
From Strategy to Execution: The Account Planning Process 
for Share of Heart Relationships 
Understanding the Share of Heart framework and knowing how to build influence are 
essential foundations. But without disciplined execution and systematic tracking, even 
the best strategies remain unrealized potential. Strategic account planning transforms 
good intentions into measurable results by creating a structured approach to managing 
partner relationships over time. 
This article explores how to operationalize the Share of Heart principles through 
comprehensive account planning. You’ll learn how to document critical information, 
assess relationship health, track progress, and create actionable plans that drive 
continuous improvement. Whether you’re managing five strategic partners or fifty, this 
systematic approach ensures consistency, enables knowledge transfer, and maximizes 
the return on your channel investments. 

The Purpose and Power of Account Planning 
Effective account planning serves multiple critical functions that collectively transform 
how you manage channel partnerships. First, it documents your understanding of each 
partner’s business, goals, and situation, creating a single source of truth that prevents 
knowledge loss and enables seamless transitions if team members change. Second, it 
creates a strategic roadmap for building and deepening relationships, ensuring you’re 
not just reacting to opportunities but proactively creating them. 
Third, account planning identifies specific actions and initiatives to drive results, moving 
from general aspirations to concrete commitments with clear owners and deadlines. 
Fourth, it provides a framework for measuring progress and adapting strategies, 
enabling you to course-correct before small issues become major problems. Fifth, it 
facilitates knowledge transfer within your organization, ensuring institutional knowledge 
doesn’t reside solely in individual relationships. Finally, it enables strategic discussions 
with your leadership by providing data-driven insights into partner performance, 
relationship health, and resource requirements. 

Key Components of the Account Plan 
A comprehensive account plan includes seven critical sections, each designed to 
capture essential information and drive strategic thinking about the partnership. 
Section 1: Partner Profile and Overview 
This section captures fundamental information about the partner including company 
name, locations, and size; key stakeholders and decision makers; current partnership 
status and tenure; market segments and customer base; and competitive positioning 
and market share. This foundational data provides context for all strategic decisions and 
ensures everyone working with the partner has access to essential background 
information. 
Section 2: Goals Analysis 



Document the partner’s goals at multiple levels: corporate strategic objectives, business 
unit or division goals, individual stakeholder motivations, how your partnership can help 
achieve these goals, and metrics for measuring goal achievement. This section 
operationalizes the first pillar of Share of Heart by creating clear line of sight between 
partner aspirations and your partnership value. When you can articulate exactly how 
working with you helps partners achieve what matters most to them, you earn 
mindshare and priority. 
Section 3: Roles and Responsibilities Matrix 
Create clear delineation of roles by documenting what you will provide and deliver, what 
the partner will provide and deliver, joint activities and shared responsibilities, 
communication protocols and escalation paths, and review and optimization 
mechanisms. This section brings the second pillar to life by eliminating ambiguity about 
who does what. Clear roles prevent duplicate efforts, ensure gaps are covered, and 
create the foundation for seamless collaboration that maximizes efficiency for both 
parties. 
Section 4: Market Demand Assessment 
Analyze the market opportunity by identifying target customer segments and their 
needs, market size and growth trends, competitive landscape and positioning, barriers 
to adoption and strategies to overcome them, and emerging opportunities and threats. 
This section operationalizes the third pillar by ensuring your joint efforts focus on real, 
addressable market demand rather than theoretical opportunities that never materialize 
into revenue. 
Section 5: Opportunity Pipeline 
Track specific opportunities including active deals and their status, qualified prospects in 
various stages, strategic initiatives with long-term potential, resources required and 
support provided, and projected close dates and revenue. Monitor pipeline health 
metrics like total pipeline value, weighted forecast, number of active opportunities, and 
average deal size. This section provides the tactical execution layer that converts 
strategy into revenue. 
Section 6: Relationship Health Score 
Assess the current state of influence by evaluating strength of relationships with key 
stakeholders, partner satisfaction and engagement level, share of mindshare relative to 
competitors, recent wins and challenges, and trajectory (improving, stable, declining). 
This section provides early warning when relationships are weakening and validates 
when your influence strategies are working. It transforms the subjective feeling of 
relationship quality into objective metrics you can track over time. 
Section 7: Strategic Initiatives and Action Plan 
Define specific actions including key initiatives for the next quarter, specific actions with 
owners and deadlines, resource requirements and budget, success metrics and tracking 
mechanisms, and risk assessment and mitigation strategies. This section is where 
strategy becomes action. It creates accountability, ensures follow-through, and provides 
a clear roadmap for what needs to happen next to advance the partnership. 



Using the Account Planning Document Effectively 
An account plan is a living document, not a one-time exercise. To maximize its value, 
review and update it monthly or after significant events. Market conditions change, 
partner priorities shift, and opportunities evolve—your account plan should reflect these 
dynamics in real-time. 
Share relevant sections with partners to validate your understanding. The goals analysis 
and market demand assessment sections make excellent discussion topics for quarterly 
business reviews. When partners see that you’ve accurately captured their objectives 
and market insights, it reinforces your position as a strategic partner who truly 
understands their business. 
Use the account plan to prepare for strategic business reviews by reviewing recent 
progress, identifying topics that need discussion, preparing specific questions or 
proposals, and setting clear objectives for the meeting. This preparation ensures 
business reviews are productive strategic discussions rather than unfocused status 
updates. 
Reference your account plans when requesting internal resources or support. When you 
can show leadership a well-documented strategic rationale for why a partner deserves 
additional investment—backed by relationship health metrics, pipeline data, and clear 
action plans—you’re far more likely to get the resources you need. 
Track patterns across multiple account plans to identify systemic opportunities. If 
several partners express similar market concerns, it might signal a product gap or 
competitive threat. If multiple relationships show declining health scores, it might 
indicate a need to restructure your support model. Aggregate insights from individual 
account plans create powerful strategic intelligence. 

Measuring Relationship Health: The Share of Heart Scorecard 
One of the most valuable sections of the account plan is the relationship health 
assessment, which quantifies your level of influence using seven key indicators. Rate 
each on a scale of 1-5, where 1 means “strongly disagree” and 5 means “strongly 
agree.” 
The seven indicators are: Partner proactively brings us opportunities; Partner actively 
recommends our solutions to customers; Partner seeks our input on strategic decisions; 
Partner invests time in learning about our products; Partner responds quickly to our 
requests; Partner prioritizes our products over competing solutions; Partner shares 
valuable market intelligence with us. A total score of 28-35 indicates a strong Share of 
Heart relationship. A score of 21-27 suggests a healthy but improvable partnership. A 
score below 21 signals the need for immediate strategic intervention. 
Track these scores quarterly and watch for trends. A declining score, even if still in the 
healthy range, indicates weakening influence that requires attention. An improving score 
validates that your strategies are working and should be continued or expanded. 

Creating Actionable Quarterly Plans 



The strategic initiatives and action plan section is where account planning becomes 
most actionable. Each quarter, identify 3-5 key initiatives that will advance the 
partnership. For each initiative, define the specific objective, assign a clear owner 
(either on your team or joint ownership with the partner), set a realistic deadline, identify 
required resources or budget, and establish success metrics. 
Strong initiatives are specific, measurable, and tied to business outcomes. Instead of 
“improve partner training,” write “Deliver product certification program to 10 partner 
sales reps by end of Q2, resulting in at least 15 certified deals closed.” Instead of 
“increase collaboration,” write “Co-develop vertical market campaign for healthcare 
segment, generating 25 qualified leads by quarter end.” 
Include risk assessment and mitigation strategies for each major initiative. What could 
go wrong? What’s your contingency plan? This proactive thinking prevents surprises 
and demonstrates thorough strategic planning to both partners and internal leadership. 

The Journey to Share of Heart: Final Thoughts 
Building Share of Heart relationships in channel sales is not a destination but a 
continuous journey requiring commitment, consistency, and genuine care for your 
partners’ success. The framework is clear: align Goals, define Roles, and capture 
Market Demand. The process is systematic: conduct deep discovery, maintain 
sustained influence, avoid common pitfalls, and plan strategically. 
Account planning transforms these principles into disciplined execution. It documents 
your understanding, tracks your progress, measures relationship health, and creates 
actionable plans that drive results. When you combine the Share of Heart framework 
with systematic account planning, you create a repeatable process for building and 
maintaining exceptional channel partnerships. 
Start with your most strategic partners. Apply the account planning framework 
thoroughly to understand their goals, define clear roles, and assess market 
opportunities. Invest time in discovery conversations using influence-based questions 
that position you as a strategic advisor. Create consistent engagement rhythms with 
regular touchpoints, strategic reviews, and celebration moments. 
Focus on value beyond products by looking for opportunities to help partners succeed in 
ways that transcend your immediate commercial interests. Measure what matters by 
tracking not just revenue but relationship health, partner engagement, and share of 
mindshare. Learn continuously by regularly seeking feedback, assessing what’s 
working, and adapting your approaches. 
Remember that you’re building relationships with people who have their own goals, 
challenges, and motivations. When you help them succeed, they’ll help you succeed. 
Partners will champion your products when they believe in your mission, when they see 
how your partnership advances their goals, and when together you capture market 
opportunities that benefit their customers. 
Share of Heart relationships are not built through manipulation or transaction-focused 
tactics. They emerge from genuine alignment of interests, consistent demonstration of 
value, and authentic care for partner success. When you get this right, you create 



partnerships that weather challenges, adapt to change, and generate sustained mutual 
success. 
The journey requires patience, discipline, and commitment. But the results—partners 
who actively sell your solutions, bring you into opportunities, and advocate for your 
success—make the investment worthwhile. Use the Share of Heart framework and the 
account planning process as your roadmap. Apply the principles consistently, adapt 
them to your specific situation, and measure your progress over time. 
The power of influence over authority isn’t just a nice philosophy—it’s a proven path to 
channel excellence. Partners you influence will outperform partners you direct every 
single time. Relationships built on Share of Heart principles will outlast and outproduce 
transactional partnerships consistently. The framework works. The process is proven. 
Now it’s your turn to put it into practice and build the channel partnerships that drive 
exceptional growth for years to come. 
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