Systems Union, Inc.

 [image: image1.png]SunSystems
G





Western Region
 


 Success Profile

Sr. Account Manager

1. Position Description: The Sr. Account Manager (SAM) assumes the leadership role within assigned accounts and territory.  In this capacity, the SAM will identify and qualify opportunities within their accounts and territory, and develop and drive account strategy and executive relationships within each.  The SAM will assume ownership for revenue generation within assigned accounts, as well as the quality and strength of the executive relationships within them.

2. Responsibilities:

A. Relationship Management

· Provide overall account leadership to the Systems Union (SU) virtual account team for each assigned account.

· Establish trusted advisor relationships with executives across functional/divisional areas in each account that will provide the foundation for future business opportunities and ongoing, accurate account information.

· Enhance relationships through the proper deployment of appropriate SU resources to meet and exceed customer expectations.

· Assume leadership role in account transitions to ensure proper and consistent communication with customer and virtual customer support team.

· Assume leadership role in customer team meetings, developing and driving account strategy through SU’s virtual account team for each assigned account.

B. Opportunity Management

· Identify, pursue and close sales opportunities through the successful execution of the Systems Union Pivotal system.

· Position SU to win sales opportunities by developing, communicating and driving effective selling strategies that are based on valid, customer-specific value propositions.

· Orchestrate resources within accounts by defining and deploying the appropriate virtual account teams to execute winning sales strategies and exceed customer expectations.

· Provide thought leadership in discussing and communicating account strategy with other members of the virtual account team.

· Maintain an accurate, timely and documented pipeline of opportunities (prospects and suspects) and provide appropriate communication of such to SU management.  This will be done in Pivotal.   

· Continuously gather knowledge of competitors and how to effectively position SU solutions against them.

C. Territory Management

· Manage the details of all of your assigned accounts.

· Within each account in the territory, pursue and develop additional revenue opportunities for additional SU products and services.

· Manage the utilization of SU resources throughout the assigned account base.

· Maintain an up-to-date recorded inventory of all accounts, including opportunities, contacts and history in Pivotal.

· Strive to always grow each new sale into a strong reference for SU.

· Within each assigned account, seek to expand and strengthen SU’s presence by establishing proactive relationships with influential people, both within the customer and other third parties.

· Support (through direct and active participation) all SU promotions and events in the territory, including (but not limited to) SU marketing events, executive events and industry initiatives.

· Develop an extensive knowledge base of all assigned accounts, including their business profile, key players, application and technology footprint, buying process, compelling events, political environment and strategies.

D. Administrative Management

· Provide accurate and timely updates to all customer, pipeline and forecast reports on an ongoing basis.  These updates will be reviewed weekly.  

· Comply with all SU personnel, sales, proposal and contract policies.

· Comply in a timely manner with all travel and expense policies.

· Maintain appropriate levels of involvement in customer issues requiring resolution, including invoices for license fees, maintenance, consulting services and training.

E. Personal Development

· Develop an Individual Business Plan that will include your business and personal goals and objectives.  Discuss, confirm and review on an ongoing basis with your manager.

· Continue to build and grow personal knowledge of hospitality industry trends and company product offerings, as well as your general business awareness.

· Review, establish and implement a personal training plan to facilitate your ongoing growth and professional development at SU.

· Proactively seek to contribute to SU’s growth objectives by providing mentoring to newly hired employees within your manager’s team.  

3. Measures:

A. Relationship Management

· Effective leadership of virtual account teams.  

· Quality of business closed, as defined by profitability and strategic value.

· General satisfaction level of customers.

· Degree to which accounts are willing to serve as references for SU. 

· Trusted advisor status reached in key accounts.

· Network of executive sponsors developed.

B. Opportunity Management

· Successful execution of Pivotal.

· Thought leadership contribution to virtual account teams.

· Quantity of business closed – exceed revenue targets > $1,000,000 in new direct license sales in 2004 including “collaborate”.

· Quality and quantity of accounts in pipeline.  Minimum of 20 active deals working in the pipeline at any given time.

· Ratio of wins to losses.

C. Territory Management

· Efficient and effective use of SU resources.

· Additional revenue opportunities developed within assigned accounts.

· Breadth and depth of knowledge: customers, competitors, partners and third parties.

· Customer and prospect participation in SU promotions and events.

· Quality and quantity of reference accounts.

D. Administrative Management

· Quality of contracts and quotes, as defined by discount levels and non-standard terms and conditions.

· Accuracy and timeliness of sales forecasts.

· Quality of information – customer and contact.

· Outstanding accounts receivable status.

· Timely and accurate status updates per Pivotal.

· Timely and accurate travel and expense reporting.

E. Personal Development

· Reaching and exceeding goals documented in your Individual Business Plan.

· Growth of personal knowledge – company, industry and business.

· Successful completion of training and development objectives.

· Value creation for other employees through your effective mentoring efforts.

4. Contacts:
A. Internal Integration

· SU Executive Management

· Other Account Executives

· Professional Services

· Pre Sales Consultants

· Contracts and Finance

· Marketing
· Training

· Product Development

B. External Alignment

· Customers

· Prospects

· Strategic Partners

5. Knowledge:

· ERP Market

· e-Business

· Technology
· Vertical Industry Knowledge
· Account Strategy
· Senior Executive Motivations
· Team Selling Dynamics
· SU Company
· SU Solutions
· SU Customer Base
· SU Competition
· Systems Integrators’ Dynamics
6. Skills:
· Executive Selling

· Consultative Selling

· Strategic Thinking

· Creative Thinking

· Problem Solving

· Communication

· Leadership

· Orchestration

· Negotiation

· Closing

· Account Management

· Virtual Team Alignment 

· Positioning

· Expectation Setting

· Relationship Building

7. Attributes:

· Results Oriented

· Solution Oriented

· Coaching Oriented

· Control Oriented

· Political Savvy

· Business Savvy

· Persuasive

· Energetic

· Intelligence

· Integrity

· Focused

· Competitive

· Courage

· Trust

· Ownership
8. Experience: Prior experience in business application software sales required, preferably in the ERP selling environment.  Experience in lead sales role of team selling environment also required.  Previous success in handling large transactions over lengthy sales campaigns in a fast-paced, consultative and competitive market strongly advised.
9. Education: Bachelor’s degree required.  Advanced degree preferred.  General familiarity with consultative selling training methodologies also preferred.
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