
Table of contents

Part A  Theory and processing

Chapter 0 Working in an international business environment 13
0.1 Introduction 13
0.2 Objectives 13
0.3 Netherlands trading country  13
0.4 What is culture? 14
0.5 Cultural differences between countries 15
0.6 Intercultural awareness  19
0.7 Glossary 20
0.8 Final assignment 21

Chapter 1  Building and maintaining an international relationship network (W1) 23
1.1 Introduction 23
1.2 Objectives 23
1.3 International account management is a profession 24
1.4 Relationship networks 27
1.5 Network Value Model 29
1.6 How much is your network worth in a business environment? 31
1.7 Building and maintaining an international network 34
1.8 LinkedIn network 35
1.9 Personal presentation through networking 37
1.10 Trade fairs, seminars and webinars 39
1.11 Objectives for a networking activity 44
1.12 Glossary 46
1.13 Final assignments 47

Chapter 2 Performing account analysis (W2) 49
2.1 Introduction 49
2.2 Objectives 49
2.3 Sales field 49
2.4 Account information 54
2.5 Account analysis 58
2.6 Glossary 73
2.7 Final assignment WATT cycling 75

Chapter 3  Monitoring the progress of account plans (W3) 79
3.1 Introduction 79
3.2 Objectives 79
3.3 What does an account plan consist of? 79
3.4 Mission and vision 81
3.5 Porter competitive strategies 83
3.6 Customer value strategy 84
3.7 Classification of the account plan 86
3.8 Monitor planning 99
3.9 Key performance indicators 101
3.10 Reporting and presenting progress 103
3.11 Cooperation and consultation 104
3.12 Business Model Canvas (BMC) 106
3.13 Glossary 109
3.14 Final assignments 110



Chapter 4  Making improvement proposals for an account plan (W4) 113
4.1 Introduction 113
4.2 Objectives 113
4.3 Planning at different levels 113
4.4 Monitoring account plans 115
4.5 PDCA cycle 116
4.6 Making an improvement plan 117
4.7 Glossary 117
4.8 Final assignment 118

Part B  Practical assignments 

Practical assignment 1 Preparation for practical assignment ‘SPORT’ 123
Practical assignment 2 Practice assignment ‘SPORT’ 129
Practical assignment 3 Context-free BPV assignment 133

Part C  Skill assignment

Skill assignment 1 Giving and receiving feedback 143
Skill assignment 2  Presenting your choice: Decathlon or Sportshopdirect? 147
Skill assignment 3  Presenting your international account plan 149
Skill assignment 4  Sales professional from Miko Coffee is at an international hospitality 

trade show 151


	Lege pagina



