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Step 4
Where are we now? What does that mean? Where do we want to be?

How we will get there?

Client Knowledge Risks
We understand the clients business
issues and existing programmes /
projects.

Financials
We have clarity on current share of
wallet and revenue under contract.

Relationships Strengths
We are aligned with the key

stakeholders.

Propositions
We understand the white space
between what they are buying and
could be buying.
Competition
We know who and what we are
competing against and how we can
compete.
Service Delivery
We are delivering to the client
expectations and understand the
measurable value we are adding

Opportunities

SBRConsulting © All Rights Reserved | 2022 1 ACCOUNT DEVELOPMENT
Material originally created by A.Morton & S.Lotherington



