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Account Plan for Successful KEY Account Managers in the 

21st Century 

 

Course Duration: 2-day; Instructor-led 

Time Schedule: 9am-5pm 

Lunch: 1:00pm- 2:00pm 

Morning Tea-break: 10:30am-10:45am 

Afternoon Tea-break: 3:30pm -3:45pm 

 

 

HOW TO DEVELOP KEY ACCOUNT MANAGER’S SKILLS IN THE NEW ERA? 

 

INTRODUCTION 

Why are all your key account managers not achieving their goals and objectives? Are they surviving 

or just order taking? Lack of Communication skills? unable to handle their customers effectively and 

successfully? Can’t seal any deals? They are talented but are they skillful in handling the right 

stakeholders, with the right conversation and targeting the right buying centers? Are all these 

excuses or do they lack ACCOUNT PLANNING skills? Most organizations have doubts about their KEY 

ACCOUNT as they don’t really understand their needs and wants. It took 10 years to build a strong 

relationship but only took 10 mins to destroy it. This course is designed specifically to address every 

need and want of your key account. Don’t miss this opportunity to develop your key account 

managers. Join us in the coming workshop!!! 

 

 

LEARNING OBJECTIVES: 

- To understand the MAIN functions of Key Account Management recognizing the right DATA. 

- To convert the Supporting role to Branded Key Account role in the organization. 

- To develop the In-depth Techniques & Strategies in becoming a Successful Key Account Team 

- To produce effective conversations with the right stakeholders addressing their needs 

- To create effective urgencies, the right & positive mindset in managing key account 

customers   

- To identify the value proposition in dealing with Key Account 

 

 

LEARNING OUTCOME:  

At the end of the sessions, participants should be able to: 

• Construct a MOCK Plan for Key Account Management within 15 minutes by using the IQ 

methodology. 
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• Identify 3 Key Challenges in Key Account Management Strategy within 15 minutes by using 

the KEN methodology. 

• Develop a Questioning Plan for Key Account within 20 mins using the Professional CCC’s 

methodology. 

• Develop Effective Key Functions of Handling Key Account Manager in 20 mins using the 

PESTEL & SWOT analysis.  

• Identify at least 3 Key Value Proposition in 30 mins by using the 5 VP BOXES Methodology. 

• Design own Strategic Plan using the Account Plan within 20mins using the SMART Strategy 

 

KEY CONTENT 

 

Day 1 

 

 

Module 1: Understanding Main Functions of Key Account Management. 

• Introduction 

• Sales Challenges in Key Account Management 

• Why Account Development Plan?  

• The Use of IQ Methodology 

• How ADP helps? 

• Account Planning brings Strategic Values 

• Action Plan: Key Account MOCK Plan 

 

 

Module 2: Identifying How and What to Execute in Key Acct Management 

• ICT/Solutions are really crowded.  

• The Changing Buying/Selling Environment- Buyer’s Journey 

• The Importance of Key Account 

o Why DATA/Information? 

o What is their Potential? 

o What is their background? 

o Their Needs & Wants? 

o Who are the ENDUSER? 

• Importance of Engagement 

o Why Engagement? 

o What so important? 

• Different Stakeholders? Right Buying Centres? 

• 3 Key Challenges in Key Account Management KEN strategy 

• Action Plan: Identify your key ROLE?  

 

 

Module 3: Techniques & Strategies of Successful 21st Century Key Account Managers 

• Differentiate or disappear?  
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• Creating Branding Mindset and Values not Price nor Quantity 

• Power of Questioning & Listening 

• Build the Pain 

• Build the Gain 

• 3 C’s Methodology, Con Con Con? 

• Action Plan: Building Effective Questioning Plan For Key Account  

 

Day 2 

 

 

Module 4: Account Development Plan 

• Customer’s Insights 

• Business Analysis 

• What the DATA tell us about?  

• What are we Focus on?  

• P.E.S.T.E.L. Analysis 

• S.W.O.T. Analysis  

• Action: Develop Own Key Focus  

 

 

Module 5: Develop Winning Proposition  

• Customer Perception on Value 

• What is Value? 

• What Value should NOT be? 

• The Power of VALUE not Price 

• Rolex and Casio?  

• 5 Boxes Value Proposition 

• Development of RIGHT and EFFECTIVE value proposition. 

• Effective Communication Skills 

o Power of Storytelling 

o Power of Presenting 

o Avoid Breakdown in Communication 

o What’s the key value? 

• Action: Develop 3 Key Value Proposition 

 

 

Module 6: Key Account Managers in Action  

• Winning Strategies, how? 

• Business Overview 

• Current Opportunities 

• WIN/LOSS Opportunities 

• Power of Back-Up 

o How & When  
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o Why BU is important? 

o Who Scratch who’s Back? 

• Effectiveness or Aggressiveness?  

• Creating Urgencies? 

• Closing Strategies? 

• S.M.A.R.T. Analysis for Planning 

• Action Plan: Let’s Do It TOGETHER, NOT YOU DO IT ALONE !!! 

 

 

TARGET AUDIENCE 

Key Account Managers, Front-liners/Sales Team manages Corp/Govt/GLCs, Key Account 

Consultants, Sales Managers, Sales TEAM Leads 

 

 

METHODOLOGY 

To shift your Paradigm and Practice a new way of Key Account Management that will surely make 

your Team effective and productive. 

 

Remember how Tiger Wood succeed in Golf and how Micheal Jordan succeeds in Basketball? 

Forgotten? Let me remind you that Tiger Wood started to swing when he was at the age of 6 and 

Micheal Jordan was kicked out of Basketball team by his coach when he failed to perform the right 

strategy during his selection of basketball players at his school. Let’s explore more in this program. 

 

When was your last corporate training program? How much of what was learnt is actively applied in 

your work today? Did you really practice it daily? or did you just attend for the sake of attending or 

just the additional training hours that you need to fulfil the company’s requirement? Are all that 

remains the workshop manuals left on your shelf?  

 

This Key Account Plan program is Unique that it made people take positive steps and immediate 

action. They encourage new ways of thinking and effective planning. They open ways to create more 

opportunities. We believe building individual behaviour and attitude contribute significantly to the 

overall excellence of your Key Account Management effectiveness in the organization. So, we focus 

on real scenarios and case studies. 

 

Our unique methodology of combining experiential and discovery learning, with supported by 

modern coaching, creates powerful shifts in attitudes and behaviour that will encourage dynamic 

change in your organization.  

 

In our programs, you can expect an extensive use of experiential learning, facilitated coaching, 

feedback, games and activities, group discussions, role plays and simulations. 


