
	

JOB DESCRIPTION 
 
TITLE: ACCOUNT DIRECTOR 
 
REPORTING TO: GROUP ACCOUNT DIRECTOR 
 
RESPONSIBLE FOR: ACCOUNT MANAGER/ACCOUNT 
EXECUTIVE 
 
 
ROLE SUMMARY 
 
The role of an Account Director is pivotal, having responsibility for leading and directing 
their accounts, building and developing their clients’ business through strong relationships 
and creating the conditions and opportunities for others to thrive and produce the best 
possible work.  
 
No two pieces of business have the same requirements so the Account Director must 
work closely with their team to ensure clarity on the division of responsibilities to ensure 
they are best set up to deliver and tap into the different agency functions, where 
appropriate. It’s their responsibility to set the tone and mood of the team and to dictate 
the structure and running of the account. 
 
An Account Director is forward thinking and drives excellent client service, developing a 
culture of rock solid delivery to a team mindset of going beyond just what is asked for by 
clients. Leading by example, they inspire the team to meet their own high standards. 
 

 
 

ATTITUDE 
 
Team skills: 
 
- Leading from the front with a ‘can do’ attitude and pro-active ownership of projects 

and process 
 

- Building and maintaining strong relationships and commanding respect with other 
departments e.g. Planning, Strategy, Design, Talent & Rights, Production with the 
objective of getting the best out of the services available while ensuring the resource is 
used profitably 



	

 
- Maintaining the morale of the staff for which he/she is responsible and training them 

into an effective and independent team that is increasingly capable of working well with 
less supervision. 
 

- Able to manage those for whom he/ she is responsible, inspiring loyalty and 
commitment and maintaining strong motivation. Able to delegate effectively. 

 
- To review staff performance on a regular basis and be responsible for their progress. 
 
- Contributes to the smooth running of the company and commitment to the building of 

a successful future for the Agency. 
 
- Exude a contagious and positive outlook. 
 
Relationship building: 
 
- Building a solid, unshakeable relationship with clients.  

 
- Respected by the Client at all levels, able to demonstrate an understanding of their 

business and able to build a strong partnership with that client.  

 
WORKFLOW 
 
Financial Management:  
 
- Demonstrate a clear understanding of all budgets inside and out as well as commercial 

awareness. 
 

- Maximising profit opportunities in both long and short term and ensuring that the 
company profit margin is achieved. 

 
- Negotiation skills to comfortably negotiate budgets. 
 
- Financially Aware and Profit focused. 
 
Project Management:  
 
- Quality briefing and ensuring the agency produces quality work, on brief, on time and 

on budget. 
 

- Demonstrate proactive solution-based thinking and delivery. 
 
- Making a working, as well as management, contribution to each project and justifying 

AD billing in each project. Add value to the client’s business. 



	

 
- Ensure that the highest quality of work is produced profitably, within available budget. 
 
- Producing work we can be proud of. 
 
 

COMMUNICATION 
 
Presentation Skills: 

 
- Articulate and able to offer a strong presence and personality in meetings. 

 
- Able to sell with conviction, enthusiasm, confidence and total commitment. 

 
- Able to manage workflow effectively, with a firm appreciation for agency and client 

procedures and systems.  
 

- Exemplary written and verbal skills. 
 
- Capable of outlining, organising, writing and delivering major presentations. 
 
 
KNOWLEDGE 
 
Marketing Skills:  
 
- At centre of driving the entertainment strategy, planning and activation on his/ her 

Clients’ businesses and utilising agency resource to deliver this (where appropriate). 
 
- Adds value to client business through application of multi-disciplined entertainment 

marketing skills. 
 
Brand Knowledge: 
  
- Responsible for building and maintaining that understanding within the Agency. 

 
- Strategic as well as more detailed understanding of client’s business. 
 
FRUKT Knowledge: 
 
- In depth understanding of FRUKT, our history, our beliefs and our direction. 

 
- The ability to communicate this externally and present FRUKT creds effectively. 
 
 



	

AND?? 
 
Surprise & Delight: 
 
- Contribution to client and agency above and beyond. 

 
- New business development. 
 
- Demonstrate a commitment to the agency that goes beyond the remit of his/her own 

immediate clients/ team. 
 
Business Driver: 
 
- Identifying initiatives for his/ her client’s business.  

 
- Building client business to its full potential by securing all briefs.  
 
- Proactively initiating briefs that the client has not identified. 
 
- Targeting other Client product groups and divisions. 
 
- Creating and generating business outside existing client portfolio. 
 
- Able to identify and prioritise the key client business issues to build that business. 
 
- Other duties as reasonable required by FRUKT 
 
 

MOVING UP TO SENIOR ACCOUNT DIRECTOR 
 
In order to progress to the next stage, you need to achieve excellence in all of the areas 
laid out and also demonstrate your skills in the following areas: 
 

• Achieving an exemplary standard in all financial and executional delivery for your 
clients and for FRUKT. 

 
• Demonstrating full ownership and accountability on a range of accounts, ensuring 

that you are proactively driving to exceed your client’s expectations. 
 

• Demonstrating efficient and effective leadership skills to your immediate reports. 
Your team should be motivated and delivering against their goals. 


