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KEY ACCOUNT MANAGEMENT ( KAM )
Input:

· What is Key Account Management

· Types of Key Account

· KAM Business Model

· Importance of KAM
· Key Account profiling
· Planning a Key account

· Category Management

· Developing a Key account

· Managing Promotions

· Managing Relations
Methodology:

Lectures, Exercises, Role Plays, Reflections.

Benefit for the Participant:

· A broad perspective of modern trade business
· How to profile a key account 

· Understand key drivers 

· Formulate category ROI 
Batch Size: 15 – 25 participants
Duration: 2 Days

For whom is this program? 

All key account front line and middle level mangers in selling and supply chain function 
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