MPA Sales Criteria: Key Account Manager

Strategically planned and thoroughly prepared, fostering trust and strong
relationships with customers. Attentively follows up and remains focused on
long-term customer needs.

Achievement Orientation @ A High v ® . @
Self-assertion (i) B Low v @
Use of Energy (i) C Low v ® | @,
Emotional Control (i) D Medium v ® @O
Social Contact () E Medium v (B L @
Confidence/Trust (&) F Medium v (B [ @)
Attention to Detail (3) G High v P . @
Security () H High v . @
Abstraction Orientation (3) High vi® [ @)

™
m a S t e r LEARN MORE ABOUT OUR SOLUTIONS AT MASTERPEOPLEPLATFORM.COM
VALUE PEOPLE




