Al for Account
Managers

A Practical Guide to Save Time,
Drive Growth, and Strengthen
Client Relationships
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Introduction: Why Al Matters
for Account Managers

Account managers juggle renewals, expansions, QBRs,
and client advocacy, often with limited time and
resources.

Al is not here to replace account managers. It is
here to:

Automate repetitive tasks.

Surface insights that would
otherwise take hours to research.

® Free you to focus on building stronger
client relationships.

This guide shows practical ways to bring Al into
your daily workflow.
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1. Foundations of Al for AMs
Four “Al Teammates”:

TASK MASTER:

Automates repetitive jobs (CRM updates, renewal
reminders).

COPILOT:
Assists in preparing decks, briefs, and QBR agendas.

DELEGATE:

Monitors accounts for risks or opportunities and alerts you

ORCHESTRATOR

Connects data across systems (Jira, Salesforce, Confluence)
into a single customer brain

Practical Guidance:

e |dentify 3 tasks that consume over an hour weekly.
e Create simple prompts that describe the ideal output.
e Test on one client before scaling across your portfolio.
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2. Al as a Teammate

Al IMPROVES WITH TRAINING

Treat it like a junior colleague:

¢ Give clear instructions
e Set boundaries

e Review its work.

Practical Example:

Build a Brand Brain GPT by feeding it your website,
compliance rules, and tone guidelines. This ensures every
QBR deck, email draft, or case study it produces aligns with
company standards .

Tip: Save and refine strong prompts
instead of starting from scratch each time
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3. Quick-Win Workflows

1 RENEWAL PREP /-\
9,

e |nput: CRM notes, product usage, support tickets.

Workflow:

e Al Processing: Summarizes outcomes, flags risks, drafts 5

renewal questions.

e Output: A one-page executive brief plus a draft agenda

2  ENRICHMENT

Workflow:

e Upload a contact list into a tool like Clay.
e Enrich with LinkedIn profiles and recent posts.

e Al identifies top themes the stakeholder cares

about .
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3 CASE STUDY BUILDER

Workflow:
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e Feed project outcomes, client feedback, and metrics into

Al.

e Al drafts a case study highlighting challenges, solutions,

and results.

* AM reviews and personalizes before publishing .
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4. Building Your Personal
Workflow

Al becomes most powerful when

you design workflows around

recurring account management . 5
tasks. Instead of thinking “what @

can Al do in general,” think: B

“What part of my weekly process @
could be faster, clearer, or

automated?”

One of the most valuable examples is Quarterly Business
Review (QBR) prep, a process that can consume days of
effort across multiple tools and stakeholders. Here’'s how

to turn that into a repeatable Al-powered workflow:
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STEP-BY-STEP EXAMPLE: QBR PREP

1
Inputs (What to
Feed Al) Q/
2
Processing (What k
\L_ Al Does With It)
Y,
3

Outputs (What

You Get to Use) J Q/

4
The Impact
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1. INPUTS (WHAT TO FEED Al)

Gather data you normally hunt down before a QBR:

e CRM notes: Past meeting records, goals, and
agreements.

e Support tickets: Open or recently closed issues that
could impact satisfaction.

e Product usage reports: Metrics showing adoption,
changes in usage, or red flags.

e Previous QBR notes: Goals set, promises made, and
commitments to revisit.

e \oice of Customer (VoC): Survey feedback, call
transcripts, or direct client quotes .

Pro Tip: Use automation tools (like Zapier, Make,
or a CRM plug-in) to pull these data sources into
one document before sending them to Al.

www.amplifyam.com m


https://www.linkedin.com/company/amplifyam/?viewAsMember=true

2. PROCESSING (WHAT Al DOES WITH IT)

Al organizes and analyzes the information to surface
what matters most:

e Summarizes the top 3 customer outcomes achieved
since the last review.

e Flags risks (such as declining usage or unresolved
tickets).

e |dentifies opportunities (expansion signals, new product
fits).

e Generates strategic questions you can ask in the QBR to
align with client priorities.

Prompt Example:

“Summarize the most important outcomes this client has
achieved since the last QBR. Highlight risks and
opportunities. Suggest 5 strategic questions | can ask to
position value and uncover expansion opportunities.”
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3. OUTPUTS (WHAT YOU GET TO USE)

Al delivers a polished starting point for your QBR
package:

e Executive Brief: A one-page summary with goals
progress, risks, opportunities, and recommended agenda
bullets.

e Draft Opening Script: Suggested talking points to set the
right tone.

e Optional Slide Pack: A simple 2-3 slide narrative
highlighting outcomes, risks, and opportunities
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4. THE IMPACT

Without Al, a QBR often means:

e Manually digging through multiple tools.
e Copy-pasting data into slides.
e Hours of synthesis before reaching insights.

With Al, this heavy lift drops from 6+ hours to under
1 hour, freeing account managers to:

e Spend more time tailoring recommendations.
e Focus on stakeholder alignment.

e Deliver QBRs that feel personalized and insight-driven,
not generic.
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EXTENDING BEYOND QBRS

Once you've mastered QBR prep, the same workflow
design applies to other tasks:

e Renewal Prep: Automate reminders and generate
renewal decks.

e Weekly Account Health Reports: Al creates digestible
updates from CRM and usage data.

e Upsell Identification: Scan client activity for signals of
readiness to expand .
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The key is consistency

Document your workflow once, refine the
prompts, and reuse them every quarter.
That's how Al shifts from “experiments” to a
scalable system that saves time across your
client portfolio.
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5. Deploying with a 90-Day
Plan

SUGGESTED ROADMAP:

30 DAYS (PILOT):

Automate a single workflow like renewal prep.

B0 DAYS (EXPAND):

Share wins, add workflows, refine prompts.

90 DAYS (EMBED):

Document processes, train peers, standardize in CRM

]
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h ~ Key Question:
l 4 ~
’ % How does this give you more time
for strategic client work?
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6. ROl and Human-Centered
Outcomes

Al DELIVERS BUSINESS IMPACT WHEN
LINKED TO OUTCOMES THAT MATTER.

Examples:

e Renewal prep automation saves 10+ hours per cycle
and creates more touchpoints.

e QBR automation reduces prep time and improves
storytelling.

e Sentiment analysis on client calls flags churn risk 30

days earlier .

Tie each workflow to:

e Time back for relationships.
e Stronger renewal and expansion conversations.

e Clearer visibility into customer outcomes.
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/. Your Next Steps

e Choose one client workflow to automate this week.
e Save one reusable prompt.

e Share your win with a peer to build momentum.

Want more?

Join AMplify for Al

workshops, playbooks, @
and shared workflows.
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As a member, you'll get
exclusive Al tools designed for
account management:

A custom GPT trained on account
management best practices to act as your Al
teammate.

A growing prompt library for renewals,
QBRs, stakeholder engagement, and upsell
opportunities.

Continuous updates with new workflows
and real-world examples shared by the
community.
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About AMplify

AMplify is the only membership
community built specifically for
Account Managers who want to
grow faster, win more renewals
and expansions, and get the

recognition they deserve. &@?ﬂgﬂg@

Inside, you'll find

&4 Expert-led workshops
(¥ Proven playbooks
(¥ Global network of peers who are solving the same

challenges you face every day.

The real advantage is the community itself - A place to trade
strategies, refine workflows, and share what’s working right
now. Instead of going it alone, you'll have a team in your
corner, helping you hit your number and accelerate your
career.

Learn more and join at www.amplifyam.com
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