
Our organisation and global team of experts at AG Global Strategies is maintained with one objective in mind: 
providing the best possible service for our clients.

AG Global Strategies is a leading provider of risk management, security solutions, support services and 
integrated solutions to private, corporate, commercial, government, international agencies and multinational 
corporations around the world.

We have extensive experience of successfully delivering these specialist services and solutions to diverse 
clients with complex requirements in some of the most challenging locations and regions around the globe.  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Securing our WorldCareers

Client Manager

Location UK 

Department Client Management 

Position Client Manager

Summary • The position is for a Client Manager, required to provide services within the UK. 
The position requires a Client Manager to seek opportunities and prospective 
clients and manage a number of existing clients.


• The position requires an experienced, capable individual with a wealth of 
industry expertise, able to communicate and sell services to private sector 
clients, including UHNWI, Corporate, Commercial, Industry and others.

Description • AG Global Strategies requires a highly driven professional to provide client 
managing services and to contribute to the growth of the company, 
delivering security products and services to a number of sectors and 
industries around the world.


• Working with a multidisciplinary team, including security experts and client 
managers with various backgrounds, you will build valuable relationships 
with clients and play a critical role in identifying new markets, opportunities 
and business and bringing new clients to the company.
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• As a Client Manager at AG Global Strategies, you will be responsible for 
sales, market development and lead generation.


• Perform research to identify new Prospective Clients to meet or exceed 
sales and revenue goals


• Maintain a good understanding of the sales process and criteria and design 
plans and create strategies to achieve sales goals.


• Contribute to the development of the Company’s sales strategy and 
coordinate sales efforts and marketing programs.


• Create, develop, implement and manage continuous improvement initiatives 
within the Company’s sales processes and contribute to on-going ideas and 
discussions around how we can improve the Company’s go-to-market 
offerings.


• Proactively identify opportunities to innovate and extend the Company’s 
scope to deliver services and develop and execute new business 
development plans, to bring on new Clients, through a combination of new 
business, networking, and marketing activities.


• Accept phone calls from Prospective and existing Clients and monitor e-
mails and communicate promptly.


• Communicate regularly with Prospective and existing Clients, Introducers 
and Partners in person, via phone, e-mail, and by post when necessary.


• Scheduling of Client calls, ensuring agreed times and dates are logged and 
timings are kept.


• Arrange external Prospective Client meetings, ensuring the suitability of 
meeting venues, attendees are notified and meetings are promptly attended 
by all involved.


• Ensure sustained engagement with Prospective Clients. 

• Meet with Prospective and existing Clients, Introduces and Partners and 

liaise with representatives from Client organisations. 

• Travel regionally and internationally to meet with Prospective and existing 

Clients.

• Attain clear understanding of objectives as well as ensuring engagement 

and delivery requirements are communicated effectively to all relevant 
parties and objectives are considered in all relevant aspects of engagement, 
from planning to delivery.


• Act as the lead for each of the engagements under the Company’s portfolio, 
ensuring that account plans are compiled, communicated and understood 
and that all deadlines are adhered to, engaging all relevant parties. 


• Understand and answer questions regarding terms and services with Clients 
within portfolio.


• Follow Company processes and procedures to ensure onboarding of Clients 
is frictionless and efficient, ensuring all elements of this process is adhered 
to and advise and inform the Company and Contract Manager of progress.


• Ensure proportionate and managed engagement with Clients, Consultants 
and SMEs, exploiting internal and external expertise and resources where 
necessary.

Responsibilities



 

w w w. a g - g l o b a l s t r a t e g i e s . c o m PA G E   O F  3 6

Securing our World

• Responsibility and lead for each Client account and engagement, including 
operational ownership, from prospecting and preparation phase, through 
progressing the deal and closing.


• Forward quotes for products and services to Prospective Clients.

• Prepare proposals, collaborating with Company advisors and expertise, to 

define clear objectives, opportunities and solutions, proportionate 
operational deliverables, clear benefits and suitable options to support 
Client requirements.


• Ensure deliverables are suitable, to meet both Client and programme 
delivery requirements.


• Close deals with Clients, submit prepared Client contracts for services and 
obtain deposits and balance of payment from Clients.


• Manage and oversee arrangements and handover for the delivery of 
services in their portfolio, with oversight responsibility for the smooth 
delivery of the programme, together with the operations team.


• Send Prospective and existing Clients information and marketing material 
regarding the Company and the Company’s services, including; e-mail 
attachments, brochures, leaflets and written information.


• Understand and communicate to others the factors which determine the 
quality of the Company’s services and the Client experience.


• Progressively extend the Company’s internal and external network through 
professional networking activity.


• Represent the Company at external events and sales presentations.

• Create presentations to inform Prospective or existing Clients about the 

Company's products or services and give sales presentations to a wide 
range of Prospective Clients and industries.


• Understand, communicate and promote the Company’s programs and 
services.


• Visit Clients and Prospective Clients to evaluate needs or promote products 
and services and answer Client questions about services, products, 
availability, terms and general costs.


• Ensure that consistency of Client knowledge is maintained.

• Develop peer to peer relationships with Client personnel and act as a trusted 

advisor to Clients within portfolios held.

• Demonstrate a strategic understanding of the Company’s capabilities and 

communicate this to influence Clients and others, displaying professionalism 
throughout planning, preparation and execution of both day-to-day tasks 
and specific projects.


• Proactively gain awareness of Client and partnership opportunities through 
Client and market contacts, harnessing soft intelligence and share this with 
the relevant Company departments and key individuals.


• Understand the Company’s and Clients’ objectives and goals, having sound 
financial, contractual and organisational knowledge of both Company and 
Client, in order to best support each Client requirement.


• Maintain excellent relationships with Client’s and Introduces in order to 
increase scope of business and referrals, working closely where appropriate 
to extend the Company’s network.

Responsibilities 
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• Promote a Client focused, professional and purposeful culture, delivering 
services of the highest quality and professional standards, throughout day 
to day work as well as through specific projects.


• Assume overall operational responsibility for a portfolio of Clients and lead 
the contract renewal process, taking advice from contract and legal advisors 
as necessary.


• Involvement in new programmes and renewals of existing programmes with 
Clients.


• Execute sound commercial decisions, resolving issues as they arise, utilising 
the expertise of the wider team and Client or project oversight of the 
Company and external associates and regularly review the performance of 
each service or project with regular communication with Clients and service 
providers.


• Ensure that Clients are satisfied with the Company at all times and will bring 
in repeated business by resolving any outstanding issues.


• Develop creative solutions for existing Clients, demonstrating the 
Company’s commitment, as well as pursuing new Clientele opportunities 
within Client portfolio.


• Research and explain complex and detailed specialist and tailored 
information to internal or external stakeholders in order to finalise and agree 
operational plans.


• Focus on and develop expertise in nominated industries and delivery 
channels for the Company’s services, and contribute to relevant planning 
and preparation to engage with existing and new Clients or enter into new 
markets.


• Maintain and continue to develop business relationships with Clients, 
Introducers and Partners. 


• Develop a strong understanding of the Company's services and knowledge 
of industry competitors and communicate regularly with the Company to aid 
consistent passage of reliable information.


• Work on several concurrent accounts, each with its own account plan, 
outputs and team members and be a member of several Client Management 
teams, contributing to the execution of the Company strategies. 


• Provide effective and efficient management of Client Accounts, work in a 
proactive manner to ensure that costs are monitored and managed to 
ensure margins are maintained.


• Contribute and input in team, departmental and Company projects – this 
may include the opportunity to mentor less experienced individuals within 
the Sales department, in areas not directly related to an ongoing task.


• Report to Head of Business Development and Marketing.

• Work in conjunction with Senior Sales and Client Managers to contribute to 

the development of the Company’s strategic priorities and operational plans, 
to include aligning team and individual goals with the Company’s objective.


• Work with all levels of the Company’s management as and when required 
and build effective strategic relationships across departments, leading 
collaborative project teams across all services. 


• Work closely with and pass information to relevant service departments 
providing services in their portfolio of Clients and with other departments to 
ensure the provision of high-quality customer service at all times.

Responsibilities 
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• Provide information, guidance and support to Company consultants, SMEs, 
technical experts, Operations Managers and others, on all aspects of 
planning, process and delivery, ensuring professional standards are set and 
processes are followed – resulting in Programme Coordinators having 
robust and detailed project plans and ensuring that they fulfil their roles and 
responsibilities when interacting with Clients in their portfolio and delivering 
requirements to them.


• Communicate and hold meetings with key individuals to ensure that relevant 
project and personal objectives are set and reviewed and request and 
collate feedback from all parties to use as part of an ongoing development 
strategy.


• Ensure that the programme team and all programme contributors are aware 
of any specific contractual issues affecting engagement, delivery and 
management.


• Fully brief key Company personnel on the account plan, and ensure that 
they understand their role and responsibilities.


• Contribute to the strategy, planning and execution of the Company’s 
Business plan, Client Account plans and local, regional and global plans and 
objectives.


• Maintaining excellent Client records.

• Ensure quality standards in communication, documentation and materials, 

by reviewing all communications and key documents before circulating, to 
ensure that they are quality assured.


• Create and manage all supporting documentation, using internal standard 
documentation – including producing regular status reports for all internal 
and Client related activities for each project.


• Manage input information and track activities and decisions that are 
required to ensure accuracy within the Company’s CRM system.


• Adhere to the Company’s data security protocol and other policies and 
procedures relating to the handling of Clients, their data and sensitive 
information.

Responsibilities 
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Requirement • Solutions focused.

• Client oriented.

• Commercial understanding. 

• Ensure delivery of exceptional service by focussing on the requirements of 

clients. 

• Driven with determination to achieve high standards.

• Make important informed decisions.

• Personal effectiveness.

• Show understanding of others in order to influence as appropriate.

• Wealth of knowledge and experience to make sound judgments, to advise 

and assist others.

• Demonstrate industry and global awareness. 

• Embrace a changing environment, adapt well to changing demands and 

ambiguous situations and adapt accordingly. 

• Adapt knowledge and experience to provide effective solutions to clients.

• Ability to take the initiative to proactively resolve issues within own remit and 

recognise when these require escalation to use other department expertise. 

• Deliver on personal objectives to add to strategic and department plans, 

with focus on overall delivery. 

• Strive to exceed client expectations.


• Experience in sales and marketing.

• Experience working with multinational companies around the world. 

• Experience in security, military, or other similar.

• Excellent problem solving skills.

• Strong communications and writing skills.

• Experience in building relationships with clients and other senior 

management, globally.

• Experience in a multi-cultural environment and demonstrated cross cultural 

awareness.

• Well travelled and able to travel at short notice.
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