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Project Assignment
This Project Assignment is to gather evidence for the following abilities:

Account Management (ICT-SNM-4001-1.1)

Al Formulate an action plan to cater to various customer accounts

A2 Establish existing and potential customer needs and expectations based on feedback

A3 Customise a customer service plan to cater to specific needs of different customers and clients

A4 Adapt proposed solutions as well as sales messages to suit the customer’s business context
needs

AS Devise strategies to broaden or deepen relationships with existing customers

A6 Develop product and service solutions that will address current and future customers

A7 Set up processes to measure and manage customer satisfaction in line with key performance
indicators

A8 Manage a sufficient number of accounts that is viable for the organisation

A9 Oversee sales performance of a set of customer accounts

A10 Assess business impact of account management activites
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Instructions to Candidates

You are to prepare a Presentation based on a+eal-company-tr-Sirgapere:

*Hi Youjia, reference material has been struelett. Please replace with your own Project
Assignment criteria (refer to Course Proposal for Learning units).
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