the page.

To do this, go to:
a) Setup.
b) Object Manager.
c¢) Contact.
d) Field Sets.
e) Click on the Contact Hierarchy field set.

Drag any standard or custom field from the Contact into the field set:
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SETUP > OBJECT MANAGER

& Contact

Details

Fields & Relationships
Page Layouts

Lightning Record Pages
Buttons, Links, and Actions
Compact Layouts

Field Sets

Object Limits

Record Types

Related Lookup Filters
Search Layouts

List View Button Layout

Save | Cancel

Undo Redo [ Field Set Properties

Contact
Account ID

@, Quick Find| Contact Name x

Department
Reports To
Role

I Title

Drag any of the fields above into the list below.

In the Field Set *

Title
Reporis To
Department
Role

The fields in the Field Set then appear for each Contact in the Account Hierarchy page.

3.9 Account Fields

The app includes the following Account level fields. Add some or all of these fields to your Account

page layouts.

Field Label

Description

Current Segment

Use this picklist field in conjunction with Target
Segment. Many companies track the current and
desired status of Accounts using these two fields. The
picklist values can be customized to suit the way your
business segments its customers and prospects.

Target Segment

Use in conjunction with Current Segment, see above.

Top Level Account

An automated lookup relationship to the highest-level
Account within a group of companies linked by the
parent-child standard relationship. Use the batch
process on the Account Plan Setup page to initiate this
for existing Accounts.

Master Account

Text field that populates with the name of the Top-
Level Account. Useful in reports and dashboard charts.

The following fields are deprecated: Account Call Frequency, Account Last Activity Date, Account

Next Activity Date.
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3.10 Reports and Dashboards

The app includes pre-built dashboards with underlying reports for the Lightning and Classic
interfaces.

To view the Lightning Dashboard:
a) Click the Dashboards tab.
b) Navigate to All Folders on the left.
c) Select the Account Planning Folder.
d) Click the Account Planning (Lightning) Dashboard.

The dashboards contain multiple charts that report performance on Sales KPIs and Objectives.

You can add a filter to the dashboard in the usual way (click Edit on the dashboard, then Filter). The
dashboard layout can be edited using the standard Edit button.

The reports can be used to create additional components on other dashboards.

We recommend that before customizing any reports, you select Save As and create a clone of the
report. This allows you to modify the report and adapt it to your specific business.

4 Additional Account Planning Resources

Here’s where you can find more resources and information to help you drive maximum benefits
from the GSP Account Planning app:

How To Build Key Account Plans That Actually Work. Blog post showing the GSP Account Planning
app in action, along with tips and guidance.

10 Account Planning Best Practice Tips. Recommendations on maximizing the impact and benefits of
Account Plans.
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5 Get More Help
Don’t hesitate to get in touch if you have any questions about the GSP Account Planning App.

It's easy to do.

Go to our website and enter your details into the Contact Us form. We’ll reply to you and arrange a
good time to talk.
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