
Inside Sales | インターナショナルな環境で営業経験を活かしませんか?

募集職種

採⽤企業名採⽤企業名
ガーソンレーマングループ

⽀社・⽀店⽀社・⽀店
GLG-Gerson Lehrman Group  

求⼈求⼈ID
1511977  

業種業種
シンクタンク・リサーチ  

会社の種類会社の種類
中⼩企業 (従業員300名以下) - 外資系企業  

外国⼈の割合外国⼈の割合
外国⼈ 少数

雇⽤形態雇⽤形態
正社員  

勤務地勤務地
東京都 23区, 港区

給与給与
500万円 ~ 経験考慮の上、応相談

勤務時間勤務時間
9:00〜18:00

休⽇・休暇休⽇・休暇
⼟⽇祝⽇

更新⽇更新⽇
2024年12⽉23⽇ 16:09

応募必要条件

職務経験職務経験
1年以上  

キャリアレベルキャリアレベル
中途経験者レベル  

英語レベル英語レベル
ビジネス会話レベル  

⽇本語レベル⽇本語レベル
流暢  

最終学歴最終学歴
⼤学卒： 学⼠号  

現在のビザ現在のビザ
⽇本での就労許可が必要です  

募集要項

GLG’s Japan Business Development team is seeking an experienced Inside Sales professional to expand inside sales
operations in the current BD operation for the defined territory of corporations, financial institutions, and professional service
firm sectors in Japan in Japan. The ideal candidate will have an intense hunger to win, an innate curiosity about market
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intelligence service markets, crisp communication skills, and the desire to be part of a performance-oriented, team-centric,
and international environment.

For each new customer relationship, GLG aligns a range of solutions with the business goals/challenges of senior- and mid-
level professionals at client firms. Inside Sales professional is expected to be highly consultative and proactive in nature with
understanding of the client’s business and the value of GLG’s solutions to develop dialogues with such an external audience.

Specific responsibilities include (but are not limited to):

Research and planning the inside sales activities
Stay up to date with changing trends and news that can be strategically used to create talking points for
prospects.
Stakeholder mapping in key industries/segments (account mapping).
Independent research into prospects and account data. 

Lead Generation
Identify opportunities for sales and drive new business.
In collaboration with the Sales Leader, create an Attack List for outbound pitch and lead generation.
Establish conversations with key decision-makers within prospect accounts via phone and e-mail and schedule
appropriate follow-up meetings to explain the product further.

Opportunity Generation
Follow up on leads generated through various client events/marketing actions. 
Scoping through conversations with leads to develop concept solutions.

スキル・資格

An ideal candidate will have the following:

Native level Japanese (Business level English is a big plus but not necessary)
Successful 2+ years of Inside Sales experience in Japan
Autonomy in understanding situations, planning actions, and executing them effectively.
Understanding and actual experience in pipeline management frameworks/theories (i.e. the MODEL, customer
journey, SPIN, BANT, ABM etc) Demonstrated ability to communicate, present and influence credibly and effectively
at higher levels of the organization

We seek bright, positive, and flexible people who:

Are bold and creative in developing new opportunities
Proactive in conducting customer meetings and visits.
Interest and/or passion to market research/consulting business
Team player

会社説明
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