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1. GENERAL DESCRIPTION

The content is structured in two subjects: Introduction to Complex sales and Strategic account
management.

The first module is an introduction to the content of the postgraduate course in Sales and Business
Management. From a general perspective, it tries to place the students in the view of a complex
activity where the sale as such is the reflection from our point of view of something similarly
complex: the buying process, the customer's view.

The second module covers the most relevant aspects of managing key customers, from their initial
acquisition, using the complex sales concept, to subsequent development with a long-term strategic
vision. Aspects such as profitability and portfolio management, the development of customized
solutions and the constant monitoring of the decision process in the customer's organization are
analysed. This module fits into the phase after the closing phase of the sales process, that of
cultivating that customer in order to expand our presence and importance in that account, and
thereby shield the entry of competitors.

2. OBJECTIVES

= Understand the keys to commercial activity and its actors in both parts of the buying and selling
process.

= Familiarize yourself with terms and concepts to use.
= Plan and execute the management of a strategic account.
= Develop long-term vision for key accounts.

= Monitor account status and track new business opportunities.
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3. CONTENTS

UNIT 1. Introduction to complex sales

UNIT 2. Strategic account

UNIT 3. Account development

UNIT 4. Account profitability

UNIT 1. Introduction to complex sales

Learning outcome

Students, after studying the chapter and doing the exercises, will be able to:

= Understand the complexity of the buying and selling processes and the need to create value
for the buyer at every opportunity.

= Understand the process as a whole, as well as its components and the activities and roles
played by the different interlocutors.

Contents
1. Definition of complex sale.

2. Introduction to the different subjects and their modules.
3. Relationships and interactions between the concepts of the different subject areas.

UNIT 2. Strategic account

Learning outcome

Students, after studying the chapter and doing the exercises, will be able to:

= Know the meaning of key account and the impact for the company.
= ldentify the key accounts of their customer base and market.

Contents

1. Definition of strategic account.
2. Account manager role.
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UNIT 3. Account development
Learning outcome

Students, after studying the chapter and doing the exercises, will be able to:

= Define a development plan for the account.
= |dentify new business opportunities.
= Monitoring the decision process.

Contents

Joint long-term vision.

Adaptive competitive advantage.
Decision process and decision criteria.
Communication means.

Cross selling.

Co-innovation and co-development.
Development plan
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UNIT 4. Account profitability
Learning outcome

Students, after studying the chapter and doing the exercises, will be able to:

= Assess the impact of the recruitment on the operating account.

= Know the profitability of the portfolio and the customer's product mix.

Contents

1. Economic impact of account management.
2. Profitability of product mix.
3. Long-term profitability improvement.

4. TEACHING AND LEARNING METHODOLOGY
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The experiential learning process at Euncet Business School combines a set of methodologies that
allow the participant to achieve in a practical and innovative way the competencies of the

professional exit profile established in an executive program.
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The teaching and learning methodology is developed from brief theoretical explanations that
introduce examples and cases that facilitate the immediate application of the contents covered in
each topic to the job. The deployment of the Learning by doing model, based on experiential training,
enables action-oriented learning to be obtained.

This is carried out through participation in class and the exchange of experiences among the
attendees, as well as through exercises and dynamics of diverse impact. This approach promotes
the analysis and resolution of the contents of the subjects, taking into account different viewpoints,
making this a highly didactic formula for understanding and assimilating each topic.

5. ASSESSMENT

The Master's Program In Commercial Management And Marketing is based on a competency
assessment model. The student's progress in achieving the objectives set out in the study program
is assessed through reflection and analysis of practical cases and a test.

The final grade for the subject will be calculated by making the arithmetic mean of the marks
obtained in the two proposed evaluable activities.
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Hoboken: Wiley, 2011. ISBN 9780470974155.

6.3.WEBSITES

- Miller Heimann Group [en lineal. Miller Heimann Group. Disponible en:
<https://www.youtube.com/c/MillerHeimanGroup/>.
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