
 
 

Senior Sales Executive 

Customer Thermometer is a market leader in short survey solutions. With our 1-click survey 
platform we are passionate in helping the world’s most customer-obsessed businesses get 
quick and accurate feedback from their customers in seconds. With over 1,600 customers and 
operating in 60+ countries.  
 
To help us with our growth we are looking for a highly motivated, talented, and commercially 
driven Senior Salesperson.  Reporting into the CRO, you will primarily be focused on 
generating, qualifying, and closing new business, including negotiating commercial terms, and 
ensuring a happy client is handed over to our ongoing-services teams. 

This is an exciting opportunity for a commercially minded and outgoing individual looking to 
continue their career within a fast-growing global SaaS company.  
 
Your role in our team: 

You will need to deeply understand Customer Thermometer’s value proposition and how it can 
be applied to solve our customers’ challenges.  

Key tasks will include:  

• Qualifying and closing new business opportunities. 
• Managing and prioritizing a fast-moving pipeline. 
• Achieving monthly sales targets (primarily new MRR and adding new customers). 
• Preserving pipeline hygiene and accurate sales forecasts. 
• Providing pipeline updates and reporting to the company as needed. 
• Championing Customer Thermometer's platform and value proposition. 
• Exploring and understanding client requirements to assess and communicate how 

Customer Thermometer best supports their goals. 
• Keeping up to date with developments in Customer Thermometers competitor base and 

industry. 
• Recognizing went to, and working closely with other Customer Thermometer teams to 

provide an all-round excellent client experience, specifically with: 
§ Account Management 
§ Customer Success 
§ Support 
§ Marketing 

• Assisting newly recruited or less experienced team members in answering technical 
questions posed by customers. 

• Sharing customer learnings/best practices to help shape Customer Thermometer’s 
strategic direction, go-to-market strategy, and tactical platform roadmap.  



 
 

 

We are looking for you to be passionate about providing excellent customer experience. As well 
as: 

• Being focused and self-motivated by sales targets. 
• Have a desire to be a domain expert. 
• Excellent communication and business relationship skills, with an ability to manage C-

suite contacts, understand business drivers and establish buy-in at all levels 
• Able to work autonomously in an intense and rapidly changing environment. 
• Attention to detail and numbers to always be on top of opportunities and closing. 
• Always looking for ways to improve and optimize the sales process. 
• Comfortable working in a small team and supporting colleagues as needed to help 

Customer Thermometer achieve its growth plans. 

 

We need you to have been a proven sales professional and demonstrate your previous success 
in closing new business and hitting and exceeding targets within a high growth SaaS business. 
As well as 

• Minimum 2-year experience in a senior sales position with a responsibility of managing 
pipeline and reporting. 

• Enthusiastic about consultative selling with a natural curiosity of how technology can be 
applied to solve business challenges. 

• A confident presenter and able to recognize when to alter delivery and style to win over 
different types of customers. 

• Possess excellent stakeholder management and commercial awareness, including 
absolute confidence in the SaaS metrics that affect business success 

• Be negotiating excellent in both written and verbal communications. 
• Experience working in CX and/or survey solutions is desirable. 

 

This is an excellent opportunity for the right candidate to start their career with Customer 
Thermometer. We offer a good financial package, competitive benefit scheme and a fantastic team 
culture. 


