
 
 

JOB DESCRIPTION  
 

 

Job title: Customer Success Manager 

Reporting to: CEO 

Location: Head Office - Newry 

 
About the company:  
HBE stands for a Healthy Built Environment, (visit us on www.hberm.com).  We have a simple, 
clear philosophy; we deliver a complete range of quality services for the built environment on 
a local basis to assist building / facilities managers throughout Ireland and the UK.  Employing 
over 100 staff across 9 regional offices, we have expanded at an annual rate of 15-20% per 
annum and are forecast to continue this growth over the next five years through - Innovation, 
Business Development and growth into new sectors throughout the UK. 

As part of our continued growth, we have established a new division within the HBE Group, 

Bluezone Technologies and have developed !?♡ manager, an exciting new compliance 

management software system, which will enable our clients to manage every aspect needed 
to ensure that their buildings are kept healthy and compliant.  
 
To assist clients with the integration of this software within their organisations, we require a 
driven Customer Success Manager (CSM), who we believe is critical to ensuring the 

contractual obligations of our customised !?♡ manager system are achieved, and our 

solutions translate into our customers’ desired business outcome.  
 
We are looking for a passionate, engaging customer service professional, with brilliant people 
skills and a can-do approach, who will ensure we put the client at the heart of everything we 
do. 
 
Job Purpose:  
 
The CSM will assume control of customer accounts after the design and deployment of the 

!?♡ manager services have been completed. Once operational, through continuous 

interactions and relationship management, the CSM will collect, analyse and use data to 
ensure a successful customer experience. 
 
The goal of the CSM is to ensure the services provided translate into a realised value by the 
customer, and ultimately to result in increased sales, contract renewal rates and business 
expansion opportunities. 
 
 
  

http://www.hberm.com/


 
 

JOB DESCRIPTION  
 

 
Duties and Responsibilities: 
 
The duties and responsibilities of this role will be to: 
 
 Own overall relationship with assigned clients, which include increasing adoption, 

ensuring retention, and satisfaction; 

 Establish a trusted/strategic advisor relationship with each assigned client and drive 
continued value of our products and services.; 

 Work with clients to establish critical goals, or other key performance indicators and aid 
them in achieving these goals; 

 Identify and/or develop upselling opportunities; 

 Advocate customer needs/issues cross-departmentally; 

 Track & monitor customers’ account status and identify areas of concern; 

 Program manage account escalations. 

 
Skills and Experience: 
 
The skills and experience we believe are essential to this role are: 
 

 At least 5 years’ experience in a customer facing role; 

 Experience developing Customer relationships in an Account Management, 
Customer Success Management, Sales, or Professional Services role in the past; 

 An ability to understand customer requirements and identify upselling and cross-
selling opportunities; 

 Technical or high level understanding of multiple customer industries, products and 
environments; 

 Excellent communication (oral and written), interpersonal, organisational, and 
presentation skills; 

 Experience managing data & trend analysis and financial analysis; 

 Experience with an advanced understanding of CRM systems and databases; 

 A high degree of proficiency in the MS office suite, particularly Excel & Power Point; 
and 

 The ability & willingness to travel periodically, as the job requires. 

 
 


