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QBRs is the Spot where ‘X’ Equals
Ecosystem Growth w

SUCCESSFUL

ccccccccc

End Customer Account Action Plan
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Partner Account Action Plan

A

IDENTIFY OVERLAPS: BUILD: ONE-CLICK QBR BUILD BUILD SET PARTNER PROFILE
- ' ; = Instant PPT & PDF Export ENABLEMENT BUSINESS TARGETS PARTNER BUS
Identify Customers, Overlap End p ) )
Erorer Wit ST PLAN: Assess, ACTION PLAN Set program Define needs,
PP Y, = Consolidated Partner & End score, and build Define goals targets by priorities, &

Prospect Overlaps Account Plans

Customer Status action plan and tasks partner positioning
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SUCCESSFUL SUCCESSFUL SUCCESSFUL SUCCESSFUL

= For all partner meetings

= CROSSBEAM ()

SUCCESSFUL
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= |dentify Overlaps = Define Business Priorities

= Build Account Plans = Collaborate on Targets

= Manage Opportunities = Build plans and Tasks

= Close Deals S = Enable partners to succeed

“X Never Ever Marks the Spot”
(Except with Indiana Jones and QBRS)

Indiana Jones, The Last Crusade



Partnership & Ecosystem Glory Is
Realized in your QBR

End Customer Account Action Plan

A

r

IDENTIFY OVERLAPS:

Identify Customers,

Opportunity, &
Prospect Overlaps

Partner / Brand
Overlap End
Customer Mgmt.

Map by
“population”

Identify “Brand”
account owner

Identify
“Partner”
account owner

BUILD:
Overlap End
Customer
Account Plans

Build End
Customer
Account Plans

Identify Acct.
sales stage

Build account
action plan

Progress deal
to next sales
stage

~N

ONE-CLICK QBR
= |nstant PPT & PDF Export

= Consolidated Partner & End
Customer Status

= For all partner meetings

J

MBR & QBR Glory ‘X’

Instant business review

Instant opportunity review

Instant overlap account
review

Instant task review

Partner Account Action Plan

A

BUILD
ENABLEMENT

PLAN: Assess,
score, and build
action plan

Work-the-Plan

Action
definition

]

Assign tasks

L,

Send
Notifications

Send
reminders

Track & report
status and
completion

BUILD
BUSINESS
ACTION PLAN
Define goals
and tasks

Work-the-Plan

Action
definition

<

Assign tasks

<

Send
Notifications

Send
reminders

Track & report
status and
completion

SET PARTNER
TARGETS

Set program
targets by
partner

Work-the-Plan

Manage plan
actions

Update task
status

Resolve action
barriers

Collaborate on
plan
achievement

PROFILE
PARTNER BUS
Define needs,
priorities, &
positioning

Key Plan Inputs

Partner business
priorities

Market growth
opportunities




Ecosystem Growth Is Realized when QBRs
Consolidate Partner & Customer Acct. Management

& == DROSSBEAM Best Practice Partnership
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succemsruL Sales Management Solution
| find that if | sit down and
think, the solution presents END CUSTOMER PARTNER
itself. — Professor Henry Jones OVERLAP ACCOUNT MANAGEMENT ACCOUNT MANAGEMENT

-~ ~o

Automated Account Planning Automated Joint Business Planning (JBP)
=hm Partner/Brand Account Matching Q‘ Partner Performance Dashboard I
b Overlap Account Matrix QQ Capabilities Scorecard
whm BY Customer, Opportunities, & Prospects Q‘ Business Action Plan
N \:: Q‘ Partner Account Planning & Tasks Qs Marketing Action Plan

Qs Partner QBR-Integrated Overlap Account Plans Q‘ Opportunity Sorting
l\» Task Manager

Q? Plan Acceptance & Approval

__________________________________________________________________________________________________________________________________________
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Dr. Henry Jones: This is a
new experience for me.

QBRs Build Committed Partnerships
Partner & End Customer Accounts

Indiana Jones: Happens to
me all the time."

Indiana Jones and the Last Crusade
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ACCOUNT MANAGEMENT

‘l END CUSTOMER

PARTNER
OVERLAP ACCOUNT MANAGEMENT
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ACMETECHPARTNER VS. SUCCESSFUL ECOSYSTEMS'S OPEN OPPORTUNITIES X

Search:

Finding the Right Opportunities
Requires You Dig in the Right Spot

Albertsons www.albertsons.com Open Opportunities Open Opportunities
City Market www.citymarket.com Open Opportunities Open Opportunities
Hyvee www.hyvee.com Open Opportunities Open Opportunities
Shaws www.shaws.com Open Opportunities Open Opportunities
Overlap AC count Shoprite www.shoprite.com Open Opportunities Open Opportunities
Statler Bros www.statlerbros.com Open Opportunities Open Opportunities

Planning v
Previous 1 Next
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: Overlap Acct. Matrix |
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Build Overlap Acct.
Plans

Manage Overlap

Acct. Plans Powered by _Zus (ROSSBEAM

Account Mapping Matrix

Customers 10 > 7
Overlaps Overlaps Overlaps
3522
5 B 2 S
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§ % E Opportunities Overlaps I Overlaps ': Overlaps
200 Yo ——— -
@ w 10 6 21
Prospects

Overlaps Overlaps Overlaps




Work Overlap Accounts with Partners
Your Sales Stages

to Advance Down

How to Build Overlap Account Action

Plans in Minutes:

1) Select from Overlap Accounts
2) Select Sales Stage
3) Select from Recommended Activities

Owverlap Account
Planning v

Overlap Acct. Matrix

e

1 Build Overlap Acct. H

{ Plans

|
|
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Manage Overlap
Acct. Plans

BUILD ACCOUNT ACTION PLAN

Plan Visualization and Status

Search by Select Activities Title

Account Name

Albertsons

Dillons

Select Sales Stage

MQL

Opportunity

Select Activities
Lead Score - Nurture
Sales Pitch
Convert to Opportunity
Deal Reg Approval
Deal Sizing

Deal Scoping

Manage Account Name, Select Sales Stage and Select Activities

Customer Name: *

Albertsons

o Select Sales Stage: *

MQL
o Lead Score - Nurture

-
E‘ Manage Select Activities Details

Full Task Title:

Activity Description:
Completion Status:
Planned Achievement Date:
Actual Completion Date:
Start Date:

Last Updated Date:

Notes:

0 required

Recommended

Score leads to prioritize MQLs & implement nurture emails and content

‘Work with Mary Hatch to build nurture campaign

Completed

10/15/2023

09/15/2023

09/15/2023

09/15/2023

Clarence Odbodu needs to give his blessings

status: [&

® completed @ Incompleted




Plan-your-Work with your Partners and
Work your Joint Account Action Plans

CROSSBEAM-PROVIDED ACCOUNT OVERLAP DATA (SUCCESSFUL ECOSYSTEMS VS. ACMETECHPARTNER)

. Completed In Progress . Not Started . Plan Not Created

Search: ‘ ‘

Planned Actual
Create/View Overlap Account Partner % Brand Activity Completion % | Achievement % | Completion %
Plan Website Population Population Full Task Title Description Status Date Date
. Clarence
Score leads to prioritize Work with QOdbodu
: Open Lead Score ) Mary Hatch to
Manage Albertsons www.albertsons.com Prospects - MQL MQLs & implement nurture . 10/15/2023 09/15/2023 09/15/2023  09/15/2023  needs to
Opportunities - Nurture . build nurture
emails and content ; give his
campaign blessings
Open Schedule - Deliver Work with Mr. Develop
— ; ; : Potter t
Albertsons  www.albertsons.com Prospects Opportunities SAL Sales Pitch  customized sales pitch, ﬁo l?r D't ) . 10/31/2023 R R 09/15/2023  ROI for the
demo, case study natize pitc solution
deck
Create a specific action for
sales lead acceptance to Work with
Manas Albert - - : QOpen sal Convert to trigger follow up meetings, George Bailey Build a
anage erisons | w.atberisons.com rospects Opportunities Opportunity ~ registration, lead handoff, to implement . 10/15/2023 9/15/2023  processin
and opportunity status the new Overlap Account Salesforce
reporting process Planning ~

Overlap Acct. Matrix
Manage Overlap Account Plans:

1) Select Plans to View Build Overlap Acct.
Plans
2) Update Plan Status

r---------\

3) Review with Partner to Track Progress SEEERAEER |
\ AectPlans

4) Update following meeting



Bring it all Together in One-Click

MBR / QBR Exports

Partner Account Management

A

Cover / Table of Contents

Partner Performance Dash
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Channel / Partner Contacts

Overlap End Customer Acct. Mgmt.

A

Opportunity Mgmt.
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OVERLAP ACCOUNT PLANNING
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Build Account Plans

Manage & Track Deal Progress
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