Course Title: 
Commercial / Account Management

Thursday 29th January 2009  
Trainer:
Howard Jones, Dutton Jones Associates Ltd.
Duration:

	1 day 



Who should attend?

	All Brokers and those staff who manage a client portfolio



Why should you attend?

	This programme focuses on developing strategies to manage and develop key accounts. The programme takes delegates from the start of the relationship through to managing existing accounts and identifies ways that the relationship can be developed with a view to increasing engagement. Techniques for increasing the penetration throughout the depth and breadth of the account are covered. In addition the key issues of proposals, handing meetings, building needs and understanding the emotional influencers which motivate people to act/commit are examined and discussed. The course is practical in nature and includes numerous exercises to give delegates the opportunity to reflect on how the material relates to their clients and to formulate actions that they can implement to achieve successful account management



Course Outline

	· The Role of a Successful Account Manager 

· Situational Analysis 

· Preparing Your Strategy 

· Strategic Thinking and Strategic Planning 

· Strategic Goals 

· Implementation, Planning and Account Penetration 

· Closing the Gap, Individual Gap Analysis 

· Stepping Stones to Implementation 

· Measuring Progress Against Objectives 

· Responsibility and Involvement Matrix 

· Understanding the Marketing Process 

· What is Marketing? 

· Marketing Mix and Selling 

· Some of the Key Initiatives and Principles 

· Bringing It All Together 

· Designing and Presenting Winning Proposals 

· The Benefits of a Well Managed Meeting 

· A Meetings Model 
· Case Studies and Syndicate Exercises 


