
 

 

Reinventing business relationships 

 

Capability statement 
Key Account Management 

 

Naviga helps companies reinvent business 

relationships. We specialise in key account 

management (KAM) to help businesses deliver 

high growth and strong customer relationships.  

Relationships with key customers are increasingly 

complex driven by a range of factors; 

 Consolidation of customers into large 

multinationals creating a range of internal 

entities to deal with, yet these organisations 

expecting a seamless service across divisional 

boundaries; 

 A shift to global businesses expecting global 

supply making global service delivery and 

communications’ a challenge; and 

 An emphasis on alliances partnerships and 

indirect methods of selling and growing 

business with the end customer 

 

These trends are all in the face of growing 

sophistication of the procurement functions of 

organisations who increasingly analyse business 

relationships and procure at a strategic level. 

Research into the key factors that buyers see as 

critical for improvement in an account relationship 

include; 

 Aligning the company across boundaries (80%) 

 Providing a primary salesperson a contact for 

the whole company (60%) 

 Delivering expertise to large accounts (60%) 

 Increasing productivity (30%) 

Companies must respond to secure profitable 

growth and successful relationships and key account 

management is a strategic solution to adopt. 

Account hierarchy 
Our services start with an understanding of your 

businesses customer base, helping you refine it and 

work towards selecting those key relationships that 

will drive growth and sustained profit.  

This helps you build a comprehensive approach to 

strategic relationships across the business and apply 

the right level of resource to customers according to 

their value to the company and future potential. 

We bring expertise gathered from academic and 

business research couple with corporate level key 

and strategic account management experience to 

deliver an account management programme that 

exactly suits your needs.  



 

Reinventing business relationships 

Capability to portfolios 
We bring skills, tools, techniques and research to 

each stage of the key account process. An account 

portfolio analysis and approach helps develop the 

strategic framework for account management, as 

part of the ten key steps to producing a key account 

portfolio to build an individual and collective 

account set of strategies.  

We research, work and create value at portfolio level 

and combine this with market research skills and 

capabilities to bring the customers perspective to the 

heart of the business. 

Key capabilities 
To deliver an account programme that helps drive 

growth we bring the following key expertise: 

 Start up analysis including financial, pipeline 

and key customer perspectives. We provide 

tools to help you measure your initial starting 

position and maturity roadmaps to build 

capability; 

 Gaining organisational buy in and support 

through surveys, workshops and evidence based 

research; 

 Account selection, prioritisation and the 

development of key account portfolios including 

review mechanisms based upon best practice; 

 Portfolio visionning and overall portfolio level 

strategy development; 

 Account plan format development; 

 Individual account planning training, 

workshops and coaching to build internal skills 

and capabilities; 

 Coaching and training account managers in 

relative business strength assessments;  

 Developing market maps to deliver superior 

insights into your customers businesses; 

 Account manager competency definition and 

development; 

 Competitor analysis training and techniques; 

 Sales improvement support for major bids; 

 Market segmentation, sizing and competitive 

profiling; and 

 Market research management including business 

to business research to compare your key 

customers versus the best of the competition, 

360 surveys and brand management surveys 

 

We have built our skills and experience through a 

unique mix of key customer management experience 

at corporate level, academic experience, market 

research management and supply chain 

management strategy development; 

 

 Managed multi-million key customer portfolios 

across global businesses recognised by KPMG 

Most Admired Organisations research for 

performance measurement; 

 Delivered key account management training and 

delivery across the globe; 

 Managing and delivering market research with 

previous work recognised by UK Excellence 

magazine in 2012 

 

We work in a pragmatic, challenging and 

collaborative way to help develop key account 

portfolios that drive business success. 

Contact us 
We are a consulting firm that focuses on delivering 

enduring results and as a partner cares as much as 

you do about getting them. Together, we find value 

in key customer relationships, develop insights to act 

on, and energize teams to sustain success.  

You can always visit our website at 

www.naviga.uk.com or contact us on +44(0)203 651 

0206  or email info@naviga.uk.com  We help 

companies reinvent their business relationships.  

http://www.naviga.uk.com/
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