Issues/Concerns:

AE relationship with Regional Business Centers

Zippering (coordination)  

What customers do we need A/E’s for?

Roles of AE and Account Mgr

How much time will AE have to devote to customer?

Selection criteria for AE

How do we do market segment analysis

How do AE’s share/communicate info

How will AE help in field marketing?

What about customers without A/E’s

Project Managers (vs) AE

Incentives for work sharing

How do you fund this?

Role of labs interface with AE

Who are the AE’s?

Fear of creating stovepipes

How will you rate AE and Teams?

PAO’s publish projects and success stories through local media and send to others.

Value of the Account Plan (USDA/EPA)?


What do we need to accomplish?


What can AE do 

LESSONS LEARNED & SUCCESS STORIES

TM1

S2

EPA IV/III/II/I  Corps Virtual Team  -- one door  (SAD, NAD, NAE)

LABS Out There and can be a funnel for work

PM Forward

L2

PM Forward and Co-located

Communication is key 

Team 2

Success Stories

NWD- (Mr. Tosoni)   all are Multi MSC’s


F&W 


EPA V/X


RAMS


Forest Service

LRD – NASA multi – district


State of Ohio PCA



Great Infrastructure Lakes System Study


Ohio River Nav

NE – NPS MOA (NAD wide) – listening / performance / delivery


Construction


Contract


Engineering

LRH – MOA Forest Service  (Steve Brewster LRH – 529-5279)

TEAM 3

Forest Service Work (existing interface)

Postal Service (MOA) – Work directed to field

CTRA (Soviet Union)

Using Professional help (Randy Hill)

Centers of Expertise

Tips from SPD – Forest Service Work

BLM (MOA Mine Cleanup)

INS (completed with GSA)

TEAM 4

National Acct w/ INS – engineering pgm  (Tom Hudspeth SWD)

USA MEDCOM (Hudspeth)

Brownfields – EPA VI (Hudspeth)

AAFES – Worldwide MOA (Hudspeth)

EPA Superfund

International Boundary water comm.  – Multi MSC

LRD –NASA plumbrook – Multi District

WES & LRD – Crane Naval Depot  - (McAnaly CEERD-HE)

One door – sharing work

Leveraging resources/capabilities to build team

Abandoned Mine Lands PGM – Multi-MSC

EPA

Pat Rivers

DOE



BLM

DOT

Charlie Hess

FEMA

Carl Enson

USDA

DOD

need Account Execs

ROLES of account Exec:

TEAM 1

SESers will take Roles of Account Execs and scrub.

Remove road blocks/troubleshooter

Customer Advocates both internal and external processes

Synchronizer/coordinator

Single POC/entry point

-Team Builder

-Marshal the resources

-ensure the account team is trained and ready

TEAM 2

Account  Executive location – HQ/MSC/DIST/LAB

HQ – Establish national account with leadership

Communication is the key

Account Strategic Plan – goals/monitor/evaluate

National  Program information manager

MSC – Regulate account plan –manage and coordinate

District/lab …execute 

                      Realign to support customer not program

TEAM 3

Selection Criteria

Knowledge of Corps & of Customer

Commitment (Time to commit)

Interrelationship skills

Leadership

Political Acumen (Politically astute)

Location

Team Building Skills

Grade Match

Resource Base (Contacts)

Customers comfort level with account executive

Commonality of interests

TEAM 4 Qualities of Account Executive

Customer’s choice

Existing relationship

Geographic location of customer  & work

People skills

Knowledge of customer’s business 

Willingness to share relationship across team

Knowledge of USACE

Available for long term relationship

Ability to multi task

Knowledge of matching needs and competency

Inquisitive

Innovative

Listener

Self-starting

Good impressions

Next Steps:

Clear broad MOA’s on National Accounts

Share info/strategy in account plan

Some agencies are autonomous in their region.

Virtual website


Account plans


POC’s

Need reciprocal agreements

Take show on road – communicate the concept of account execs and roles clearly: get buy in from Districts and Account Execs

Not solely a PM / DE function – it’s everyone’s job.

Recommended Resources:

 Selling to Major Accounts by Dr. Terry R. Bacon 

