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Enjoy the read!

To help you move around this e-Pocketbook we have included a full ‘Table of Contents’,
with links that take you instantly to the chapter or page of your choice. Be sure to reveal

the Table of Contents within the navigation pane (sidebar) of your file viewer.

In addition, we have embedded links within the book itself, denoted by coloured 
arrows     and text that is underlined (or highlighted). These embedded links will get you
swiftly from the Contents page to a specific chapter and from cross-references to other

parts of the book. A link at the foot of the page      will get you back to where you started.

Other features that will help improve your reading experience include word search,
zoom, page view options and printing (see Copyright Notice on the previous page). 

It is well worth spending some time familiarising yourself with your document viewer 
in order to get the best from this e-Pocketbook. 

Enjoy your reading!
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THE KEY ACCOUNT MANAGER

WHO IS A KEY ACCOUNT MANAGER?

Anyone who wants to keep and develop business
with important customers.

People like:  management consultants, accountants, solicitors, 
merchant bankers, head hunters, surveyors, advertising and PR 
executives, stockbrokers, retailers and manufacturers of 
all types, IT and telecom service providers, travel 
agents, engineers, publishers, trainers, car 
salesmen, conference organisers, hospitality 
suppliers, architects, computer programmers, 
independent tradesmen, haulage contractors, 
insurance brokers, fund raisers, printers, media 
specialists, health service providers, etc.

And, most importantly ...
....YOU
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THE KEY ACCOUNT MANAGER

WHAT IS A KEY ACCOUNT?

A key account is one of your most important customers - with whom 
it is crucial to develop and maintain an added value relationship.

To identify which customers are key, decide if the 
customer/account:

● Is a consistently high revenue producer 
(remember 20 percent of your customers 
probably produce 80 percent of your revenue)

● Is offering opportunities to increase sales

● Is looking for a loyal business partner/adviser (you!)

● Is a strategically important industry or market 
opinion leader
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Key accounts keep your business growing
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THE KEY ACCOUNT MANAGER

WHY A KEY ACCOUNT IS IMPORTANT

A key account customer offers long-term potential:

● A constant (and growing) stream of high quality revenue

● Reduced sales costs (it is cheaper to grow your business with existing customers 
than deploy a sales force to find and secure new ones)

● Targeted planning for the future (having a dependable source of sales will enable 
you to plan investments for your business)

● Improved knowledge of your marketplace (developed via in-depth knowledge of 
your key account’s needs)

Nurture your key accounts
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