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Sales Operations Manager

	Job details 

	Directorate: 
	Membership and External Affairs

	Sub-Directorate:
	Commercial & Partnerships

	Team:
	Sales
	Grade: 
	Specialist  B
	Reports to:
	Head of Sales & Partnerships 

	Line management responsibilities:
	Yes
	Location:
	London


Role overview
	Support the sales team and Head of Sales & Partnerships in executing day to day sales operations which empower the sales team to sell effectively and deliver business revenue targets and which drive efficiency and continuous improvement in sales execution.
Working closely with the Head of Sales and Partnerships, support B2B corporate sales activity through effective administration of sales transactions, co-ordinating forecasting inputs to the forecasting process and working closely with Finance Business Partner(s) to ensure seamless order to cash execution. Support the contracting process, including oversight of customer due diligence processes and contract management. Ensure a consistent, integrated and commercially focussed approach to managing suppliers, customer data and stakeholders with excellence in operational delivery. 



Core duties of the role:
The post holder will:
	· Work as a key support manager in an energetic and delivery focussed Sales & Partnerships team, effectively and seamlessly supporting all required aspects of sales operations to ensure sales teams are freed up to develop opportunity, sell and manage customer relationships 
· Lead and inspire a compact sales support team managing the administration of Sales CRM, contract management, territory management, pipeline generation and other sales support. 
· Work closely with Finance colleagues to execute a seamless order to cash process that ensures revenues are secured against target 
· Drive utilisation of Salesforce to create effective automated reporting to key audiences, lean process efficiency and tools to assist Sales & Partnerships leaders manage key sales KPIs (Key Performance Indicators) and OKRs (Objectives and Key Results) 
· Support the Head of Sales and Partnerships with intelligence, insight and expertise where necessary to enable effective decision making on key Member audiences, territory management, B2B service development, local pricing decisions and account management tasks.
· Work to identify and execute process efficiencies utilising sales operations project resources 
· Evaluate and implement appropriate use of Law Society AI tools to achieve sales objectives and enhance efficiency 
· Ensure sales / customer data is maintained to a high and compliant standard in sales CRM systems and liaise with Technology & Change colleagues and suppliers to ensure CRM systems are operating with maximum uptime. 
· Work with stakeholders to ensure sales staff are trained adequately to use sales systems and are able to conduct sales transactions effectively 
· Communicate effectively and proactively with a variety of internal stakeholders to build trust and credibility in Sales & Partnership’s work 
· Uphold the Law Society’s values of Trust, Clarity, Respect and Excellence in all areas of work 
Stakeholder Engagement
· Facilitate strong working relationships with Finance to secure income against target 
· Actively engage with marketing, Commercial and Partnership leadership and Membership Experience teams to develop integrated sales operations that serve organisation-wide (as opposed to local) objectives 
Performance & Growth Metrics
· Work effectively with the Head of Sales and Partnerships to develop sales targets for commercial income 
· Effective development of process efficiencies 
· Ensure contract and GDPR compliance 



Skills and attributes:

	 Criteria (knowledge, skills and attributes)
	Assessment stage

	1. Knowledge
· Experience of supporting and enabling sales team operations through the provision of supportive resources, data, systems (including finance and CRM systems, preferably Salesforce) sales intelligence and efficient processes 
· Commercial elements of company finance, including understanding of financial statements, forecasting, pricing, profitability and cost control 
· Experience working closely with digital marketing teams and operations, including social channels, advertising and events delivery
· Contract administration experience, including due diligence, signing technologies (e.g. Docusign), GDPR/confidentiality, contract storage and supplier management 
· Able to contribute to the development of sales propositions based on evidence of key audience demand 
· Working directly with sales and marketing teams with a strong understanding of the end to end sales process and account management 

	Application Form
	2. Skills
· Strong forward planning and organisational skills in a multi-stakeholder environment 
· Ability to conduct sales modelling, sales forecasting and pipeline management and report effectively 
· Able to produce highly polished sales presentations and customer sell-in materials 
· Report writing/drafting for varying audiences 
· Strong grasp of financial reports and sales analysis 

	Application Form
	3. Attributes
· Able to work with stakeholders at more senior levels with a positive and problem-solving mindset, bringing ideas, a listening approach and collaborating to co-create solutions from concept stage 
· Comfortable with change, ambiguity, deadlines and complex stakeholder management 
· A “completer/finisher”, who understands delivery 
· Able to inspire a small team and work proactively without the need for excessive direction 
	Interview
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