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The Strategic Planning Group’s

SALES FORCE EFFECTIVENESS PROGRAM

Outlined below is our process to improve the relationship management strategies of your account teams in
management the company’s most important clients.

Best Practices
Assessment

Sales/Account
Management Audit

Account Management
Structure/People/
Processes

KAM Steering

Committee

Account Management
Training

Key Account Planning

Account Management
System

* Organization
Structure Review

* Account
Segmentation

* Account Planning

¢ Sales Force Skills &
Deployment

e Sales Performance

* Productivity
Standards Review

e Sales Automation

J Customer_ .
Communication

* Market-focused
* Segment Management

* Key Account
Classification

* Key Account Plans
* Job Descriptions

¢ Personal Profile
Analysis

* Productivity
Objectives

* Compensation Plans

* Management
Performance Reviews

¢ Communications

¢ Benefits of the KAM
Process

* Change Management

* Roles &
Responsibilities

* Managing Customer
Expectations

* Key Account
Planning Process

* Presentation Skills

* Selling &
Negotiating Skills

* Time Management

* Meeting
Management

* Category Plans
¢ Account Plans

* Necessity for Proper
Plans

* Selecting Accounts
* Planning Format

* Creating the
Template

* Completing the Plan

* Internal Selling of the
Plan

¢ Presentation to the
Client

¢ Plan Measurement
* In-field Counseling

* Account Profile
* Data Storage
* Strategic Plan

* Relationship
Management
Information

* Financial
Management Data

* Activity Reporting

* Document
Management

* Quotation Activity

* Proposal Preparation
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