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User Guide Sales
Account Plan

The Sales Account Planning app in Creatio helps Sales teams build
and track strategic plans for key accounts. The app provides visibility
into account goals, financial performance, opportunities, win rates,
risks, customer insights, and competitive positioning.

This guide explains how to navigate the app, manage account plans,
create objectives, and understand KPI calculations.

c Install the application from Creatio MarketPlace

a Accessing the Sales Account Plan App
e Open Creatio.

e Select Sales Account Plans from the left navigation panel.
e The Account Plan List page opens.
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e Creating a New Sales Account Plan

1.Click New.
2.Enter the following details:
Account Plan Name
Account
Start Date
End Date
Status (Draft/ In Progress / Done)
3.Fill in the strategic content:
o Account Vision
o Notes
4. Expand the structured sections:
o SWOT Analysis
o Customer Landscape
o Competitive Landscape
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Each section includes editable fields such as:
o Strategic Priorities
e Challenges
e KPIs
e Competitors
e Industry Trends
These help build a complete understanding of the customer.
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o Understanding KPIs (Dashboard Tiles)

Revenue This Quarter: The sum of all Closed Won opportunity amounts
from the current fiscal quarter.

Revenue Last Quarter: The sum of all Closed Won opportunity amounts
from the previous fiscal quarter

Opportunity Win Rate This Quarter: % of opportunities Closed Won this
quarter divided by all Closed Won + Closed Lost opportunities this quarter.
Only opportunities with an Amount populated are counted.

Opportunity Win Rate Last Quarter: % of opportunities Closed Won
previous quarter divided by all Closed Won + Closed Lost opportunities
previous quarter. Only opportunities with an Amount populated are
counted.

Viewing Open Opportunities: The Open Opportunities widget shows:
Opportunity count and Stage breakdown (e.g., Qualification, Contracting)

Auto-refresh behavior:

KPIs update automatically whenever:
o an opportunity is added
o an opportunity is modified
o an opportunity is moved to Closed Won or Closed Lost
o an opportunity is deleted

No manual refresh required.
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e Adding Objectives to an Account Plan

Objectives define measurable outcomes you want to achieve within the

account.
To create an objective:
e Go tothe OBJECTIVES tab in the account plan.
e Click New Objective.
e Enter: Name, Description, Objective Owner, Start Date and End Date
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e Adding Measures to Objectives

e In the Calculation Definition dropdown, select an existing rule such as
Opportunity Revenue Target

e On the right panel, select the opportunities that should contribute to this
KPI.

e The Current Value field is automatically calculated based on the rule.
(Current Value = Sum of Amounts from selected Closed Won
opportunities)

e If you Set Calculation Definition to None then enter Current Value and
Target Value manually.
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Q Summary

The Sales Account Plan App in Creatio provides a structured, automated
framework for managing strategic accounts. It combines:

e Strategic planning
KPI tracking
Automated win rate calculations

e Revenue insights

e Opportunity health

e Objective measurement and goal tracking
This enables sales teams to plan effectively, measure performance, and align
with customer goals.
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