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Overview	

Strategy	Mapper	is	a	native	Salesforce.com	application	that	is	the	natural	convergence	of	
account,	opportunity	and	meeting	planning.		Its	intuitive	interface	allows	your	organization	to	
easily	and	consistently	build,	maintain	and	communicate	Account	and	Opportunity	Plans,	
manage	customer	meetings,	and	capture	customer	intelligence.		

Key	Features	and	Benefits	

• Account	Plans,	Opportunity	Plans	and	Meetings	are	based	on	templates	defined	by	your	
organization	resulting	in	consistency,	ease	of	use	and	quick	user	adoption				

• Meeting	Management	and	execution	that	easily	and	consistently	captures	Customer	
Intelligence	and	automatically	stores	it	in	Salesforce.com	

• 100%	Salesforce	integration	so	all	data	is	stored	and	secured	in	your	Salesforce	org	
• Out-of-the-box	dashboards	that	provide	a	360°	view	of	your	sales	landscape.	
• Collaboration	across	your	entire	organization	on	your	strategic	plans	and	selling	

activities	
• Maps	to	your	current	sales	processes	and	methodology	

	 	



			 Product	Overview	

Dashboards	

Strategy	Mapper™	provides	sales	leadership	real-time	visibility	of	Account	and	Opportunity	
status	so	timely	adjustments	can	be	made	to	all	aspects	of	your	sales	and	marketing	efforts.	
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Account	Mapper	

Account	Mapper	is	a	planning	solution	that	provides	your	sales	teams	an	easy	and	consistent	
method	to	build,	maintain,	collaborate	on,	and	communicate	account	plans.	

This	is	a	snapshot	view	of	the	account,	open	opportunity	health	and	solution	score.	
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Account	Health	real-time	score	based	on	completeness	of	plan	and	interaction	with	customer.	
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The	account	6	and	12	month	Plans	and	much	more.	
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Document	the	customer’s	buying	process,	this	process	will	be	utilized	in	all	opportunity	plans	
created	with	Opportunity	Mapper.		
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Then	create	opportunities	and/or	account	milestones	to	ensure	every	meeting	is	driving	
revenue	and	accountability.	
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To	track	critical	ToDos,	events	and	dates	and	assign	them	to	team	members.	Milestones	
automatically	create	tasks	in	accounts.		
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Document	possible	challenges,	which	may	be	encountered	in	the	account.	Challenges	are	
sync’ed	with	opportunity	plans	created	with	Opportunity	Mapper.		
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Add	additional	notes	or	conversations	with	customer.	Time	stamp	the	notes	to	be	included	in	
the	account	activity	history.		
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Know	what	competitors	have	been	identified	in	this	account	and	their	strengths	and	
weaknesses.	Competitors	are	populated	from	customer	meetings	using	Meeting	Mapper.		

	



			 Product	Overview	

	

To	ensure	teams	are	active	in	accounts	and	gathering	Actionable	Intelligence.	
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This	provides	easy	navigation	to	opportunity	plans,	meeting	recaps	and	an	opportunity	
playbook.	

	

This	provides	easy	navigation	to	child	accounts,	their	playbook	and	Meeting	Recap.	
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This	provides	current	account	information	and	tips	to	increase	your	chances	of	driving	
revenue,	and	building	and	maintaining	a	strong	relationship.		
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Opportunity	Mapper	

Opportunity	Mapper	allows	your	sales	teams	the	ability	to	easily	create	and	maintain	
opportunity	plans	that	are	based	your	organization’s	strategic	approach	to	winning	deals.			

:	strategy,	tactics	and	value	prop	and	much	more	for	the	opportunity.	
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Leverage	the	customer	buying	process	identified	in	Account	Mapper	or	create	an	individual	
customer	buying	process	for	this	particular	opportunity.			
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Challenges	identified	in	Account	Mapper	are	integrated.	Any	new	challenges	particular	to	this	
opportunity	can	be	added	at	any	time.		
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Add	additional	notes	or	conversations	with	customer.	These	notes	are	time	stamped	and	
included	in	the	opportunity’s	activity	history.		
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Include	your	selling	process	in	opportunities	to	track	the	progress	of	the	opportunity.	Create	
gates	for	certain	milestones.	Align	milestones	to	stages	of	the	opportunity	and	track	them	
based	on	a	color	coded	system.		
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The	requirements	are	then	integrated	into	the	opportunity	plan	resulting	in	a	“Solution	Score”	
that	quickly	tells	you	how	closely	your	solution	maps	to	the	customer’s	requirements.		
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,	
or	you	can	define	your	own	stages.	Create	just	in	time	Sales	Enablement,	give	your	teams	key	
questions	and	links	to	valuable	information	to	drive	the	deal	to	closure	(a	win).	
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	along	with	their	strengths	and	weaknesses	
are	stored	in	standard	Salesforce.com	objects	and	carried	to	all	plans,	ensuring	all	team	
members	know	the	competitive	landscape.	Competitors	identified	in	opportunities	will	
automatically	be	added	to	Account	Mapper	for	the	account	the	opportunity	is	linked	to.		
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	gives	users	a	visual	depiction	of	the	buying	personas	over	the	life	of	
the	opportunity.		

	

	 	



			 Product	Overview	

	you’ve	met	with,	along	with	their	roles	and	
stances.		

	

See	who	is	involved	in	the	opportunity	from	the	account	team.		
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	is	a	real-time	PDF	detailing	the	opportunity	and	providing	tips	to	
increase	your	chances	of	winning.		
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Meeting	Mapper	

Meeting	Mapper	is	a	meeting	planning	and	execution	solution	that	focuses	on	the	
effectiveness	and	flawless	execution	of	sales	meetings,	ensuring	teams	properly	position	
products	and	solutions	to	drive	increased	revenue	throughout	the	sales	cycle.	

This	shows	an	example	of	the	main	Meeting	Mapper	page.		Functionality	buttons	(i.e.	Add	
Attendee)	and	other	aspects	of	the	display	are	based	on	a	meeting	template.	The	template	
allows	your	organization	to	configure	the	functionality	of	Meeting	Mapper	to	fit	your	unique	
needs.		In	this	case	not	all	buttons	are	displayed	and	there	are	many	more	features	of	Meeting	
Mapper.	
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Here	you	can	add	new	meeting	attendees	from	your	team	and	the	customer’s.		You	can	also	
create	new	contacts	that	are	automatically	added	to	the	correct	Salesforce	account.		
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	Selections	in	the	different	sections	
are	all	dropdown	pick	lists	for	ease	of	use.		The	picklist	choices	are	configured	by	your	
organization.		

	

		

	 	



			 Product	Overview	

	in	the	meeting	and	update	the	status	in	the	
meeting.	

	

	right	after	the	meeting	so	you	can	keep	all	meeting	attendees	
informed.		
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.		
You	can	even	update	standard	Salesforce.com	objects	from	within	Meeting	Mapper	so	there’s	
no	need	to	jump	around	in	Salesforce.		
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Populate	Pardot	campaigns	with	Actionable	Intelligence	from	your	customer	meetings.	
Campaigns	are	updated	in	real-time	based	on	Actionable	Intelligence	from	all	customer	
meetings	in	your	organization.	

	

	


