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Account Management – Type & Status Categorization
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	The Account Detail Screen contains several pick lists to help you manage the categorization and progression of accounts.  

The main pick lists used for this data management is Account Type and Account Status.  


	Steps

1. A new account will always start as an Account Type = Prospect.    Keep the Account Type field updated to reflect the current information being uncovered in your sales efforts by changing the Account Type to reflect the specific type of Account Relationship such as Dealer, Contractor, Gov’t, or Private Landowner.  
2. A new account will always start with the Account Status = Review.  Keep the Account Status field updated to reflect the potential and viability of this new account.  
Use the following guidelines in this area:
· Move from Review to Prospecting when contact has been attempted (left v-mail, made contact, sent e-mail)
· Move from Prospecting to Active when the account is qualified and deemed worthy of additional sales follow up

· Move from Prospecting to Inactive when the account may have some potential at a later date (next year) and follow up is scheduled in the future
· Move from Prospecting to Disqualified when the account is Not Valid (not industry match, school projects, etc.)
· Move from Disqualified to Purge when the account is no longer in business or no longer needed in database.  
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