Enterprise Account Manager

DukeNet Communications, LLC is a regional communications service provider headquartered in Charlotte, North Carolina.  Since its inception in 1994, DukeNet has grown its carrier class next generation network to serve enterprise, wholesale, wireless and data center customers across the Southeast.  As facilities based communications service provider, DukeNet is expanding its portfolio of products and services to effectively compete in new markets. As the company develops advanced Ethernet and managed services for its customers, DukeNet is looking for results-oriented sales professionals. 

Position Description: 
As a full-time consultative sales professional, the Enterprise Account Manager will aggressively prospect Fortune 2000 customer accounts focused on driving net new and incremental revenue. The goal is to build new relationships and achieve or exceed established quota primarily in the Research Triangle marketplaces. The successful candidate will cultivate relationships from VP to C-Level decision makers within these accounts to drive new business as well as DukeNet’s advanced products and services for the enterprise marketplace.  Sales professionals are assisted by the Sales Engineering team in designing solutions that meet the revenue and profitability requirements of our company.
Position Requirements and Responsibilities:
· Incumbent is accountable for meeting or exceeding assigned sales objectives, revenue quotas, selling new business within named account base through large complex Data, Hosting, Managed Services and IP services (Layer 2 and Layer 3).

· Reviews complex customer requirements, equipment configurations, feasibility of intended applications, required software and adequacy of implementations plans for customer needs, and provides specific solution recommendations

· Acquires and integrates industry knowledge related to general trends, emerging technologies, & competitors

· Develops and manages sales funnel to analyze and manage pipeline activity and monitor sales activity against assigned quotas.
· Incumbent is expected to arrange and attend on-site customer appointments on a weekly basis in multiple locations.

· Participates in weekly staff meetings and report on weekly, monthly, & quarterly sales activity as it relates to targeted account list.

· Develops comprehensive sales business plans on the targeted account list to drive incremental revenue growth within the assigned accounts (this will be a 90 day rolling account plan)  

· Blue prints new account targets to organize decision makers and influencers and align with potential new sales opportunities.

· Gathers information on the customer’s business processes, critical success factors, and competitive standing through a strategic and consultative sales approach which delivers value-added business solutions.

· Maintains contact with the customer, resolve problems, and seek additional opportunities to meet needs. 

· Structures presentations, offerings, and contract negotiations (i.e. MSAs, Pricing Addendums,  etc.) that move the customer toward the purchase 

· Manages Administration by completing the following processes in a timely manner: SalesForce.com reports, Project Plans, Business Cases, Travel Forms, Etc.

· Authors responses to RFP/RFI requests.
· Collaborate with internal resources to share information and coordinate sales.

· Provide support, mentoring, and leadership to sales team members.

· 100% of sales activity will be focused on acquisition of new revenue from targeted account list   
Basic Qualifications:

· 5 to 7 years telecom/data technology sales experience (voice and data services in the region).
· A strong understanding of Voice (PRI, VOIP, SIP applications), Data (TDM, DS3, OCn, & multiple Ethernet services), equipment vendors (Ciena, Alcatel-Lucent, Cisco, etc.), managed services, private networks/MPLS and SaaS services is expected.

· Proven track record selling to large and Fortune 2000 customers.
· Expertise in application/solution selling to one or more of the following verticals: healthcare, financial, education (K-12 & secondary education), state/federal, and data center/social media.

· Proven experience in professional networking resulting in a Rolodex of key decision makers that are headquartered in the DukeNet footprint.

· Consultative sales expertise including developing creative and effective sales approaches and solutions, cold calling, creating winning proposals and skillfully closing sales. 
· Demonstrates superior time management and business acumen skills.
· Basic knowledge of Regulatory affairs impacting the telecommunications sector
· Proficient in contract negotiations skills.
· Possesses excellent presentation skills including experience presenting to decision makers in both small and large group settings.
· Incumbent must be able to travel throughout region on an as needed basis.
Desired Qualifications:

· Bachelor's Degree a relevant discipline is preferred

Required Tools:
· Incumbent must have intermediate level PC skills including  MS Office Suite products (i.e. Word, Excel, and PowerPoint) 
· Experience in using CRM software (i.e.. Siebel, Salesforce.com, or similar type CRM Tool)
Essential Functions:
Incumbent must be able to complete all the basic duties of the job with or without reasonable accommodations. These requirements include: 

· Ability to operate office environment equipment (i.e. PC, telephone, etc.)

· Ability to clearly communicate via written and verbal means.

· Ability to legally and safely operate a motor vehicle

Employment Package Includes:
· Competitive base salary 

· Lucrative commission package for top producers including an annual incentive plan based on organizational results

· Comprehensive benefits package

· Company matched 401k plan with no vesting period
· PTO and paid holidays 
Summary

The DukeNet reputation and long-standing customer service excellence demonstrates daily our commitment to our customers.  Additionally, the commitment to our employees is second to none. 
If you are energetic, experienced, goal oriented, resourceful, and committed to enhance DukeNet Communications role as one of the premier player in the telecom marketplace, you should apply today! 
To become a productive member of the DukeNet Communications team, qualified candidates should submit their resume to Enterprise Account Manager. 
DukeNet Communications LLC is an equal opportunity employer. All qualified applicants will receive consideration for employment without regard to race, color, religion, gender, gender identity or expression, sexual orientation, national origin, genetics, disability, age, or veteran status.

