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Advice from outside the square

Customer Account Development

Strategies

Keep that Customer - Grow
that Account

OTS Management offers a two day seminar called
Customer Account Development Strategies or
“CADS”.

The seminar is designed
for sales people and ac-
count managers of your
organisation to analyse
their own sales behaviours
and develop strategies to
grow their customer ac-
counts.

Are you in a business
where people are responsi-
ble for maintaining rela-
tionships with account
customers?
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This process, which we call CADS (Customer Account
Development Strategies) turns you from being an
outsider to them, to being a preferred supplier, to
being a friend, and ultimately to become their busi-
ness partner.

Who is it for?

The CADS two day seminar is
designed for the sales forces and
account managers of Small-
Medium Enterprises (SME’s) in
any industry.

If your business has between 5 to
20 people who are responsible for
maintaining client or customer
relationships, satisfying their
needs in products or services,
and finding new entry points for
other products or services, they
need to attend this seminar.

Become your customer’s Business Partner

You may be a professional

office, perhaps account-

ants or lawyers where each senior accountant or
lawyer has to service their portfolio of clients but
must also maintain close relationships with their
clients and develop their account.

You may be in a manufacturing business or a dis-
tributorship where your sales people have to get to
know their customers that they call on and not only
keep those relationships safe and away from your
competitors, but also find better sales penetration
into those accounts.

As long as you have people responsible for keeping
clients or customers happy and establishing, main-
taining and expanding the account relationship,
you need to give them a process of dealing with
their customers, recognising opportunities, satisfy-
ing personal as well as organisational needs, and
dealing with problem accounts.

The CADS seminar is particularly
useful for:-

. Accounting and law firms where each profes-
sional has their own portfolio of clients and
must not only service them but maintain and
grow relationships;

. Businesses that have independent sales people
who look after their own customer lists;

. Businesses who have had long term customers
but are finding the competition starting to at-
tack their customer base.

Clients have also found that after their team have
attended a CADS seminar, because of the tools and
worksheets taught at the seminar, it has emerged as
their first step to establishing a formal Sales System
in organising and orchestrating all their sales and
account development efforts.
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There is an old Chinese proverb -
“If a man is told how to plant rice,
he takes notice; if a man sees a
rice farmer at work, he under-
stands; but if a man works in the
paddy field, then he will truly
learn how to be a rice farmer”.

CADS is not a lecture - it is based
on interactive exercises and role-

plays.

In particular the CADS seminar
takes you through the CADS proc-
ess on a customer you want to
grow a relationship with - you
walk away with an immediate and
real plan that you can implement
the next day.

An account relationship is nothing
but the way a customer sees you.
How he sees you is created by the
extent you satisfy needs.

If you are not satisfying any needs,
you are an outsider.

If you satisfy his personal needs
only he will see you as a friend.

On the other hand if you satisfy
his corporate needs but not his
personal needs, he sees you as his
supplier.

The ideal account relationship is
where he sees you as his business
partner where you both invest in a
long term and mutually beneficial
relationship. To do this you need
to be seen as satisfying both his
personal and corporate needs.

CADS gives you the process to

build the ideal relationship
through the steps of:-

. Understanding personal and
corporate needs;

. Dealing with personal needs;

. Probing and developing cor-
porate needs;

. Developing an individualised
strategy based on common
principals;

. What to do when things go
wrong.

Teik Oh, Director of OTS Management

CADS was developed in the late
1980’s by a team led by Teik Oh
when he worked at Arthur Ander-
sen’s (an international financial
services company) world head-
quarters college facility in Chicago.

CADS was designed for Arthur
Andersen consultants to maintain
and grow their client portfolios.

Since then, Teik has further devel-
oped it into a course that can be
run for any type of business.

Teik is himself a Chartered Ac-
countant and has had a success-
ful career in international ac-
counting firms as well as his own
business and in each position he
has successfully grown his own
portfolio using the processes
taught in this course.

About OTS Management

OTS Management is a quality
and value driven boutique con-
sulting and accounting company
that provides organisational de-
velopment services to commercial,
growth-oriented Small and Me-
dium Enterprises who require
business services, advice and
coaching.

We give our clients comfort in
their decision-making by provid-
ing them with our experience and
independent advice that saves
them time and helps them grow.
Unlike other accounting services
companies, our clients have sig-
nificant contact with our senior
people.

We meet our own high expecta-
tions in order to exceed the expec-
tations of clients.

Our services include:

J Change Management con-
sulting

o The Zest Factor - find the
zest in your organisation

o Strategic & Business Plan-
ning

o SMART Marketing work-
shops

. Team Development work-
shops

. Performance Management
Systems

. Zest Tests - Business Diag-
nostics on your organisa-
tion

Important: This is not advice. Clients should not act solely on the basis of the material contained in this brochure. Items herein are general comments
only and do not constitute or convey advice per se. Also changes in legislation may occur quickly. We therefore recommend that our formal advice be

sought before acting in any of the areas.




