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Cranfield Key Account Management Forum Awards

Best Key Account Management Plan

	Please review the award guidelines and complete the form on the next page. The maximum length is 3 pages. 

Email the form and supporting evidence to h.brown@cranfield.ac.uk and cranfieldkamforum@cranfield.ac.uk stating the subject “KAM Awards” by 30 October 2023 (14.00 UK time). 

You are encouraged to enclose supporting evidence such as the key account plan, customer feedback, customer financials (if not part of the account plan) 


The information you provide will be handled as strictly confidential and will only be used for the purposes of the awards. All the information received with be deleted following the presentation of the awards. 






Best Key Account Management Plan

	NAME 
	Please write your name and your organisation

	CONTACT
	Your contact details: email and telephone

	DESCRIPTION
	Brief executive summary of the Key Account Plan (KAP) (about 150 words)

	ANALYSIS OF THE KEY CUSTOMER BUSINESS
	Describe the analytical tools you use to conduct customer research and to derive customer insights. These may include but not be limited to: 
· External analysis of the customer business (e.g. customer PESTEL)
· Customer’s competitor analysis
· An articulation of the customer’s own strategies

	RELATIONSHIPS
	Describe how the plan addresses relationship development with strategic customers. You may want to cover the extent to which: 
· You adopt a systematic approach to identify key contact relationships in the customer organisation and develop a formal plan to develop those relationships. 
· You appoint strategic account managers and customer teams to deal with our most important customers
· Your senior executives have a relationship with their peers in our customers organizations

	OBJECTIVES AND STRATEGIES 
	Outline how the plan sets the direction and the implementation approach to growing the business of our strategic accounts addressing: 
· Your growth strategy as a supplier with your customer 
· The way you customise the value proposition
· The set of actions and initiatives that support growth and innovation

	OTHER  
	Other elements that make this an exemplary key account plan 





Supplier – Key Customer Sustainability Outcomes Award

Submission Form

	NAME 
	Please write your name and organisation

	CONTACT
	Your contact details: email and telephone

	CONTEXT
	Describe the context of the relationship between the supplier and the customer. You may want to describe:
· The history of the relationship
· The degree of collaboration and interdependence
· Triggers and drivers of the sustainability initiative of your submission

	DESCRIPTION OF THE INITIATIVE 

	Please provide a description of what the initiative is about.
Please describe the focus of the work you have pioneered outlining the nature of the sustainability initiative that may relate to elements such as:

•	Reduction in greenhouse gas emissions 
•	Promoting the use of green energies 
•	Engaging in collaborative and sustainable relations
•	Fostering circular economy 
•	Balancing profit and purpose 
•	Innovative use of digital technologies to enhance sustainability 
•	Adopting business practices that enhance employee and/or consumer well-being
•	Improving the awareness of climate change within your industry
•	Increasing carbon capture and storage
•	Other sector specific initiatives (e.g. transport and mobility, construction and infrastructure, etc).

	OUTCOMES 
	Describe in concrete terms the outcomes you have achieved and the impact these have generated. In the next section, you can go beyond and provide a quantification of this. 
Please consider the widest range of outcomes that are directly attributable to the supplier-customer initiative including but not limited to:
· Measured progress to reduce the CO2 footprint of their operations 
· Evidence of the extent of the transition towards green energy (e.g. proportion of green vs non renewable energy use) or the extent of lowering energy consumption
· Reformulated products that use less plastic and other materials based on fossil fuels 
· New methods to identify and address ESG issues in the supplier-customer relationship
· Documented new practices of reused, recycled and retained products and materials in their operations
· New ways to ensure sustainable growth is addressed as key strategic priority 
· Reduction in waste, water.
· Other‚Ä¶

	MEASURES OF IMPACT
	Describe as clearly as possible the measures & metrics used to assess the above outcomes. Please use both qualitative and quantitative including 
· Financial measures
· Productivity and operational indicators
· Testimonials
· Case studies 
· Etc

	OTHER MERITS
	Other elements that make this an exemplary supplier-key customer collaborative effort for sustainability. 
For example, other recognitions you may have received. 
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