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Abstract 

Account segmentation is a pivotal strategy for businesses seeking to optimize their 

customer relationship management, sales efficiency, and overall revenue 

generation. This white paper explores the concept of account segmentation, 

specifically focusing on dividing accounts into key accounts, enterprise, 

commercial, new starts, and prospects. By understanding and implementing this 

segmentation strategy, businesses can tailor their approaches to meet the specific 

needs of each category, thereby maximizing customer satisfaction and revenue 

growth. 

Introduction 

In today’s highly competitive business environment, personalized customer 

engagement is crucial for maintaining a competitive edge. Account segmentation 

allows businesses to categorize their customers based on specific criteria, enabling 

more targeted and effective marketing, sales, and service strategies. This white 

paper provides a comprehensive overview of account segmentation, emphasizing 

the segmentation of accounts into key accounts, enterprise, commercial, new 

starts, and prospects. 



Account Segmentation Categories 

	1.	 Key Accounts (Top 30% of Revenue) 

	 •	 Definition: These are the most valuable customers, contributing to the top 

30% of the company’s revenue. 

	 •	 Characteristics: 

	 •	 High revenue contribution. 

	 •	 Long-term, strategic partnerships. 

	 •	 Significant influence on business operations and strategic decisions. 

	 •	 Strategy: 

	 •	 Dedicated account management teams. 

	 •	 Customized solutions and services. 

	 •	 Regular, high-level engagements and reviews. 

	 •	 Priority access to new products and services. 

	2.	 Enterprise Accounts (Middle 50% of Revenue) 

	 •	 Definition: These accounts fall into the middle 50% of revenue contributors. 

They are stable and significant, but not as critical as key accounts. 

	 •	 Characteristics: 

	 •	 Moderate to high revenue contribution. 

	 •	 Potential for growth and upselling. 

	 •	 Require a balanced approach in terms of resource allocation. 

	 •	 Strategy: 

	 •	 Assigned account managers with tailored service levels. 

	 •	 Regular check-ins and performance reviews. 

	 •	 Opportunities for cross-selling and upselling. 

	 •	 Development of customized solutions as needed. 

	3.	 Commercial Accounts (Bottom 20% of Revenue) 



	 •	 Definition: These accounts contribute to the bottom 20% of revenue. They 

are typically smaller in size and have limited growth potential. 

	 •	 Characteristics: 

	 •	 Low to moderate revenue contribution. 

	 •	 Cost-sensitive and often price-driven. 

	 •	 High volume, low touchpoint engagement. 

	 •	 Strategy: 

	 •	 Efficient, automated customer service and support. 

	 •	 Standardized products and services. 

	 •	 Focus on volume sales and retention through loyalty programs. 

	 •	 Minimal customization and personalized attention. 

	4.	 New Starts 

	 •	 Definition: These are newly acquired customers who have recently started 

doing business with the company. 

	 •	 Characteristics: 

	 •	 Uncertain revenue potential. 

	 •	 High need for onboarding and education. 

	 •	 Potential to grow into higher revenue segments. 

	 •	 Strategy: 

	 •	 Comprehensive onboarding programs. 

	 •	 Regular touchpoints to ensure satisfaction and address issues. 

	 •	 Gradual introduction to higher-value products and services. 

	 •	 Monitoring for signs of potential growth or churn risk. 

	5.	 Prospects 

	 •	 Definition: Potential customers who have shown interest but have not yet 

made a purchase. 

	 •	 Characteristics: 

	 •	 No current revenue contribution. 



	 •	 High variability in potential value. 

	 •	 Require significant nurturing and engagement. 

	 •	 Strategy: 

	 •	 Targeted marketing campaigns. 

	 •	 Personalized outreach and engagement strategies. 

	 •	 Lead nurturing through educational content and demonstrations. 

	 •	 Conversion tracking and follow-ups. 

Benefits of Account Segmentation 

	1.	 Enhanced Customer Understanding 

	 •	 By segmenting accounts, businesses can gain deeper insights into customer 

needs, preferences, and behaviors, enabling more personalized and effective 

engagement. 

	2.	 Optimized Resource Allocation 

	 •	 Segmentation allows businesses to allocate resources more efficiently, 

ensuring that high-value customers receive the attention they deserve while 

maintaining cost-effective service for lower-value accounts. 

	3.	 Improved Sales and Marketing Strategies 

	 •	 Targeted sales and marketing efforts can be developed based on the specific 

characteristics of each segment, leading to higher conversion rates and 

customer satisfaction. 

	4.	 Increased Revenue and Profitability 

	 •	 By focusing on high-value accounts and nurturing potential growth accounts, 

businesses can drive revenue growth and improve overall profitability. 

	5.	 Better Customer Retention 



	 •	 Tailored engagement strategies based on segmentation can enhance 

customer satisfaction and loyalty, reducing churn rates and increasing long-

term value. 

Implementation Steps 

	1.	 Data Collection and Analysis 

	 •	 Gather comprehensive data on all customers, including revenue 

contribution, engagement history, and potential value. 

	 •	 Use data analytics tools to identify patterns and segment customers 

accordingly. 

	2.	 Define Segmentation Criteria 

	 •	 Establish clear criteria for each segment, such as revenue thresholds, 

engagement levels, and potential growth indicators. 

	3.	 Assign Accounts to Segments 

	 •	 Categorize each customer into the appropriate segment based on the 

defined criteria. 

	 •	 Ensure that the segmentation is dynamic and can be adjusted as customer 

relationships evolve. 

	4.	 Develop Segment-Specific Strategies 

	 •	 Create tailored engagement strategies for each segment, focusing on their 

unique needs and potential value. 

	5.	 Monitor and Adjust 

	 •	 Continuously monitor the performance of each segment and adjust 

strategies as needed to maximize effectiveness and achieve business goals. 

Conclusion 



Account segmentation is a strategic tool that can significantly enhance customer 

relationship management and business performance. By categorizing accounts 

into key accounts, enterprise, commercial, new starts, and prospects, businesses 

can tailor their strategies to meet the specific needs of each segment, driving 

higher satisfaction, loyalty, and revenue growth. Implementing a robust account 

segmentation strategy is essential for any business looking to thrive in today’s 

competitive market. 


