
 

 

 

  

 

Account Manager - Benelux 

Summary 

The customer journey is pivotal to Proactis and the Account Manager plays a key role to ensure the 
customer experiences a focus on continuous improvement throughout the partnership with Proactis. 
With a compelling focus on value and improvement, the Account Manager ensures the customer is 
maximising the usage of the powerful capabilities of the solution in the short, medium, and long-term. 
With a business approach aligning to the LAER (Land – Adopt – Expand – Renew) methodology, the 
Account Manager will drive a growth and customer journey approach, understanding how the 
customer is consuming the current solution, seeking to optimise this as well as exploring across the 
two principle contact functions of Procurement and Finance, how further Proactis solutions can derive 
even greater benefits and Return On Investment (ROI) to the customer. The Account Manager will 
assess needs throughout the journey as well as providing the overall management and being a 
facilitator in commercial negotiations as appropriate, ensuring the customer is aligned to the best 
qualified team from Proactis. 

Primary responsibilities and accountabilities 

➢ Aligning to the key principles of the LAER methodology around expansion, renewal 
engagement, knowledge sharing, management and negotiation 

➢ Understand how the customer uses and intends to use the solution, being naturally inquisitive 
and recognising opportunities for the customer to improve during the course of the 
partnership with Proactis 

➢ Identify and proactively contact key stakeholders across Finance, Procurement and IT to 
ensure that maximum value is being derived from the solution, along with where the solution 
can be used and expanded further across the organisation for optimal customer benefit 

➢ Play a pivotal role in the customer improvement journey, including liaising with relevant 
functions internally such as Support and Professional Services to proactively make 
suggestions, facilitate any concerns or risks and introduce other areas of expertise across the 
business as appropriate 

➢ Regularly attend customer review meetings, researching customer usage beforehand and 
providing insights into the customer experience and how the customer can further improve 
usage and the experience with Proactis and the solutions 

➢ Outline the benefits of any user group or marketing events to the customer, along with 
following up on any communications sent so that the customer is always fully appraised of 
any new functionality or initiatives being presented 



 

 

 

  

 

➢ Act as a point of escalation when required, proactively involve senior stakeholders as 
appropriate to assist in the timely resolution of any issues 

➢ Accurately records all communications and opportunities within the Customer Relationship 
Management (CRM) solution – Salesforce 

➢ With new Proactis functionality constantly being released as part of the cloud solutions, 
ensure that time is invested to understand this functionality, how it helps the customer to 
obtain maximum value and ensure this is communicated to customers in a timely manner 

➢ Working with central functions, be involved in the administration of the designated customers 

➢ Responsibility for the retention of the customers, working with respective internal functions to 
ensure the growth and retention of the customer in the short, medium and long-term. 

 

Key Performance Measures 

➢ This is a target driven role, meeting targets specified by the Director Customer Success 

➢ Key Result Areas (KRA’s) aligned to the business strategy, including pipeline, upsell, cross-
sell and retention 

➢ Ability to demonstrate a holistic understanding of the value of Proactis solutions to 
Procurement and Finance audiences, specific to each audience 

➢ From a technological standpoint, ability to learn the core platform capabilities and 
continuously embrace new functionality as it is made available, articulating both the core and 
ongoing enhancements to the optimum effect for customers. 

 

Main activities: 

➢ Personality: Passionate to experience customer success, trustworthy, results orientated with 
a positive outlook. Comfortable in dealing with people at all levels while being a good team 
player. Naturally proactive with a can-do attitude 

➢ Personal Situation: Able to travel to meet customers nationally when required and 
appropriate, able to work effectively and to work extended hours on occasion when required 

➢ Specific Job Skills: Strong verbal communication while naturally inquisitive and keen to 
engage in dialogue to understand areas in more depth. Ability to network within customer 
organisations to identify and engage with all key influencers and decision makers 

➢ Experience: Ability to demonstrate a background of customer improvement with a highly 
engaged customer approach, ideally across Finance and/or Procurement 

➢ Technical Skills: IT literate with the ability to use common software solutions such as 
Microsoft Office 



 

 

 

  

 

➢ Business and Commercial Skills: Commercially astute with the ability to negotiate commercial 
positions with excellent face to face skills and a clear telephone communicator. 

Are you enthusiastic about this role and our organisation and want to get in contact with us? Then 
send your reaction to Sander Olij (Director Customer Success – sander.olij@proactis.com) or  
hr-nl@proactis.com. 


