Improved Key Account Management

Building sustainable relationships with strategic accounts

National or international sales directors in charge
of large accounts
■■ Sales engineers or Key Account Managers
■■ Sales managers

An in-depth grasp of every aspect of your mission
A comprehensive and effective approach covering every role your
function entails
■■ Self-confidence and expertise to serve your customers
in a strategic consulting capacity

■■

■■
■■

Pre-requisites
■■

Programme

On-the-job benefits

Target audience

Knowledge
self-assessment

Classroom training:
ongoing role-play exercises, case studies,
peer coaching, individual action plan, etc

Introduction
and the first tools

Cement knowledge and practice

Benefits for the company

There are no pre-requisites for this course

Optimise strategic account management organisation
Show the value you can create and gain an edge in fiercely
competitive markets
■■ Build long-term partnerships with strategic accounts
■■ Secure turnover by nurturing loyalty on the part of a key function
for the company
■■

Objectives

■■

Clarify your job scope
Build a toolbox to be in command of every aspect of your job
■■ Solve the main issues you have to deal with on the job
■■ Roll out an action plan to manage your accounts efficiently
■■
■■

Initial
assessment

e-learning

Classroom training

Three 30’ e-learning modules
The importance of the Key Account Manager

Special features of this course

Understanding the importance of the Key Account

Manager.
Summarising the impacts of the Key Account Manager.
Defining your mission and four strategic roles as a Key

The Key Account Manager’s four key roles

Analysing strategic customers successfully
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MANAGER OF
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How can we take advantage of
the market opportunities?
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Be my advocate (defender)

Using three pieces of advice and four spheres to carry out

ESSENTIAL
ROLES OF THE
KEY ACCOUNT
MANAGER
STRATEGIC ADVICE
FOR LONG TERM
PARTNERSHIP

Show me how
important I am

How can you build the
business with me?

RELATIONSHIP
MANAGER

2
How can you support my
organisation?
Are you taking my
organisation into account?

Understand me

effective analysis.
Carrying out in-depth competitor analysis.
Using the Key Account Manager’s two SWOT matrices.

1] M
 anaging knowledge:
• Assessing
• Analysing
• Synthesising

Identifying the stakes of the Account Business Plan

2] M
 anaging relationships:
• Identifying the key stakeholders
• Building networks effectively and
efficiently
3] Managing business:
• Sharpening your competitive edge
• Creating shared value
• Building your Account Business
Plans

Defining the purpose and benefits of an Account Business

Plan.
Using effective methods to build an Account Business

e-learning

Final
assessment

Two-day classroom course

Two 30’ e-learning modules

1_ The Key Account Manager’s role
• Key Account Management : what it is and
why we need it
• Roles and responsabilities of the Key Account Manager
• Organising Key Account Management

Understanding your role as manager of the action plan

2_ The Key Account Manager: managing knowledge
• The expert and the consultant
• Understanding customers in depth
• Running the SWOT analysis

Account Manager.
Characterising the different phases of organisation for
the Key Account Manager.

MANAGING
KNOWLEDGE

How do we achieve this?

Progress self-assessment

3_ The Key Account Manager: managing business
• Generating and building business
• The Account Business Plan
• The account planning process

Managing action plans in teams
implementation process.
Organising its implementation and mobilising the team.
Developing cooperation between team members.
Managing the human aspects effectively in the long term.

Removing the five major obstacles to effectiveness
The KAM, between action and analysis.
The KAM, team player or lone wolf.
Being a KAM: thinking outside the box.
Being a KAM: knowing how to anticipate.
Being a KAM: encouraging.

4_ The Key Account Manager: managing relationships
• Taking up PR
• Identifying and involving key players
• Analysing relationship effectiveness to fine-tune
strategy
5_ The Key Account Manager: managing projects
and teams
• The orchestra conductor’s role
• Organising action plan rollout and team involvement
• Tracking action plan progress
• Building cooperation and defusing conflict

Plan.
Measuring the effectiveness of your relationship

with your customer.
Optimising your relationship with your customer using

the Account Business Plan.

4] Managing projects and teams:
• Steering and communicating
• Motivating and rolling out

BUSINESS MANAGER

> > Assessments both before and after the course
> > E-learning modules accessible for 1 year
> > Personalised support throughout your course

Key points
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