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Account Profiling 

Account Profiling 
  

Objective: 

To have understanding about our client or potential client: Their industry, business, organization, people and process (how Learning and Development link to their business.  

  

With the information at hand, we can better position and know how to incorporate the right product into Organization training plans. 

  

  

Information Gathering: 

Two areas of information gathering: 
(a)  Information Research – to be carried out before meeting of client 

(b)  Question – to illicit information from client (from any levels: HR, managers, participants) in any occasion 

Note: DO NOT ASK QUESTION AS THOUGH FILLING UP FORM 

  

  

Information gathered: 

Will be stored in our CRM system 

  

Implementation: 

(A)
Research-based Information Gathering 
  

1.
 Corporate Structure 

  

Company Name: 
  

Type:

	(   )
	Multi-National Companies (GLC)

	(   )
	Conglomerates (CG) – List out group of companies

	(   )
	Public –Listed Companies (PLC)

	(   )
	Government-Linked Companies (GLC)

	(   )
	SMI/SME


  

Industry: 
  

  
Business Revenue: 



Year (            ) 
                           


Years in Operation:  



(Know some background history) 
	Staffing:
	(   )
	Organization Structure

	
	(   )
	List of management (Directors, HOD, Senior Managers)


Contact Person: 
Primary and Secondary (Gate Keepers) 


Get to know the HR team – who’s in charge of what 

  

  

  
2.
Industry and Business 

  

Company’s Vision, Mission, Core Values, Corporate Culture 

  

Business Goals/Direction 

-         Revenue Projection 

-         Corporate Exercise (Merging and Acquisition) 

-         Expansion Oversea, etc 

  

Core Business/Products (what’s the biggest generating revenue?) 

  

Their Clientele Segmentation (what’s the percentage) 

-         Government 

-         B2B (business to business) 

-         B2C (business to consumer) 

  

Client Focus initiatives 

-         Client Satisfaction survey or any channels organizations gather feedback from external client 

  

  
(2)
Questioning-based Information Gathering 
  

1. Organizational Development (OD) Activities 

  

List any OD initiatives currently in plan, in process or carried out previously 

Example of OD activities: 

-         Competencies Development 

-         Coaching and Mentoring 

-         Executive Development Plan 

-         Managers Development Plan 

-         Leadership Development Plan 

-         Organizational Culture Development 

-         Talent Identification and Development 

-         Succession Planning 

-         Performance Management and Reward Management, etc 

Learn from client 

-         Understand the process how they implement 

-         What’s the business case – why would they need to undertake that initiatives 

-         What’s the challenges faced 

-         How can we support (Link Learning and Development to their initiatives) 

  

  

2. Training Plans 

  

Training Budget – how Organization work out their budget? 

                                (Example: is it based on % of their salary?) 
  

Training Budget Allocation: 

By % In-house (Conducted by internal) vs Outsource vs Public 

      
Others: _____________ Example (E-learning) 

  

By % Technical vs  Management  vs Soft Skills 


Others: _____________ Example (Hi-Potentials) 

  

Find out more if the Organization does training in house 

What do they trained? Orientation, Standard Operating Procedures (SOP), technical/product, on-the-job (OTJ) 

  

Get to know Organization training plans.  Understand their focus areas. 

  

Example of elicitation questions: 

What competencies would you find critical to have them develop in your people to achieve this year business goals?  How is this reflected in your training plans? 

  

3.
Training Process 

  

Planning Stage - Understand their process, people involved (at what level) 

  

Implementation Stage – Get to know their implementation success and challenges 

  

Completion Stage – What do Organization do in measuring effectiveness of their training   investments 

  

 (*)  In all the above stages, get to know if the Organizations uses any specific tools 

      Example: 

  

Planning Stages – Training Needs Analysis (TNA) 

  

Implementation Stages – Profiling Tools, Assessment Tools, etc
  

Completion Stages – Performance Appraisal, competencies-based, KPI, KRA, employee   climate survey, etc 

  

  

4. Decision Making Process 

  

What’s the level of decision making process? 

      Who’s involved? HR Managers, GM, Directors, HR Committees, etc 

  

  
5. Training Providers 

  

      Who are their current providers?  In what area? 

  

      What the client like about them?  And don’t like, if any? 
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