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Sunmar y al Educati on
F|ct|opal denupstratlon pand|date. Al'l enpl oyers, MBA in Marketing -
education, projects, achievenents and outcones are

illustrative and unverified. Not a real application or
I'icence record. Account Manager with an illustrative
11-year career in business-to-business selling and
comerci al relationships. Conbi nes account pl anning,

rel ati onshi p managenent, renewal s with disciplined
docunent ati on, practical coordination and cl ear

communi cati on. The sanpl e career progresses from focused
execution to independent workstream ownership, with
responsi bilities and boundaries described for each

appoi ntment. Sel ected work includes strategic account
review, renewal readiness programe and account
expansi on di scovery. These exanpl es explain the origina
probl em individual contribution, deliverables, review
approach and remaining limtations rather than relying
on unsupported headline clains. Prepared for experienced
account manager opportunities requiring dependabl e
delivery, thoughtful professional judgenent and

col l aboration. The qualification narrative includes MBA
in Marketing. Every naned organi sation and outcone in
this record is fictional; professional eligibility is
not independently established. Turn a clear brief into
dependabl e busi ness-to-busi ness selling and comrerci al
rel ati onshi ps work: understand the context, apply
account planning and rel ationshi p managenent, record the
evidence and explain the limtations before handover

Experi ence

Account Manager - Meridian Commercial Services
(fictional)

2024-07 - Present
I ndependent ownershi p of scoped account nanager work,
coordi nating contributors and naking review requirenents
explicit. Includes the first tw sel ected work exanpl es.
Bui It stakehol der maps and recurring val ue revi ews.
Coordi nated early issue resolution and scope review. Led
brief clarification and prioritised work using account
pl anni ng, relationship nmanagenent and renewal s. Raised
unresol ved constraints before committing to the next
stage. Coordinated peer reviews and handover
preparation; used a discovery and opportunity brief to
di stinguish conpleted work, assunptions and foll ow up
needs. Supported col |l eagues with practical exanples of
busi ness revi ews and mmi ntai ned a conci se | earning
record after inportant assignnents. Illustrative career
responsi bilities. Enployer confirmation and underlying
work records are not supplied.

Seni or Account Servi ces

(fictional)

Manager - Northline Conmercia

2020-07 - 2024-06

Asterbridge Institute of
Prof essi onal Studies
(fictional institution)

2013-07 - 2015-05
conpl eted - fictional
record account pl anning
rel ati onshi p nanagenent
busi ness revi ews
Speci al i st study on
strategi c account review,
an illustrative |learning
project, not a published
result.

B.Comin Comerce -
Cedar haven Col | ege of
Applied Studies
(fictional institution)
2010-07 - 2013-05
conpleted - fictional
record renewal s issue
coordi nati on CRM Applied
coursework in account
pl anni ng, docunentati on
and reviewed practi cal
assi gnment s.

Skills

account pl anni ng
Applied to strategic
account review through
docunent ed preparation,
execution and revi ew.

rel ati onshi p managenent
Applied to renewal

readi ness programre

t hrough docunent ed
preparation, execution and
revi ew.

renewal s

Applied to account
expansi on di scovery

t hrough docunent ed
preparation, execution and
revi ew.

busi ness revi ews
Applied to strategic
account review through
docunent ed preparation,
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Owmned defined assignnents and supported cross-functiona
coordi nati on. Devel oped deeper practice in renewals and
busi ness reviews. Conducted structured interview and
docunented fit. Translated incoming requirenents into a
sequenced plan and aligned responsibilities with the
proj ect or service owner. Applied issue coordination and
crmto resolve delivery questions while naintaining
source and decision notes. Introduced reusabl e working
docunents and revi ewed exceptions with the responsible
specialist rather than silently changi ng scope. Prepared
a revi ewed pipeline and handover record so the next team
coul d understand the work and remai ni ng questi ons.
Illustrative career responsibilities. Enployer
confirmation and underlying work records are not
suppl i ed.

Account Manager - Cedarbridge Commercial Services
(fictional)

2017-07 - 2020-06
Progressed from supported tasks to i ndependently managed
assignnents, with review available for unfam liar or
hi gher-ri sk decisions. Handl ed recurring work invol ving
account planning and rel ationship managenent using a
docunent ed preparation and review process. Supported
renewal readi ness programe by organi sing inputs,
mai ntai ni ng i ssue notes and incorporating revi ewer
f eedback. Coordi nated col | eagues and interna
st akehol ders usi ng conci se status updates, clear
questions and agreed next steps. |nproved record
consi stency through stakehol der nmappi ng and docunent ed
handover expectations. Illustrative career
responsi bilities. Enployer confirnmation and underlying
work records are not supplied.

Assi stant Account Manager - Cedarbridge Conmercia
Services (fictional)

2015-07 - 2017-06
Built practical foundations through supervised
assi gnnents, routine docunentation and feedback from
experienced col | eagues. Assisted with account planning
and renewal s within an agreed scope and escal at ed
unfam |liar work. Prepared inputs and checked
conpl et eness before passing work to the responsible
reviewer. Mintained task records and | earned to
conmuni cat e assunptions, constraints and observed
problens clearly. Applied review feedback to subsequent
assi gnnents and devel oped a dependabl e worki ng routi ne.
Illustrative career responsibilities. Enployer
confirmation and underlying work records are not
suppl i ed.
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execution and revi ew.

i ssue coordination
Applied to renewal

readi ness progranmre

t hrough docunent ed
preparation, execution and
review.

CRM

Applied to account
expansi on di scovery

t hrough docunent ed
preparation, execution and
revi ew.

st akehol der mappi ng
Applied to strategic
account review through
docunent ed preparation,
execution and revi ew.

comer ci al conmuni cati on
Applied to renewal

readi ness progranme

t hrough docunent ed
preparation, execution and
revi ew.

Certifications

Consul tative di scovery
wor kshop

Meri di an Prof essi onal
Learni ng Studio
(fictional) 2023
continuing learning - not
a licence or certification
Account pl anni ng and

busi ness reviews in the
context of account manager
wor k. Used reflective
exerci ses and a bounded
practice exanple rel ated
to strategi c account

revi ew.

Commerci al negotiation
practicum

Meri di an Prof essi onal
Learni ng Studio
(fictional) 2024
continuing learning - not
a licence or certification
Rel ati onshi p managenent
and issue coordination in
t he context of account
manager work. Used
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Proj ects

Strategi c account review

Fictional internal work programre in

busi ness-to-busi ness selling and comerci al

rel ati onships; not a real client case study. Problem
Cust oner needs were scattered across contacts.

hj ective: Create a workable response to this issue

t hrough account planning, explicit reviewcriteria and
practical docunentation. Agree the boundaries before
execution and retain unresolved points for follow up
Account Manager; owned the stated workstream not the
full organisation or every collaborator contribution
Built stakehol der naps and recurring val ue revi ews.
Prepared the scope with the comm ssioning team
identified unresolved inputs and used account pl anning
to turn the brief into a sequenced work package. Applied
rel ati onshi p managenent and renewal s whil e coordi nating
reviews with the designated owner. Kept decision notes
so col l aborators coul d separate facts, assunptions and
changes. Assenbl ed the handover nmaterial, explained open
limtations and agreed which itens needed further review
rat her than presenting them as conpl eted. Methods:
account planning; relationship managenent; renewal s;

busi ness reviews Deliverables: Strategic account review
- scoped brief; Strategic account review - reviewed
wor ki ng package; Strategic account review - handover and
| earni ng summary Revi ew. Revi ewed the scoped out put

agai nst the agreed brief, recorded exceptions and
checked that key conclusions could be traced to
observations. The revi ew package calls for a discovery
and opportunity brief and a naned human revi ewer.
Illustrative outcone: the team adopted a repeatable
approach for strategic account review, with clearer
ownership and reviewabl e records. This is a fictiona
qualitative result; no real performance neasurenent or
external acceptance evidence is supplied. Linmtations:
Synt hetic denonstration only. Sanple account val ues and
outconmes are fictional; customer nanmes and commtments

are not real endorsenents. No underlying client
docunents, independently verified nmeasurenments or signed
approval records are attached.

Renewal readi ness progranme

Fi ctional internal work progranmme in

busi ness-to-business selling and conmerci al
rel ationships; not a real client case study. Problem
Service issues surfaced late in renewal discussions.

oj ective: Create a workabl e response to this issue
through rel ati onshi p nmanagenent, explicit review
criteria and practical docunentation. Agree the

boundari es before execution and retain unresol ved points
for followup. Account Manager; owned the stated

wor kstream not the full organisation or every

col l aborator contribution. Coordinated early issue
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reflective exercises and a
bounded practice exanple
related to renewal

readi ness progranme.

Account pl anni ng case
clinic

Meri di an Prof essiona
Lear ni ng Studio
(fictional) 2025
continuing learning - not
a licence or certification
Renewal s and crmin the
cont ext of account nanager
wor k. Used reflective
exerci ses and a bounded
practice exanple rel ated
to account expansion

di scovery.
Languages

Engl i sh

pr of essi onal working -
fictional sanple

H ndi

prof essi onal worKking -
fictional sanple
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resol ution and scope review. Prepared the scope with the
conmi ssioning team identified unresolved inputs and
used renewal s to turn the brief into a sequenced work
package. Applied business reviews and issue coordination
whil e coordinating reviews with the designated owner.
Kept decision notes so coll aborators coul d separate
facts, assunptions and changes. Assenbl ed the handover
mat eri al, explained open limtations and agreed which
itenms needed further review rather than presenting them
as conpl eted. Methods: rel ationship managenent;
renewal s; business reviews; issue coordination

Del i ver abl es: Renewal readi ness programe - scoped
brief; Renewal readi ness programre - reviewed working
package; Renewal readiness progranmme - handover and

| earning sunmary Revi ew. Revi ewed the scoped out put

agai nst the agreed brief, recorded exceptions and
checked that key conclusions could be traced to
observations. The revi ew package calls for a proposal or
account plan and a nanmed human reviewer. Illustrative
out cone: the team adopted a repeatabl e approach for
renewal readiness programme, with clearer ownership and
reviewabl e records. This is a fictional qualitative
result; no real performance neasurenent or externa
acceptance evidence is supplied. Limtations: Synthetic
demonstration only. Sanple account val ues and out cones
are fictional; custonmer nanes and commitnents are not
real endorsenents. No underlying client docunents,

i ndependently verified neasurenents or signed approva
records are attached.

Account expansion di scovery

Fictional internal work programme in

busi ness-t o- busi ness selling and comerci al

rel ati onships; not a real client case study. Problem
New proposal s | acked evi dence of adjacent needs.

Obj ective: Create a workable response to this issue
through renewal s, explicit reviewcriteria and practica
docunent ati on. Agree the boundaries before execution and
retain unresol ved points for followup. Account Manager
owned the stated workstream not the full organisation
or every collaborator contribution. Conducted structured
interviews and docunented fit. Prepared the scope with
the conmi ssioning team identified unresolved inputs and
used issue coordination to turn the brief into a
sequenced wor k package. Applied crm and stakehol der
mappi ng while coordinating reviews with the desi gnated
owner. Kept decision notes so collaborators could
separate facts, assunptions and changes. Assenbl ed the
handover material, explained open |imtations and agreed
which itens needed further review rather than presenting
them as conpl eted. Methods: renewal s; business reviews;

i ssue coordination; CRM Deliverabl es: Account expansion
di scovery - scoped brief; Account expansion discovery -
revi ewed wor ki ng package; Account expansion di scovery -
handover and | earning summary Revi ew. Revi ewed the
scoped out put agai nst the agreed brief, recorded
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exceptions and checked that key conclusions could be
traced to observations. The revi ew package calls for a
revi ewed pi peline and handover record and a naned human
reviewer. Illustrative outcone: the team adopted a
repeat abl e approach for account expansion di scovery,
with clearer ownership and revi ewabl e records. This is a
fictional qualitative result; no real performance
measur enent or external acceptance evidence is supplied.
Limtations: Synthetic denonstration only. Sanple
account val ues and outcones are fictional; custoner
nanes and conmtments are not real endorsements. No
underlying client docunments, independently verified
measur enents or signed approval records are attached.

Achi evenent s

Strategi c account review

Built stakehol der maps and recurring value reviews. The
achi evenment is the described workstream contribution;

i ndependent out cone evidence is not supplied.

Renewal readi ness progranme

Coordi nated early issue resolution and scope review. The
achi evenment is the described workstream contribution;

i ndependent outcone evidence is not supplied.

Account expansi on di scovery

Conducted structured interviews and docunented fit. The
achi evenent is the described workstream contri buti on;

i ndependent outcone evidence is not supplied.
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