
 

 

JOB DESCRIPTION 
 

Role: 
Institutional Sales Manager (ISM) 
 

Job Level: 
Manager 
 

Reports to: 
Management Committee (MC) 
 

Direct Reports: 
None 
 

Location of Role: 
Jersey 
 

Temporary/Permanent/Contract: 
Permanent 
 

 
GoldMoney 
As one of the leading global internet sites offering gold, silver, platinum and 
palladium online and providing storage facilities for these precious metals, 
GoldMoney is constantly striving to drive the business forward and be at the cutting 
edge of enabling our global customers to trade precious metals online. Consequently 
we are on the lookout for driven and entrepreneurial people to join our extremely 
exciting business. At the core of our business lies a passion for the industry, the 
company and the people. 
 
Purpose of Role 
GoldMoney is accelerating the growth of its business and relationships in the 
Channel Islands.  The ISM will drive sales and business for GoldMoney and will 
provide comprehensive support for existing and new customers. The purpose of the 
role is to acquire, relationship manage, grow, retain and provide a trusted 
relationship and management service to GoldMoney’s affluent customer portfolio 
including High Net Worth Individuals (HNWI), Institutional Clients and Intermediaries. 

 
Background of Role 
This is a new role within the GoldMoney Group to drive and develop GoldMoney’s 
business in the Channel Islands and, when ready, further afield. The ISM will work 
closely with the Management Committee MC alongside the Business Development 
(BD), Customer Relations and Marketing teams.   
  
Responsibilities of Jobholder 

 Identify potential customers in the region through own professional network, 
overseas branch network and referral agents 

 Responsible for the entire sales cycle and outlining new sales approaches 
and business models to develop customers and generate revenue 

 Manage the generation of sales leads and develop GoldMoney’s contact 
database, Salesforce (CRM system) with contact details and leads in 
conjunction with BD and Marketing 

 Responsible for the management of prospects from initial enquiry through to 
winning work, identifying, negotiating and closing sales opportunities to meet 
revenue targets and liaising with the appropriate departments to write fee 
proposals.   

 Target and develop the intermediary, institutional and high net worth market 
with high potential for investment  

 Collaborate with the MC, Marketing and Business Development to develop 
and refine GoldMoney’s strategic sales strategy.  This includes devising and 
implementing annual plans that are aligned with the overall business goals 
and objectives; researching and identifying new product ideas and 
promotional activity; contributing towards the review and development of 



 

 

pricing policies; and, researching strategic alliances to penetrate existing new 
territories.   

 Define and create the framework of the sales model with the MC 

 Negotiate and close sales to meet sales targets  

 Operate within a defined sales expense budget and follow processes and 
procedures as outlined by the Finance Department 

 Identify potential business partners and support the negotiation of 
agreements 

 Develop personal application expertise in all GoldMoney products  

 Provide market information on major customers on a quarterly basis  

 Gather and consolidate competitor intelligence and report to the MC on a 
quarterly basis 

 Contribute towards the review and development of pricing policies 

 Ensure compliance and operational risk controls in accordance with 
GoldMoney and regulatory standards and policies in conjunction with 
Compliance and Legal 

 Propose initiatives aimed at satisfying customer needs and help to identify 
ways to improve the level of customer service through process development  

 Exceed customer expectations in terms of speed, efficiency, certainty and 
professionalism either face-to-face or through an alternate channel 

 Drive customers to GoldMoney and covert leads to sales   

 Responsible for preparing and delivering sales presentations to prospects as 
required 

 
Cross Functional Responsibility 

 Attend The Exchange weekly meetings and provide relevant sales updates to 
colleagues in order to highlight cross functional areas of impact 

 Provide sales updates and reports MC and board meetings 

 Provide support with the due diligence process for potential new customers  

 Work with product development teams and partners (internal/external) to 
establish, manage and report on performance indicators and success criteria 
for GoldMoney products and services, including any enhancements to 
existing products 
 

Key Success Criteria 

 Conversion rates – percentage of enquiries converted into sales/Holdings 

 Achieve planned sales and margin targets  

 Uncompromising standards of customer experience 

 Returning customers – percentage of customers who repeat business  

 Understanding of internal processes and innovation in relation to 
improvements and solutions 

 Respect for customer, team and GoldMoney values 
 

Requirements of Candidate 

 Extensive experience in building and maintaining relationships at all levels 
both with internal and external customers  

 Highly skilled at building rapport  

 Excellent commercial and business awareness 

 Precious metal market and refinery knowledge highly advantageous  

 Proficiency in English – other language(s) is an asset 

 Be able to set and achieve sales targets, time lines and plans  

 Ability to demonstrate a deep understanding of a client’s business by 
identifying opportunities for sales of new services and products 



 

 

 Account management experience  

 Ability to handle multiple tasks in a timely manner 

 Excellent written and oral communication skills 

 Excellent presentation skills  

 Impeccable organisational, prioritising and planning skills 

 Experience of using CRM systems  

 Must have “Entitled” or “Entitled to Work” status under the Control of Housing 
and Work (Jersey) Law 2012 
 

Education and Experience 

 Recognised university degree, preferably MBA 

 Solid network in the financial services industry 

 In excess of 5 years experience of working in a commercial or financial 
services business 

 Strong knowledge of regulations impacting personal financial services 
activities 

 Solid experience working on complex financial products in an international 
environment and coordinating multiple stakeholders for a timely and 
successful product delivery and pricing 
 

Personal Attributes 

 Service related focus with the ability to place oneself in the position of the 
customers to understand their concerns and issues 

 Self-motivated / proactive with the ability to work autonomously  

 Ability to manage customer expectations  

 A proven track record in delivering against sales targets 

 Confident negotiator and ability to close sales  

 Commitment: committed, reliable and flexible 

 Structured: ability to plan ahead and pay attention to detail 
 


