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Associates Globhal Consult Ltd

Workshop on Advanced Key Account M anagement
January 12 — 16, 2026, 1% Run: Lagos & Port Harcourt
July 13 - 17, 2026, 2™ Run: Lagos & Abuja
For Tutor -Led Class: 9am — 4:30pm 700 USD for foreign
Workshop fee: Lagos: N350, 000,
Abuja/ Port Harcourt: N400, 000 per Participant
Delivery Mode: In-person/ Live Virtual / Hybrid
Online cour se fee: N300, 000 per Participant
Availablefor In-plant Training

Participants

Program overview:

Key Account Management (KAM) relates to managing your clients effectively and successfully and nurturing a
healthy relationship with them. Learn the practical approaches to planning, analyzing and implementing closer
relationships with your strategic accounts. This program will equip account managers with the skills and tools to
develop and implement detailed dynamic account strategies and plans for their key accounts. Using their own
customers as case studies, participants will establish how 'best practice' principles can be applied to managing their
own key accounts whilst adding immediate value into their own organizations

For whom:

This program is designed for those managing face-to-face relationships with customers that have a significant
impact on achieving the organization's business objectives. The course is also valuable for account managers, sales
managers and directors intending to implement a key account management strategy within their organizations.

L earning objectives:
At the end of the course, participants will be able to:

* recognize which customers are key accounts;

* define the functions of key accounts and their importance to commercial organizations;
* define the scope of the key account management role;

*

identify and prioritize key accounts to measure their profitability and qualify their strategic importance for
their company;

classify the different levels of customer relationships to enhance the way they interface with customers;

* develop customer focused plans and strategies needed in the development of key accounts; and

* build core key account competencies to meet the ever-changing challengesin the market.

*

Courseoutline:

Day 1: Key account relational development model
- Business partnership defined
The partnership skill set
The KA relational development model
Pre-relationship stage
Early relationship stage
Mid-relationship stage
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Partnership relationship stage
Synergetic relationship stage
Reasons for divesting partnerships

Day 2: Understanding Key Account M anagement (KAM) Objectives

Definition of key account management
Criteriafor qualifying Key Accounts (KA)
Strategic accounts versus key accounts
Objectives of KAM

Managing customer profitability and Customer Relationship Management (CRM)

Definition and goals of CRM: The value of loyalty

Acquisition costs and life time value (LTV)

Day 3: Account analysis: defining and selecting KA
KAM: best practice actions
Account analysis insights
o Account analysis methods
The single factor models,
0 The portfolio models
The decision models:
o Important 'KPIs for KA qualification
Computing the cost per call,
0 Break even salesvolume

Day 4: The Key Account Planning process (KAP)

Two layers of planning
Prioritizing efforts

0 important business analysis
Customer analysis

0 Using past business analysis
Competition analysis

0 identifying opportunities
'SWOT' analysis,

o Developing account strategy,

o 'TOWS analysis

Day 5: Thecritical role of key account managers
- Understanding the role and responsibilities of
key account managers
Harnessing daily to-do-lists to optimize
sales productivity

Identifying and working with different personality styles

Presentation skills for key account managers

Training M ethodology

LOCATIONS
1- HCA Learning Centre. Acme House 2nd Floor, 23, Acme Road,
Ogba, Industrial Scheme, Ikeja, Lagos, Nigeria

2 - FAB By Toprank Hotel, Opposite Old Federal Secretariat Areal,
Garki, Abuja.

3 — Pakiri hotel Ltd., 4 Okwuruola Street, off Stadium Road,
Rumuola, Port Harcourt, Rivers State.

In-plant Fee Negotiable

WORKSHOP FEE:

Workshop fee: Lagos: N350, 000 per Participant, VAT-N26,250
Abuja/ Port Harcourt: N400, 000 per Participant, VAT-N30,000
Note: this covers Workshop Fee, Tea/coffee break, Lunch, course
materials and certificate of attendance.

Payment should be made into our Accounts:

Account Name: Human Capital Associates Globa Consult Ltd.
Union Bank of Nig. PLC: Account No: 0097961537

First Bank of Nig. PLC: Account No: 2033683960

Keystone Bank Ltd.: Account No: 1007150325

For Booking / Enquiry, Call: 234-8051365946, 234-7087578814
24/7 Lines: 234-8068933608, 234-8029170491, 234-8145745664, &
234-9112830607

Lectures, discussions, exercises, case studies, audio-visual aids will be used to reinforce these teaching/learning

methods.
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