
Sales Leader @ Investment Management Software Provider

募集職種

人材紹介会社
ネクスト・ムーブ　株式会社

採用企業名
Global Provider in Investment Management Software  

求人ID
1582768  

業種
投資銀行  

会社の種類
大手企業 (300名を超える従業員数) - 外資系企業  

外国人の割合
（ほぼ）全員外国人

雇用形態
正社員  

勤務地
東京都 23区, 千代田区

最寄駅
半蔵門線、　大手町駅

給与
2000万円 ~ 4000万円

ボーナス
固定給+ボーナス

歩合給
固定給+歩合給

休日・休暇
20 days

更新日
2026年05月16日 02:00

応募必要条件

職務経験
6年以上  

キャリアレベル
中途経験者レベル  

英語レベル
ビジネス会話レベル (英語使用比率: 50％程度)  

日本語レベル
流暢  

最終学歴
大学卒： 学士号  

現在のビザ
日本での就労許可が必要です  
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募集要項

We are seeking a proven, results-driven and solution-oriented Director of Sales who will be accountable and fully responsible
for the Commercial Strategy and Enterprise Sales of our holistic suite of products and services.

For over 50 years, our integrated front-to-back investment management platform has served leading asset managers,
pension funds, insurance companies, sovereign wealth funds, banks, and wealth managers globally. The platform covers
multi-asset investment management including equities, fixed income securities, derivatives, private markets and alternatives.

At the core is our industry-leading Investment Book of Record (IBOR), which centralizes real-time trade, cash, and holdings.
Our platform supports the complete investment lifecycle from trading and analytics to settlement, performance measurement,
risk management, fund administration, and accounting.

This role requires a broad understanding of various financial markets, ranging from trading, analytics, settlement, to
performance measurement, risk management, fund administration and accounting. Due to the broad asset class coverage,
there will be exposure to everything from straightforward equities, fixed income securities and alternatives to more complex
derivative, credit and OTC instruments.

The Director of Sales is a seasoned individual contributor who is instrumental in advancing sales growth through expert
product knowledge, strategic sales techniques, and a deep understanding of client needs. With typically 10-15 years of
experience in enterprise sales, this role manages high-value accounts, builds relationships with key stakeholders, and
provides tailored sales strategies to support the acquisition of major clients.

Key Responsibilities

Build and execute the our Japan Commercial Strategy
Achieve new license revenue targets across Japan
Territory development ensuring all opportunities are qualified, developed and managed effectively through to closure
Research, analyze and confirm addressable market in Japan
Support sales and marketing campaigns as defined by global and regional marketing functions
Maintain accurate information in Salesforce
Engage with clients and develop initial relationships to discover opportunities
Create and implement strategic plans to improve market position, product range, innovation sales support, brand
awareness and customer focus
Lead, coach, motivate and develop the team to deliver effective marketing strategies
Explore new routes to market – identifying new technologies, services, and partnerships
Negotiate contract pricing and manage legal matters
Identify and prioritize key players and top targets for growth opportunities

Types of Work This Role Engages With

Leading sales efforts for large, strategic accounts, including complex negotiations and high-stakes contract
discussions
Collaborating with senior management to align sales strategies with our business objectives
Mentoring and coaching junior sales staff
Conducting market research and competitive analysis
Providing insights to product teams based on customer feedback

スキル・資格

Required Qualifications
Essential Requirements:

Relevant bachelor’s degree
At least 8-10 years of relevant Enterprise Sales experience (critical)
Experience covering Japanese market
Japanese language speaker (required to liaise with local stakeholders and clients)
Demonstrated interest and ability to engage in solutions-oriented discussions with senior leaders of the fund industry

Key Skills & Competencies:

Ability to develop and maintain relationships with senior leaders across asset managers, consultants, trust banks,
pension funds, and insurance funds
Deep understanding of business issues that our company offerings solve
Strategic and tactical thinking abilities
Balance of people skills, selling, and relationship development
Experience leading the full lifecycle of the sales process including sales forecasts and Salesforce.com management
Skill in recognizing market trends that influence corporate sales strategies

Personal Attributes:

Decision maker – collaborative team player but decisive when needed
Effective communicator – ability to articulate product features and benefits
Detail-oriented – strategic decision-making with focus on sales metrics
Versatile and collaborative
High integrity – commitments are promises
Capable and accountable
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Able to deal with demanding challenges

会社説明
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