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	Role Profile
	

	Job Title:
	Client Relationship Director – Public Sector

	Grade:
	SDS6

	Reports to:
	Sales Director

	Location and Working Pattern:
	Manchester, Birmingham, Leeds

	Department:
	Sales

	
	



	About the role
	

	Summary:
	You will develop existing large scale customer relationships across the public sector to create a trusted tier of strategic level accounts. You’ll lead the most strategic key accounts and relationships to ensure growth and retention whilst maintaining QA’s commitment to service excellence

	Role Responsibilities:
	· Identify, liaise and influence a range of stakeholders including c-level contacts within customers to maximise high value, long-term sales opportunities and account yield.
· Prospect for new revenue streams whilst maintaining and growing existing lines of revenue .
· Develop and nurture relationships with senior stakeholders in order to drive new business streams within existing clients. 
· Effectively direct client scoping meetings with internal and external stakeholders to understand complex customer requirements and create opportunities
· Prepare and lead large scale bids, proposals and presentations to meet customer requirements with relevant internal SME’s owning the process end to end. 
· Input, analyse and interpret all relevant sales MI data to prioritise your opportunity pipeline and identify account growth opportunity.
· Deliver the highest levels of customer service which lead to long-term, commercial relationships at a senior and strategic level
· Develop a strong knowledge of QA’s competitive offerings to ensure optimum positioning within your defined market space with the ability to lead customer engagement across all QA Service lines
· Responsible for uncovering revenue opportunities across QA offerings and working closely with the wider senior sales teams to maximise them
· Account Planning including the Development of long- and short-term strategic plans for clients
· Lead and support development of the strategy in your vertical and act as a mentor to other colleagues 

	Your Experience/Skills:
	· Experience influencing and presenting to those at CXO level
· Track record of achieving sales targets through a wide range of products and into large clients.
· Proficient in using market data to influence strategy across verticals and clients
· Experience of B2B sales using a large sales offering
· Experienced in working effectively to deliver targets through cross functional teams 
· Experience of selling services and solutions
· Proficient in using IT systems e.g. Client Relationships Management systems (Salesforce), AI platforms

	Key Competencies:
	· Consultative sales techniques
· Strong awareness of competitor landscape
· Demonstrable track record of being able to develop, maintain and grow senior stakeholder relationships to grow new revenue lines and strengthen overall position within key accounts
· Understanding of Public Sector customers purchasing processes
· Understanding of how to effectively coach and mentor team members

	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, 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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