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1 scope

	function
	reports to

	Senior Account Manager - Farmer 
	 Regional / local Sales & Marketing  Manager


	mission / role purpose

	Drive growth in revenue, margin and the number of services/solutions by increasing customer satisfaction and developing strategic relationships to align solutions to customer's Business and IT initiatives; develop and manage the professionalism, best practices and deliverables for each member of the extended account team, in order to distinguish Orange from other partners. Build customer loyalty through consistent performance that can be leveraged by other Orange account teams to grow revenue.


	job code and FT mapping
	

	FT Generic job name:
	Account Sales Manager

	FT Generic job code:
	CUS32D

	Generic job name:
	Senior Account Manager - Farmer

	Generic job code:
	GIAM04


	key accountabilities
	key result / decision areas (outcomes)

	Develop an account team score card in each discipline to level set the key deliverables, expectations, and success criteria for a satisfied customer.
	Higher customer satisfaction and differentiation.

	Understand the client's business and IT strategy; map these requirements to industry trends, as well as with existing customer requirements where Orange solutions have helped provide value.
	Increased revenues from distinguishing yourself from other vendors "selling" products.

	Organize a communication plan to track progress and development.  This will include tactical meetings, monthly executive review meetings and quarterly strategic business review workshops.
	Increase margins from ability to sell customers value added / surround services

	Champion customer internally to improve processes and grow revenue.
	Continuously engaged with the customer to ensure involvement in solution development

	Create a resource engagement plan to ensure visibility of Orange within the client's organization.  The intent is to make Orange a widely known partner, as organizations tend to leverage existing relationships.
	Recognition by the customer as a valued extension to the IT department / staff

	Develop and lead a tactical and strategic plan for the extended account team including regular meetings to track progress.
	Look to leverage economies of scale with proven partners

	Grow the revenues and number of Orange solutions & services year over year.
	High employee satisfaction, continuous skills growth and high retention rates.

	Show consistent performance and service delivery in order to leverage customer references.
	Publicity, Case Studies and Client Recommendations to support new client acquisition


	dimensions

	Financial – This position has revenue, margin, and order targets based on account assignment

	People management -. Can act as a team lead on occasion coordinating / managing a number of individuals for a specific opportunity. The team lead function would be within region, however it could be a global opportunity where coordination / management activity would crosses regional boundaries.


	proposed job band

	MLP


2 essential role related knowledge, skills, certifications, and experience

	knowledge and abilities

	Ability to 

	· engage and partner with customer and internal staff as required.

	· work in a virtual team environment.

	· identify and qualify revenue generating opportunities

	· draw upon personal relationships with software, hardware and consulting vendors in order to create more customer solutions.


	education, qualifications, and certifications

	Degree in Business, Finance or other relevant field (or equivalent)

	Other (Desirable)

	· Masters of Business Administration

	· Membership in related professional organizations

	· Certifications /accreditation in relevant areas


	experience

	6 to 10 years experience in consultative selling to, and relationship management of, large multi-national corporations.

	Experience in creating solutions for customers based on their business and IT initiatives rather than on a company’s product offering.

	Proven track record in sales of quota achievement

	Experience selling to, and management of, customers with managed services in the areas of WAN, LAN, Hosting, Messaging, Security, VoIP, infrastructure management, mobility, outsourcing/out-tasking

	Understanding of the industry sector and key customers in that sector inclusive of related strategies and business challenges

	Partnering with software, hardware and consulting vendors, who have a multi-national customer base.

	Sales management experience.


	job skills and certifications

	Define the skills of job and assign target proficiency required by job role (not the person). These job skills will be used to: recruit, build job development paths, define STEP job skill profiles, and identify group development gaps. The skill target proficiency levels to choose from are: Developing, Proficient, Advanced, and Expert.

	Select up to a maximum of 20 skills or certifications. Aim for 5 behavioral skills, the rest, professional skills or certifications


	
	behavioral skills
	skill target proficiency level expected

	1
	Listening
	expert

	2
	Accountability
	advanced

	3
	Personal Credibility and Impact
	expert

	4
	Leadership
	advanced

	5
	Communication
	expert

	6
	Personal Motivation and Attitude
	advanced


	
	professional skills
	skill target proficiency level expected

	1
	Presentation Skills
	expert

	2
	Best Practices
	advanced

	3
	Business Acumen
	advanced

	4
	Relationship Management
	expert

	5
	Strategic Perspective
	advanced

	6
	Customer Facing Skills
	advanced

	7
	Agility
	advanced

	8
	Negotiation Skills
	advanced

	9
	Customer service oriented
	advanced

	10
	Delivering Solutions according to industry trends
	advanced

	11
	Innovative thought leadership
	advanced

	12
	Business etiquette
	expert

	13
	Teamworking and networking
	advanced

	14
	Commercial Acumen 
	advanced

	15
	Results Driven
	advanced


3 career opportunities

	why become a Senior Account Manager?

	Account management will provide front line experience in a range of areas including: cash management, sales, process analysis, risk mitigation and team management that will be invaluable as they progress their careers in management or in some other discipline.  A Senior Account Manager, you learn to be a leader, gain a comfort level in negotiating commercial and financial terms, and become comfortable with territory and budget management.  


	opportunities for an Senior Account Manager

	With a background in leadership, relationship building, and creating innovative solutions to customer need, a Senior Account Manager is a natural choice for development into a management role.














