[Your Name]
[Account Manager] · [Segment: SMB, mid-market or enterprise] · [Industry you serve]
[City, State] · [email@example.com] · [(555) 555-0100] · [LinkedIn or portfolio URL]
SUMMARY
[Account manager with N years looking after (segment) customers in (industry). Currently own (N accounts worth $X a year). Best known for (one habit, e.g. spotting churn risk early). Want to (grow a larger or more strategic book) at a company like this one.]
EXPERIENCE
[Account Manager or Key Account Manager], [Company]
[City, State or Remote] · [Mon YYYY] – [Present]
1. [Own a book of (N) accounts in (segment or industry) worth ($X) in annual recurring revenue, (inherited or built from a starting point)]
1. [Held gross renewal at (percent) and net revenue retention at (percent) for (fiscal year), up from (prior figure)]
1. [Grew (account or group of accounts) from ($X) to ($Y) by adding (seats, modules, locations or services), negotiated with (buyer role)]
1. [Recovered (N) at-risk accounts worth ($X) through (the recovery plan: executive call, support escalation, revised scope)]
1. [Ran (N) business reviews per (quarter or year) with (customer roles), leading to (renewals, referrals or case studies)]
[Previous title, e.g. Customer Success Specialist or Inside Sales], [Company]
[City, State] · [Mon YYYY] – [Mon YYYY]
1. [Supported (N) customers through (onboarding, renewals, escalations), keeping (satisfaction score or response time) at (level)]
1. [Spotted (N) expansion opportunities passed to (sales or account team), closing at ($X)]
1. [Built (tracker, playbook or health score) the team used to (forecast renewals or flag churn)]
SKILLS
Account management: [Renewal negotiation, expansion planning, executive sponsor mapping, churn recovery]
Commercial: [Pricing and discount approvals, contract amendments, renewal forecasting]
Systems: [Salesforce, Gainsight or ChurnZero, HubSpot, Excel or Google Sheets]
EDUCATION
[B.B.A. in Marketing or your degree], [University], [YYYY]
