Account Management (Transactional)

Evaluation of sales ability against
best practice in 2 live account
management meetings scoring
over 170 different observations ( ) ( )
and testing their knowledge of
best practice account
management process and
planning. Sales cycle of up to 6
months.
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“I have used every training course
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but | have never seen anything like ( T2 ( va w

Silent Edge. They transformed my ! ) s ) t )

sales force taking their revenues :
from £750k a month to £4m a month
in 6 months. More remarkably the
other 6 regions in CW did not

increase their revenues during this
time.”

Mike Sidon — Regional Managing
Director - Cable and Wireless
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Personal Development Guide

Team: Name:
Points: 121.3 Max no of Points: 250  Percentage: 48.5%
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