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Inside Sales Representative 

The Company 

Smart software for creative people. 

 

The Foundry is not just a technology maker or a software seller; we are here to empower artists 

and designers across the world by enhancing their creative potential. We seek to create a world 

where people can continually raise their creative potential and to champion creative people by 

developing tools, technologies and processes that empower them to bring their ideas to life, 

more quickly and effectively. 

 

We believe in: 

 

 Constantly challenging 

 Always being approachable 

 Committed partners 

 Endless enthusiasm! 

 

Our technology portfolio is as creative as it is technical, packed full of ground-breaking, award-

winning techy goodness that will have even the most demanding organization salivating! 

 

We are a little bit proud of what we achieve at The Foundry and want to take you on our journey 

with us. 

 

The Role 

This is an excellent opportunity to join our thriving and highly successful global sales team to 

help ensure our ground-breaking, market-leading products are reaching our worldwide client 

base through increasing product and brand awareness and maximizing sales opportunities.  

 

We are looking for an ambitious and confident graduate–calibre candidate ideally with 12 

months of sales experience. 

 

You will need to be confident, articulate and driven to succeed in a fast paced environment. A 

tenacious appetite for developing new business and building relationships is a must. 

 

The primary responsibility for the successful candidate will be to take leads through each part 

of the sales process; Initial contact, opportunity qualification and closing the sale. Leads are 

predominantly passed over from the marketing team but some prospection will also be required 

to find new business opportunities in new markets and territories. 
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The Responsibilities 

 Contacting prospective clients via email and telephone 

 Taking a lead the whole way through the sales process, initial contact, qualifying the 

opportunity and closing 

 Front line sales working towards monthly, quarterly and yearly targets 

 Responding to inbound inquiries 

 Identifying customers needs and requirements 

 Managing your time effectively and efficiently 

 Organising product demos and software trials 

 Customer retention by building and maintaining strong relationships 

 Accurately forecasting deals 90 days in advance  

 Research into calling strategies to improve success rate 

 Maintaining an up to date salesforce database 

 Working with sales managers on business development projects  

 Providing excellent customer support via telephone and email 

 Some order processing 

 Completing tasks requested by the management 

 

The requirements 

 Hard working, ambitious and competitive, motivated by goals and targets with A natural 

affinity for sales-based tasks 

 Flexible, energetic, robust, hungry to learn, tenacious and determined 

 Stand out candidates will be charismatic, driven and be looking for a progression in a 

money making environment. 

 Proven customer-service experience and successes  

 A bright, quick-thinking, sharp, graduate-calibre individual 

 Able to multitask and thrive in a fast paced environment 

 Excellent telephone manner 

 Database management experience, ideally Salesforce CRM but training will be given. 

 Excellent communication skills with good spoken and written English. 

 Attention to detail with an organised and methodical approach to your work. 

 Ability to work in a team as well as using own initiative. 

 Ability to prioritize and work with minimal supervision 

 Strong organizational skills and ability to manage own time 

 Honest and trustworthy 

 Foreign languages, particularly Hindi, Italian or Russian, are highly desirable and will be 

advantageous in the role 

 

Applying 

If you meet the criteria, are eligible to work and are interested, please send your covering letter, 

CV, salary expectations and notice period to jobs@thefoundry.co.uk with the subject “Inside 

Sales Rep - EMEA”. 
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More About Us. 

Established in 1996, The Foundry is a global software company headquartered in London, with 

offices in Manchester, Shanghai, Austin, Los Angeles and Silicon Valley. We make smart software 

for creative people. But we are so much more than that.  

 

We are not just a technology maker or software seller. We are here to empower artists and 

designers across the world. We develop tools, technologies and processes that empower them 

to bring their ideas to life more quickly and effectively. 

 

We believe in a world where people can continually raise their creative potential. 

 

We are champions of creativity. 

 

We’re proud of what we do at The Foundry and we’d love to help you achieve your potential. 

 


