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JOB DESCRIPTION 

	

	Job Title
	Key Account Manager

	Job Purpose
	To develop and grow the Rental and Sales business by identifying and securing new business opportunities, building long term strategic relationships with partners and clients, managing key accounts and supporting the sales team to identify and close business opportunities, to help achieve company growth aspirations.
The role is primarily focused on UK Infrastructure, working closely with Technical & Commercial teams.

	Business Unit/Dept
	Technical & Commercial

	Reporting to
	Infrastructure Sales Manager 

	Line Management Responsibility
	☐ Yes 
☒ No – support role

	Budget Responsibility
	☐ Yes      ☒ No

	Accountability Level 
(Service delivery performance, quality & safety of people & product/service, compliance with rules, standards and legislation, continuous improvement, reporting and strategy)
	☐ Individual level
☒ Team or function supervisory / management level
☐ Department management level
☐ Senior management / company level

	1. ESSENTIAL DUTIES AND RESPONSIBILITIES

	General
· Own and execute Key Account development strategies in collaboration with the line manager, for the creation of long-term value for Siltbuster, aligned with the overall sector plan and objectives.
· Grow share of wallet within named Tier 1 contractor accounts, shifting engagement from transactional or project-based supply to strategic, programme-level partnerships. Own and execute account growth strategies, including:
· Strategic account plans
· Stakeholder mapping 
· Opportunity pipelines and forecasts
· Cross-selling, up-selling and multi-project expansion
· Protecting incumbent positions through value-led solutions, which ensure client needs are met and potential opportunity maximised
· Own, lead and be accountable for a defined portfolio of Tier 1 Water Indirect contractor accounts, acting as the primary commercial and relationship lead for Siltbuster within those organisations.
· Develop, document and execute Strategic Key Account Plans for each named Tier 1 contractor, aligned to current AMP delivery priorities and future AMP investment planning, ensuring sustained, long-term revenue growth and account retention.
· Build and maintain senior, trusted relationships within Tier 1 contractors, positioning Siltbuster as a delivery partner that understands contractor risk, programme pressures, performance incentives and regulatory drivers.
· Drive Brand Visibility & Identity. Support the Marketing team to develop strategy to best represent and promote the business and wider Workdry Group and drive effective marketing positioning, to support achievement/exceedance of sector plan and targets.
· Attend trade and technical seminars & exhibitions to increase awareness of brand, competitors and market position.
· Lead structured, value-led client engagement opportunities such as CPD, Lunch & Learn and speaking at events.
· Maintain a detailed understanding of AMP cycles, regulatory drivers (e.g. Ofwat, EA, DWI), and market trends impacting Tier 1 Water Indirect contractors, proactively converting insight into account actions and growth opportunities.
· Maintain strong market, technical and commercial insight, including detailed knowledge of the Siltbuster portfolio, competitor offerings, industry developments and regulatory drivers, translating insight into growth opportunities.
· Collaborate closely with Technical Sales and internal stakeholders to grow existing client relationships, develop commercial arrangements, and lead or support high-quality technical and commercial tender submissions to optimise the chance of success. 	
· Ensure disciplined use of CRM to manage client interactions, pipelines, forecasting and performance reporting.
· Work closely with key stakeholders to ensure the effective implementation and continuous improvement of commercial processes, procedures, and technical information, including developing marketing material.
· Negotiate, Implement and Manage Preferred Supplier Agreements (with Key Clients) & Targeted Frameworks with Tier 1 contractors, ensuring commercial arrangements enable repeatable, scalable and sustainable growth.

	Safety, Health, Quality, Environment (SHEQ)
· Champion company core values, mission statement and positive SHEQ behaviours at all times, ensuring all team members are familiar with and adhere to SHEQ policies and safe systems of work, SHEQ reporting, local/international laws and regulations and other company policies/procedures, addressing non-compliance issues without delay
· Work closely with sales team members to monitor customer satisfaction and proactively collaborate on finding ways to ensure customer retention
· Proactively identify opportunities for improvement and implement agreed strategies and initiatives for increasing efficiencies, productivity, SHEQ and customer satisfaction.
· Ensure all necessary administration and records required are completed accurately and in a timely manner, in line with relevant Company procedures and guidelines. 
· Ensure confidentiality is maintained and observe data protection and associated guidelines

People and Teamwork 
· To effectively support colleagues, aligned to business objectives and promoting a positive workplace culture, leading by example at all times internally and externally
· Proactively and continuously support employee development, identifying skills gaps and ensuring all team members are appropriately trained and competent to perform their duties safely and effectively 
· Connect, collaborate, and build strong relationships and channels of effective and positive communication and information both within your team and across the company’s network. 

	Financial
Contribute to the financial strength of the Company by;
· Providing regular department financial forecasts for revenue and monitor sales orders, particularly through the effective use of CRM
· Continuously monitor and report on market position verses plan / financial objectives and targets to agree frequencies and formats 
· Ensure team members continually operate in an efficient, effective manner to achieve goals and targets. Actively seek ways to avoid or reduce waste during work activities.

The main responsibilities are outlined above this is not a definitive list and other tasks/activities may be necessary commensurate with this post, and business activities may require.

	2. KNOWLEDGE
Information, facts, and practical understanding of required subject areas for role

	· Demonstrable experience and knowledge of water treatment techniques and processes 
· Strong understanding of UK and European water / environmental legislation, directives, frameworks
· Strong understanding of competitors, water treatment technologies within the market and route to market of products
· Leadership and management principles to motivate, manage, develop, and drive team towards goals
· Good knowledge of UK and European health, safety and environmental legislation and relevant ISO standards
· Good commercial acumen with basic financial management principles

	3. SKILLS
Areas of ability and task or activity competency to perform role successfully

	· Excellent listening, written and verbal communication and presentation skills; understand & interpret client needs
· Good planning and organisation skills with the ability to effectively prioritise and manage time and work efficiently under own supervision
· Uses initiative, commercial acumen and critical thinking skills for effective problem solving and sound judgement for decision-making 
· Good interpersonal skills to foster positive, collaborative, and productive working relationships. Able to adapt style to suit target audience (internal / external)
· Good negotiation skills, technically and commercially
· Competent in the use of Office 365 notably Excel, Word, PowerPoint, Microsoft Dynamics CRM, and management of sales performance metrics

	4. EXPERIENCE AND CERTIFICATIONS
Level of time, involvement in, training and/or exposure to gain required experience in the role and or/subject area, and evidence of this

	· Demonstrable experience managing client accounts 
· Degree qualified or equivalent with relevant industry experience 
· Extensive experience in business development or technical sales role exploring and securing business opportunities, managing resources, developing and managing clients, partners, agents and contracts
· Strategic business planning, setting objectives and KPIs 
· Technical competency in the application of relevant industry with design or operational experience and understanding of standards and legislation
· Full UK driving licence (no more than 6 points)

	5. PERSONAL QUALITIES
General disposition / personal characteristics, work ethic, and moral values.

	· Safety comes first and acts with integrity and honesty
· Environmentally conscious with a desire to make a difference
· Self-motivated and a role model for positive, professional behaviours
· Confident, approachable and a team player
· Able to learn quickly and proactively develop self
· Be forward thinking, commercially minded and results driven
· Customer focussed (internal/external)
· Professional appearance and presentation to clients and third parties
· Adaptable and flexible to support the business to get the job done understanding the requirements of all stakeholders whilst maintaining a safe environment for all
· Be comfortable working in a fast-paced, sometimes pressurised environment and some unsocial hours
· Willing to travel frequently as required to fulfil role 
· Comfortable working in both office and outdoor environments, and some unsocial hours



	
Page 1 of 2		Key Account Manager (Infrastructure)_SBL_0126
image1.jpeg
Siltbuster




