
Account
Manager
Location: UK
Role Type: Permanent - Full Time
Job Location: London / Remote



About Sagacity

Founded in 2005, we are a dynamic data solutions company dedicated to helping organisations solve complex business challenges. Our client’s 

satisfaction is of primary importance to us and we are proud to own a World Class +82 Net Promoter Score. Combining our data solutions with our 

delivery capabilities and tailored approach, we work with clients across the Water, Energy, Telecoms, Financial Services and Housing sectors to 

achieve a common goal.

Sagacity addresses core problems that exist for clients within the lifecycle of their customers; Reducing Bad Debt, Improving Revenue & Margin 

and Optimising Value through our five core solutions; Customer Data Management, Credit Risk, Revenue Assurance, Value Based Management and 

Consulting. We help our clients to extract maximum value by joining the dots between data, people, policies, processes and systems.

We believe that the reason for our World Class Net Promoter Score is because of the talent we employ and nurture, our team environment as well as 

our ethos – for us it is a mindset thing...

We are a purpose led company and we believe that purpose comes before profit. We believe that if we achieve our purpose then everything else will 

follow. From a client perspective that means we engage to deliver successful client outcomes rather than limiting ourselves to delivering contracted 

outputs. Delivering outputs delivers the contract. Joining the dots delivers the outcome.
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Responsibilities

As an Account Manager you will own the generation of new sales to existing clients. Account Managers will lead the relationship management of 

existing clients, often acting as the single point of contact for client enquiries, and working closely with our Founders, Business Development team

members and Delivery teams to ensure projects deliver the services requested at the highest quality possible, maximise revenues for each account, 

realise cross-selling opportunities, enable enduring relationships and delighting our clients to ensure our Net Promotor Score remains world class.

You will be a flexible and self-motivated individual with strong relationship and account building experience, ideally from working in a Business 

Development function.

Principal responsibilities will involve
•   Work with internal and external stakeholders to design and agree account plan strategies, in accordance with Sagacity’s Business Plan

•   Establish and maintain relationships with new and existing clients to maximise sales growth and cross-selling opportunities for each account and 

•   ensure contracts, purchase orders and statements of work are signed and returned

•   Co-ordinate and prepare for client governance sessions including monthly progress updates, Steerco sessions, Quarterly Business Reviews, Events, 

•   and Innovation days

•   Work closely with internal Delivery teams help ensure project deliveries meet client requirements and the outcomes enable enduring relationships 

•   and account growth

•   Research and identify potential new customers and markets / opportunities working closely with the senior management team

•   Work closely with Business Development Partnership, Product, Bids and Sales Managers to identify external and internal opportunities to grow 

•   client accounts from a sales and commercial perspective and then work with internal stakeholders to build business cases for each opportunity 

•   identified
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•   Work with Partnership Managers and Product Managers to assist the design and development of products and services that can be sold to existing 

•   clients

•   Actively and successfully manage the complete ‘sales’ process from initial proposal through to approved statements of work including:

         •   Preparation of Sales Proposals for new and existing clients

         •   Preparation of Statements of Work (SoW) for new and existing clients

         •   Attendance at and presentation to potential clients as part of the sales process

         •   Raise the necessary paperwork for internal and client approval following a successful sales pitch including Contracts, NDAs, and SoWs

•   Liaise with HR to ensure business development resources are identified and/or recruited to meet business development objectives and/or support

•   the approved internal or client assignment

•   Line Management of the Business Development team members, as required

•   Support the development of new business relationships and accounts

•   Managing and maintaining a sales pipeline and ensuring all sales administration is kept up to date

•   Involvement in internal business development and sales pipeline meetings

•   Design and deliver business development and sales presentations

•   Work with the Marketing department on Sagacity campaign material and manage inbound responses from campaigns

•   Providing ad-hoc assistance and support for the Business Development team as required
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Requirements

Competencies
You will have excellent communication, planning, prioritisation, organisational and relationship building skills. You will demonstrate strong 

commercial awareness, which promotes and protects the interests of Sagacity, our partners, and our clients alike.

Key competencies and requirements include:

•   Market awareness of competitor solutions    •   Successful Bid construction experience

•   Excellent planning, reporting and organisation skills   •   Excellent client relationship management

•   Good listener with clear and transparent communication  •   Delivery, deadline, and target driven

•   Logical and structured approach      •   Critical thinking and problem solving

•   Fast learner, decisive decision-maker     •   Team player, approachable, likeable

•   Trustworthy and adaptability      •   Accountability, effectiveness

•   Stress tolerance        •   Presentable, professional, punctual

•   Flexible to work across multiple locations
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Education, Training & Experience
You will have developed strong relationship building, organisational and planning skills, ideally, within business development, sales, or marketing 

teams. You will have advanced MS Office skills including MS Word, Outlook and PowerPoint and be comfortable in the use of other office packages 

e.g. Excel.

Experience working within a larger Company would be of interest, but you should also be able to adapt to working in a small team, where priorities 

can change rapidly and where the Company is developing new processes and procedures to bring greater structure and operational rigour.

You must have excellent communication skills, both written and oral, and be very comfortable interacting with all people at all levels across the 

Sagacity team and with our partner and client contacts. 



People at Sagacity

Success in any business is ultimately about its people; their skills, personality, attitude, qualities, dedication and enthusiasm. We recognise the value of 

our people and their commitment to working together as a team, but equally between ourselves and our clients.

Our consultants are often personally recommended and undergo rigorous screening to ensure they share the qualities that are integral to our 

business. They naturally have an outstanding level of skill in their areas of expertise, many with significant operational experience within our key 

industry sectors.

At Sagacity, we:

•   believe working with our clients, in collaboration, delivers better results

•   coach & mentor our clients’ teams so our solutions live on after our assignment ends

•   believe in delivering benefits as we go along

If you would like to join a unique working environment, with a sociable culture, where work is done a little bit differently – and we believe ‘better’ - 

then we look forward to hearing from you!
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