
   

 

JOB DESCRIPTION 
 

JOB DESCRIPTION 
 
Job Title:  Regional Account Manager, France 
Department:  IP Solutions 
Business:  IP&Science 
Reports To:  Manager, France, Spain & Portugal, Switzerland 
Location:  Paris 
 
 
Intellectual Property is the power that keeps businesses moving forward.  The energy provided by 
this natural, sustainable and highly renewable resource can provide organisations with the greatest 
competitive advantage—yet only if they have the ability and know-how to manage it for maximum 
return at every stage of its lifecycle. 
 
Thomson Reuters offers professionals in many fields the tools and services that are needed to align 
an organization’s IP strategy with its business strategy, at every stage. 
 
Intellectual Property Solutions (IPS) a business of Thomson Reuters offers the most comprehensive 
content, powerful tools and the highest commitment to service available, which makes us the 
essential choice for companies seeking to use intellectual property to power their businesses in 
today’s environment. The knowledge and insight of our information means that experts can uncover 
new ways of working with IP to create value and success for organizations that utilize our products 
and services. 
  
Main Purpose of Role:    
 
Selling into an important and high-potential territory for IP Solutions, the role of the Regional 
Account Manager will be key to success in the region, and represents an exciting and challenging 
opportunity.  This role is to be based from Paris (or Barcelona) and role holder will be responsible for 
understanding customer business needs in detail and aligning those needs with appropriate IPS 
solutions.  The role holder will proactively drive workflow-specific growth and new sales 
opportunities whilst focusing on acquiring new business and managing / renewing a territory of 
existing ‘target’ customers within their region.  
 
With an in-depth understanding of the intellectual property industry, the role holder will have a 
foundation to add value for customers and present viable and attractive solutions.  
 
Duties and responsibilities: 
 

 Drives revenue growth of IPS products and solutions by meeting or exceeding both new sales 
and retention goals on monthly and quarterly basis. 

 Pursues net new business through a high volume of strategic prospecting and account 
development. 

 Analyzes client needs and develops strategies tailored to each organization. 

 Maintains, develops and grows a rigorous pipeline, with accurate forecasting. 

 Negotiates and closes business segment customer contracts. 

 Creates and manages a territory development plan and reports on results. 

 Utilizes knowledge of intellectual property to conceive and position value-added solutions. 



   

 

 Contributes to the development of new sales revenues and client retention by identifying 
potential sales and retention opportunities, conducting in pre-sales calls, delivering 
customized presentations, creating written proposals and providing subject-matter 
expertise.   

 Builds strong “trust” relationships with clients, creating trust and confidence at multiple 
levels, including users, key contacts, managers and business leaders, to increase revenue and 
sales opportunities. 

 Operates as an integral member of the Regional sales team, contributing skills and 
knowledge to the development of accounts. 

 Assist in establishing product development priorities based on customer experience. 
 
Knowledge, Skills, and Abilities Required: 

 

 Prior intellectual property knowledge and familiarity with the patents and trademark 
lifecycle  is preferred 

 Proven track record of successful prospecting and consistent achievement of targets in a 
complex sales environment 

 Proven consultative sales abilities in one or more of these areas: research and development, 
competitive intelligence and legal departments of corporations, financial institutions, 
consulting organizations 

 Proven ability to work well in a matrix environment, collaborate across multiple departments 
and influence all levels within an organization; willingness to collaborate and bring in 
appropriate resources to close sales 

 Assimilates new information readily and is able to apply this knowledge within a customer 
organization 

 Ability to consult with and advise customers in order to identify their needs and apply 
knowledge to understand customer workflows  

 Comfortable building ROI calculations, and demonstrating value through pay-back/financial 
assumptions 

 Excellent organizational skills-ability to manage multi-stage process pipeline 

 Ambitious self-starter with high energy and motivation 

 Ability to work independently and as part of a team in a fast-paced, changing environment 

 Must have strong presentation, communication, negotiation, interpersonal and time 
management skills 

 Desire to learn and grow with an evolving organization a must. Focus on professional 
development will be key 

 Ability to travel up to 50% 

 Fluency in French, Spanish required, and good English preferred 
 

 

Qualifications: 

Business-related graduate degree 

 
 
Contact: 
To apply, submit resume + cover letter to: 
 



   

 

Maureen Rivaille 
Regional Manager - IP Solutions 
Thomson  Reuters 
 
O +33 (0) 178 427 026 
M +33 (0) 621 837 203 
 
maureen.rivaillle@thomsonreuters.com 
 
 
 
Thomson Reuters employees take pride in providing our customers around the world with 
information that is timely, accurate, unbiased and trusted. We have a profound respect for the 
professions and customers we serve and define our success in terms of their success.  Our work 
environment is dynamic, innovative and entrepreneurial. We have a result-oriented culture that 
demands excellence, agility, and the desire to move quickly and precisely to seize opportunities. Our 
environment is both challenging and supportive - we give employees the opportunity to develop 
their skills and do their best work. 
  
Thomson Reuters values diversity of culture and thought and seeks talented, qualified employees in 
all its operations around the world regardless of race, gender, national origin, religion, sexual 
orientation, disability, age or any other protected classification under country or local law. 
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