
 

 

 
UK Account Director 
 
Do you have proven success in a technology driven solution sales 
environment?  Are you good at identifying and understanding complex 
business challenges faced by your customers?  Can you inspire customers to see how our innovative 
world-class technologies will transform their business?    
 
Our customers are government owned, complex multi layered organisations subject to both political 
and organisational change, so understanding what keeps our customers awake at night, developing 
advocacy and helping multiple stakeholders to understand our solution and approach is key, as is 
being able to write compelling bids and responding to formal Invitations to Tender.  This is a 
complex, conceptual business sale in a challenging and changing environment. 
 
As a growing mid-market company, we successfully compete against large multi-national 
competitors with global influence.  We succeed through disrupting the status quo, by being 
collaborative and agile, listening carefully to what our clients require, supporting them through the 
process, and finding cost effective ways, with our partners, to deliver those outcomes. 
 
The primary purpose of your role: 
 Develop new and existing relationships with key decision makers and influencers to guide their 
decisions and build credibility and trust for Resonate. 

• Understand customers’ drivers, challenges, and opportunities to propose solutions that 
transform their business using our groundbreaking digital platform and solutions. 

• Win complex, strategically important sales with values in excess of £5m. 
• Understand customers’ business and commercial models to articulate where value lies and 

enable creative commercial models to be designed.  
 
Your key responsibilities:  

• Manage and develop key accounts, building effective customer relationships. 
• Identify new business opportunities, and opportunities to expand and build on existing 

business. 
• Develop and articulate compelling bid strategies, leading and working with the bid team 

through the bidding process. 
• Maintain close collaboration and alignment with internal and external stakeholders. 

 
Our ideal candidate may also have experience of:  

• Innovative/disruptive conceptual solution sales, ideally in technology or IT industry sectors 
selling into Government Organisations 

• Introducing new technologies to transform existing accounts 
• Transport management systems and technology. 

 
If you are committed and dependable, comfortable using your resilience to manage ambiguity, with 
the ability to influence through collaboration and relationship building; integrating projects and 
developing business value propositions with a flexible attitude and an adaptable style, then we 
would love to hear from you. 
 
We have embraced remote working technologies and operate a hybrid working model which 
includes homeworking creating a flexible working environment.  This enables effective management 
of our business whilst supporting our wellbeing.  Location is not important; however, the successful 
candidate should be able to travel between UK based internal and Client sites as the job requires. 


