Jold o splady pudy Dl siae mad &S

Jold Jolo rplads pud) olua p1ae muad S

Duration: 5 Days

Language: ar

Course Code: PM1-103

Objective

:uJ.c ralE oS Ll o s 8y gall 83 ‘ALAEL.LLQ

o ISl po dlsliie ailds (5300 I3 Dlide yy shai.
o Layiljiwl ¢Lii) B2B fua,lall ololiially s sell Llia.
o 2ol il sk Jae olide oralil lpalusiwl o Say oIS il oboslaal wlily sacls Lo Llaall,
o alo¥l ] Jloe ¥ pdal oIS il wa Joldilly §gull & oolpaill 28l Julai.
o oluall als mllal slaiially wleaall ol s0b.
o vl dlindall Jlaidl dga 05S0 o glacal Sl g da gide s 2ols e Lol
o fulayl il guanl Hulills (o sl ol lge plaatul duiges 2llaiy Jual gill.
o iagaby wo¥l aly b Cilaal Guiad gai Jaally il Cilual suail sGSYT bluall @ ome e 158 8aLE.

Audience

Dlaaly oK bll pa i I Gis Jany f i §all Jals 2t Il o lluall iy asi ¥ dllie 5,5l sia
g §all Blaa¥l 3uiail edaall go 5330 0l Slidke skt I pling of sagaall olsleall aglill gyiail aaloaall
1 oela JSdy Bagdae b gl sda o oS

o Ollwall 510
o Gl olluall ¢
o Jlae¥ Olaaf


http://holistiquetraining.com/ar/course/becoming-a-key-account-manager-ar

o Gugwill Guiidull o yaall
o ouddtill el

* Gl e

LJRCI] EYTIN | 7-JVRVS

o wlaiiall (5 a0

Training Methodology

s Ayl lbaall §,1] 5l S, Uikell oy 2 yn 53l 3] Soaie lai ol o gasaill golisll 1is gany
T lod) JLaid) ool lga il lgo¥l cual aatily aleall s Laill IMA e gua sl (Laill.

Q3 e L 2l gl Alall orlulys gl etllaill 2an el Goje wlalas feloa olidlie i Lol o, Lidw

Gl Ay 537 s iabimall Olaaly edlanll g wa¥l aly sh lidle Ly 3aiall Juauill alasiul 44 yans o

s plais " spkiay sl 50 latiall lagrs 8043 dle i dpandi (g IS oo Jens 2lsaly
iaal il guiail oSl e dylull le Cilaill,

Summary

ol elid yae b clile omy ailaliaty cly b JSI liae Lagd Lo fall Jals Sy olibua 3500 oLl allay
lael £l 4, yatnl lasal lidaally (o g yall Jumil usig dliblus le Llall uilially.

ool Baghe il 3la s gila laat 2plil S lluall 806 o uls @8)e e kilag of Oluall e e
fagh gy (S b et o) cimg « oSl oy clis g yal dulay] olanlye ayl g 4S bl @)l gai suly 31 aullay
hm@wlm .c.l‘).”ufml‘s.e.glaﬁéviﬂJJdeanﬁQiy?qé‘}glohﬁﬁm?jMJTAL'L@OJS,U
pillacl skl ceug daliaall Olaal po Jelii e o siny loaie il il oY lary] dails,

Course Content & Outline

Section 1: The Key Principles of Account Management

e Understanding the key principles of KAM.



e The 5 levels of Key Account Management.
 Your buying process - simplicity is paramount.

e Your CRM - the cornerstone of account management.

Section 2: Your Key Account Management Framework

» Understanding your target market and which partners to prioritise.
e Implementing a key account strategy.

e Developing a strategic roadmap to meet your needs.

e Tools and templates to construct your strategy.

e Rules and regulations.

e The power of ‘to-do’ lists.

Section 3: Developing Lasting Relationships

¢ Creating a relationship built on trust.
e Understanding what's important to your partners.
* Tailoring propositions to your audience.
« Identifying challenges and being able to overcome them for your clients.
e What motivates your clients, and how can you incorporate this into your strategy?
 Your portfolio - proof of legitimacy.

» Relationship lifecycle planning.

Section 4: Identifying Key Success Factors

e Understanding the motivations and strategies of your partnered organisations.
e Your pricing structure and its merits.

e Your credibility and reputation.

e Your team strengths and effective task delegation.

e Monitoring figures and tracking data to access the most profitable clients.

e The customer expectation benchmarking matrix.

Section 5: Effective Communication & Negotiation Techniques

e |dentifying the decision-maker in the company.

e The art of influencing and negotiation.

e Pushing for a better position.

e Understanding key sales buttons to push and when to push them.
¢ Selling without using sales language.

e Understanding your client on a personal level.



e Utilising client personas and documenting key information.

Section 6: Objection Handling & Upselling

e Understanding benefits vs. functions.

e Qvercoming price comparisons.

e Hidden influencers and their dangers.

» Offering extras without spending money.

e Qutside-the-box thinking to increase success rates.

Section 7: Costing And Budget Adherence

e Ensuring your products make a profit.
e Where can offers be made to increase conversion without losing out?
 Your take on ‘freebies.’
¢ Single-factor models.
e Decision-making models.

e Cost-per-call and extra resourcing.

Section 8: Engaging an Effective Account Management Team

e Recruitment ideals for account managers.

e Setting Key Performance Indicators to meet your priority aims.
e Managing performance in your accounts team.

* Developing SMART targets based on key account aims.

e Training and development of account managers.

* Your role as a leader or senior account executive.

e Generating buy-in for your company's aims.

Section 9: Introducing New Products & Reviewing Successes

» Take on feedback and amend processes to suit your stakeholders.
e |dentifying gaps in your service.

e SWOT analysis for identifying change.

e Risk assessments and reviews.

e What products can you develop to maintain your clients’ interest?
¢ Predicting future trends - how to move forward.

e Prioritising opportunities and devising future frameworks.
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YouTube Video

https://www.youtube.com/embed/qaPu7iTDIY4?si=bBIF_hqg-0COshlJ9
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