[image: ]	MSP Practice Playbook
GTM AND SALES ACCELERATION READINESS  ·  DELIVER  ·  NEW
Joint Account Plan with Extreme
 
Plan target accounts together with your Extreme account team: shared objectives, stakeholders, opportunities, and next steps.
How to use
1. Complete one plan per strategic account with your Extreme counterpart.
1. Review monthly in your joint pipeline meeting.
1. Update the actions table after every customer touchpoint.
Shaded cells are yours to complete. Gray italic rows show an example.
Account overview
	Item
	Your entry

	Account
	

	Your account owner / Extreme account manager
	

	Current footprint (Extreme and other)
	

	Customer business priorities
	

	Managed services opportunity
	

	Joint objective for the next 12 months
	


Stakeholders
	Name
	Title
	Role in decision
	Relationship owner
	Sentiment

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	


Opportunities and actions
	Opportunity / action
	Value ($)
	Close / due date
	Owner (partner / Extreme)
	Status

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	


Supports Action Plan DL9  ·  AMP UP! support: AMP UP! Sales Acceleration Workshop
Guidance and related templates: playbook.extrememsp.com/gtm#joint-account-plan
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