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Cranfield Key Account Management Forum Awards

Best Key Account Management Programme

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 descriptive documents, summary of relevant key performance indicators, customer feedback, etc.


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. 



Cranfield Key Account Management Forum Awards

Best Key Account Management Programme

Submission Form

	NAME 
	Please write your name and organisation

	CONTACT
	Your contact details: email and telephone

	DESCRIPTION
	Brief description of the Key Account Management Programme (KAMP) (about 150 words)

	BACKGROUND
	Describe the context of the KAMP, your sector, and what triggered the formulation of this KAMP

	KAM STRATEGY
	Describe the methods your organisation develops to identify strategic customers. For instance, in this section you can present the extent to which:
· In your company there is a clear identification of who your key accounts are
· You have an objective and unbiased method to identify strategic customers
· In your business you accurately identify and track what customers value 
· You match our sales strategy to your customer's supplier management strategy


	STRUCTURE
	Outline how the programme is structured. You may want to reflect whether: 
· You have a sales organization specifically for the strategic accounts 
· Key account manager’s roles and responsibilities are clearly defined and supported.


	PRACTICES AND PROCESSES
	Here you can describe the details of what makes your KAMP special and unique. 
You can articulate the extent to which: 
· You have developed mechanisms to identify the value your customers want from your company
· You have ways to accurately measure the value you add to your customers
· For every strategic customer you have a detail account plan with strategy, projects, and resources (see separate award submission)
· All account plans are reviewed with senior executives of our company


	OFFERINGS
	Outline how your KAMP supports the delivery of a specific value proposition to your customers. For instance, you can describe the extent to which:
· Your strategic customers enjoy specific offerings and a high degree of customization of your product/service offering
· You use information from your customer research to develop new products and/or services with your strategic customers
· You enter into co-creation or co-innovation programs for new industry solutions with your strategic customers


	EVIDENCE OF OUTCOMES
	Describe as clearly as possible the outcomes of your KAMP and the measures & metrics used to assess those outcomes. Strive to use both qualitative and quantitative 

	OTHER  
	Other elements that make this an exemplary key account programme 
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