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Business Conditions Report

Due the 10th of Each Month

	Sales Organization:      
	Date:  2/25/11


Current Key Account Conditions:  Key accounts trending significantly above or below expectations, why and if action is required.
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Whale Account Opportunities:  Any account closed that should do > $250k the first year needs to be tracked on progress of sales agreement, displays, training, promotions and events.
	






Slam Dunk Opportunities:  These are opportunities, either a current or target account, that might represent a large block of business if we would invest heavily.  Make sure we discuss before presenting to the customer.
	



General Information:  Market and competitive issues, quality and service issues, marketing ideas or any general comments. 
	Quality or Service Issues:        



	Opportunities:       


	Market & Competitive Issues:      


	Current Promotions – Designated Competition:      


	General Comments:      



Dealer Name/Opportunity/Action Update





Dealer Name/Next Action Required
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Report on Specific Trends 








