
Account
Management
Explained!



What does an

Account Manager do?



What my friends think I do.

What my family thinks I do. What my partners think I do.

What the rest of the
What I think I do. What I actually do.

ACCOUNT MANAGER

organization thinks I do.



Understanding the elusive creature

Accountious Managimous…

Otherwise know as an Account Manager



Once a partner is signed, it is handed off to Account Management



Business Development Will Sell The Dream (as they should)

New marketing approach

THE DREAM REALITY

Standardized marketing

Locked in prices

Only core products

Higher prices

Products outside their core services



Partner

Account 
Management

Project 
Management

Data to mail customers

Marketing letter approval

Partner set up
Introductions

Public Relations Mailing

The partner is then on-boarded and set up in the HomeServe process



Put out Create
fires opportunities

After on-boarding, an Account Manager wears many hats



Acct Manager

Client

Marketing

Operations 
& IT

Customer 
Service

Finance

Legal

And works with every group in the organization

Contract Amendment

Creative Approval

Billing Issue
Customer Issue

Performance Report



Account Management will attempt to make changes when needed

New Creative Price Increases

New Products

New Channels



But motivations of our partners vary

Stop calling me!



Frequent communication is the key



But in-person visits are critical to building a relationship



great!
You’re

And our relationships help us navigate challenging times



Issues
Billing

…and we help take care of these things too

Customer Service

Public Relations



PARTNER COMPANY

The best account managers achieve balance



Branding

Headlines

Copy

Especially in negotiating marketing materials



During our visits we’ll provide updates and discuss new opportunities

Partnership Overview

Current Results

Customer Satisfaction

Opportunities



Overall performance of an account is our main goal



CONTRACT

RENEWED

And this helps us retain the partner



Account Manager

Visit the partner

Build rapport

Think Strategically

Discuss Opportunities

In conclusion…




