 Job Title: Sales Enablement Coordinator 
 Location: Remote 
 Department: School of Technology  
 Reports To: Sales Enablement Manager  
 Contract - Full Time
[bookmark: _ogse0dlnn6ml][bookmark: _mmeac7cls8yw]Key Responsibilities
· Design Onboarding & Training: Coordinate onboarding and ongoing development programs. Use of design tools and AI to create shareable content.
· Training Calendar and Management: Partner with marketing and product teams to create, curate, and maintain a centralised library of up-to-date sales content (decks, battle cards, case studies, etc.). Organise workshops and e-learning sessions for new and existing sales staff.

· Sales Playbooks: Ongoing competitor analysis aligned with sales strategy, regularly informing Sales Directors to influence product popularity, whilst maintaining comprehensive playbooks and sales processes that align with the sales team's generating revenue and meeting objectives.

· Technology & Tools: Manage and optimise existing sales tools and research tools that could help maximise sales efforts and revenue (e.g., Salesforce, Outreach, AI tools, Navigator, Lusha, Rocket,) to improve efficiency and reporting accuracy. Personal development with the courses available, which support analysis and identify gaps.

· Performance Insights: Collaborate with sales leadership and revenue operations to analyse performance data and identify areas of improvement. Strongly recommend PDs and looking into courses aligned with reporting on analysis and interpreting the data to run smoothly with the sales strategy e.g, BCS Business Analysis or similar.

· Cross-Functional Collaboration: Act as the bridge between sales and other departments to ensure alignment on messaging, product updates, competitive intelligence, and go-to-market strategy.

· Product Enablement: Deliver structured enablement around product releases, new features, and market positioning, continuously update the changing shape of the course and course decisions/jeopardy communicated with the team. Assessment of revenue needed for the course dates to run.

· Third Party Enablement: Maintaining current price portfolio with FB Partners – QA, Hemsley Fraser, KPMG

· Recruitment support: diary management, communication with candidates/new starters on training plans.



[bookmark: _yf4i1a68m7sm]Qualifications
· 3–5+ years of experience in sales enablement, sales operations, or B2B sales in a SaaS or tech company.

· Strong understanding of sales processes, methodologies (e.g., MEDDIC), and CRM systems (Goldmine for a short period of time/Salesforce/Outreach preferred).

· Proven experience creating training programs and enablement content.

· Understanding of the Project management, communication, and facilitation skills.

· Data-driven mindset with the ability to interpret sales data and drive actionable insights to align with the sales environment and current situation in the market. Linked with managing competitor analysis on a regular basis.

.

[bookmark: _v737rnts5yru]Preferred Skills
· Ability to influence without authority and drive cross-functional initiatives.

· Familiarity with Sales CRM Systems and processes. 
· Creativity and strategic approach aligned with business objectives.

