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BUSINESSES ARE FACING INCREASINGLY TOUGH CHALLENGES

Manufacturers, Retailers and Service 

Providers

Challenging and 

demanding 

consumers

Globalisation

Political and socio 

economic pressures
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THE KANTAR RETAIL OPEN PROGRAMME ïWHAT WE DO 

3 days

Essential

Customer

Management

Allows your people to 

develop and build 

sustainable and 

profitable relationships 

with key customers

3 days

Essential

Negotiation

Enables your team to 

secure optimal 

outcomes from 

negotiations

A leading-edge series of key training and embedding workshops open to all 

companies as an alternative to customised programmes. These are based on 

current best practice and delivered by experts

2 days

Compelling

Presentation Skills

Gives you or your 

people the confidence 

and capability to make 

impactful and influential 

presentations to 

customers and 

colleagues at all levels

3 days

Equips your people with 

key skills and tools to 

maximise category and 

company sales and 

profit

Essential

Category

Management
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KANTAR RETAIL éWORKING WITH THE WORLDôS LEADING 
COMPANIES
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OPEN PROGRAMME SCHEDULE 2010

Course Dates Jan Feb March April May June July Aug Sept Oct Nov Dec

Essential Customer 

Management
9 -11 11-13 28-30 7-9

Essential Negotiation 12-14 9 -11 1-3 5-7

Compelling Presentation Skills 23-24

Essential Category 

Management
23-25 15-17 7-9 23-25
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Laying firm foundations

KEY CONTENT

ï Understanding the role, responsibilities and account abilities of a customer 

manager

ï Effective account management tools and processes

ï Developing and using a database of critical information, within the account 

profile

ï Identifying customersô strategic needs

ï Developing account plans and executional strategies

ï Effective objective setting

ï Structured persuasive selling framework

ï Commercially supported sales propositions

ï Objection handling

ï Personal action planning

ï Practice in a CCTV role play situation

OUTPUTS

ïA series of account management tools and 

processes

ïGreater understanding of all components of the 

customer management role

ïGreater commercial awareness

ïA needs based sales approach

ïEnhanced planning and organisational skills

Duration ï3 Days

Programme Fee ï£1,575

© Kantar Retail Management Consultants 2010

P|OpenProgs|OP018 (JP -kf)

6

Essential Customer Management
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Securing the optimum deal

KEY CONTENT

ïUnderstanding the difference between negotiation and selling

ïKey preparatory steps to a negotiation

ïIdentify your shopping list

ïDeveloping a schedule of negotiation variables

ïUndertaking a robust cost / benefit analysis

ïAssessing where the power lies in a negotiation

ïNegotiation techniques and tactics

ïPractice in a role play situation with CCTV

ïPersonal action planning

OUTPUTS

ïMore effective negotiation planning

ïImproved negotiation techniques

ïTangible payback from negotiations

ïGreater customer satisfaction

ïGreater return for your business

Duration ï3 Days

Programme Fee ï£1,575
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Essential Negotiation
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Making impactful presentations, both internally and externally

KEY CONTENT

ïSetting SMART objectives for your presentations

ïDefining your key messages

ïIdentifying who is in your audience and what they need from you

ïDeciding when and where to present for maximum impact

ïDetermining how to make your presentation, using props and visual aids such 

as Powerpoint and flipcharts

ïStructuring your presentation to support your key messages

ïDelivering your presentation, and captivating your audience through content, 

creativity and charisma

ïFacilitating discussion and managing audience participation following the 

presentation

ïEvaluating the presentation and gathering audience feedback

OUTPUTS

ïMore focused presentation objectives

ïClearer key messages

ïEnhanced understanding of audience

ïImproved flow to presentations

ïMore effective use of props

ïMore impactful content and creativity

ï Increased audience engagement

ïGreater influence

Duration ï2 Days

Programme Fee ï£1,200
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Compelling Presentation Skills


