
Commercial Account Manager Performance 
Management Strategy
To elevate the performance of your Commercial Account Managers (CAMs) in selling a comprehensive suite of 
fleet management solutions, it's essential to implement a structured performance management strategy. This 
strategy should encompass clear role expectations, regular performance reviews, improvement plans, ongoing 
training, and mentorship. Here's a comprehensive approach tailored for dealership CAM teams:

Define Clear Role Expectations & SMART Goals
Comprehensive Job Descriptions: Develop detailed job descriptions outlining responsibilities 
such as prospecting, client relationship management, solution selling, and post-sale support.

SMART Goals: Set Specific, Measurable, Achievable, Relevant, and Time-bound goals. For 
example:

"Increase fleet management solution sales by 15% in Q3."

"Achieve a 90% customer satisfaction score in post-sale surveys."

Key Performance Indicators (KPIs): Establish KPIs such as:

Number of new commercial accounts acquired.

Retention rate of existing clients.

Sales & Revenue generated per account.

Fleet Management Program implementations.

Implement Regular Performance Reviews & Feedback
Structured Check-Ins: Conduct monthly one-on-one meetings to discuss progress, address 
challenges, and adjust goals as necessary.

360-Degree Feedback: Gather feedback from peers, supervisors, and clients to provide a holistic 
view of performance.

Performance Appraisals: Hold quarterly performance reviews incorporating self-assessments to 
encourage self-reflection and ownership of development.

Develop Performance Improvement Plans (PIPs)
Identify Areas for Improvement: Use performance data to pinpoint specific areas where a CAM 
may be underperforming.

Set Clear Objectives: Define specific, measurable goals within the PIP, such as:

"Increase new business cold calls to 20 per week.."

"Complete Cash Flow Analysis on a min of 4 New Customers per mont."

Provide Support and Resources: Offer targeted training, mentorship, and tools necessary to 
achieve the set objectives.

Monitor Progress: Schedule bi-weekly check-ins to assess progress, provide feedback, and 
make necessary adjustments to the plan.

Offer Ongoing Training & Development
Customized Training Programs: Utilize One Nexus Training to:

Advance sales techniques for fleet management solutions.

Technical knowledge of Cash Flow Analysis.

Regulatory compliance and industry standards.

Cross-Training Opportunities: Encourage CAMs to gain insights into other departments like 
service and parts to provide holistic solutions to clients.

Continuous Learning Culture: Promote a culture where learning is ongoing, encouraging CAMs to 
pursue certifications and attend industry workshops.

Establish Mentorship & Coaching Programs
Mentor Pairing: Pair less experienced CAMs with seasoned professionals to facilitate knowledge 
transfer and skill development.

Regular Coaching Sessions: Schedule bi-weekly coaching sessions focusing on real-life 
scenarios, problem-solving, and strategy development.

Feedback Mechanisms: Implement systems where mentors and mentees can provide feedback 
on the mentorship process to continuously improve its effectiveness.

Utilize Performance Management Tools
CRM Systems: Implement robust Customer Relationship Management systems to track client 
interactions, sales pipelines, and follow-ups.

Performance Dashboards: Use dashboards to visualize KPIs, track progress, and identify trends 
or areas needing attention.

OEM Product Training: Have CAMS master product knowledge, track completion rates, and 
assess knowledge retention.

Recognize and Reward Excellence
Incentive Programs: Develop incentive structures that reward top performers with bonuses, 
recognition, or career advancement opportunities.

Public Recognition: Highlight achievements in team meetings, newsletters, or company-wide 
communications to boost morale and motivation.

Personal Development Opportunities: Offer high performers opportunities for further 
development, such as attending industry conferences or advanced training programs.

By implementing these strategies, your dealership's Commercial Account Team will be better equipped to meet 
and exceed performance expectations, leading to increased sales, improved client satisfaction, and a more 
cohesive team dynamic.


