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JOB TITLE: Account Management Executive
REPORTS TO: Head of Account Management
START DATE: TBC

Hanover Displays Limited is a worldwide, leading manufacturer of passenger information systems for
the public transport industry. All design and development, and the majority of production, is carried out
at our head office in Lewes, East Sussex.

We are proud to have a friendly open environment in our Sales and Account Management department
and are looking for talented professionals to join us at an exciting time of growth and technological and
organisational change.

SISV @ Hanover has enjoyed a significant increase in sales over the past 3 years which has
directly impacted our Sales function. We have recently created a new Account
Management team and are therefore looking for a talented Account Management
Executive to join us at an exciting time of growth and technological change. This is an
exciting opportunity to be part of something new, working directly with our customers to
build lasting partnerships and drive mutual success.

This is a great opportunity for a motivated and customer-focused individual to develop
their career in account management, working within a newly established team reporting
to the Head of Account Management.

We are looking for individuals with strong interpersonal skills, a genuine passion for
customer service, and the drive to develop commercially within a fast-growing
business.

Hanover’s global sales are now circa £100m / year and our Sales and Account
Management team are integral to the continued success and growth of our business.
The successful candidate will be committed to process enhancement, continuous
improvement and customer satisfaction.

SOV SVIS Il ¢ Manage a portfolio of assigned accounts, acting as the primary point of contact for
customers and ensuring a consistently high standard of service and engagement.

¢ Build strong, long-term relationships with customers, transitioning interactions from
reactive support to proactive partnership.

e Support the Head of Account Management in implementing the account tiering
framework and ensuring service levels are delivered appropriately across the
customer base.

o |dentify upsell and cross-sell opportunities within the existing account base,
working closely with the Regional Sales Director and wider sales team to convert
these into revenue.

e Maintain accurate and up-to-date account records within our internal systems,
tracking activity, opportunities and customer feedback.

ESSENTIAL e Experience in a customer-facing role, such as account management, customer
SKILLS support, customer success or sales.

+441273 477528 « HRADMINUK@HANOVERDISPLAYS.COM Hanover Displays Ltd, Southgrham ‘House4
HANOVERDISPLAYS.COM R
e



GLOBAL LEADERS

4=P HANOVER IN PASSENGER

INFORMATION SYSTEMS

e Strong interpersonal skills with the ability to build rapport and maintain trust with
customers at all levels.

e A proactive, solutions-focused mindset with genuine enthusiasm for delivering
excellent customer service.

e Excellent organisational and time management skills, with the ability to manage
multiple accounts and priorities simultaneously.

e Excellent verbal and written communication skills, with confidence in engaging
customers and internal stakeholders clearly and professionally.

e Ability to work both independently and collaboratively as part of a small, growing
team.

e Commercially aware, with an understanding of customer lifetime value and the role
of account management in driving business growth.

o Comfortable using account management and ticketing tools to manage account
activity and communications.

e High attention to detail and a commitment to accuracy in all customer-facing
communications and record keeping.

e Proficiency in MS Office and the ability to learn new systems and processes
quickly.

e Willingness to travel across the UK and occasionally internationally to visit
customers and attend industry events.

DESIRED e Experience in the public transport, passenger information, or wider transport

SKILLS technology sector would be advantageous but not essential.

e Prior experience in a B2B account management or customer success role, with a
track record of retaining and growing customer relationships.

e Experience using software platforms such as D365, HubSpot, Jira or similar.

e Experience of working within cross-functional teams alongside sales, operations
and technical colleagues.

e Experience of working in a manufacturing or technology business.

e Demonstrated enthusiasm, energy and a proactive approach, with a genuine
desire to grow and develop within the role.

e Proficiency in an additional language such as French, German or Spanish would
be advantageous, given Hanover’s international customer base.

¢ High standards of professionalism, integrity and work ethic with a positive,
collaborative attitude.

o Demonstrated flexibility and adaptability in a fast-moving, growing business
environment.

e Experience of Quarterly Business Reviews (QBRs) or formal account planning
methodologies.

e Experience in using SharePoint or similar internal collaboration platforms.

TASKS AND e Act as the day-to-day point of contact for an assigned portfolio of bus operator and

DUTIES bus builder accounts, managing incoming queries and coordinating internal
responses.

e Conduct regular account review calls/check-ins with each customer to discuss
performance, open issues, and upcoming requirements.

¢ Maintain accurate, up-to-date records for each account, contacts, order history,
contracts and correspondence within our internal systems.

e Log and monitor operator queries and support issues through to resolution,
escalating technical problems to the relevant internal teams.

+441273 477528 « HRADMINUK@HANOVERDISPLAYS.COM Hanover Displays Ltd, Southerham House,

0 S s c 0 Southerham Lane, Lewes BN8 6JN, United Kingdom
H A N V E R D I P L AY ] M Registration No. 01876684 VAT No. GB412494663



GLOBAL LEADERS

4=P HANOVER IN PASSENGER

INFORMATION SYSTEMS

e Proactively flag contract or warranty renewals coming up for operator accounts
and coordinate the renewal process.

¢ Identify upsell and cross-sell opportunities (e.g. software upgrades, additional
units, new fleet contracts) within both operator and builder accounts

e Prepare and deliver Quarterly Business Reviews (QBRs) for Tier 1 accounts,
covering performance, satisfaction and future opportunities.

e Monitor customer satisfaction across the portfolio and flag at-risk accounts early.

o Feed customer and market insight from operators and builders back to the wider

business.

o Represent Hanover at customer site visits and relevant industry events/trade
shows.

e Carry out any other duties as deemed necessary by the Head of Account
Management.

BENEFITS

Competitive Salary

25 days annual leave increasing with length of service up to a maximum of 30
days, plus bank holidays

Private Medical Insurance

6% Employer Pension Contribution

Employee Assistance Programme

Discretionary Company Performance Bonus

Long Service Employee Recognition Scheme

Enhanced Family Leave

Company Events

CONTACT INFORMATION:
Email us with your CV including details of your qualifications, experience and availability at
recruitment@hanoverdisplays.com
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