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           Senior Account Manager 
 
 
 
 
C5 Alliance is a friendly, ambitious and progressive company, with the delivery of technology for positive 
impact at the heart of everything we do. We recruit likeminded people who work and learn together to 
deliver professional technical and support services to multiple clients. 

Nurturing technical excellence is a core factor of our success. We develop this through generous training 
and conference budgets to keep you at the top of your game, whilst our culture of collaboration gives you 
the opportunity to mould your career path alongside the Channel Islands’ leading technology experts. 

These are the principles that drive how we live and work at C5 Alliance:  

Be Original  

We are always interested in new approaches to problem-solving and people who think innovatively.  

Be Collaborative  

We expect our teams to work together and care about the whole organisation.  

Be Entrepreneurial  

We value creative ideas, but they also need to have a commercial benefit to our business and clients.  

Be Positive  

We look for people who drive positivity to produce solutions and outcomes that benefit our clients, 
ourselves, our colleagues and our industry.  

Make an Impact  

We believe that everything you do should have a clear objective to change things for the better. 

1. Job title: Senior Account Manager 

1.1 Department: 
Sales 

1.2 Location: 
Turing House, Guernsey. 
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2. Job Description 

2.1 Job Purpose 
Based in Guernsey, the Senior Account Manager is a key part of the Company and Sales Team, with 
responsibility for managing client relationships and ensuring customer requirements are met. The role 
requires an ability to develop an understanding of the technologies we sell and what our clients’ businesses 
do.  A “can do” attitude, with drive for achieving goals and forward-thinking ideas to promote the Company 
brand are a must. 
 
Managing and working collaboratively to develop strong long-term trusting customer relationships with 
clients, the postholder will develop existing and new business relationships, connecting with key business 
executives and stakeholders. Reporting to the business Managing Director, the role involves liaising 
across all functional internal teams to improve the customer experience.   Managing and achieving sales 
and performance targets and achieving a trusted advisor status are key. 
 

2.2 Key results areas 
 Within 12 months pass manufacturer sales exam. 

 Achieve trusted advisor status with key clients. 

 Meet performance targets. 

2.3 Main Activities 
 Meeting sales targets and specific performance metrics, aligned with business strategies. 

 Responsibility for multiple client accounts, and multi-task and delegate as required. 

 Communicating with clients at a senior level to resolve issues and inquiries. 

 Building and maintaining strong, long-lasting client relationships. 

 Negotiating contracts and close agreements to maximise profits. 

 Identifying and approaching potential clients. 

 Developing trusted advisor relationships with key accounts, customer stakeholders and executive 
sponsors. 

 Ensuring the timely and successful delivery of solutions according to customer needs and 
objectives. 

 Generating innovative ideas to support customers and boost brand awareness. 

 Ensuring brand consistency. 

 Using client feedback to improve customer experience. 

 Contributing to meetings within the Sales Team, ensuing communication to the team. 

 Collaborating with the Sales Team to identify and grow opportunities within territory. 

 Reporting on sales results on a regular basis (forecasting and tracking) and suggesting 
improvements. 

 Preparing reports on account status as required. 

 Keeping up-to-date with product launches and provide support to clients and the Sales Team. 
 

2.4  Documentation and procedural 
 CRM. 

 Monthly and quarterly reporting. 

 Pipeline forecasting. 
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3. Candidate Specification 

3.1 Qualifications 
 Educated to degree level in Business Administration, Sales, Marketing or a relevant field or 

equivalent is preferred, but not essential. 

 A management qualification would be advantageous. 

3.2 Experience/Skills 
 Proven experience as a Senior Account Manager, Senior Key Account Manager, Senior Sales 

Account Manager or relevant role. 

 Strong analytical and organisational skills. 

 Excellent research skills to enable informed decision-making. 

 Ability to prepare budgets and expense reports. 

 Familiarity with sales performance metrics. 

 Demonstrable ability to communicate at a high level, present and influence key stakeholders at all 
levels of an organisation.  

 Strong customer service attitude. 

 Ability to use and exploit software applications used in the business. 

 Experience delivering client-focused solutions to customer needs. 

 Proven ability to juggle multiple account management projects at a time, while maintaining sharp 
attention to detail. 

 Strong administration skills. 

 Excellent listening, negotiation and presentation abilities. 

 Ability to perform at optimal levels. 

3.3 Attributes 
 Highly self-motivated. 

 Management skills. 

 Interpersonal skills. 

 Negotiation skills. 

 Advance sales skills. 

 Research skills. 

 Decision-making skills. 

 Positive attitude. 

 Passionate. 

 Excellent communication skills. 

 Analytical skills. 

 Courteous. 

 Recognises customer’s needs and builds strong customer relationships. 

 Creative 

 Influencer. 

 Earns respect and trust. 

 Resilient. 

 Persistent. 

 


