
     

  
   
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
TakeAway from PM session: How can we improve 
our existing presentation to retailers by using 
Retailer Triggers and Retailer Drivers 
 
Who Can Benefit? 
 
Both experienced and new Key Account Managers. 
 
Trainer’s Profile 
 
Stephen Giam has more than 15 years regional training 
and marketing experience in South Asia. He is one of the 
few who truly understands Retailers and Suppliers, 
having held senior management positions for respectable 
organisations on both sides of the “fence”. 
 
Stephen has an outstanding personal record in 
marketing, retail and distribution training. He has 
effectively designed and delivered workshops in China, 
Hong Kong, Philippines, Thailand, Cambodia, Myanmar, 
Indonesia, Malaysia and Singapore. He communicates 
effectively at all levels and across cultures. His training 
style is engaging, meaningful, practical and fun. He 
believes that his clients’ consistent positive feedback is 
not by chance, but rather “results by design”. 
 
 

Why You Should Attend This Course: 
 
Unlike other programs, this workshop (meaning participants 
need to do post training assignments), participants need to 
name a Mentor before attending the session. The mentor is 
likely to be a line supervisor and will be responsible for 
following up on the application and provide a simple feedback 
to us 30 days after the training. 
 
This workshop is a distillation of best practices from both 
sides, designed to empower participants to take review and 
start best practices in their own organisations. 
 
Designed for both the experienced and new Key Account 
Managers, this workshop will provide a structured approach, 
looking both at the rationale and importance of internal 
processes. By applying these TakeAways from the workshop, 
your organisation will experience an improved volume and 
value. 
 
Course Outline: 
 
AM Session: Readiness Assessment for Key Account 
Managers 
 
1. Evolution of Retail and Key Account Management 
2. Internal Processes: Are you ready to manage your 

category? 
- How to allocate investments? 
- How to manage the Key Account File? 
- How to develop a Key Account Plan? 
- What is your category role and implications? 

 
TakeAway from AM session: What must we do internally 
to improve our Key Account Management Processes 
 
PM Session: Winning Retail Presentations 

1. How are you adding value to the retailer? 
2. Understanding Drivers and Triggers 
3. Matching Drivers and Triggers 
4. Case Study: Presenting to the Retailer 

*Best Presentation Award will be given to the best team 

 

 

Date: 16 Sep 2009 
          16 Dec 2009  
Time: 9.00am – 5.00pm 
Venue: Anson Centre, 51 Anson Road #03-53 
Course Fee: 
� S$480.00 
� Excludes GST 
� Lunch and refreshments will be provided 
� MIS Members enjoy 15% discount 
 

 

Succeeding in Trade Account 
Relationships (STAR) 
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