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Account Managers

Al augmenting client insights, communication, and opportunity identification.

EXPOSURE W NDOW ADOPTI ON TODAY READI NG
55 2_5 yr S Medi um H gh Theroleis being reshaped.
Elevated exposure until change lands Exposure is the share of today's work Al

can plausibly take on within the window.

§ 01 WHAT | S HAPPENI NG

What is happening to account managers

Impact Al tools are being used to analyze client interaction data, predict churn risk, identify
up-sell/cross-sell opportunities, personalize communications, and automate routine
follow-ups. This helps Account Managers better understand and serve their clients.

Risk Workflow augmentation; focus on strategic relationship management,
value articulation, and complex issue resolution.

The Account Manager role will be significantly augmented by Al. Al will handle much
of the data analysis for client health and opportunity spotting, and assist with routine
communications. This allows Account Managers to dedicate more time to strategic
account planning, building deep C-level relationships, understanding complex client
needs, and acting as a trusted advisor.

Sector readiness Progressive Integration into CRM & Sales Engagement Platforms

Al is being rapidly embedded into CRM systems and sales/customer success plat-
forms to provide actionable insights about client behavior, sentiment, and potential
growth areas.
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§ 02 POSI TI ON

Where you stand

TheAccount Manager roleis being significantly augmented by Al, allowing for more data-dri-
ven and proactive client management.

ii Al automates client data analysis, identifies opportunities and risks, and helps personalize
communications, freeing up AMs from manual research.

i1 Thefuture Account Manager will be a strategic advisor, leveraging Al insightsto build deeper
client relationships, drive value realization, and act as atrue partner in their clients' success.
Strong interpersonal and strategic skills are paramount.

§ 03 ACTI ONS 15 POI NTS

What this means for you

Concrete changes to how the work gets done, in the order you are likely to meet them.

01 Al-Driven Client Health Scoring & Churn Prediction. Utilize CRM or customer success platforms with Al
that analyze client engagement, product usage, and support tickets to predict churn risk or identify at-risk
accounts.

02 Identification of Up-sell & Cross-sell Opportunities. Al can analyze a client's current product usage and
profile to suggest relevant additional products or services they might benefit from.

03  Personalized Communication & Content Recommendations. Leverage Al to tailor email communica-
tions or suggest relevant content (case studies, whitepapers) to share with clients based on their industry,
needs, or past interactions.

04  Automated Meeting Summaries & Action Item Tracking. Use Al tools to transcribe client meetings,
generate summaries, and identify/track action items, improving follow-through.

05  Focus on Strategic Account Planning & QBRs. With Al handling data sifting, dedicate more time to
developing strategic account plans and preparing insightful Quarterly Business Reviews (QBRS).

06  Deepening Client Relationships & Becoming aTrusted Advisor. More time can be spent understanding
clients' strategic goals, challenges, and acting as a proactive consultant rather than just a vendor.

07 Sentiment Analysis of Client Communications. Al tools can analyze emails or support interactions to
gauge client sentiment, allowing for proactive intervention if dissatisfaction is detected.

o8 Automated Nurturing Sequences for Existing Clients. Al can manage automated email sequences to
keep clients informed about new features, best practices, or industry news.
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09 Predictive Insights for Renewal Management. Al may help forecast renewal likelihood and identify factors
influencing retention, allowing for targeted efforts.

10  Learning to Leverage Al-Generated Insights Effectively. A key skill will be to interpret Al-driven
recommendations and integrate them into your account management strategy.

11 Coordinating Internal Resources for Client Success. Using Al-surfaced insights to better coordinate
with support, product, or professional services teams to meet client needs.

12 Identifying Advocates & Case Study Opportunities. Al might help identify highly satisfied clients who
could be potential advocates or subjects for case studies.

13 Understanding Client Usage Patterns. Al can analyze how clients are using your products/services,
highlighting areas of high adoption or underutilization to guide conversations.

14 Competitive Intelligence for Client Discussions. Al can help gather and summarize information about
competitors relevant to your client's market.

15 Ensuring Ethical Use of Client Data with Al. Managing client data responsibly and transparently when
using Al tools for analysis or personalization.

§ 04 CAUSES 10 DRI VERS
What is pushing this change

01 Demand for Proactive & Personalized Client Management. Clients expect their account managers to
understand their needs deeply and offer proactive solutions and insights.

02 Availability of Rich Client Interaction & Usage Data. CRM data, product usage logs, support tickets, and
communication history provide vast inputs for Al analysis.

03 Advancements in Al for Predictive Analytics & NLP. Al can predict client behavior (e.g., churn risk,
propensity to buy) and understand sentiment from communications.

04  Need to Improve Client Retention & Reduce Churn. Al helps identify at-risk clients earlier and suggests
interventions to improve retention.

05  Pressure to Increase Upsell/Cross-sell Revenue. Al can pinpoint opportunities for expanding the rela-
tionship with existing clients by identifying unmet needs or complementary offerings.

06  Integration of Al into CRM & Customer Success Platforms. Leading platforms are embedding Al to
provide account managers with actionable insights and automation tools.

07 Competitive Landscape Requiring Deeper Client Relationships. Building strong, advisory relationships
is a key differentiator that Al can support but not replace.

o8  Desire for Data-Driven Account Strategies. Al provides the analytics to develop more targeted and
effective account plans and engagement strategies.
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09  Scalability of Account Management. Al can help account managers handle larger portfolios by automat-
ing routine tasks and prioritizing efforts.

10  Automation of Routine Client Communication & Follow-up. Al can manage automated check-ins,
feature updates, or content delivery, ensuring consistent client touchpoints.

§ 05 VARI ATl ON

|mpact by sector

5 SECTORS

The headline figure is an average. Where you work changes the picture.

Key Account Man-
agers (Large Enterprise
Clients)

Customer Success Man-
agers (SaaS & Tech)

Account Managersin
B2B Services (e.g., Mar-
keting Agencies, Consul-
tancies)

Inside Sales Account
Managers (High Volume,
Smaller Accounts)

Channel Account Man-
agers (Managing Part-
ners)

Al for deep strategic insights, identifying new opportunities within complex or-
ganizations, and managing multifaceted relationships. Human focus on C-level
engagement and strategic partnership.

Heavy use of Al to track product adoption, user engagement, predict churn, and
automate onboarding/nurturing sequences. Human focus on strategic advisory and
ensuring value realization.

Al for tracking project progress, identifying client satisfaction issues, and spotting
opportunities for new projects or retainers. Human focus on client relationship and
strategic advice.

Al for automating outreach, managing a large number of accounts efficiently,
identifying quick upsell opportunities, and prioritizing high-potential clients.

Al for tracking partner performance, identifying co-selling opportunities, and man-
aging partner communications. Human focus on enabling and motivating partners.

§ 06

Skillsto build

PREPARATI ON

8 SKILLS

The skills that keep the human part of this work valuable as the routine part is automated.

01  Strategic Relationship Management & Trust Building. The core ability to build and maintain strong,
long-term, trust-based relationships with key client stakeholders.

02  Consultative Selling & Value Articulation. Understanding client's business challenges deeply and artic-
ulating how your solutions deliver tangible value, informed by Al insights.
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03  Business Acumen & Industry Expertise. In-depth understanding of your client's industry, market trends,
and their specific business model to act as a knowledgeable advisor.

04  AlTool Proficiency & Data Interpretation (CRM, CS Platforms). Skill in using Al-powered CRM and
customer success platforms to gain insights, prioritize actions, and personalize engagement.

05  Communication, Presentation & Negotiation Skills. Effectively communicating insights, presenting
solutions, handling objections, and negotiating renewals or expansions.

o6  Problem-Solving & Client Advocacy. Identifying and resolving client issues effectively, and acting as an
internal advocate for your client's needs.

07  Proactive Account Planning & Strategy. Developing long-term strategic plans for each key account,
identifying growth opportunities, and mitigating risks, using Al for data support.

08  Adaptability & Learning Agility (for new tech & client needs). Quickly learning new Al tools, adapting
to evolving client needs, and continuously improving account management strategies.

§ 07 | NSTRUMENTS 11 ENTRI ES

Toolsin use

KI'NDS OF TOOL WORTH KNOW NG

01

02

03

04

05

06

CRM Systems with Al-Powered Insights. Platforms that use Al for lead/opportunity scoring, activity
tracking, churn prediction, and next-best-action recommendations.

Customer Success Platforms with Al. Software specifically designed for customer success, using Al to
monitor client health, product adoption, and automate engagement workflows.

Sales & Account Intelligence Tools. Tools that provide rich data and Al-driven insights on target accounts,
industry trends, and key contacts.

Generative Al for Communication & Content. LLMs used to assist in drafting personalized client emails,
preparing for QBRs, or summarizing account activity.

Meeting Transcription & Summarization Tools. Al tools that transcribe client calls/meetings and generate
summaries with action items for better follow-up.

Sentiment Analysis Tools. Software that analyzes client communications (emails, support tickets) to
gauge sentiment and flag potential issues.

NAMED TOOLS ALREADY I N USE

Salesforce Sales Cloud / Service Cloud (with Einstein Al)
Leading CRM platform with embedded Al (Einstein) for opportunity insights, activity capture, client health scoring,

and personalized communication suggestions.
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Gainsight / Catalyst / ChurnZero
Customer success platforms that leverage Al to predict churn, identify expansion opportunities, and automate
client engagement plays.

LinkedIn Sales Navigator / ZoomInfo
Sales intelligence tools that use Al to provide deep insights into accounts, track buying signals, and identify key
decision-makers.

ChatGPT / Jasper (for drafting client communications)
Generative Al tools that can assist Account Managers in drafting personalized emails, QBR talking points, or
summarizing client interactions.

Otter.ai / Fireflies.ai / Gong.io (also for conversation intelligence)
Platforms that record, transcribe, and analyze sales/customer success calls using Al to provide insights, sum-
maries, and coaching.

§ 08 EXAMPLES 5 EXAMPLES

In practice

Ways people in this role are already using Al, and what they get from it.

Proactively Identify HOwW Monitor an Al-driven customer health dashboard in your CRM/CS plat-
At-Risk Clientswith Al form that flags clients with decreasing usage or negative sentiment,
Health Scores prompting proactive outreach.

AR GAIN Allows for timely intervention to address client concerns, reduce churn,

and improve overall customer satisfaction and retention.

Discover Upsell Oppor- How Review Al-generated suggestions for additional products/services that
tunities using Al Recom- a client might benefit from based on their profile, usage patterns, and
mendations industry.

e GAIN Increases revenue from existing accounts by identifying relevant ex-

pansion opportunities in a data-driven way.

Personalize Quarter- HOW Leverage Al to analyze your client's recent performance and usage
ly Business Reviews data to generate key talking points and data visualizations for a more
(QBRs) with Al Insights impactful QBR.
EXAMPLE 3 . . .

GAIN Leads to more strategic and value-focused client conversations,

demonstrating your understanding of their business and strengthening
the partnership.
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Automate Follow-Up HOW Set up automated email sequences (triggered by Al or CRM rules) to
Communications for Key inform clients about new product features, relevant industry news, or
Updates upcoming events.
EXAMPLE 4 . . . . . .

GAIN Ensures consistent client communication and nurturing without man-

ual effort, keeping your solutions top-of-mind.

Use Al to Summa- HOW Use an Al tool to quickly get a summary of lengthy email exchanges or
rize Long Client Email transcribed meeting notes to refresh your memory on key discussion
Threads or Meeting points and action items before a client call.
Notes L . S . ,

GAIN Saves time in preparing for client interactions, ensures you're
EXAMPLE 5

up-to-date on all previous discussions, and improves follow-up effi-
ciency.

§ 09 CONTEXT

How this role compares

Three neighbouring roles chosen to show the direction of travel.

Order Takers/ Basic Al 1weAacT - High (Al chatbots and self-service portals can handle routine order
Customer Service Reps inquiries, status updates, and basic FAQs)

(Transactional)
MORE EXPOSED

work Moves ToRole shifts to handling exceptions, complex inquiries, or more val-
ue-added relationship tasks.

Customer Success Oper- A1 IvPAcT - Foundational/Enabling (They implement and manage the Al-powered
ations/ Al Tool Special- customer success platforms and CRM customizations)
istsfor CS

DI FFERENT SKI LLS, GROW NG

work Moves ToSKills in data analysis, CRM administration, Al tool configuration, and
process optimization for customer success.

Strategic Partnership Al 1wPACT - Moderate Augmentation (Al for identifying potential partners, market
Managers (Complex Al- analysis), but core value is in high-level strategy, complex negotiation,
liances) and building multi-faceted alliances.

COMPLEMENTARY, LESS EXPOSED . . . . - .
Work MoVES ToDeep strategic thinking, C-level relationship building, and structuring

complex, long-term partnerships.
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Closing judgement

For Account Managers, Al isapowerful enabler for shifting from reactive
problem-solving to proactive, strategic partnership. By automating data
analysis and routine communication, Al frees up AMs to focus on build-
ing deeper relationships, understanding client objectives, and co-creating
value, solidifying their role as indispensable trusted advisors.

§ 11 BASI S REVI SED 4 OCTOBER 2026

Evidence and revisons

What the exposure figure rests on, what changed when it was last revised, and the published
work cited for this role.

SCORE The 4 October 2026 review moved the score up by 10 points.

45 10 55 Microsoft's Al applicability score for the matching occupation is 0.45, in the top

W NDOW decile of 785 US occupations; the US Bureau of Labor Statistics places it in the

2-6 years to 2-5 years ‘'very high' Al-exposure tier; BLS projects employment to grow 2.7% over 2025-35.
Blending our 2025 editorial figure (60%) with the 2026 evidence composite (40%)
moves the score from 45 to 55 and shortens the window from 2-6 years to 2-5 years.
Capped: the applicability measure reflects information-giving tasks; relationship
management and negotiation remain human-led.

MEASURES BEHI ND THE SCORE

US Bureau of Labor Statistics - Employment Projections 2025-35 and Al Exposure Categories (27 August 2026)

Al-exposure tier: Very high. Projected employment change 2025-35: +2.7%. Matched to Sales representatives
of services, except advertising, insurance, financial services, and travel.

PUBLI SHER PDF  ARCHI VED COPY

Microsoft Research - Working with Al: Measuring the Applicability of Generative Al to Occupations (10 July 2025)
Al applicability score 0.45 (percentile 100 of 785 occupations) for SOC 41-3091.

PUBLI SHER PDF  ARCHI VED COPY

UK Department for Science, Innovation and Technology - Assessment of Al capabilities and the impact on the UK
labour market (28 January 2026)

UK context: around 70% of UK workers are in occupations with tasks Al could perform or enhance, above the US
average; a one-standard-deviation rise in exposure was associated with a 3.9% fall in UK job postings.

PUBLI SHER ARCHI VED COPY

ALSO CI TED FOR THI' S ROLE
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Microsoft - 2026 Work Trend Index Annual Report: Agents, human agency and the opportunity for every organization (5
May 2026)

Microsoft's 2026 Work Trend Index documents the shift toward managing agents alongside people; leadership
roles change in content more than in headcount.

PUBLI SHER PDF

PwC - 2026 Global Al Jobs Barometer (May 2026)

PwC finds Al-exposed sectors recording 34% productivity growth since 2018 against 24% for the least exposed;
managerial roles capture the gains where they redesign work.

PUBLI SHER PDF

Archived copies are served only where the licence permits; otherwise the link goes to the publisher. Full research library:
https://www.careerguard.ai/sources

§ 12 APPENDI X

M ethod and sources

Each report was written from a large body of published research and then, in October 2026, re-scored against
occupation-level evidence: the US Bureau of Labor Statistics Al-exposure classification and 2025-35 projections,
Microsoft Research’s Al applicability scores and Anthropic’s observed-exposure data, cross-checked against the
reports listed in the Evidence section above. The organisations and publications below are the standing literature
behind the narrative sections. Every source, with dates, licences and archived copies where we are permitted to
hold them, is catalogued in the research library.

Scores are revised by blending the previous editorial figure (60%) with a composite of the three occupation-level
measures (40%), capped at fifteen points per revision and rounded to the nearest five. The window shifts one
notch when a score moves ten points or more. Hand adjustments are recorded with their reason in the revision

log.

| GLOBAL AND MACROECONOM C | MPACT OF Al ON WORK

World Economic Forum

The Future of Jobs Report series — Employer survey of expected job growth and decline, skill shifts and technology adoption (2020,
2023 and 2025 editions); Artificial Intelligence and the Future of Entry-Level Work (2026).

Al governance and transformation reports — Frameworks on ethical Al, talent strategy and industry transformation.

McKinsey Global Institute

Al, Automation and the Future of Work series— Research quantifying automation potential by task, sector and demographic, from "Jobs
Lost, Jobs Gained" to "Agents, robots, and us" (2025).

Industry-specific reports — Financial services, healthcare, manufacturing and others.

PwC
Global Al Jobs Barometer — Annual analysis of job postings and productivity by Al exposure (2024—2026 editions).
Upskilling Hopes and Fears survey — Employee perceptions and readiness.

Microsoft Research and Anthropic
Working with Al (2025); Anthropic Economic Index (2025-2026) — Occupation-level usage data from Copilot and Claude conversations,
the two observed-usage measures behind the 2026 revision.
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Stanford Digital Economy Lab and Stanford HAI
Canariesin the Coal Mine? (2025-2026); Al Index Report (annual) — Payroll evidence on early-career employment in exposed
occupations; annual measurement of Al capability, investment and adoption.

Deloitte
Human Capital Trends series — Workforce, talent and HR technology trends.
Tech Trends series — Emerging technologies and their business implications.

Accenture
Technology Vision series — Forward-looking analysis of emerging technology, with emphasis on Al.
Fjord Trends — Design, innovation and human experience in a digital world.

Boston Consulting Group
Al/ML insights and industry solutions — "The Al Revolution in the Workplace" and related research.

EY
Al and workforce reports — Adoption, talent strategy and ethics.

IBM Institute for Business Value
Al and automation studies — Business models, workforce evolution and leadership.

OECD
Al Policy Observatory — International data and policy on Al, labour markets and skills.
Employment Outlook — Labour-market trends including technological impact (2023-2026 editions).

International Labour Organization
Generative Al and Jobs: A Refined Global Index of Occupational Exposure (2025) — Task-level exposure gradients for every ISCO
occupation; successor to the 2023 global index.

International Monetary Fund
Saff Discussion Notes on Al and work (2024, 2026) — Complementarity framing: where Al augments and where it substitutes.

UK Department for Science, Innovation and Technology
Assessment of Al capabilities and the impact on the UK labour market (2026) — UK occupational exposure and job-posting evidence.

Brookings Institution
Al and automation research — Economic and social implications, displacement and skills.

Yale Budget Lab and Goldman Sachs Research
Tracking the Impact of Al on the Labor Market; Al and the USIabour market (2026) — Aggregate labour-market monitoring; macro
displacement estimates.

Oxford University (Oxford Martin School)
The Future of Employment — Frey & Osborne and subsequent research on susceptibility to automation.

MIT Technology Review
Al & Work — Reporting on Al research and its implications for industries and jobs.

Gartner
Hype Cycle for Artificial Intelligence — Maturity and adoption of Al technologies.
Future of Work reports — Workplace models and talent strategy.

U.S. Bureau of Labor Statistics
Employment Projections 2025-35; Al Exposure Categories; Occupational Outlook Handbook — Ten-year employment projections and, from
the 2025 cycle, an Al-exposure tier for every detailed occupation.

Indeed Hiring Lab
Al at Work Report (2025) and posting-market updates — Skill-level transformation estimates and job-posting trends by occupation.

11 CORE Al AND MACHI NE- LEARNI NG RESEARCH
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OpenAl

Research papers, blog and API documentation — Large language models, generative Al, safety and societal impact.

Google DeepMind
Research papers and blog — Reinforcement learning, Al for science, AGI and ethics.

Meta Al
Research papers and blog — Large language models, computer vision, Al for social good.

Hugging Face
Transformers library and model hub — Open-source state-of-the-art NLP models.

TensorFlow and PyTorch
Documentation and community forums — Core frameworks illustrating practical capability.

arXiv
csAl, cs.LG, cs.CV, cs.CL — Pre-print research.

NeurlIPS and ICML
Conference proceedings — Top-tier academic research.

ACM and IEEE
Journals and proceedings — ACM Computing Surveys; IEEE Transactions on Al.

Kaggle
Datasets and competition solutions — Applied machine learning on real-world problems.

The Alan Turing Institute
Research and reports — Responsible and applied Al.

CAREERGUARD. Al

11 ETHI CAL AND RESPONSI BLE Al DEPLOYMENT

NIST
Al Risk Management Framework — Voluntary framework for managing Al risk.

European Commission
Al Act — Risk-tiered legal framework for Al.
Ethics Guidelines for Trustworthy Al — Principles for responsible development.

Partnership on Al
Research and best practice — Responsible Al development.

Al Now Institute
Annual reports — Social implications: power, inequality, rights.

ACM FAccT
Proceedings — Fairness, accountability and transparency.

Data & Society
Publications — Social implications of data-centric technology.

WIPO
Conversation on I[P and Al — Intellectual-property implications of Al.

IEEE Global Initiative on Ethics of A/IS
Ethically Aligned Design — Recommendations for ethical Al design.

Center for Al and Digital Policy
Policy briefs — Accountable Al policy.
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