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Microbiology Society – Job Description for: 
 

Job Title: Journal Sales and Transformation Manager  
 
Reports to: Head of Business Development and Sales 
 
Location: 14-16 Meredith Street, London, EC1R 0AB 

1.1 About us  

The Microbiology Society is a membership charity for scientists interested in microbes, their effects 
and their practical uses. It is one of the largest microbiology societies in Europe with a worldwide 
membership based in universities, industry, hospitals, research institutes and schools. 

Our members have a unique depth and breadth of knowledge about the discipline. The Society’s role 
is to help unlock and harness the potential of that knowledge. 

Read more about our mission and values at microbiologysociety.org.  

1.2 About you  

The Journal Sales and Transformation Manager will contribute to the successful management and 
development of the Society’s journal portfolio.  

The postholder will be responsible for achieving transition from the subscription model and to 
ensuring customers and stakeholders understand the Society’s position on open science and move 
towards more open access publishing. 

The postholder will work primarily with external stakeholders including sales agents, publishing 
representatives, consortium managers, librarian customers and open research managers in 
universities and research institutes. Internally, the postholder will work collaboratively with 
colleagues in sales, marketing, editorial and publishing operations to manage the business during a 
period of change.  

The postholder will be confident in creating and presenting sales proposals, will manage opportunity 
identity and targeting and will drive negotiations to close.  

1.3 Responsibilities   

• Drive conversion of journal business from individual or multiple subscriptions to Publish and Read, 
advocating the model to all stakeholders and by all means. 

o Working with the Journals Business and Data Manager, track and report on Publish and 
Read, APC and subscription sales, including initiating campaigns to ensure that revenue 
targets are met and ensuring timely communications in line with the annual sales 
renewal cycle 
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o Contribute to pricing strategies for new and existing products and services, apply 
publishing activity and usage data to make recommendations about pricing changes and 
to propose new transformative agreements to consortia, corporate and government and 
other research institutions. 

o Drive growth in OA, sales and usage, particularly in under-represented markets  

• Manage sales operations 

o Take responsibility for the customer service function, working with the Customer Service 
Representative 

o Maintain CRM records and utilise systems to generate quotes and renewal notices 

o Oversee contractual and soft relationships with sales agents worldwide, including 
identifying potential new markets and agents and providing support materials to 
publishing representatives 

o Liaise with the Editorial and Journal Development team and members of the Editorial 
Boards to help identify and reach new institutions and new markets  

o Manage high-value subscribers such as consortia, including negotiations and annual 
renewals  

o Manage agreements and licensing with customers 

o Promote the journal's publications at library events 

• Develop One-Society relationships to maximise opportunities and efficiencies: 

o with the wider Marketing and Communications team, working with colleagues to 
produce journals sales-specific marketing collateral and arrange sales-support activities  

o with colleagues working across the journals’ portfolio, to create and sustain strong 
journal and portfolio brands, and to support the move to and benefits of more Open 
Science and Open Access 

o Initiate and contribute to marketing, journal development, and platform development 
activity to support sales retention and growth  

1.4 Knowledge and skills   

Essential  

• Sales and subscription management 

• Academic publishing, scholarly communications and open access 

• Selling to libraries, renewal and budgetary cycles 

• Contractual and licensing requirements  

Desirable  
• Open access business (transformative) models 

• Working familiarity of CRM systems (preferably Microsoft Dynamics 
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