Key Account Planning

This engaging one-and-a-half-day program is designed to give participants an opportunity to
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assess where they are with key accounts and provides them with information, tools and

practices that will allow them to be more successful.

Learning Outcomes

Describe what makes a sale complex

Program Flow

Assess the critical “hats” key account managers wear and which matter most

Execute an account analysis in order to better understand the customer’s strategy

Map key players within the account

Generate two to three account strategies and the tactics necessary to succeed
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