
COURSE SYNOPSIS 

KEY ACCOUNT MANAGEMENT  

WHAT IS STRATEGIC KEY ACCOUNT MANAGEMENT? 

Strategic Key Account Management is the process of defending and expanding the 

accounts within your business that represent the greatest value and highest potential for 

profitable growth. Success is built on truly understanding the customer and aligning with 

their goals, strategies and initiatives. Risk is managed by understanding individual politics 

and agendas while aligning with corporate drivers to create best value and become 

embedded within the customer’s systems and processes as a trusted partner. 

Identifying and investing in the top 20% of accounts is a proven winning business strategy. 

Retaining, growing and leveraging existing customers is also the most profitable way to grow 

a business. Alignment and mapping opportunities and threats is a key element of success. 

Creating exceptional customer experience drives loyalty and referrals in the market which 

augment’s new business acquisition activities.  

 

WHY SELECT THIS COURSE? 

This course teaches a way of thinking and operating 

that elevates customer relationships to become a 

trusted partner rather than a mere supplier or 

vendor. Course participants learn how to map 

relationships, identify opportunities and threats, and 

develop plans that align and elevate the value of the 

relationship as perceived  by  the customer.   This  

enables  the execution of plans  that  effectively  

defend and grow valuable  customers.  The RSVPselling™  Account   Management   

framework has been  proven  in  highly  competitive  and complex enterprise selling 

environments. 

 



COURSE OUTLINE 

The Strategic Key Account Management course covers the essential elements of effective 

account management. This course takes the participant through the essential elements of 

managing relationships, identifying and aligning with customer value drivers, mapping 

opportunities and threats, and then monitoring for trigger events, leveraging referrals and 

elevating conversations to become a trusted partner in the eyes of the customer. 

The course is hand-on with participants using their own laptop computer, with templates 

provided, to create the beginnings of a strategic account plan for a real customer. The 

artefacts created during the workshop will enable participants to engage internal teams for 

support in managing risk and pursuing opportunities for profitable growth. 

 

COURSE CONTENT 

Introduction 

   Course objectives and customer expectations today 

   Evolution of account management and Value Quadrant 

   RSVPselling™ overview 

Key Account Management 

•    Relationship mapping the power-base 

•    Managing politics and personal agendas 

•    Value alignment with customer goals, strategies and initiatives 

•    SWOT from the customer’s perspective 

•    Opportunity mapping – threats and white space opportunities 

•    Trigger event monitoring (opportunities and threats) 

•    Elevating engagement to be a strategic partner 

Summary 

   Review key outputs actionable commitments 

 

The course can be delivered over one day. For an overview of the principles plus testimonials 

and further information about the concepts, visit website www.RSVPselling.com. 

 



PRE-LEARNING AND PREPARATION 

Course preparation is essential for participants to enable them to focus on hands-on activities 

during the course to implement strategies: Pre-learning tasks include: 

• Connect to Tony in LinkedIn https://www.linkedin.com/in/hughestony and follow 

https://www.linkedin.com/in/hughestony/detail/recent-activity/posts/ 

• Read the book: The Joshua Principle – Leadership Secrets of Selling 

 

In addition to reading the book, The Joshua Principle, Leadership Secrets 

of Selling, Relationship Selling is an ideal companion course and it covers 

the areas of communication, rapport-building, understanding personalities 

and working with personal agendas. Participants should attend the course 

with a laptop and as much information as possible on a key account that 

they wish to work on during the workshop. 

 

 

LEARNING OUTCOMES AND DELIVERABLES 

The course is designed to equip participants to: 

• Think and act more strategically and create greater customer value 

• Create stronger competitive differentiation through better alignment 

• Elevate and strengthen engagement with key decision-makers 

• Identify opportunities to create value and increase revenue 

• Improve perceived value in the eyes of the customers 

• Grow and defend the most import customer accounts 

• Align teams internally in how they communicate and execute 

 

The course will produce the following individual tools for participants: 

• Unique customer value alignment sheets (value plan on a page) 

• PowerPoint account plan template 

• Buyer profiler for summarising buyer role, agenda, personality type, etc. 

• Tailored Opportunity Qualification Tool with action tracking 

• Customized Close Planner for creating alignment and forecast accuracy 

 

 



ABOUT THE COURSE CREATOR 

Tony Hughes has thirty years of corporate and sales leadership 

experience with record-breaking personal and team sales results. He 

has a positive track record, and international experience, as a winning 

CEO and Sales Director creating outstanding team culture and 

profitable growth. 

Tony is also a bestselling author and the most read person in LinkedIn on the topic of B2B 

selling. He has more than 500,000 followers of his blogs and his most recent book, COMBO 

Prospecting, is published by the American Management Association (HarperCollins). Tony’s 

first book, The Joshua Principle – Leadership Secrets of Selling, is a business best seller and 

in its 9th printing. Top Sales Magazine ranks Tony as the most influential person in Asia-Pacific 

for professional selling and he was subsequently invited to be a regular columnist for Top Sales 

Magazine. 

Tony’s unique strategic sales methodology, RSVPselling™, has delivered hundreds of millions 

in sales and his framework for modernizing the way people sell with social media provides a 

way for sales people to personally create sales pipeline. Tony teaches 'modernized selling' 

within the MBA program at the University of Technology, Sydney and sits on a number of 

boards. He speaks at conferences internationally and his consulting clients include globally 

known brands such as Salesforce, Flight Centre Travel Group, Red Hat, and many others. 

 

 

 

 

 

 

 

 

For additional information: 

• LinkedIn profile: https://www.linkedin.com/in/hughestony/ 

• Speaker website: https://www.tonyhughes.com.au/ 

• Sales methodology website: https://www.rsvpselling.com/ 


