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Wie es meistens beginnt kuennE+NaGEL (§)

Die Quartalszahlen sehen
aber gar nicht gut aus...




Und dann? KUEHNE-+NAGEL @

machen — Active Selling Time hoch - die Pipeline entwickelt

Der Vertrieb muss mehr Termine > Die Aktivitaten im CRM gehen
sich aber nicht proportional

Warum?
Quantitat Fokus Qualitat




Wir brauchen Sales Training kuenne+NaGEL (§)

Ein Bekannter
von mir macht so
etwas auch.

Lass uns mal
bei HR fragen.

Es darf aber
nicht so lange
dauern.

-

Wer ist denn
der ginstigste
Anbieter?

Ich kenne da
einen guten
Trainer!

>




Es folgt ein Training

01

02

03
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Generische Inhalte

V

Motivation und
Verkaufszahlen steigen fur
ein Quartal

V

Doch schon bald ist alles
wieder beim Alten



Was ist denn da schief gelaufen? kuenne+NaGEL (§)

WIIFM oder: Die Rolle der intrinsischen Motivation

Verknupfen der Sales-Skill-Trainings mit den
eigenen Produkten und Prozessen

Definition von standardisierten Lernprofilen ftr
jede Rolle

Einbinden der Manager als Sales-Coaches flr
den nachhaltigen Erfolg



Beispiel fur verknupfte Trainings KUEHNE+NAGEL @
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Value creating Negotiation Presentation Consultative
Account Management Excellence Selling
= Arbeiten auf dem eigenen = Authentische = Arbeiten mit der eigenen Brand- = Beispiele aus der eignen Branche
Account Verhandlungssituation mit Guideline = Value Creation Canvas mit den
= |dentifizieren von Blindspots branchenspezifischen Themen = Nutzung von internen eigenen Produkten und
= Etablieren von zuséatzlichen = Berucksichtigung interner Anwendungen (Frontify, Dienstleistungen
Kontakten Prozesse wie Zahlungsziel, Empower, PPT Template) = Einbinden der eigenen Brand /
= Scharfen der Value Proposition Implementierungszeit, Red = Erstellen einer Prasentation fir Templates

Flags, NDA etc. einen realen Kunden = Beriicksichtigung der internen

Prozesse, um die Opportunity
mit dem Kunden maéglichst zlgig
durch die Pipeline zu bringen
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Lepal Training Customer Contracts
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Links to the programms are included here --3|
Remarks
Business Objects Userguide
Business Objects Web Intelligence
CorelOG Super User Training
CorelOG Tips and Tricks
CoreLOG in CCL for Sea Lo,
X
CS - Supply Chain Design - Kick-Off
Finance Introduction for Sales X X
Internal Tender Training for Sales
X X X

Sales skill Matrix
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https://kndocs.int.kn/webcube/?server=KNDocs&action=showdocument&system=KN_Corporate_DMS&id=SD11KNPUBLICDOCUMENTS24e509ac2b-e335-4e7b-aeba-a27371a6a7be182021-05-28T09:06:57.576Z011
https://connections.mykn.community/communities/service/html/communityview?communityUuid=2c1d47c1-e32b-487b-bc28-a16f3bc7ca9e#fullpageWidgetId=W7a8a1925fb13_4e37_b6fa_da945c5f638f&file=ed4f5498-bf13-47b0-b286-94d33c0aab59
https://kndocs.int.kn/webcube/?server=KNDocs&action=showdocument&system=KN_Corporate_DMS&id=SD11KNPUBLICDOCUMENTS243b432128-0459-47d6-b2d9-c3b97bd2bd39182021-05-03T07:09:19.511Z011

Lernprofiele und Rollen

Trainingsart

Individuell

Standard
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Individuelle

Weiterbildung

Branchenspezifisches

70 rollenspezifische Training

Aerospace, Automotive,
Programme High-Tech, Industrial,

Healthcare, Consumer

Schulung fur neue Mitarbeiter

, Neue Trainings
Process Skill Product

Zeitliche Abfolge der Personalentwicklungsmalinahmen




(@ Home - Home X (D Course: Global Sales Training | K& X @ Program: Regional/ National Key X ‘ +

& c O @ learning.int.kn/course/view.php?id=9569#trainersModal9569

KUEHNE+NAGEL ‘i’ Home Learning Catalogue Record of Learning Reports = A Q i

Home / My courses / Global Sales Training | Key Account Manager

Global Sales Training | Key Account
Manager

Welcome to Kuehne+Nagel!

As People say: " The first step is always the hardest”. This course has been created to
make things a little bit easier for you.

If you are a New Hire in Sales this is where you can find helpful webinars, seminars,
online trainings and learning paths. We aligned the course with our New Hires Sales
Curriculum and added some additional material to make sure afterwards you have
good understanding what Kuehne and Nagel is about and what is our focus in Sales.

Course Progress: 0 of 46 activities complete Learning objectives

* Guide employees week-by-week
through the first 3 months of
Your progress @ employment at KN
« Improve knowledge and skills

Welcome Key Account Manager Sales Journey!

To allow you to have a smooth journey to Kuehne+Nagel we designed this on boarding journey. This journey is supposed to give you Target group
an idea where to start and get an overall overview. You can tick the boxes yourself after finishing the course. The webinars are
recorded and published on the particular course page if you scroll down a little bit. New Hires in Sales (KAMS)

Please be aware that these are just a few courses on Learning at KN from over 750 courses. We know that your free time is limited so

that the layout of this course is a proposal to give you an idea what is important. Trainers
Ask your colleagues, managers and follow the Global Sales Training community to get more information on the courses and be always ﬁ @ e 149
up-to-date. .

This journey is based on the New Hire Sales Curriculum. To get more information on this topic - Click here.

At the end of the journey we would appreciate a quick feedback whether you think this course helped you with your onboarding

process or any suggestions what is missing or should be adjusted. 1.
Global Sales Training |

Instructions: Clicking on the section name will show / hide the section. Key Account Manager
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Kx / ZV-KX)

Purpose:

Regional/ National Key Account Manager (RV-

* Acts as the KN representative / CEO of the customer engagement across all offered services

Objective:

Directly manages Key Account(s), in accordance with agreed targets, goals and based on company guidelines,
understanding the customer organization and decision making process and customer needs and selling KN solutions
and offer portfolio

Conduct regular and structured review sessions with assigned customers including; process for continuous
improvement and innovation, review of customer strategy and priorities as well as operational excellence delivery.
Proactively identifies new opportunities for attractive value propositions to increase the share of wallet with assigned
customer(s) to secure prosperous pipeline development and all-time accuracy of the CRM system

Negotiates rates with customers in alignment with the BUs and ensures rate sheets are documented and maintained
as needed by the BUs

Monitors monthly performance (incl. DSO) against set targets, and ensures immediate actions taken in case of
deviations (incl. timely / accurate reporting)

Effectively hands over and transitions new business into operations to ensure that customer requirements and KN
commitments are met.

Process Training @

™= Finance Introduction for Sales
Launch Course —

7= Legal Training Customer Contracts _
Launch Course —»
QSHE for Sales
= Launch Course =

™= Internal Tender Training for Sales
Launch Course —

X]



Beispiel Sales Coaching

ICF zertifizierte Coaches

Sales Coaching flr Manager

S B\
Prozess Skill Produkt



Was bringt uns das? KUEHNE-+NAGEL @

25%
17% weniger Mehr und
mehr Fluktuation qualifiziertere
Geschaft als im Vertrieb Bewerber
ublich

: i~ \on trans-

J

T

aktionalen y Zugang zu

Verkauf zur C-Level
strategischen Stakeholdern
Partnerschaft

Zufriedenere Starkung der
Kunden Marke




Was kostet das?

KUEHNE+NAGEL

)

Externer Vergleich:

Forbes: Gabler: ATD 2019 Report
100.000 ca. 1.500 - 2.000 on Sales Training:
USD fUr_25 Pe_rs_onen und USD pro Training 2.326
ein Training USD pro Jahr

Internes Sales Training am Beispiel von
Kuehne+Nagel

p.P. und Jahr

Trainings p.P.



Inspire. Empower. Deliver. KUEHNE+NAGEL <i>

© 2023 Kuehne+Nagel. All rights reserved.
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