Job Description

Job Title		Client Solutions Executive 
Department		Firebrand
Location		Hybrid – Manchester/London
Additional details	3 day office based/2 day work from home
Contract type		Full time and permanent
Hours of work		Monday to Friday, 0900–1730
Reporting to		Sales Operations Manager  

This is an exciting opportunity for a dynamic, target-driven sales professional who thrives on building meaningful relationships with employers and driving growth through apprenticeship and technical training solutions.
Job Purpose
The Client Solutions Executive will play a key role in driving new business growth and expanding Firebrand’s footprint across the UK apprenticeship and technology training markets.

You will be responsible for identifying, developing, and closing new opportunities with SME’s  who are looking to recruit or upskill through Firebrand’s award-winning apprenticeship programmes. Working closely with our recruitment team, you will ensure that every employer experiences the highest standard of service, from first contact through to onboarding.

This role is ideal for someone who is confident in B2B sales, understands the apprenticeship and digital skills landscape, and is motivated by achieving measurable results that contribute to the success of both learners and employers.
Key Responsibilities
Identify, engage, and convert new employer leads across target sectors including technology, retail, law, industrial, financial services and professional services
Conduct discovery calls, needs analysis, and presentations to understand client requirements and propose tailored apprenticeship solutions
Manage a pipeline of prospects through the full sales cycle – from initial contact to contract signature
Collaborate with marketing to optimise lead generation campaigns and ensure timely follow-up on inbound enquiries
Maintain accurate and up-to-date records in CRM (Salesforce) to support forecasting and reporting
Work with internal stakeholders to ensure a seamless handover to delivery teams and a positive employer onboarding experience
Meet and exceed individual and team sales targets, contributing to Firebrand’s overall growth objectives
Stay informed about government funding, apprenticeship levy changes, and emerging training products
Represent Firebrand at industry events, careers fairs, and employer forums to promote our brand and services
Provide employer feedback to support the continuous improvement of Firebrand’s training portfolio
Skills, Experience & Qualifications Required – Essential
Proven experience in B2B sales / business development
GCSE English and Maths at grade 4 or above (or equivalent)
Demonstrated ability to manage a sales pipeline, achieve targets, and deliver strong conversion rates
Confident communicator with excellent presentation, negotiation, and relationship-building skills
Strong commercial awareness and understanding of employer needs in skills development
CRM experience 
Competent in Microsoft Office and data analysis tools for tracking performance and forecasting
Self-motivated and proactive with a results-driven attitude
Strong organisational skills and attention to detail
Ability to work independently while collaborating effectively with remote teams
Skills, Experience & Qualifications Required – Desirable
Experience selling apprenticeship or workforce development programmes
Knowledge of the Apprenticeship Levy and UK funding frameworks
Experience in the technology or digital skills sector
Familiarity with lead qualification frameworks (e.g. MEDDIC)
Power BI or Excel skills
Relevant qualification in sales, marketing, or business
