	ROLE: MANAGER

	PURPOSE
	The Manager leads a profitable office of the practice - leading the team, building the business and ensuring the team delivers exceptional client service.  The Manager also supports the business development and growth initiatives of the practice and is responsible for retaining talented people through strong leadership and coaching/mentoring relationships.  This is a salary, exempt role.

	RESPONSIBILITIES
	Develops solutions for clients 
Reviews and confirms assignment objectives, scope and work plan with client.
Identifies assignment resource requirements and ensures the most appropriate resources are assigned to specific assignment roles.
Anticipates identifies and resolves complex assignment issues.
Seeks regular client assessment of assignment progress and overall feedback on performance/value add.
Develops assignment budgets for review by the assignment partner, monitors realization, utilization and accounts receivable progress.
Works with the partner group to generate leads, contacts and sales – including developing and closing assignment proposals.
Manages the group to ensure profitability in the short and long term.
Supports the partner team in identifying and promoting the development of new delivery capabilities and/or channels to satisfy evolving market requirements.
Participates in the development and planning of office strategy, objectives, and budgets.
Development of industry expertise and profiling of the firm.
Identifies and develops new initiatives to increase retention, meet resourcing needs, utilization and people development.
Coaches and mentors key talented seniors in the business.
Shares and transfers knowledge and skills to the team.
Prepares billings and assists in collections 
Engages in ongoing personal development in line with the competency model.

	QUALIFICATIONS/SKILLS AND EXPERIENCE AND PERSONAL ATTRIBUTES
	CPA, member of AICPA
1 year prior experience at Senior level
Strong business acumen.
Strong technical knowledge and expertise.
Functional/industry specialization.
[bookmark: _GoBack]Strong selling skills – generating leads, making contacts and securing clients.
Strong project management and leadership skills including the ability to successfully coach and mentor talented people.
A thorough understanding of firm products and services in the practice area, with a working knowledge of firm products and services in other practice areas. 
A thorough understanding of market trends including opportunities, global and local business initiatives and stakeholder/competitor interests.
Business management – able to manage for short and long term profitability.



