


Weekly Planning

Habits form the foundation for success in just about everything we do. The habits we form directly impact our performance because they dictate how we spend our time. 

Monday Planning - I blocked 2 hours every Monday morning to plan my week, and I stayed disciplined about using that time only for planning. I broke up my focus into three areas: 
· Personal Growth – List of focus areas for personal growth
· Pipeline Development – List of marketing activities I planned several quarters in advance
· Deal Checklist – Summary of my forecast, along with a mini-account review document that focused on the people, partners, account basics, pain points, competition, risks, and next steps for moving a deal forward. 

This is a working document you build over time as you uncover new information. The key is to review the sequence of events and make a to-do list of what you want to accomplish by a specific date.  For example, I might add an entry that says: 
· By 3/15 – Schedule implementation overview.
· By 3/18 – Call partner to triangulate the decision process.
· By 3/22 – Schedule internal call to prepare our implementation team.

After building my Deal Checklist, next steps, I began scheduling time with customers, partners, or internal teams to firm up the dates.  I used the Deal Checklist as a living To Do list that kept me thinking about how to move a deal forward.  In addition, it forced me to think about the deal beyond the next gate.  It allowed me to anticipate problems beyond the next meeting and proactively plan for how to address risk.

Finally, sharing my Deal Checklist helped me clearly communicate a strategy to leadership and my team. At the end of my planning time, I would email the forecast and deal checklist to both my manager and my team. This provided my team and my leader with a clear picture of the next steps in each opportunity and gave me clear talking points during my one-on-one meeting. 

The unintended benefit of this planning time was that my leader had a crystal-clear picture of my strategy, could make suggestions, and we could efficiently walk through it for each deal. In addition, we could use the remaining time to role-play key conversations to better prepare for the next discussion. 





Deal Checklist Examples

Development Plan
· Complete - Read the Challenger Sale and summarize notes
· On-going - Ask my leader to review 2 calls per week and provide feedback
· TBD - Schedule time with Doug to understand his interview process
· TBD - Schedule time with Time to learn his territory management process
 
Pipeline Plan
· Every Friday, 1 – 4 pm, Cold Calling 
· 1/13 - STL Partner Event 
· By 2/12 - Send the purchase card overview video to all existing customers.
· 3/9 - Chicago Q1 marketing event
· 5/22 – Minneapolis Q2 marketing event 
· 6/1 – Minneapolis user group meeting 
 
Checklist to Success Template
· Lead:
· People:
· Partners:
· Basics:
· Pain:  
· Risk:  
· Competition: 
· Goal: 
· Next Steps: 
· …
· …
· …
· …
·  

Q1 (BMW) Best / Most Likely / Worst Case Forecast =  500/300/200
· ABC Brands 50% 90K
· TV Inc. - Expense 50% 325K 
· TV Inc - Travel 50% 55K 
· Railroad Inc 50% 70K
· Flagship Communications – Tier Increase 12K 50%
· Window World – Company Bill 15K 25%



ABC Brands
· Lead:  ADP
· People:
· Finance: Maria, Chief Financial Officer; Stephen, VP Shared Services; Stacie, Finance Director; Patty, Manager Accounts Payable; Debbie, AP Supervisor
· Procurement: Carmen, VP of Procurement; Patty, Director of Procurement; Chad, Procurement Lead
· IT: Jerry, CIO; Teri, Director of IT; Tom, IT Senior Manager; Kris, IT Expense Lead
· Partners:  Amy, ADP; Laura, Citi; Vivian, TravelFocus
· Basics: Extensity, Citi, SAP, Egencia
· Pain:  
· They are laying off a lot of people, and Stacie will be gone in 6 months.
· They moved the Extensity licenses with the bakery business when they sold off that division, so they need to either contract for new licenses or select a new vendor.
· Risk:  2009 – Current CFO signed a large outsourcing deal with IBM for IT and indirect procurement activities.
· Competition:  Extensity, IBM, SAP, Expense Wire, Sum Total
· Goal: Get Chad to outline the decision process step by step.  Establish a relationship with Stacie so we can push the process if necessary.
· Next Steps: 
· Complete – Discuss Extensity reference, timeline, and agreed-upon legal review.
· Complete – Call into Gwen at Company MBC to see if she would be a reference.
· Complete – (Pricing Analysis) Internal pricing analysis and discussions to identify the preferred vendor for presentation to management.
· Complete – Spoke with Company MBC to prep for the reference call.
· Complete (Management Review) – Stacie and Chad will prepare a business case presentation to the CFO and CIO on the preferred vendor.
· Complete – Reference call with Paula at Company MBC to provide background.
· Complete – Reference call with Company MBC.
· Complete – Status call with Chad. Any open questions from the reference calls?  Where are we at with the business case?  Are we ready to begin the legal review?
· By 10/11 – Block my number and call both Chad and Stacie to get a status on how things are progressing with their management budget approval and VOC selection.  Push for legal review.
· TBD (CFO Review) – Steve and Jerry will review the vendor-of-choice business case with Mary to obtain approval to release the funds allocated for this project.
· TBD – (Legal Review Begins) – Initial review of legal documents begins with an introduction of legal counsel.  I want to establish parameters.
· TBD (Finalize Legal Review) – Make the necessary adjustments to our legal agreements.
· TBD (Contract Signature) – Final routing and signature approval process.  The final contract will be signed by ????.
· TBD (Implementation) – A typical QuickPayables Expense implementation will take 3–4 months.
· TBD – Estimated go-live date.

TV’s Inc.  
· Lead:  Roger, ABC Travel
· People: Jody, CIO; Craig, VP of GBS Procurement; Kathy, Director of Procurement; Lisa, Travel Manager; Jennifer, Manager of T&E; Keitra, Travel Manager; Linda, Meetings Director; Sara, Meetings Management; Nathan, Procurement Lead; Nikolas; Negotiation Specialist
· Canada Division: Annalisa, CFO; Peter, Director Procurement; David, IT; Edward, Sr. Manager, Procurement Operations; Denise, Corp Card Admin; Pierre, Vendor Relations
· Partner: Steve, US Bank; Roger, ABC Travel; Tiffany, APEX Card; Pete, ADP; Duncan, APEX Travel; James, VP APEX Travel
· Basics: GetThere, ABC Travel, Ariba, USBank, Oracle Inside US / SAP Outside the US
· Pain: 
· Low online adoption and several issues related to Ariba’s reduced support for T&E
· Risk: 
· TV’s Inc. is under significant pressure to reduce overhead costs, so the cost savings we would require must be compelling. 
· A large review of all systems could bury any change in T&E until other systems are in place. 
· I need to develop contacts above Lisa to triangulate information.  Lisa is very controlling and not open to sharing information, so doing a business case may be impossible.  I may need to get discovery information from the partners engaged in this account.
· Competition: GetThere, Ariba, PeopleSoft
· Goal: Triangulate with ABC Travel and leverage the QuickPayables implementation to develop TV Inc’s Canada Division support for QuickPayables.
· Next Steps: 
· Complete – Call/Send Calendar Invite to Nathan to inquire about the decision process, timeline, and the potential for a unified decision on QuickPayables Travel & Expense.
· He canceled my call and indicated they were still working through internal approval processes.
· By 10/11 – Block my number and call Nathan to discuss the decision process and timeline.
· By 10/11 – Block my number and call Pierre to discuss the decision process and timeline.
· TBD – Inquire with Rob / Steve about the positive or negative consequences of having Hubert as the new CEO, and whether there is a relationship we can leverage.
· TBD (Suggested) – In-depth call with IT to discuss the implementation and security processes.
· TBD – Follow-up with APEX Travel to discuss TV Inc. decision process.
· TBD – Get TV Inc. in the UK engaged with our sales team.

Railroad Inc
· Lead: APEX Travel
· People:
· Finance:  Michael, CFO; Steve, VP Financial Planning & Analysis (Came from Company XYZ); Mary, CAO (Came from Company XYZ); Neil, Finance Director; Mike, AP Manager,  
· Procurement: Bill, Chief Procurement Officer; Tiffany, Procurement Manager (P-card); Matt, Procurement (P-card)
· IT: Ted, CIO (Came from Yellow Shipping); Rosanne, IT Project Leader
· Partner:  Chris, All About Travel, Amanda, APEX Card
· Basics: BofA, Cliqbook, All About Travel, SAP
· Pain: Several incidents of fraud, combined with pressure from the CFO to get this project done.
· Risk:  Delay and lack of urgency due to IT leading this process
· Competition: SAP Expense
· Goal: Understand the decision/buying process and understand the reasons why they have not rolled out SAP Expense.
· Next Steps: 
· Complete – Call Lois, BofA, to discuss the results of our business case discussion.
· Complete – Tiffany and Neal are presenting their business case to the CFO and CAO.
· Complete – Status call with Neal to discuss the status and next steps in their expense evaluation process.  Remind Neal to introduce our VP to one of the project's executive sponsors.
· Complete – Status call with Greg, APEX Travel, to compare notes.
· Complete – Implementation presentation to Steve, Rosanna, and team.
· By 10/11 – Call Neal to see if he has the green light to proceed with either the IT or legal review of agreements.  Request a brief introduction between our VP and the VP sponsoring this project.
· TBD – Prep call for a demonstration to Mexico.
· TBD – Get our VP introduced to either CAO, CIO, or CFO.

Flagship Communications
· Lead: 
· People:  Christopher, CFO; Kevin, Chief Accounting Officer; Brent, Assistant Controller; Jennifer, Director of AP; Kathy, VP Corporate Svc; Chris, Procurement; Douglas, IT;  Bill, IT Contractor Leading QuickPayables Implementation
· Partner:  Sandi, US Bank
· Basics: QuickPayables Travel, QuickPayables Expense, USBank, Service Admin, User Helpdesk
· Pain:  
·  120% utilized last month.  Paid $15K more than they would have paid if they had increased the tier commitment.
· Risk:  
·  Do Nothing and check the utilization next month.
· Competition:  
·  Do Nothing
· Goal: 
· Next Steps: 
· 10/12 – Call with Brent and Jennifer to walk through the savings.
· 10/12 – Provide 2-volume contract options that expire on 10/1.
· TBD – Provide utilization on 10/25 so they can see the potential cost. 

Window World
· Lead:  
· People:  Keith, VP Enterprise Finance; Trish, Travel Manager; Janna, Travel Program Coordinator; Rhonda, New Person Travel and Audit 
· Partner:  Wanda, ABC Travel, Kevin, USBank
· Basics: QuickPayables Travel, QuickPayables Expense, ABC Travel, USBank, Oracle
· Pain:  
· Risk:  
· Competition:  
· Goal:
· Next Steps: 
· 10/05 – Send Keith and Rhonda a video demonstration of Company Bill Statements.
· 10/12 – Call with Kevin at USBank to confirm support for using CBS.
· 10/20 – Demo & Implementation Overview
· 12/21 – Pricing Discussion with Keith


Q2 BMW Best / Most Likely / Worst =  900K / 500K / 300K
· Defense Systems Inc 50% 300K
· Dental Inc 50% 100K  
· Harvest Inc 50% 700K
· Cheese Inc 50% 50K

Defense Systems Inc
· Lead:  
· People:
· Finance: Tom, VP and Treasurer; Wayde, CAO; Teresa, Travel and Expense Manager; Brenda, Director of AP & Payroll
· IT: Jeff, SVP and CIO 
· Partner:  Lori, APEX Card; ???, ABC Travel
· Basics: ABC Travel, APEX Card, QuickPayables Travel, QuickPayables On-Premises, PeopleSoft
· Pain:  
· Lack of audit controls around purchase card.
· Risk: Do Nothing. Their program is well-run and they may not see enough benefit in prioritizing this project high enough.
· Competition: PeopleSoft, Deltek
· Goal: 
· Get them into a business case process so that we can highlight the top 3 business issues.
· Highlight our unique capabilities around government contractor expenses.
· Next Steps: 
· 8/22 – Discovery
· 9/28 - Discovery
· 9/7 – Discovery
· 9/11 - Discovery
· 9/13 - Discovery
· 9/18 - Discovery
· 10/3 – Business case review with Teresa and request an introduction between Wayde and our VP.
· 10/9 – Business case review with Teresa and Wayde.
· 10/23 – Demo
· 10/24 – Implementation & Security Call

Dental Inc.
· Lead:  APEX Card
· People:
· Finance:  Royce, CFO; Eugene, Corporate Controller (Retiring); Jeff, Director of Credit Assist Treasurer; Lynn, T&E Administrator; Tammy, Card Administrator; Jim, AP Manager
· IT:  Ranell, CIO (Came from UHG); James, Director of IT
· Travel: Katie, Travel Manager
· Partner:  Beth, APEX Card; Scott, CTS
· Basics:  APEX Card, USBank P-card, IBM Expense, Corporate Travel Solutions, QuickPayables Travel, Lawson
· Pain:  
· The current version of the IBM platform is not compliant with the Sunshine Act and would require an upgrade. 
· Risk:  Currently with IBM, and the easiest path to Sunshine Act compliance might be to upgrade IBM.
· Competition: Upgrade IBM
· Goal:  
· Connect with travel and demonstrate the value of an integrated approach toward audit and visibility
· Next Steps: 
· 9/18 – Call with CIO to discuss their interest in QuickPayables.
· 10/1 – Call with James to discuss arranging a demonstration for the team.
· 10/9 – Mtg with Jeff, Finance Lead, to understand their process.
· 10/11 – Call with APEX Card to get background on the account.
· TBD – Call Scott at CTS to get background on the account.
· TBD – Call the travel manager to get background on the account.
· 10/24 - Demonstration

Harvest Inc.
· Lead: APEX Travel
· People:
· Officers: Greg, CEO; Sergio, CFO
· Procurement: Julian, Chief Procurement Officer (Project Sponsor); Kate, Global Travel & Professional Services Lead, 
· Core Team: Tom, Project Manager, Michael, Analytics Analyst, Pam, 3rd Party Procurement Consultant; Ian, EMEA FSSC Lead, Alison, Travel Services Specialist, Peter, Controller, Harm, Corp Material Svs Lead, Fiona, Travel Sourcing, Li, APA Corp Materials Svc Lead; Marlys, Procurement Controller; Mercedes, Travel Latin America; Kate, Procurement; Jeff, Financial Shared Services Expense Lead; David, IT Respresentative; 
· Partners
· APEX Travel Management: Hervé, SVP & GM, APEX Business Travel, Patrick, VP of APEX Travel; Denise, Account Manager, Linda, APEX Travel MAD; Annette, APEX Travel MAD
· APEX Card Management: Walter, APEX Card SVP of GCC, John, APEX Card VP, Stephanie, APEX Card DAD, Mona, APEX Card MAD
· ABC Travel: Steve, ABC Travel Sales
· BCD: Rossana, BCD Travel Sales
· FCM Travel Services: Romeo, Sales 
· Cvent: Jon, Cvent Sales
· Basics: Expense Express (AdSoft), ResX, APEX Travel, APEX Card
· Pain:  
· Corporate Initiative to reduce cost. Harvest Inc said it will lay off up to 2,000 workers -- about 1.5 percent of its sprawling global workforce -- as the agribusiness giant is buffeted by challenging world economic conditions.
· Deloitte told them they can save a significant $ with new technology.  Some concern over ResX and Expense Express viability.
· Risk: 
· Do Nothing – The Project is a global SAP deployment across all Harvest Inc businesses, which could tie up resources and focus, delaying any T&E change for several years.
· Partner Alignment – Harvest Inc has been with APEX Travel for 25 years and has reasonably good satisfaction results.  However, in 2010, the CEO joined the ABC Travel board of directors, giving them political power.
· Competition:  ResX (Do Nothing), Expense Express(Do Nothing), SAP Expense, IBM, Orbitz
· Goal: 
· Establish our neutrality, understand the Harvest Inc timeline for change, contracting process, and align myself with the TMC winner
· Create separation between QuickPayables and TMC’s for negotiations or contracting
· Getting direct engagement with the core team to discuss benefits, costs, and our implementation approach.
· Test our potential coaches to see if they can become champions.
· Next Steps: 
· Complete – TMC down select is being announced.
· Complete – My VP will call Kate simply to pass on his name and request an introduction.
· 10/1 – Call with APEX Travel to debrief on the status of their deal.
· 10/2 – Call with ABC Travel to debrief on next steps in the evaluation.
· By 10/1 - ABC Travel will have their legal agreement finalized and will only be negotiating pricing changes.
· 10/1 – 10/12 – Final negotiations 
· ABC Travel, Orbitz, BCD
· TBD – Call BCD and see if we can read between the lines.
· Optional Next Steps
· Optional – Written letter from our CEO to the Harvest Inc CEO highlighting our work with several companies on the Harvest Inc. board.
· Optional – Have our CEO call Julian to discuss our partnership with the global agencies, our competition for revenue, our approach toward unmanaged travel, and our interest in developing a senior management relationship with Harvest Inc.

Cheese Inc.
· Lead:
· People: 
· IT: Mark, SVP & CIO; Tom, IS Shared Services; Mark, IS Director, Madia, Global Travel Manager
· Procurement: Ed, Director of Procurement, Christine, Cap Gemini Travel Procurement
· EMEA: Graham ??, Shared Services; Jonas ??
· LA: Rogerio, Service Delivery Manager
· NA Shared Svc: Bill, Director of Shared Services, Bryan, Manager of Expense Reporting
· APA: Terry, Finance Director APA; Adalain, ????; Ciely, IT Director; Geoffrey, IT Project Leader
· Legal: 
· Partner: Mark, BCD Travel; Karen, APEX Card DAD, Heather, APEX Card MAD
· Basics: QuickPayables Travel & Expense, BCD, SAP, APEX Card
· Pain: Cheese Inc. is splitting into 2 businesses on Oct 1.
· Risk:
· None at this point.
· Competition: Do Nothing
· Goal: Leave the current contract unchanged so we can create separate BSAs and ISOFs.
· Next Steps
· 6/19 – Call between Melanie and Leila to discuss liability for the joint company after the split.  Leila needed to go to the General Council to discuss the issue.
· 6/21 – Call Madia/Christine to emphasize the importance of 6/30 and the need to be engaged in the next legal call to bring this issue to a close.
· TBD – Call with Melanie and Leila to bring this legal issue to a close.
· TBD – Signature ????

Q3 BMW Best / Most Likely / Worst =  800K / 500K / 300K
· Frozen Food Company 50% 350K
· Outsource Inc 50% 200K  
· Softways 25% 700K

Frozen Food Company
· Lead: 
· People:  
· Sales: Jim, President; Lil, Director of Field Sales
· Finance: James, New CFO; Brian, CFO of Food Service; Burel, CFO Admin; Patty, Sr. Director Audit; Stephen, Vice President FP&A and Corporate Treasurer; John, Vice President & Chief Risk Officer; Nancy, Travel Expense Auditor; Debra, Accounts Payable Manager
· Travel: Brad, Sr. Director of Travel; Cheryl, Manager of Meeting Services
· [bookmark: OLE_LINK1]IT: Paul, CIO; Lisa, Sr Director of Solutions Delivery; Stuart, Manager of Solutions Delivery; Jeff, System Analyst (Lead the Evaluation); Julie, IT Liaison
· Partner:  
· Basics: SAP Expense, USBank, No TMC, QuickPayables Travel
· Pain: SAP Expense is complex and slow, causing field employees to waste hours on reimbursement requests.  It currently has problems with allocations, and hotel itemization is painful.
· Risk:  
· A delayed decision provides SAP enough time to regroup, fix problems, and redeploy.
· A delayed decision provides SAP enough time to review the new SAP Saas expense offer. 
· Competition: SAP Expense
· Goal: 
· Get the food service business to lobby for QuickPayables to ensure their needs are met.
· Next Steps: 
· Complete – Cheryl and Stuart attended the MSP Road Show.
· Complete – Call with Cheryl to discuss who the right contact is to approach about QuickPayables.
· Complete – Call Cheryl to request the introduction to Patty.
· 10/2 – Schedule a call with Patty to discuss the business case process.
· TBD – Schedule a call with Julie, IT Liaison, to discuss the integration with Salesforce and the value of linking travel and expense. 
· TBD – Contact Lil to discuss their use of Salesforce and our integration with that platform.
· TBD – Contact the US Bank Rep to find out whether they can submit a lead and provide any support with implementing QuickPayables.
· TBD – Provide Jim, CFO, with information about QuickPayables’ use within their industry.
· TBD – Contact Salesforce rep to see if we can help each other.

Outsource Inc
· Lead:  
· People:  
· Finance: Earl, CFO
· Procurement: Jim, VP of Procurement; Kathy, Director of Procure to Pay; Joy, Sr. Manager Sourcing
· Travel: Cathy, Global Travel Manager; 
· Partner: Travel Inc; APEX Card;  
· Basics: Travel Inc, QuickPayables Travel, APEX Card, Extensity
· Pain:  
· Extensity is going to charge Outsource Inc a significant amount to allow employees of the IM spin-off to continue using their expense management system.
·  
· Risk:  
· Convergys is simply looking for pricing leverage on Extensity to make the sale of IM a smooth process.  They are not interested in buying QuickPayables.
· The divestiture closes on May 8th, so they don’t have time to even transition to QuickPayables.
· Competition:  Extensity Upgrade
· Goal: Use the process to get higher in Convergys and use the current Extensity tactics to drive a discussion around expense management.
· Next Steps: 
· 4/23 – call with Joy and Kathy to understand the issues and urgency around providing the IM spin-off with an expense solution
· By 5/4 – Read the annual report and the CEO’s response to the IM sell-off.
· By 5/4 – Send Joy information about our business case process.
· By 5/4 – Call Kathy to find out her thoughts on this process and Infor’s strong-arm approach.
· By 5/4 – Place a call to Kathy since Joy referenced Kathy during our call.
· By 5/4 – Place a call to the person Josh identified as the finance decision-maker to pass along my information.

Softways
· Lead: Julie, APEX Travel 
· People: Dina, Global Travel Manager; Steve, US VP of Operations; David, US Travel Manager; Tom, Consultant; Avi, CIO; Emmanuel, IT Project Leader 
· Partners: Marla, APEX Card; Patterson, QuickPayables EMEA; Julie, APEX Travel; Victoria, APEX Card 
· Basics: Gamma Tours, eTravel, Oracle iExpense, APEX Card 
· Pain: Contractual problems with e-Travel and a heavily customized expense system are forcing Softways to either re-write the system or find a commercial product. 
· Risk: GetThere and SAP have a partnership, and Softways is currently using their billing system.  
· Competition: SAP Expense 
· Goal: Position QuickPayables as an interim solution as SAP Expense is rolled out.
· Next Steps: 
· 11/15 – Accepted a lead from Marla.
· 1/4 – Donna reaching out to Julie to get a status on Travel.
· ?? – Request that Marla facilitate a meeting with either Steve or Bryson to determine whether QuickPayables is a consideration or SAP is the solution of choice.
· ?? – Get EMEA rep covering Israel to call on Dina.
· ?? – Get Donna to call in David and Dinah, and let him know she is replacing Doug.

Not in Pipeline

Insurance America
· Lead:  
· People:  Larry, Procurian Group Global Category Lead; Fabian, Global Travel Manager; Kristin, US Travel Manager
· Partner: Sharon, APEX Travel MAD; Karen, APEX Card DAD; Stephanie, APEX Card MAD
· Basics: APEX Travel, Ariba, APEX Card
· Pain:  
· Risk:  
· Competition:  Ariba / GetThere
· Goal: 
· Next Steps: 
· 10/10 – Introduction call with Larry, Procurian
· 10/11 – Call with Bruno, QuickPayables Europe.
· TBD – Contact Stephanie to find out who from APEX is working with Larry.
· TBD – Call with Sharon to determine who is working with Larry.

Pharma Inc.
· Lead:  
· People: 
· Shared Services: Jeff, Global IT Procurement; Scott, Senior Director, North American Shared Services; Penny, Director of Finance; Ana, Manager of T&E; David, Travel Manager; Tim, Leader - IT Systems
· IT: Mike, CIO (Retiring in Q1); Piers, Vice President IT; Sean, Director Enterprise Mobility; Jennifer, Information Officer; Martin, IT Director Sales
· Partner:  Mark, BCD Senior Account Manager; George, Strategic Meeting and Travel; Jeff, Salesforce; Carol, ABC Travel
· Basics: ABC Travel, Salesforce, IBM
· Pain:  
· Pharma Inc is moving forward with a “leave the laptop behind” initiative, which is prompting them to seek solutions that run natively on iPad.  IBM has only an HTML5 version of the product, which barely meets the minimum.
· 15 IBM consultants are helping with the global deployment.
· Risk:  
· Martin and Sean are in IT and are not engaging Penny or the shared services group in these discussions because they believe it will only derail our opportunity.
· Competition:  IBM
· Goal: 
· Engage sales management, align QuickPayables with Salesforce, and the iPad initiative.
· Get them talking with other Pharma companies that have moved away from IBM.
· Next Steps: 
·  

Property Insurance Inc.
· Lead: 
· People:
· Finance:  Andy, Director of Finance; Wes, Manager of T&E; Samantha, T&E Supervisor
· Travel: Ramon, Travel Category Manager; Nan, Procurement Specialist; William, Travel Specialist
· Partner:  Tom, Travelocity for Biz, Phil, Travelocity for Biz, Natacha, APEX Card, ??? ABC Travel, Roger, Commerce Bank, Vickie, ABC Travel, Afeef, Cvent
· Basics: GetThere, PeopleSoft, Company Branded Card, ABC Travel, Salesforce
· Pain:  
· Ramon is new to Property Insurance Inc. and is looking to make changes that show his value to the organization.
· Lack of Southwest and Amtrak content is problematic
· Risk: Ramon seems like a big talker, but no action.
· Competition:  Do Nothing and stay with GetThere / PeopleSoft
· Goal: Get Property Insurance Inc. into a business case process and wait for Ramon to take over responsibility for expense.
· Next Steps: 
· Complete – Contact Ramon about attending the Chicago Road Show and determine whether he is interested in QuickPayables Travel.
· Complete – Contact Vickie regarding changes at Property Insurance Inc.
· 9/25 – VM for Chuck and Ramon to see if we could arrange an introduction to a referral account to exchange best practices.

Soap & Stuff
· Lead:  
· People:  Filippo, President GBS; Janice, VP of GBS; Jim, Director of HRSS; Bill, Dir HRSS; Julieta, Global IT; David, HRSS Finance Analyst; Greg, HRSS IT Architect; Connie, HRSS Functional Analyst; Volker, Manager T&E; Hector, Japan Receipt Requirements; Richard, Director of Procurement; Paola, Procurement Analyst
· Partner:  
· HP: Anindo, Sales Director; Susan, Sales, Craig, Account Management; Don, Solutions Architect
· APEX: John, VP GCC; ??, APEX DAD; Geri, APEX MAD
· BCD: Carolyn, BCD Domestic Travel
· HRG: Carol, HRG International Travel
· Basics: Egencia, IBM, APEX Card, SAP
· Pain:  Expensive, cannot modify, and no control (IBM – BPO model)
· Risk:  Do nothing after a lot of research, Contract directly with IBM Expense, and eliminate the BPO services.
· Competition:  IBM, SAP
· Goal: Outline the steps, process, and discuss how we help companies quantify a business case.  Find out why they are going to such lengths to determine best practices.
· Next Steps: 
· TBD – Follow-up with Julieta (IT Person who hit our website and registered for free trial
· TBD – Contact Geri, APEX.  She is the replacement for Deb and has history.
· 

[bookmark: OLE_LINK2]Filtration Systems Inc.
· Lead:  
· People:  Jim, CFO; Melissa, Controller; Kirsten, Operations Accounting Manager; Bonnie, Travel Manager
· Partner:  Wanda, ABC Travel; Kevin, USBank
· Basics: Oracle, Oracle iExpense for P-Card, Excel, ABC Travel, QuickPayables Travel
· Pain: Filtration Systems Inc is a diversified organization with 65 operating companies and no consistent process for managing travel bookings or travel expenses. Today's paper process relies on managers to audit each expense report, but that is not happening, so the audit is finding major violations regularly.
· Risk:  There is a risk that iExpense could be easily expanded to include T&E
· Competition:  iExpense
· Goal: Get information from the business case process to show how linking travel and expense provides greater value to improve compliance and provide a global process.
· Next Steps: 
· 5/22 – Status Call. The project did not make the priority list as they are rolling out an invoice imaging system for Oracle.

Burgers Inc.
· Lead:  
· Shared Services: Kelvin, VP of North America Shared Services; David, Sr. Director Internal Audit (Responsible for setting up Shared Services Centers in London and China); Janet, North American Shared Services Sr. Director; Troy, Oracle iExpense Finance Contact
· Travel: Bruce, Travel Manager; Faye, Travel Manager US
· Partner: Maria, APEX Travel
· Basics: Reardon, Oracle iExpense, Oracle, 
· Pain:  
· Risk:  
· Competition: 
· Goal:
· Next Steps: 
· By 7/27 – Call Bruce / Faye to inquire about recent changes at Reardon 
· TBD – Get QuickPayables EMEA and Asia Pacific to call into the account.

Golden Protection
· Lead:  
· Finance:  Don, Senior Vice President and Chief Financial Officer; Samuel, Controller; Ken, BAVA - EMT Team Leader; Debby, Procurement Travel; Luann, Sr Procurement Commodity Manager Travel; David, Manager Corporate Expenses
· IT: Suren, New CIO  
· Partner:  WorldSpan, ???, Victoria, Citi, Angie, TNT
· Basics: GetThere, SAP, TNT, SAP, Sabre, Citi, (24 million air)
· Pain:  
· Meeting spend is high for conferences, training, and awards.  13 Regional planners.
· Currently don’t have easy access to Southwest Fares
· Hotel adoption is not high. GetThere provides proximity to the airport, which is not useful.
· Risk:  
· Competition:  GetThere, SAP
· Goal: 
· Next Steps: 
· TBD  - Vito letter Suren, New CIO

QuickRental Inc.
· Lead:  ADP
· People:  George, VP of Administration; Steve, VP and Controller; Ed, Director of Accounting; Christine, Director of AP; Ed, Travel Relationship; Alvin, Travel and Meetings; Neal, VP Internal Audit; Tamara, Senior Audit Manager; Nicholas, Audit Manager; Michael, Vice President of Sales
· Partner:  Pam, ABC Travel; Jim, ADP 
· Basics: QuickPayables Travel, ABC Travel, Commerce, (Looked at Wells Fargo), Sabre
· Pain:  
· QuickRental Inc is going global and may need better policy controls in place
· They have 100 people doing a small amount of T&E at every location, so centralization and auditing are a concern.
· They use a central air card but have no individual card program.
· Risk:  
· Merging several rental brands may mean the project does not get priority. 
· Non-mandated environment where they believe their employees are all honest.
· Neither a card program nor a non-mandated travel program could pose a problem.
· Competition:  Do Nothing, Commerce Bank, Wells Fargo
· Goal: Start his team on a business case process.
· Next Steps: 
· TBD – Reach out to the reference account to see if they would discuss the ghost card process.  (Steve, Treasurer Contact)

Power Systems
· Lead:  
· People: Betty, Director Corporate Services; Mike, Global Travel Manager; Kim, Divisional Travel Manager; Jeff, Division Expense Manager
· Battery Division: Trever, CFO (ex-QuickPayables User); 
· Regulator Division: Earle, Division President (ex-QuickPayables User)
· Partner:  Ken, APEX Card DAD, Greta, APEX Card MAD; Lisa, APEX Travel; Brett, ABC Travel Director Multi-National Accts
· Basics: APEX Travel, ABC Travel, GetThere, Oracle, Oracle iExpense, APEX Card
· Pain:  
· Risk:  
· Competition:  Oracle iExpense
· Goal: 
· Next Steps: 
· TBD – Jeff will make the introduction to Trever.
· TBD – Jeff will make the introduction to the finance manager for the Regulator Division.

MedDevice Inc.
· Lead:  APEX Card
· Travel:  Gerry, Travel Manager
· Expense: Scott, VP Financial Shared Svc; Mitch, VP Global Supply Chain; Rick, Director of AP Shared Services; Kathy Daas, T&E Manager; Steven, Finance Analyst; Tim, Ethics & Compliance Specialist; Kim, Dir. Strategic Sourcing Systems & Tools; Linda, Principal Compliance Specialist (Memphis); John, IT Compliance (Memphis); Dan, Sales & Marketing; Jim, VP Sales Operations CVG
· Partner: Karen, APEX Global Card Director; Mona, APEX Global Card Account Manager; Denise, APEX Travel Director; Pam, APEX Travel Account Manager; Skip, Salesforce AE 
· Basics: APEX Travel, APEX Card, Salesforce
· Pain:  
· MedDevice Inc.’s CEO is looking to cut production costs by 25%.
· Expense Express is an old commercial product with very few customers and a support risk.
· The Sunshine Act makes the T&E process more important because of its compliance requirements.
· Risk:  MdDevice Inc.’s CEO focused on 25% across the board cost cutting, and T&E may get lost in the bigger changes.
· Competition:  GetThere, Expense Express
· Goal: Get them engaged in a business case process to enable deep discovery.
· Next Steps: 
· 7/25 – Send meeting request to discuss QuickPayables, Sunshine Act, and other companies’ move away from Expense Express.
· TBD – Send an email to Mitch to discuss the financial benefits of integrating travel and expense.

Groceries Inc.
· Lead:  Marie, AAA Allied Group
· People:  Michael, CFO; Elizabeth, Controller; Barbara, Travel Manager; Dennis, VP of Audit; Scott, Corporate Finance Manager; June, Assistant Controller
· Partner:  
· Basics: Wells Fargo, QuickPayables Travel, Mainframe, AAA of Cincinnati
· Pain:  
· 20 million annually in mileage spend
· Some grocery brands are not very good at corporate card compliance, and it drives the CFO nuts.
· No imaging or workflow 
· Risk:  
· Beth thinks they don’t have compliance issues and that the process works well, so it will be difficult to demonstrate savings.
· Beth is unlikely to engage in a business case process and will want to develop their own internal cost savings.
· Competition:  Do Nothing Wells Fargo
· Goal: Get them to quantify potential cost savings before engaging in a demonstration.
· Next Steps: 
·  

HealthSystems
· Lead:  
· People:  
· Officers: Jeff, Chief Financial Ofﬁcer; Shirley, Vice President and Chief Administrative Ofﬁcer; James, Chairman of Supply Chain Management
· Core Team: Bruce, Director Supply Chain Management; Kay, Supply Chain Management; Amber, Travel Expense Manager; Jennifer, Invoice Manager; Robert, Brainware Specialist
· Negotiator: Tami, Contract Negotiator
· Partner:  Bryan, APEX Card
· Basics: Citi, Lawson, QuickPayables Travel, QuickPayables Expense, QuickPayables Invoice (2K / Mo), Brainware (50K / Mo)
· Pain:  
· Risk: Brainware might be a better product, and their pricing model may be less than ½ the cost.
· Competition:  Brainware
· Goal: Do deep discovery to uncover why they would ever move away from Brainware and help quantify that cost.
· Next Steps: 
· 9/21 – ½ day on-site discovery session with the Mayo team to map out the Brainware process, challenges, and opportunities.

Brokers Inc.
· Lead:  
· People: Bill, Travel Manager; Myles, Finance Manager; Chuck, Partner; Rob, Director of AP 
· Partner:  Jean, ABC Travel, Erica, Commerce Bank; Connie, APEX
· Basics: Commerce Bank, QuickPayables Travel, ABC Travel, PeopleSoft, JP Morgan
· Pain: Bill believes there is more leakage that can be captured with an integrated end-to-end service.
· Risk: Finance is seeking a free system.
· Competition:  JP Morgan Free System, IBM, Commerce Bank Free System, Smart Data Online
· Goal: Get a business case process started and quantify the financial savings.
· Next Steps: 
·  

Gas Inc
· Lead:  
· People:  Sean, Procurement; Christine, Procurement Manager; Betty, Americas Travel Manager; Lisa, Regional Travel Manager; Karina, Regional Travel Manager Asia; Stephen, Purchase Card
· Partner: Peter, APEX Card Sales, Emil, APEX Travel, Diane, Global Account Director - ABC Travel Wagonlit, Mike, ABC Travel Wagonlit Account Manager, Linda, APEX Card Account Manager
· Basics: IBM, APEX, GetThere, ABC Travel, SAP
· Pain:  
· Risk:  
· Competition:  IBM, APEX Car
· Goal:
· Next Steps: 
· 6/14 – Follow-up call with Steve, Purchasing
· TBD – Call Expense Owner Rob, Contract Manager IT 
·  

MetalMining Inc.
· Lead:  
· Finance: Patrick, Senior Vice President and Chief Financial Officer; David, Chief Accounting Officer; David, Auditor, 
· T&E Process: Tom, Director Global Travel Fleet Facilities; Michelle, Travel Manager; Jan, Senior Travel Administrator; Vicki, TE Analyst Supervisor; Michelle, Travel Manager; Amy, Travel Analysis; Kathleen, Manager; Annette, ACH & Wire Sr Analyst for Sourcing Operations, 
· T&E Sourcing: Ric, Sourcing Operations Team Manager; Jenny, Sourcing Operations; Kristina, Travel Manager
· Partner: Steve, ABC Travel, Donna, ABC Travel Account Manager, Rhonda, ABC Travel GetThere Coordinator; Emil, APEX Travel; Dan, Citi; ???, Worldspan
· Basics: Citi, GetThere, CWT, Sabre, PeopleSoft (SAP Oversees)
· Pain:  Deploying SAP globally and replacing PeopleSoft
· Risk:  
· Competition: GetThere, PeopleSoft, SAP
· Goal: 
· Next Steps: 
· 7/14 – Arranging for Kristina Stewart to meet with QuickPayables while attending GBTA.

MedSystems Inc. 
· Lead:   
· Travel: Shawn, Travel Manager; Julie, Chief People Officer 
· Finance: Marc, CFO; Michael, Chief Accounting Officer; Kimberly, Controller; Kevin, Manager of Travel and Expense; Brian, Expense Manager; Eric, Expense Reimbursement
· Partner:  Todd, ADP; Angie, TNT Account Manager; Mike, TNT CIO; Sandy, TNT Sales; Nancy, TNT VP of Client Services; Susan, ABC Travel; Nancy, BMO (Buddies with Shawn)
· Basics: Oracle, Oracle iExpense, ResX, ABC Travel  
· Pain:  
· Risk: Shawn may still be upset about us contacting Julie Wilson 
· Competition: QuickPayables Travel, Rearden, GetThere 
· Goal: Ensure TNT and ABC Travel put QuickPayables Travel front and center with a message around global support.
· Next Steps: 
· 9/28 – Requested a meeting with Brian.
· 9/28 – Added Mike to the football campaign.
· By 8/3 – Place a call to Shawn to see if he would be open to discussing QuickPayables’ recent announcement regarding open booking.

Total Tire, Inc. 
· Lead:  
· People:  Mark, VP Shared Services; Sharon, Works for Mark; Mary, Expense Shared Services & Works for Sharon
· Partner:  Carlos, APEX Card; Rex, APEX Travel
· Basics: APEX Travel, Extensity 
· Pain:  Extensity upgrade issues and global deployment requirements may cause pain.
· Risk:  
· Competition: Extensity  
· Goal: 
· Next Steps: 
·  

AgIndustries
· Lead:  
· Finance:  David, Controller; Nacion, Manager Accounting; Julie, Head of Shared Services
· Travel: Christine, Travel Services, Jan, Travel Manager
· Partner:  Jim, ADP
· Basics: IBM, QuickPayables Travel, JP Morgan, BCD, PeopleSoft, Moving to SAP 
· Pain:  
· Risk:  
· Competition: IBM
· Goal:
· Next Steps: 
· TBD – Call into David to see if I can get a meeting.  

Industrial Motors, Inc.
· Lead:  
· People:  Catherine, Vice President and Corporate Controller; Pamela, Vice President – Treasurer; Gary, Director of Shared Services (Primary Expense Contact); Mike, Accounting Manager Central Accounting (Involved in 2009 Evaluation); Brian, (Involved in 2009 Evaluation); John, Vice President – Global Supply Chain and Procurement; Nick, Corporate Supply Chain Indirect Spend; Lisa, Travel Manager 
· Partner:  Bev, BCD Account Manager, ??? Citi, 
· Basics: Citi, GetThere, IBM, BCD 
· Pain:  Government contracting requirements have been problematic for the IBM implementation
· Risk: 
· Competition:  
· Goal: 
· Next Steps: 
· TBD – Call into Mike and Gary to get the lay of the land.
· TBD – Call Lisa to confirm the long-term GetThere agreement and to see if she would ever consider changing it.
· TBD - Target Catherine, Controller for an IBM displacement 
· TBD – Target John, VP Procurement for an IBM displacement


Grocery Giant
· Lead:  
· People: Vladimir, Director of Corporate Travel; Charley, Director of Business Services Outsourcing
· Partner: Michael, CTS VP Account Mgmt.; Pete, ADP
· Basics: Cliqbook, CTS - Corporate Travel Solutions, iExpense (Being Deployed), Oracle, No Card?
· Pain:  
· Risk:  
· Competition:  iExpense
· Goal: 
· Next Steps: 
· TBD - 

Insurance Brokers Inc.
· Lead:  
· People:  Louis, Chief Procurement Officer; Ed, VP of Expense Management; Melissa, Manager of Procurement (APEX Card Go To Person); Lisa, SVP Strategic Procurement; Kim, Global Travel Management; Becky, Travel Analyst
· Partner:  Stephanie, APEX Card Director; Julie, APEX Card Account Manager; Christine, Card Account Manager; Deb, ABC Travel Account Manager; Whit, BCD Account Manager 
· Basics: ABC Travel, Reardon, BCD, GetThere, PeopleSoft, PeopleSoft Expense, QuickPayables Expense (Asia Only), QuickPayables Travel (Canada Only)
· Pain:  
· Risk:  
· Competition:  
· Goal: 
· Next Steps: 
· 12/11 - Call with Kim to discuss a potential review of QuickPayables Travel as part of their Agency OBT evaluation, but she does not want to look outside the Reardon/GetThere options since these have already been deployed.  GetThere is in EMEA, so I anticipate they will continue down that path.

Advance Insurance, Inc.
· Lead:  
· People:  Anna, Travel Director; Mick, AP Director, Finance; Linnea, IT Director; Eileen, VP Finance; Paul, VP Technology and Audit
· Partner: Mary, APEX Travel; Kristi, APEX Travel Premium; Martha, Travelport
· Basics: APEX Travel (Lost Business in 2011), ??? New TMC, PeopleSoft Expense, ??? Card
· Pain:  
· Risk:  Do Nothing
· Competition:  GetThere – 90% adoption, PeopleSoft Expense new in 2010
· Goal: Determine what they are looking for and engage them in a business case process.
· Next Steps: 
· 2010 – Selected PeopleSoft expense
· 2011 – No bid the travel opportunity

Clothing Inc.
· Lead:  
· People:  
· Partner:  
· Basics:
· Pain:  
· Risk:  
· Competition:  
· Goal: 
· Next Steps: 
·  

America Health Systems
· Lead:  
· People:  
· Partner: Dick, Travizon Account Manager
· Basics: QuickPayables Travel, Travizon, ???, USBank, Excel, 
· Pain:  
· Risk:  
· Competition:  
· Goal: 
· Next Steps: 
·  

Transport Anything, Inc
· Lead:  
· People:  
· Partner:  
· Basics:
· Pain:  
· Risk:  
· Competition:  
· Goal: 
· Next Steps: 
·  

Tomorrow Health
· Lead:  
· People:  
· Partner:  
· Basics:
· Pain:  
· Risk:  
· Competition:  
· Goal: 
· Next Steps: 
·  

Fastner Inc.
· Lead:  
· People:  
· Partner:  
· Basics:
· Pain:  
· Risk:  
· Competition:  
· Goal: 
· Next Steps: 
·  

Paint Inc.
· Lead:  
· People:  
· Partner:  
· Basics:
· Pain:  
· Risk:  
· Competition:  
· Goal: 
· Next Steps: 
·  

Animal Clinics
· Lead:  
· People:  
· Partner:  
· Basics:
· Pain:  
· Risk:  
· Competition:  
· Goal: 
· Next Steps: 
·  

PhotoLife Inc.
· Lead:  
· People:  Dale, Treasurer; Rick, Travel Manager
· Partner:  Pete, ADP
· Basics: Wells Fargo, Lawson, Egencia, 
· Pain:  
· Risk:  
· Competition:  Wells Fargo
· Goal: 
· Next Steps: 
·  

FastPharma, Inc.
· Lead:
· Finance: Jeff, CFO; Kelley, VP of Accounting; Daryl, Controller; Peggy, Director of Payment Services; Angie, Director of AP
· Procurement: Mel, Director of Procurement; Mark, Purchasing; Ann, Travel Manager; Steven, Procurement Buyer
· Government Finance and Compliance: John, Government Finance and Compliance; Dave, Government Finance and Compliance
· Compliance: Christine, Vice President & Chief Compliance Officer
· Sales: Tim, Senior Vice President & President - Sales & Account  
· Partners: Kelly, APEX Travel Manager Solutions, Marla, APEX Card; 
· FastPharma Basics: IBM, QuickPayables Travel, Oracle, APEX Travel, APEX Card
· MedFast Basics: Interpilx, QuickPayables Travel, WorldTravel, APEX Card
· Pain: 
· FastPharma and MedFast merger is driving a review of systems.
· FAR government regulations required FastPharma to estimate a 30% unallowable expense due to ineffective expense tracking.
· Risk: 
· The project sponsor is indicating that the new system would need to be in place by 8/27, which is a tight timeline for change, and that it would be easier to stay with an existing vendor.
· Many merger-related changes in IT systems could override any changes in T&E systems, and we won’t be a material project.
· Competition: Stay with IBM or Interplix
· Goal: Quantify the financial impact of providing better policy compliance and reducing the 30% unallowable estimate to 15%
· Next Steps: 
· 6/30 – Lost deal to Interplix during the merger.
 
WaterWays Inc.
· Opportunity:  
· Lead:  
· People:  
· Partner:  
· Basics:
· Pain:  
· Risk:  
· Competition:  
· Goal:
· Next Steps: 
·  
 
EconoClean Inc.
· Opportunity: 
· Lead:  
· People:  Jeff, T&E Project Lead, David, Procurement Manager
· Partner:  
· Basics:
· Pain:  
· Risk:  
· Competition:  
· Goal:
· Next Steps: 
·  

America Financial, Inc.
· Lead:  
· People:  Bimal, VP Finance; Jackie, VP of Shared Services; Tim, Finance Manager
· Partner:  ??, APEX Card, ??, APEX Travel
· Basics: APEX Card, APEX Travel, Axiom, PeopleSoft, Barclay (P-Card)
· Pain:  They are way under their transaction agreement 
· Risk:  Way under the annual commit level
· Competition:  
· Goal:
· Next Steps: 
·  

Hillenshort Corporation
· Opportunity: 
· Lead:  
· People:  
· Partner:  
· Basics:
· Pain:  
· Risk:  
· Competition:  
· Goal:
· Next Steps: 
·  

PeoplesHealth
· Lead:  
· People: Brian, Procurement, Robert, CFO
· Partner:  
· Basics: QuickPayables Travel
· Pain:   
· Risk:   
· Competition:  Do Nothing
· Goal:   
· Next Steps: 
·  

DairyDelight
· Opportunity:  
· Lead:  
· People:  
· Partner:  
· Basics:
· Pain:  
· Risk:  
· Competition:  
· Goal:
· Next Steps: 
·  

FarmersCoop
· Opportunity: Tier Increase $88K
· Lead:  
· People: Christa, Shared Service, Amy, Shared Services 
· Partner: CWT,  
· Basics: 
· Pain:  
· Risk:  
· Competition:  
· Goal:
· Next Steps: 
·  

HairStyle Inc.
· Lead:  
· People:  
· Partner:  
· Basics:
· Pain:  
· Risk:  
· Competition:  
· Goal: 
· Next Steps: 
·  

Bargin Basement
· Opportunity:  
· People:  
· Partner:  
· Basics:
· Pain:  
· Risk:  
· Competition:  
· Goal: 
· Next Steps: 
·  

HealthInc
· Lead:  
· People:  Rachel, Business Sponsor Director of Global Payment Services 
· Partner:  
· Basics: 
· Pain:  
· Risk:  
· Competition:  
· Goal: 
· Next Steps: 
·  

PowerClean
· Lead:  Foxworld Travel
· People:  Mark, New CFO, Alex, New CIO, Samantha, Director of AP; Andy, Legal
· Partner:  Melissa, APEX Travel; Mollie, Netsuite Sales; Maria, Foxworld Travel
· Basics: PNC Bank, Corporate Travel, Globe Finance, Excel
· Pain:  No automation or controls around expense management
· Risk:  Legal counsel is turning this into a negotiation on every point.
· Competition:  Do Nothing
· Goal: Lock down the steps to closure.
· Next Steps: 
·  
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