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ACCOUNT DEVELOPMENT

Achieving supplier status (making a placement) is often only the beginning of developing an 
account. Often, there is likely to be a lot more recruitment going on in a business than we are aware 
of as a transactional supplier. Developing partnership status requires us to align with our clients’ 
goals and objectives and develop multiple relationships across the organization.

How many companies have you invoiced during the last six months?

How many of those companies have you met?

How many jobs have those companies given to you over the last six months?

Across how many departments/teams?

How many have been permanent and how many temp contract?

How many points of contact are listed on the database for the client company?

How many of them have you spoken to in the last 90 days?

How many of your client contacts have written a recommendation or testimonial 
for you in the last six months?

How many of your client companies have you secured tier 1 PSL status or devel-
oped a written service level agreement with?
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Based upon your assessment, answer the following questions:
Once I have invoiced a new account, I have a definite strategy to create more business and 
develop the account further for myself and colleagues
strongly disagree strongly agree
1   2   3   4   5   6   7   8   9  10

I have met all of the companies I have successfully placed at in the last year, to develop either PSL 
status or create service level agreements with for future business
strongly disagree strongly agree
1   2   3   4   5   6   7   8   9  10

I seek to develop more business from existing clients by identifying managers across the business 
to develop new vacancies for me and my colleagues
strongly disagree strongly agree
1   2   3   4   5   6   7   8   9  10

I ensure I speak to multiple points of contact across my clients so that I have multiple relationships 
so that I don’t rely on one or two contacts from being my sources of jobs and information
strongly disagree strongly agree
1   2   3   4   5   6   7   8   9  10

I recognise the importance of sponsorship within my clients and seek to gain endorsements, 
recommendations and referrals from the client contacts I work with to share with other contacts in 
that business 
strongly disagree strongly agree
1   2   3   4   5   6   7   8   9  10

I work towards securing more commitment from my existing customers and conduct periodic 
service reviews to build increased levels of business each quarter
strongly disagree strongly agree
1   2   3   4   5   6   7   8   9  10
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Recommended Actions and Activities 

If you believe there is an opportunity to improve in this area then consider the following activities:

Review all of the clients that you have invoiced over the last 12 months and prioritise:

Who you believe you need to meet this quarter

The clients you believe have spent the most amount of money with your competitors and plan an 
approach to dominate the account

Who has spent the most with you – set a plan as to how you will ensure they remain your client over 
the next 12 months

In addition, consider - 

Growing your knowledge of hiring managers and decision makers for each client. How many point 
of contact have you identified in each account? Verify that the points of contact you have are still 
valid and set a referral strategy to get introduced to a minimum of one point of contact per business.

Getting recommended – who could you get a testimonial or recommendation from? Social proof is 
a powerful sales tool. Your clients’ opinion of you can help you to win new customers.

Review how many of your placements are still there – how are they performing in their role? Who 
else could your client introduce you to?

Which of your temps/contractors would you client have back? What do they have coming up that 
they could be suitable for?

Develop a demand forecast from your clients – what do they anticipate hiring during the first half 
of the year? What was their attrition rate this year? What are their retention strategies for next year? 
Get closer to the HR team, hiring managers and senior leadership. Become a valuable advisor to 
help them plan their workforce better.


