Strategic Account/Territory Executive– Switzerland/Austria
Scala is the global leader in digital signage software driving more than 500,000 digital screens that communicate employee messaging, key performance indicators, menu board information, advertising and many other forms of critical communication. Our software is sold in over 100 countries through over 500 partners.  We are headquartered in Exton, PA (suburb of Philadelphia) with offices around the globe including Canada, Netherlands, France, Norway, India and Japan among others.
We are currently seeking a high-energy, motivated Strategic Account/Territory Executive to join our team and focus on Digital Signage opportunities in Austria and Switzerland.​

 

As a member of our D-A-CH sales team, you will identify and develop new sales opportunities for our industry leading digital signage and advertising management solutions. We provide a great opportunity for individuals who have experience in servicing the technology and services needs of corporate communications, advertising and media agencies and a strong track record of achievement. 

The Strategic Account Manager is responsible for managing a consultative sales process that will involve collaboration of partners, client teams and internal company teams.  The Strategic Account Manager role requires an ability to deeply assess needs, communicate at multiple levels and functions in the organization, and influence key stake holders.​

 

Essential Functions:
· Develop new digital signage and advertising management end-user and partner driven opportunities through highly targeted outreach campaigns;
· Ensure customer needs are understood and as evidenced by accurate quotes for the  technical configuration required;
· Develop an expert understanding of competitive market place and Scala’s USPs;
· Develop lead generating ecosystem partnerships with hardware vendors and adjacent 

technology platforms;
· Team with marketing to help create direct mail, online, trade show, SEM and PR initiatives to drive awareness and leads; 

· Maintain meticulous contact notes and mapping of accounts within company CRM; and
· Develop and maintain forecast reporting and provides regular and accurate updates to management.​

 

Qualifications:
· Minimum of 7-10 years in B2B software and services sales preferably in the digital signage and/or media sales markets; 
· Required understanding of video technology, software licensing and services/SaaS business models;
· Established relationships with key decision makers within the target market is preferred;​

· Ability to sell solutions to large organizations by involving and leading multiple departments and teams; 
· Expert communication skills (presentation, written and oral); and
· Strong MS Office Suite skills and advanced understanding of CRM applications
.​

 

Other:  

This position requires travel over 50% of the time.
Please send your full CV to : helge.haarig@scala.nl
