
Case Study by a PPC Manager (FPPCM Member) 

The case study focuses on demonstrating that a basic strategy can yield improvements for the 

account within a span of 4-6 weeks. The product being promoted is not "giftable," it's an 

outlet/electricity socket. 

 

Objectives: 

To improve the performance and organization of a significant account. Implement basic 

strategies to enhance account management and performance within a short timeframe (4-6 

weeks). 

 

Strategies/Actions Taken: 

1. Organization Week 1: The initial week focused on organizing and likely streamlining 

processes, data, or structures related to the account. 

2. Transition to Linear Week 2 Onwards: From the second week onward, a shift was made 

towards a more linear approach, indicating a structured and systematic method for 

managing and optimizing the account. 

3. Regular Cleanup Since Week 1: Continuous efforts were made to clean up, likely 

referring to refining, optimizing, or enhancing various aspects of the account to improve 

efficiency and performance. 

4. Utilization of Pacvue with Manual Rules: The account management utilized Pacvue, 

incorporating manual rules developed based on foundational knowledge acquired from 

specific modules, indicating a structured and strategic approach to account optimization. 

 

Results: 

➢ Despite the vast size and complexity (the account is "extremely huge"), the basic 

strategies and actions implemented led to observable improvements within 4-6 weeks. 

 

 

 



Conclusion: 

In summary, the case study underscores the value of basic strategies, systematic approaches, 

and strategic tools in managing and improving the performance of significant accounts, even 

within a short timeframe. It highlights the importance of organization, strategy, and foundational 

knowledge in achieving positive outcomes. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 


