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	Role Profile
	

	Job Title:
	Senior Client Relationship Manager – Public Sector 

	Grade:
	SDS5

	Reports to:
	Sales Manager

	Location and Working Pattern:
	Manchester

	Department:
	Sales QAA Public Sector

	Vetting required:
	



	About the role
	

	Summary:
	As a Senior Client Relationship Manager within our Public Sector Growth Team, you will be responsible for creating, developing and growing a portfolio of public sector customers from a combination of cold, dormant, lapsed and warm accounts. This role is ideally suited to ambitious and commercially driven new business professionals who thrive on creating opportunities from untapped account bases and building relationships from scratch. You will take ownership of developing inactive and under-penetrated accounts into active customers, ultimately growing them into high-value strategic partnerships. Alongside new business generation, you will manage a selection of warm accounts, identifying opportunities to increase customer engagement, spend and long-term value through QA's broader portfolio of solutions. Success in this role will be measured through new business acquisition, account activation, revenue growth, account progression, customer retention and strategic account development.


	Role Responsibilities:
	· Take ownership of assigned cold, dormant and lapsed account datasets, developing strategic engagement plans to generate new business opportunities.
· Build a sustainable customer portfolio through proactive outreach, prospecting, networking and relationship development.
· Consistently identify, qualify and convert new opportunities within target public sector organisations.
· Establish QA as a trusted workforce transformation partner, progressing accounts from initial engagement through to strategic customer status. Cross-Portfolio Awareness: Maintain a broad understanding of QA’s full portfolio to identify and introduce wider solutions where appropriate.
· Online Presence & Networking: Use platforms like LinkedIn to grow your professional network, amplify QA’s brand, and generate new leads.
· Customer Experience: Deliver exceptional service throughout the client journey to foster long-term relationships and repeat business.
· Collaboration: Work closely with internal teams including marketing, delivery, and product specialists to ensure seamless client onboarding and project execution.

	Your Experience/Skills:
	· Proven success in a new business or business development role, with a strong track record of converting cold prospects into active customers.
· Comfortable working from cold, dormant and lapsed data sets with a proactive and self-generated approach to pipeline creation.
· Demonstrates resilience, tenacity and a growth mindset when developing new business opportunities.
· Experience building account value over time, progressing customers from initial engagement to high-spending strategic accounts.
· Strong prospecting, networking and stakeholder engagement skills, with the ability to create opportunities where no active customer relationship exists.

	Key Competencies
	· Understanding of consultative sales techniques 
· Understanding of procurement processes 
· Knowledge of how to build initial rapport and establishing relationships with decision makers at a strategic level. 
· Strong knowledge of the sales cycle from initial contact/prospecting to purchasing service offerings 
· Full understanding of how to deliver great customer service 
· Experience of selling apprenticeships (desirable) 
· Experience of selling into the Public sector (desirable)

	Candidate Profile
	This opportunity is designed for experienced sales professionals who enjoy the challenge of creating new business rather than inheriting established account portfolios. You'll be motivated by opening doors, developing relationships from cold starts, re-engaging dormant customers and building a book of business that delivers long-term value.
If you're someone who enjoys hunting for opportunities, nurturing prospects into customers and ultimately developing them into strategic, high-spending accounts, this role offers the autonomy and growth potential expected of an SDS5 position.

	About QA
	At QA, we believe the future belongs to organisations that are able to learn, master and apply new skills at pace and scale. As the largest tech training company in the UK and the fastest-growing in the US, we partner with 96% of the FTSE and most of the Fortune 500. We have served over 4,000 customers and 1+ million learners since 1985.

We believe skills alone aren’t enough but need to be applied back to the business in order to effect change. We do this through tailored learning programmes that connect learning across an organisation’s siloes, create continuity for learners, and feature collaborative, cohort-based modalities to apply skills at pace and at scale. Our unique end-to-end learning solution draws from deep expertise across apprenticeships and instructor-led training, and self-paced learning.
Please find out more about us at https://www.qa.com/about/careers/
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