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	Vacancy Title
	New Business Sales Manager 

	Location
	UK

	Contract
	Permanent 

	Salary Package
	£TBCk



	About the role

	In this role you will report to the Director of New Business within a team of 6-7 other New Business Sales Managers.

As a New Business Sales Manager, you will be directly responsible for winning net-new logo customers and driving the growth of Zellis. You will proactively identify, create and progress new business opportunities, taking ownership of pipeline generation, revenue growth and profitable customer acquisition.

Your work will involve targeted prospecting, strategic account planning and disciplined execution to build and convert a strong pipeline of new-logo opportunities in the right markets.
You will drive complex sales cycles through orchestrating internal teams of Pre-sales, Value Management, Bid Management, Business Development, Marketing and Sales Support.
You will implement value-selling processes alongside a wealth of knowledge of Zellis’ products and portfolio.
You will use your experience and consultative selling skills to initiate long-standing relationships with prospective customers and executive sponsors
You will employ effective selling strategies to successfully position Zellis as a viable cloud partner of choice to alternative to legacy HR & Payroll solutions.
· You will be a key player in Zellis’ New Business sales team, focused on hunting and closing net-new logo opportunities within 1,000–5,000 employee-size organisations across the UK.


If you have a strong software sales track record, are a self-starter, and love working in a dynamic and fast paced environment, then this role and Zellis is the place for you!



	Role Accountabilities and responsibilities:

	[bookmark: _Hlk6227207][bookmark: OLE_LINK1]In this role your key responsibilities will be:
· Own and grow a self-generated new-business pipeline by researching, identifying and engaging target accounts, new markets, growth areas and buyer communities.
· Seek out and develop long standing relationships with the right contacts in an organisation.
· Generate new-logo leads through proactive outreach, cold calling, networking, social selling and account-based prospecting.
· Build, manage and progress a high-quality pipeline, maintaining clear next steps, deal control and accurate forecasting throughout the sales cycle.
· Take accountability for pipeline growth, conversion and revenue attainment across your assigned territory or market segment.
· Meet with customers/clients face to face and/or over the phone
· Have a good understanding of the business and the needs of your customers and be able to respond effectively through value-based selling.
· Think strategically - seeing the bigger picture and setting aims and objectives in order to develop and improve the customer’s business.
· Review client contracts to ensure they are in line with your discussions and agreements.
· Have a good understanding of the Zellis’ products or services and be able to confidently inform and advise others about them
· Discuss promotional strategy and activities with the marketing department
· Liaise with the Pre Sales and Bid Teams as appropriate 

	

	 About You


· Proven experience in a new-logo hunter sales role, selling to C-level stakeholders within 1,000–5,000 employee-size organisations from a direct field sales position.
· Ability to understand the strategic competitive landscape, identify whitespace opportunities and position Zellis effectively into net-new target accounts within 1,000–5,000 employee-size organisations.
· Ability to understand and effectively explain the benefits of an on-demand/web services/ Cloud / SaaS architecture
· Ability to cultivate mutually beneficial relationships with strategic partners and alliances
· Proven success in creating demand, opening new opportunities and leading transformational new-business sales within target accounts.
· Prior sales experience of selling disruptive solutions in cloud / SaaS technology or business applications (preferably HR & Payroll)
· Experience as a leader in a team selling environment towards large enterprise organizations
· Proven ability in managing complex sales cycles from start to finish with a track record of successful revenue attainment
· Proven experience of pulling together different business units to maximize on sales opportunities
· Strong discipline in maintaining accurate and timely prospecting activity, customer insight, pipeline progression and forecast data.
· Familiarity with consultative selling methodologies
· Excellent verbal and written communication skills




Feet firm. Head High. We are Zellis
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