[image: ]

Job Title:  Client Success Manager — Enterprise AI
Job Summary
We are seeking a proactive, commercially-minded Client Success Manager to own the post-sale relationship and ensure every client gets the best possible experience from their ClearData AI system. You will lead onboarding and training, drive adoption and value realization, and serve as the trusted advisor who keeps clients successful, engaged, and growing on the platform.
This role blends customer success with a genuine sales lean: alongside delivering an outstanding experience, you will monitor account health, surface and develop cross-sell and upsell opportunities—additional users, expanded capabilities, services, or a move from a managed subscription to a deeper engagement—and partner with sales to expand each account. You should be tech-savvy enough to guide clients through a sophisticated AI platform and translate its capabilities into outcomes, while knowing when to bring in technical experts for the deepest questions.
Key Responsibilities
Onboarding & Enablement
Onboarding & Implementation:
Lead the client onboarding journey—coordinating setup, configuration, and a fast, well-managed path to first value with their new AI system.
Training & Enablement:
Deliver training and build enablement materials and playbooks so client teams adopt the platform confidently and use it to its full potential.
Adoption & Best Practices:
Guide clients toward best practices, encouraging the team to work inside the platform consistently rather than around it.
Experience & Value
Trusted Advisor:
Be the client’s primary point of contact and advocate, ensuring an excellent, responsive experience at every stage of the relationship.
Value Realization:
Use the platform’s usage and outcome telemetry to demonstrate measurable business value, and lead regular business reviews that tie the system to real results.
Health Monitoring:
Monitor adoption, usage, and account health; proactively identify and address risks before they become problems.
Growth & Retention
Cross-Sell & Upsell:
Identify and develop expansion opportunities—more users, expanded capabilities, additional services, or a deeper in-tenant engagement—and partner with sales to grow each account.
Renewals & Retention:
Drive renewals and reduce churn by keeping clients successful and continuously demonstrating value.
Sales Collaboration:
Work hand-in-hand with Account Executives, sharing account intelligence and supporting expansion within standard pricing and business guidelines.
Coordination & Feedback
Issue Resolution:
Coordinate with technical, product, and support teams to resolve client issues quickly, delegating deep technical work to the right experts.
Voice of the Customer:
Capture client feedback and feed it back to product and leadership to shape the roadmap and the experience.
Client Success Scope
Lifecycle Ownership:
Onboarding, training, adoption, value realization, renewals, and expansion across the post-sale relationship.
Platform Knowledge:
A working understanding of what the platform does for clients—automating and accelerating their work, connecting to their systems and data, and the managed (SaaS) and in-tenant (PaaS) options—enough to guide clients and connect them to experts when needed.
Value & Reporting:
Usage and outcome telemetry used to evidence ROI and inform business reviews.
Expansion and commercial conversations are pursued in partnership with sales and within the company’s standard pricing and business guidelines.

Required Qualifications
Core Competencies
Client-Obsessed:
Genuinely committed to client outcomes and to delivering the best possible experience.
Commercial / Sales Lean:
Spots and develops cross-sell and upsell opportunities and is comfortable driving growth conversations.
Technical Aptitude:
Able to learn and explain a sophisticated AI platform and translate capabilities into outcomes—or delegate deep technical questions to the right expert.
Proactive & Organized:
Anticipates needs, manages many accounts without dropping details, and follows through.
Strong Communicator:
Clear, credible, and confident with both end-users and executive stakeholders.
Professional Experience
Demonstrated success in client success, account management, onboarding, or technical account management in SaaS or enterprise technology.
Experience driving software adoption, retention, and account expansion.
A track record that combines high client satisfaction with measurable growth in accounts.
Experience delivering training or enablement to client teams.
Preferred Attributes
Fast learner comfortable with AI, cloud, and data concepts.
Growth mindset—sees client success and revenue expansion as two sides of the same goal.
Empathetic relationship-builder who is also commercially astute.
Highly organized, proactive, and dependable under a varied account load.
Comfortable operating independently and plugging gaps without being asked.
Education
Bachelor’s degree in Business, a technical field, or a related discipline (or equivalent practical experience).
This role is ideal for someone who loves making clients successful and isn’t shy about growing the relationship while doing it. If you can onboard and train clients on a sophisticated AI platform, keep them delighted, and turn that trust into expansion, we encourage you to apply.
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