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Sales Manager, Enterprise (Japan)

A leading global digital intelligence company is seeking a Sales Manager, Enterprise to join its Japan team.
This role will be responsible for expanding the company’s market share by developing and managing relationships with
enterprise accounts in the region.

About the Role

This position plays a critical part in the company’s growth strategy.
Their digital intelligence solutions are used by thousands of organizations worldwide across diverse industries and use cases
—and there is still significant untapped market potential.

The Sales Manager will oversee the entire sales cycle and build strategic, long-term relationships with enterprise customers.
With a trusted product, strong brand recognition, and a collaborative internal team, the successful candidate will be well
positioned to achieve ambitious sales goals.

Key Responsibilities
« Achieve quarterly revenue quotas by generating new business from enterprise prospects within the target sector
« Drive the full sales cycle, from prospecting and qualification to negotiation and closing
« Maintain accurate forecasting and pipeline management in Salesforce
« Engage with decision-makers at director and C-level to move opportunities forward
« Build and expand relationships with channel partners to scale business in the region

« Collaborate with cross-functional teams (Marketing, SDR, Solution Engineering, Contracting, Implementation) to
support the sales process

« Conduct discovery and qualification with key accounts alongside the SDR team
« Deliver consultative, value-based sales presentations and proposals, and negotiate pricing and terms

« Utilize the company’s sales tech stack (Salesforce, SalesLoft, ZoomInfo, Gong, etc.) to increase productivity and
ensure accurate reporting

Work Environment
Hybrid work model combining the flexibility of remote work with the collaboration of in-office interaction.
Benefits & Culture

« Highly regarded, market-leading product

« Culture that encourages new ideas, ownership, and innovation

« Competitive compensation and regular team events

« Internal mobility, promotion pathways, and training opportunities

« Inclusive and diverse workplace where all backgrounds are respected
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Candidate Profile
« 5+ years in quota-carrying new business sales, with at least 2 years in a consistent role
« Experience in channel partner sales and enterprise sales preferred
« Native-level Japanese and professional-level English proficiency
« Background in SaaS, data, or analytics sales
« Proven record of exceeding quotas in fast-paced environments
« Experience generating pipeline independently in startup-like settings
« Familiarity with similar account sizes, deal values, sales cycles, and quotas
« Established professional network in relevant sectors
« Strong executive presentation and stakeholder communication skills
« Collaborative and transparent approach to customer success
« Understanding of digital marketing trends (SEO, content marketing, PPC, social media, display advertising)
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