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Scope 

Start with regular visitation, building relationship, discussion of KPI, and ends with written report 

based on the discussion. 

Objective 

• To be able to manage the account by building fruitful relationship through managing 

customer expectation in efficient and consistent manner 

• To identify opportunities and improve performance through business review/ meetings in 

achieving the service level agreement 

Definition/s: 

• SLA – Service level of agreement an official commitment that prevails between service 

provider and the customer. 

• CRM (Customer Relation Management) – is a business tool that allows sales personnel to 

manage information of customers, partners, workflow processes, communication, 

productivity, sales activities such as report and itineraries. 

Policies 

1. To conduct monthly representation, business review/ meetings, wine & dine, at least (5) 

five accounts per month per Sales Person.  

References/ Source (Any of the following): 

• CRM 

• Minutes of the Meeting (MOM) 
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Procedures 

 

 

 

 

 

 

 

 

 

 

Start 

Sales in- charge 

1. Conducts regular visit 
to customer. 

Sales in- charge 

2. Conducts business 
review/ discusses 
service level agreement 
to the customer 

 

End 

Sales in- charge 

3. Discusses the following to the 
customer: 
- Accounts Receivable 
- Collection Efficiency 
- New Business/ 

Opportunity 
- Service Performance 
- Client Volume 


