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Section 1: Introduction to Key Account Management

e Overview of key account management
¢ Roles and responsibilities of a key account manager
e The strategic importance of key accounts

Section 2: Strategic Account Planning

e Developing strategic account plans
e Setting objectives and key performance indicators (KPIs)

e Analysing and segmenting key accounts

Section 3: Client Relationship Management

e Building and maintaining strong client relationships
e Techniques for client retention and loyalty
e Handling client feedback and resolving issues

Section 4: Business Development Techniques

e Identifying and pursuing new business opportunities
¢ Cross-selling and up-selling strategies

e Leveraging partnerships for business growth

Section 5: Data-Driven Decision Making

e Using data and analytics in account management

e Tools for tracking and measuring account performance



e Implementing data-driven strategies

Section 6: Negotiation and Closing Deals

e Effective negotiation techniques
e Preparing and presenting proposals
e Closing deals and contract management
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TOP BUSINESS PROGESS

MANAGEMENT
CERTIFIGATIONS FOR
2024

Top Business Process Management Certifications for 2024

Learning Business Process Management (BPM) enhances organizational efficiency and
effectiveness. The top certifications for 2024 include CBPP, CBPL, Six Sigma Green Belt,
CLSSBB, CBPA, BPM-P, BPM and Improvement, eTOM, CBPMC, and In-Depth Business
Management Professional Training. These courses cover strategic skills, communication, and
.portfolio management
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