

SCS gain ILM endorsement through innovative approach to training and development?

An innovative approach to training and development has earned SCS the endorsement of the Institute of Leadership and Management. Developed in-conjunction with a key SCS client, the approach uses a unique blended learning solution to address the effective embedding of a Strategic Account Planning Process.
The client faced a number of challenges:-
· A geographically dispersed team across Europe,

· Varying levels of planning as a start point

· A highly time pressured team

· Little customer planning culture

…………………..for these reasons a traditional workshop based training approach was deemed unworkable and Springboard in conjunction with the Training Director devised a unique blended learning solution.
At a headline level our solution was as follows:-
1. The development of a distance learning module covering all of the required steps for Strategic Account Plan development.

Candidates study at their own pace, but must submit a fully worked up Account Plan for assessment/feedback prior to attending a three day workshop.
2. Strategic Account Planning Workshop

As all theory has been learned in advance the workshop focuses on the reinforcing of key messages and driving a deep understanding of how good Account Plans are APPLIED in good businesses.

The format is a “business pitch” style competition in which market teams are challenged to first build a plan and SELL IT INTERNALLY in order to persuade management to release Customer Development funds.

Having gained funds the teams then switch their focus to the customer and are challenged to present their plan in order to gain customer support for its implementation.
On both occasions the KAM teams have to present their proposals to a senior management/real customer board and the atmosphere is pressured and stretching.

3. Post workshop the KAM teams were tasked to develop plans for their top three customers and one on one coaching was offered to assist in plan preparation to the required standard.

4. The final piece of the jigsaw was further assistance at the time of the next annual planning round – this was seen as the key moment of truth when Strategic Account Planning would become an integral part of the overall business planning process. Further one on one coaching was given to review plan development prior to management presentations.

The above methodology is not quick nor cheap – but if organisations are serious about embedding new ways of working then this level of focus is often necessary and vastly more effective than traditional workshop/powerpoint style training.

If you would like to discuss blended learning solutions to address your business challenges please contact Chris Hudd on 0870-2243381 or e-mail chris@springboardcs.com
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