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=== 1) KakoBbl OCHOBHble TeHAEeHLMN B paboTe C
——  arnTeyHbIMN CETAMU, ANCTPUOBLIOTOPaMMU,
— rocnuTasibHbIMK 3aKynKamMmn?

== 2) Kakue aencrems Heobxoanmo npeanpuHsTb
— KAMaM, C y4YeTOM CyLLECTBYIOLUNX TEHAEHLUMN ?
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. Evaluating the || Evaluating the Tactical Competitive Account and
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Tactics account plan partn(_ershlp forecast and Key Event activities and strategy
and action plan]| action plan Planner counter tactics reviews
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» AHaNN3 YPOBHA NOAHOMOY MU NKLY[a], ¢ KOTOPBIMM BeRETCA OCHOBHAA PaboTa; AHAANZ MX NUYHOCTHBIX
——] AHanuz ? ocobeHHOCTEH U NPUOPUTETOR; AHAAM3 CHABI HAWeH NOZULMM B KOMNAHMM KAMEHTA; KOHKYP @HTHBIH
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— MCXOAA M3 aHANM3A CHTYAUMM B KOMNAHMK KAWEHTA, YUACTHUKW FOTOBAT PeleHmA /npesnose HUA, COOTBETCTBYIOWME
1 crparerna NPHOPUTETaM UNOTPE BHOCTAM KAMEHTA ¢ POKYCOM HA MX BbICOKYIO LIEHHOCTL B FN33aX KIMEHTA M 0CA33eMble OTAMMA
— OT NPEANOKEHUIA [ NOTEHYMANbHBIX) KOHKYPEHTOB. YUACTHHKM TaK e 1eNaloT NPorHo3 ofbemos coTpyHmecTea ¢
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NOCTAHOBKOM KOHKPETHLIX UeNeiNo Nepuogam
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UtcnexuneaHne

Ouexka yposHs Mnan KoMMyHH-

MnaH gelcTenin gna FpadmK meponpuaTHiA
BOCTIHEH A KOHKpeTHBIX | W oXMgaemble peaynsTarsl
Lenew no nepuogam

B33MMOOTHOLWEHHMH HaLHiA AeHCTBUM

¥ NAaH gencTaun (BHYTPeHHVX M | KOHKYPEHTOB W

MO HENGIONY DENETIMIO § . yKpenneHuio BHe WHMX) OTBETHbIE MEpbI
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— Key Account Centered Selling
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The best way to be a top key account manager
Is to develop your business by helping your
customers to develop theirs!

Eric Pillinger
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Omutpun KpnBeHko

BbusHec-TpeHep, koHcynbTaHT TACK International
050 383 25 16
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