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Job Description 

Job Role: Key Account Manager 

Job Description 
The Key Account Manager will be responsible for maintaining and expanding relationships 
with our strategic OEM and reseller customers, fostering long-term partnerships to drive 
revenue and growth. This role is critical in supporting our ambitious business objectives and 
contributing to our market leadership. 
 
The position reports to our Head of Fluorescence Sales.  
 

About this role  
As a Key Account Manager, you will contribute to our success by:  

• Driving revenue and profit growth with strategic accounts. 
• Defining, developing and implementing strategic plans, over a 3–5-year time scale, 

including sales growth, pipeline development, relationship management and 
strategic collaborations. 

• Ensuring CoolLED’s development and breakthrough innovations strongly align with 
customer’s needs, by gathering feedback from the market and developing business 
cases.  

• Identifying risks and anticipating trends to influence future business developments 
within the sector. 

• Liaising and coordinate with relevant teams to set & monitor pricing and business 
quality to meet targets in line with the strategic plan. 

• Traveling internationally & within your territory to maximise key customer contact. 
• Managing relationships with industry contacts and across CoolLED to ensure 

successful development of account portfolio. 
• Following up on enquiries made in response to our comprehensive and targeted 

marketing campaigns including representing company at exhibitions. 
• Preparing and presenting sales internal reports & budgets  
• Preparing customer reports and presentations for internal & external use 
• Maintaining our Customer Relationship Management system. 
• Deputising for sales and marketing team members as required.  
• Following all relevant Quality, Health, Safety and Environmental processes.  

How do you make an impact?  
As the Key Account Manager, you will be the primary point of contact for strategic 
customers. You’ll build and expand relationships at every organisational level to develop a 
deep understanding of customer needs. By proposing effective solutions, working closely 
with internal teams, delivering on strategic account plans and customer deadlines, you will 
foster long term partnerships that deliver growth and customer success.  
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We think this position is right for you if…  
 

• You have at least 3 years of successful account management experience, ideally as a 
Key Account Manager, or in a similar, role (e.g. Business Development, Account 
Manager or Sales). 

• You are an effective communicator who can build strategic relationships across all 
levels of the organisation, deliver presentations and write reports / proposals.   

• You have strong negotiation and influencing skills, capable of navigating complex 
relationships to achieve mutually beneficial outcomes.  

• You can work independently and collaboratively to deliver on strategic plans.  

• You are self-motivated and proactive, with a passion for delivering growth and 
exceptional service.  

• You are comfortable working with technical teams (external and internal) and 
communicating product benefits and capturing key technical requirement and 
questions. Experience of working in a scientific or technical industry, or a degree in a 
related field will be advantageous.  

• You can analyse complex information and sales data to derive actionable insights. 

• You have a disciplined approach to multitasking and organising your workload to 
meet deadlines 

• You have proficiency in CRM systems and Office 365 packages, to manage 
information, track activities, produce presentations and reports. 

• Able to travel nationally and internationally (up to 70% at busy times) with overnight 
stays.  

• Can travel to our headquarters in Andover, approximately 2 days a week, to onboard 
new accounts and work collaboratively across the business.  

 
This position is based at our headquarters in Andover and is eligible for hybrid working 
partly from home.   Staff are expected to be willing to travel as their role requires to visit 
customers and partners worldwide. 
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