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Designed as a one-day, instructor-led 
course preceded by the 6-hour  
eExecutive ValueSelling on-demand 
course, the ValueSelling Account  
Management (VSAM) workshop is  
designed to accomplish two critical 
tasks:

1. Sharpen the participant’s
business acumen through
improved understanding of
key financial statements

2. Institute an account
management process
using the VSAM tool and
associated templates
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ValueSelling Account Management

Does your team have essential 
account management skills?

ValueSelling Account Management (VSAM) 

leverages the ValueSelling Framework® 

through the use of a common set of  

terminology and templates, including  

the Qualified Prospect Formula® and  

ValuePrompter®. The process is then  

expanded and applied to the account  

management process to look at the key 

components involved with managing  

strategic opportunities.
ValueSelling Account Management Tool

ValuePrompter®

Qualified Prospect Formula®
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About ValueSelling Associates

ValueSelling Associates is the creator of the ValueSelling Framework®, the sales methodology preferred by sales  
executives around the globe. Since 1991, ValueSelling Associates has helped thousands of sales professionals increase 
their sales productivity. Offering customized training to FORTUNE 1000 companies, mid-sized businesses, to early stage 
startup organizations, ValueSelling Associates’ proprietary sales training tools and consulting services deliver measurable 
results. Clients turn to the experts at ValueSelling Associates for classroom and online training and consulting services  
that yield immediate impact, repeatable strategies, and sustainable results. 

4 key components in the VSAM process:

Account Profiles 
Examine the organizational structure of an account, 
key individuals and reporting relationships

Opportunity Planning
Summarize all opportunities and analyzes 
each for product/service offerings, timing, 
    and resources required

Business Analysis
Understand a company’s financial health 
and potential business issues that link to 
your solution set

Opportunity Review
Assess and analyze opportunities 
for gaps, then develop action plans 
to fill in missing components

Workshop outcomes:
Establish a base of business acumen to 

understand business opportunities and 

identify potential business issues

Develop account plans to  

track opportunities and  

coordinate sales resources

Assess current sales opportunities 

for gaps and develop specific  

action plans to address


