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Recruitment Account Manager

	Job details 

	Directorate: 
	Membership and External Affairs

	Department: 
	Partnerships and Sales

	Team:
	Sales
	Grade: 
	Specialist  A
	Reports to:
	Senior Account Manager

	Line management responsibilities:
	No
	Location:
	London


Role overview
	This role presents an exciting opportunity to the right candidate to be part of a high performing sales team to fulfil a rewarding role managing and developing an existing portfolio of clients and supporting the team business development strategy. 
The Law Society is the professional membership body for solicitors and publishes the Law Gazette which hosts the number 1 dedicated legal jobs board in the legal sector. You will need to have experience of selling recruitment solutions to agencies and key client across multiple digital platforms gained in a b2b environment.  You will be able to show your depth of experience and skills by adapting quickly and successfully into this existing role. You will be expected to be able to communicate at a senior level to drive new and existing business and to grow our relationships within the recruitment field in the legal sector. 



Core duties of the role:
	Key Accountabilities:
•	Achieve and exceed personal targets to contribute to the overall media sales team target
•	Proactively generate new business leads through identifying prospects in competitors, using Compass and competitor analysis tools 
•	Manage and grow existing accounts by proactively identifying and converting new business opportunities 
•	Develop, implement, and maintain sales plans for your territory and monitor marketshare against our competitors
•	Action outputs from the plan to secure additional revenue and new business 
•	Effective time-management to maximise client engagement 
•	Collaborate with the team to develop competitive recruitment advertising packages and compelling proposals that maximise revenue while meeting client and member needs
•	Utilise the inventory management information to identify opportunities to upsell and maximise revenue
•	Take personal responsibility for your own sales target and be able to report as required on your progress to feed into revenue forecasting
•	Ensure client information on the CRM and other systems is accurate and up-to-date 
•	A positive approach to working with others that supports a respectful, welcoming and high performing team environment. 
•	Collaborate and work effectively with a broad and diverse range of colleagues across the Society to meet client needs.  



Skills and attributes:

	 Criteria (knowledge, skills and attributes)
	Assessment stage

	Proven ability to generate new business and achieve revenue targets in a B2B environment 
	Application Form
	Experience selling recruitment or digital advertising solutions 
	Application Form
	Strong ability to build and maintain relationships at senior executive level 
	Application Form
	Excellent negotiation and proposal writing skills 
	Interview
	Strong analytical skills with the ability to interpret market and competitor data 
	Interview
	Accurate forecasting and pipeline management experience 
	Interview
	Excellent written and verbal communication skills 
	Application Form
	Strong organisational and time-management skills with the ability to manage multiple priorities 
	Application Form
	Self-motivated, resilient, and commercially driven 
	Interview
	Experience using CRM systems (e.g., Salesforce) and Microsoft 365
	Interview
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