
 

Junior Account Manager, direct sales (m/f/d) 
– Hitachi Marking & Coding Solutions -DACH Region 
 
Location:  Hitachi Industrial Equipment Systems Europe GmbH,   

Niederkasseler Lohweg 191, 40547 Düsseldorf 
 
Hitachi is one of the world’s leading companies in the electrical industry. With more than 280,000 employees 
worldwide, we continuously develop innovative solutions and international standards in complex components 
and systems. 

 
 
Your Role  
 
This role is a home based and will operationally report to the Team Manager Key Account of Marking & 
Coding, located in Dusseldorf at the European Headquarter. 
 
The geographical area of responsibility will be Accounts who have their Procurement or Engineering center of 
competence based mainly in the DACH region. The aim will be to identify and work with those companies that 
will deliver rapid business opportunities to Hitachi marking and coding. 
 
The primary focus will be the development of opportunities and sales of the range of Print& Apply and Dot 
peen solutions, in addition and for future also for continuous inkjet printers, Laser Coder, Automated Code 
Quality control vision systems and Networked printer software solutions , after gaining respective sales 
experience and technical knowledge by provided internal trainings and learning on the Job. 
 
The role will receive technical support from dedicated Presales resources, the shared services regional 
technical team, but will also engage with the technical teams in other regions as well as the technical 
management of indirect distributor partners. 
 
To strengthen our technical team within the Marking & Coding business and support our ambitious growth 
objectives, we are currently looking for a Junior Account Manager, direct sales (m/f/d) 
– Hitachi Marking & Coding Solutions -DACH Region to join us as soon as possible. 

Key Responsibilities 

• The role is to establish and manage a portfolio of accounts in DACH region and develop and grow sales of 
Hitachi products, marking and coding and verification solutions at those Accounts. 

• The JAM will be responsible for attracting customers for Hitachi/Telesis C&M solutions, to build a pipeline 
of projects and to win those projects with the support of the direct sales team, namely pre-sales and Key 
Account Managers.  

• The priority will be to identify opportunities for specific products and solutions at a first step and expand full 
portfolio sales in the future, together with full responsibility of the entire sales process in the upcoming 
periods 

• The details of the responsibilities are: 
- Research into customer segments and best suited customers for our solutions with Focus on new 

Business. 
- Prospect, engage with and present consistent Hitachi/Telesis commercial and technical value 

propositions to stakeholders in those Accounts. 
- Identify opportunities for Hitachi Coding & Marking solutions and build up a project pipeline. 
- Involve Key Account Managers and Presales when needed to further drive the opportunity through the 

sales funnel and win the opportunity. 
- Manage and develop existing customer relationships. 
- Establish formal and lasting relationships with stakeholders. 
- Manage the pricing and discounts and other sales proposal activities together with the Key Account 

Manager. 
- Delivery opportunities to generate enhanced revenue and profit on personal budget level. 
- Collaborate with the worldwide Hitachi C&M team and provide feedback on market trends, customer 

needs, competitors’ position and depth of customer base  
 
 
 
 
 
 
 



 

 
 
Your Profile 
 
This is a Junior Sales Role for a highly motivated Newcomer in direct sales role, with high ambition to learn and 
develop personally. Goal is after a period of 1-2 years to become a Key Account Manager in the M&C are with 
full responsibility to fulfil personal Budgets 
• First experience in sales or near-sales position of technical products in the B2B machine builder or IT 

market, manufacturing solutions & packaging applications, or equivalent 
• Understanding of working consultatively and selling solution-based 
• Strong team player to work in a sales team 
• Ability to present a technical sales proposition. 
• Excel and using CRM reporting tools such as Salesforce as a plus 
• Fluency in German and English language 
• Open for constant learning and willingness for personal development with the help and feedback of the 

team 
 

 
 
What We Offer 
• Flexible working hours  
• Buy & sell vacation days  
• EGYM Wellpass  
• Company pension scheme  

 
 
Our Values 

With Japanese roots over 100 years, our culture is grounded in the Hitachi Spirit 

• Wa – Harmony, Trust, Respect 
• Makoto – Sincerity, Fairness, Honesty, Integrity 
• Kaitakusha-Seishin – Pioneering Spirit, Challenge 

Diversity, Equity & Inclusion are core values for us. We promote equal opportunities, respect diversity, and 
encourage applications from people of all backgrounds and identities. 

 
 
Apply now 

We look forward to receiving your application including your CV, relevant certificates, your earliest possible 
start date, and salary expectations at: hr-hies@hitachi-ies.com. 

 


