A ACCORD

The Ultimate Guide to Al-Powered
Account Planning for B2B Sales

Introduction

In B2B sales, account planning is the foundational process of mapping out the critical details
about your potential customers. It involves understanding their priorities and challenges and
building a strategy to position your solution with the key stakeholders who matter most.

In 2025's competitive selling environment, just having an account plan isn't enough.
Top-performing teams are moving beyond hours of manual research and leveraging Al to gain a
significant advantage. This guide is your new resource for up-leveling your team's account
planning strategy with the power of Al.

By combining a deep, consultative understanding of your account's business goals and priorities
with Al-driven insights, you can become a true partner to your buyers. This approach will help
you hit your targets while enabling you to consistently win and retain key accounts.

Account Overview

To get the most out of any Al tool, you first need to give it the right context. An Al that doesn't
understand your company, your solutions, or your ideal customer will provide generic and
unhelpful responses. Think of it as the difference between asking a random person on the street
for directions versus asking a seasoned local guide who knows the best routes.

By "priming" your Al with key information about your own business, you transform it from a
general search engine into a powerful sales assistant. This one-time setup is the most crucial
step for ensuring the Al can connect a prospect's challenges directly to your unique value
proposition.

This initial step is the foundation for everything that follows. In a tool like Accord, this context is
set once at the playbook level, automatically creating a purpose-built sales assistant that keeps
sellers in their workflow. The Al is primed with your company's unique context just once, and
that intelligence is then embedded directly into every account plan, for every rep—no extra
steps needed.

Before running any of the prompts in this guide, use the following template to give the Al your
company’s core information. This ensures all of its outputs are framed through the lens of what
you sell and who you sell to.


https://inaccord.com/blog-posts/top-5-elements-of-account-planning
https://inaccord.com/
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Prompt:

None

You are a sales strategy assistant for [Your Company Name].

Your goal is to help me research prospects and develop strategic
messaging that connects their business needs to our solutions.

Here is the core context about our business:

Our Company: [Add your 25 or 50-word company description here.
Example: Accord is the Revenue Excellence Platform that
transforms your sales processes into enforceable playbooks,
helping every rep sell like a top performer.]

Our Solution: [Briefly describe your key product or service.
Example: We provide a platform that turns scattered sales
training and documentation into enforceable playbooks that
reps use as their daily workspace. ]

Our Ideal Customer: [Describe your ICP. Example: We sell to
companies with a minimum of 10 reps, typically in the
software industry, that are investing in their sales
methodologies and have a process-oriented sales leader.]

Business Outcomes We Drive: [List the key results you deliver.
Example: We help teams achieve guaranteed process adoption,
gain real visibility into deal health, improve forecast
accuracy, and save on enablement costs.]

Keep this context in mind for all subsequent requests I make.
First, confirm you understand.

Why This Works: By giving the Al your specific business context upfront, you transform it from
a generic tool into a specialized sales assistant. Every subsequent output is automatically more
relevant because it's analyzed through the lens of your unique value proposition, ensuring all
insights are tailored to your solution.
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Account Overview

This first section is a high-level overview of the account, capturing essential company details.
This information sets the stage for a deeper strategic dive.

Company: [ company name]

Location: [HQ or primary location]

Company Size: [number of employees]

Business Model: [how the company makes money]

Products: [key products or solutions the company sells]

Org/ Team: [primary department(s) or team(s) you're selling to]

& Al-Powered Research Tip

To earn credibility, you need to understand the forces shaping their business—from their
revenue model and competitive positioning to recent announcements and industry-wide
pressures. The following prompt helps you look past the basic company webpage and quickly
generate the strategic intelligence that actually matters for your sales approach

Prompt:

None
You are a strategic account researcher preparing for a
high-stakes enterprise sale.

Research [Company Name] and provide:

1. BUSINESS CONTEXT: Their primary revenue model, target market,
and competitive positioning

2. RECENT DEVELOPMENTS: Any major announcements, leadership
changes, or strategic shifts in the last 6 months

3. GROWTH INDICATORS: Signs of expansion, new market entry, or
scaling challenges

4. INDUSTRY PRESSURES: Sector-specific challenges they're likely
facing (regulatory, competitive, economic)

Format as a brief executive summary with specific details, not
generic descriptions. Include sources where possible.
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Why This Works: Instead of just getting basic firmographics, you're uncovering the strategic
context that will inform your entire approach. This gives you the insights you need to earn that
first conversation and build credibility from the very first touchpoint.

Executive Summary

This is where the real strategy begins. The executive summary section focuses on
understanding the company's high-level goals, the quantifiable challenges they face, and the
metrics they use to measure success. Remember, this is about their world, not your solution

(yet!).

e Executive-Level Priorities: [ company-wide, exec-level strategic
priorities and goals]

e Challenges / Initiatives: [quantifiable opportunity or problem that
execs care about]

e Org-Level Priorities: [priorities and goals of the department(s) you're
selling to]

e Metrics or OKRs: [company & department OKRs or key metrics they're
tracking]

e Tactics: [key tactics the company & department is implementing to
achieve their goals]

@& Al-Powered Strategic Analysis

To effectively engage executive buyers, you need to understand their business at a strategic
level. This means going beyond the company homepage and digging into their financial filings,
investor presentations, and earnings calls. The following prompts are designed to turn these
dense documents into a concise strategic brief, helping you extract the priorities, pressures, and
KPIs that leadership is measured on.

For Public Companies:
None

You are a McKinsey partner analyzing a potential client's
strategic position.

Analyze [Company Name]'s latest 10-K filing, recent earnings
calls, and investor presentations. Focus on:
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1. STATED PRIORITIES: What are the top 3 strategic initiatives
leadership is being measured on?

2. PRESSURE POINTS: What specific challenges or risks do they
repeatedly mention?

3. INVESTMENT AREAS: Where are they allocating capital and
resources?

4. SUCCESS METRICS: What KPIs does leadership reference most
frequently?

5. COMPETITIVE THREATS: What external pressures are driving
urgency?

Present this as a strategic brief with specific quotes and data
points. Highlight any gaps between stated priorities and actual
resource allocation.

For Private Companies:

None

You are a business strategy consultant researching a private
company.

Research [Company Name] using available sources (press releases,
news articles, leadership interviews, industry reports). Analyze:

1. GROWTH TRAJECTORY: Recent funding, expansion, or scaling
indicators

2. MARKET POSITIONING: How they differentiate from competitors

3. LEADERSHIP PRIORITIES: Based on CEO/founder interviews or
company announcements

4. INDUSTRY PRESSURES: Sector-specific challenges affecting
similar companies

5. OPERATIONAL FOCUS: Technology investments, hiring patterns, or
strategic partnerships
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Present findings as a strategic overview with specific sources.
Note any gaps where additional discovery is needed.

%’ Scale with Accord Intelligence

Accord Intelligence is your Al-powered advantage for B2B sales, built to help you understand
your customer's business on a deeper level. It enables you to create value-based Account Plans
in seconds by automatically surfacing critical data points your team should be reviewing ahead
of meetings with prospects. This gives you a more complete view of their organization and a
point of view on how your platform capabilities align with their growth and priorities—all native to
your workflow without adding friction.

Persona Mapping & Pain Point Analysis

Understanding your key stakeholders goes beyond just knowing their names and titles. To build
genuine influence and craft compelling messaging, you need to understand each persona's
unique challenges, motivations, and decision-making criteria. This section helps you create a
comprehensive persona map that reveals the human story behind each stakeholder.

A well-crafted persona map transforms generic outreach into targeted, relevant conversations
that resonate with what each individual actually cares about. By systematically analyzing pain
points, goals, and communication preferences, you can tailor your approach to each
stakeholder's specific context and priorities.

& Al-Powered Stakeholder Intelligence

This prompt creates a comprehensive table that captures the essential elements of each
persona, giving you a clear roadmap for how to engage with each stakeholder effectively.

Prompt:
None

You are a behavioral analyst and sales psychology expert creating
a comprehensive persona analysis.

Research the following stakeholders at [Company Name] and create
a detailed persona mapping table:
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Stakeholders to analyze:

- [Job Title 1]

- [Job Title 2]

- [Job Title 3]

- [Add additional job titles as needed]

Create a table with the following columns:
1. **Job Title**

2. **Primary Pain Points** (3-4 specific challenges they face)
3. **Success Metrics** (KPIs they're measured on)

4. **Decision Criteria** (What factors influence their choices)
5. **Communication Style** (How they prefer to receive
information)

6. **Influence Level** (High/Medium/Low on purchasing decision)
7. **Relationship Dynamics** (How they interact with other
stakeholders)

8. **Messaging Angles** (Key value propositions that would
resonate)

Format this as a comprehensive table. For each pain point, be
specific about the business impact and urgency level. Include
insights about their background, recent company changes, and
industry pressures that might be affecting their priorities.

Make sure each persona is distinct and actionable for sales
outreach and meeting preparation.

Why This Works: This systematic approach ensures you understand each stakeholder as a
complete individual rather than just a job title. The table format makes it easy to reference
during prep calls, tailor your messaging, and coordinate your multi-threading strategy across
your sales team.

Stakeholder Mapping with Accord Intelligence: Accord Intelligence automatically surfaces
critical stakeholder insights and persona data, helping you identify the complete buying
committee and understand what motivates each individual—all without manual research. This
ensures you're always prepared with the right message for the right person at the right time.



https://inaccord.com/use-case/accord-intelligence
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Potential Solutions

Now it's time to connect the dots. How does your solution directly address the customer's
strategic initiatives, goals, and challenges that you've uncovered?

e Relevant Use Cases: [ The main use cases for your solution that the
account would leverage to achieve their goals]

e Validation: [Any details about how to validate and prove ROI - pilot
/ trial period, etc.]

¢ Al-Powered Value Engineering

A powerful business case translates your product's features into the language of business
outcomes: revenue, cost savings, and risk reduction. The following prompt helps you use Al to
build a compelling narrative that quantifies the prospect’s current pain and needs. By mapping
your capabilities directly to their stated challenges and success metrics, you create a business
case that is tailored and financially justified.

Prompt:

None
You are a solutions architect creating a business case
presentation.

Given:

- Customer: [Company Name]

- Their primary challenge: [Specific challenge from Executive
Summary ]

- Their success metric: [Specific KPI they're tracking]

- My solution capabilities: [Your key features/capabilities]

Create a compelling value proposition that includes:

1. CURRENT STATE: Quantify their existing pain/cost

2. DESIRED OUTCOME: Specific, measurable improvement they want

3. SOLUTION MAPPING: How your capabilities directly address their
needs

4. BUSINESS IMPACT: Projected ROI with realistic assumptions

5. PROOF POINTS: Similar customer successes or data points

6. RISK MITIGATION: How you'll minimize implementation risk
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Present as a clear business case with specific numbers and
timelines where possible.

Business Case Development with Accord Intelligence: Accord Intelligence enables you to
draft Business Cases with the click of a button, building quantifiable ROI calculations directly
connected to their stated business priorities—setting your buyer up for success with clear,
compelling business justification.

Mutual Action Plan & Timeline

A successful deal is built on a foundation of trust and guidance. As a seller, your role is to make
the evaluation process easier for your buyer, guiding them through the complexities of the
purchase and building a partnership that extends beyond the signed contract.

A Mutual Action Plan (MAP) outlines key milestones, action items, and deadlines to keep the
deal on track and aligned with your buyer's goals.

@ Tip: The most effective MAPs are built with your buyer. You must validate the timeline,
milestones, and desired outcomes with them to create shared accountability and drive
engagement throughout the sales process.

Al-Powered MAP Development:

None

You are a seasoned sales executive creating a mutual action plan.

Based on this deal context:

- Company: [Company Name]

- Decision timeline: [Their stated timeline]
- Key stakeholders: [List from above]

- Solution scope: [Your proposed solution]

Create a detailed mutual action plan that includes:

1. DISCOVERY PHASE: Key questions to validate assumptions
2. EVALUATION CRITERIA: How they'll measure success


https://inaccord.com/use-case/mutual-plans
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STAKEHOLDER ALIGNMENT: Who needs to be involved when
TECHNICAL VALIDATION: Proof points they need to see
BUSINESS CASE DEVELOPMENT: Joint ROI modeling
PROCUREMENT PROCESS: Their internal approval workflow

. IMPLEMENTATION PLANNING: Post-signature success factors

N o o W

Include specific timelines, owners, and success criteria for each
phase.

Drive Engagement with Accord: Accord's Mutual Action Plans enable you to align on
objectives, milestones, timelines, and next steps to drive engagement and accountability with
your buyer. Follow a shared roadmap that ensures all stakeholders are involved at the right time
with complete timeline visibility and reminders for efficient stakeholder management.

Risks

No deal is without its obstacles. Proactively identifying potential risks, challenges, and blockers
is essential to protecting your forecast and getting the deal done.

e Risk1: [add details]

o How are we proactively avoiding / overcoming this?: [action plan]
e Risk2: [add details]

o How are we proactively avoiding / overcoming this?: [action plan]

@ Al-Powered Risk Assessment

You must move beyond surface-level challenges and proactively identify the hidden risks that
can derail an opportunity. The following prompt is designed to help you conduct a
comprehensive deal review from the perspective of a sales leader. By systematically analyzing
economic, competitive, and technical factors, you can uncover critical blind spots and develop
specific strategies to keep your deal on track.

Prompt:
None

You are a chief revenue officer conducting a deal risk
assessment.


https://inaccord.com/use-case/mutual-plans
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Analyze this deal scenario:

Company: [Company Name]

Deal size: [Deal value]

Sales cycle stage: [Current stage]

Key stakeholders: [List from above]
Competitive situation: [Known competitors]
Timeline pressure: [Their urgency/deadline]

Identify potential risks in these categories:

a b WON =

POLITICAL RISKS: Internal dynamics that could derail the deal
ECONOMIC RISKS: Budget/ROI concerns that could emerge
COMPETITIVE RISKS: How competitors might outmaneuver us
TECHNICAL RISKS: Implementation or integration challenges

. TIMELINE RISKS: Factors that could delay decision-making

For each risk, provide:

Probability (High/Medium/Low)
Impact if it occurs

Early warning signs to watch for
Specific mitigation strategies
Contingency plans

Prioritize the top 3 risks that require immediate attention.

Risk Management with Accord Intelligence: By aggregating all critical data points your team
should be reviewing, Accord Intelligence helps you proactively identify potential risks and
develop mitigation strategies—all while maintaining visibility and accountability throughout your
sales process.

Execute Value-Based Selling at Scale

Account planning is time-consuming and inconsistent. Reps skip steps, research gets outdated,
and insights can live in individual heads instead of benefiting the entire team. The problem isn't
effort—it's friction.
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That's why we built Accord Intelligence.

It's designed with a field-friendly philosophy where everything is native to a seller's workflow. No
Al expertise needed. No new tools to learn, train, or maintain. No context-switching between
countless siloed systems. Just smarter, value-based selling exactly how your team works today.

With Accord Intelligence, you can:

e Create value-based Account Plans in seconds
e Draft CFO-proof Business Cases with the click of a button
e Proactively multithread by identifying missing stakeholders on key deals

This is the future of revenue execution: human-first sales, powered by purpose-built Al. No
context-switching. No friction. Just closing more deals and driving a more value-based customer
journey.

Ready to transform your account planning process? Learn more about Accord Intelligence
today.



https://inaccord.com/demo
https://inaccord.com/demo
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