
 

F. No.: GGSIPU/CCGPC/2023/PN/_887_                     21
st
 February 2024 

 

Sub. Placement opportunity for alumni students of GGSIP University in the company “Adobe”. 

 

Dear Placement Officer, 

 

Greetings from CCGPC, GGSIPU!!! 

 

Please find below details of Placement opportunity for alumni students of GGSIP University in the company 

“Adobe” for your reference and circulation to students to apply on given link by 24
th

 February 2024: 

 

Registration Link - https://forms.gle/SYFejm14qmS7JkaP7  

  
 

 

Name of Company – Adobe   

  

Role: Customer Success Account Manager 

 

Eligibility: Any educational background, given the candidate holds the relevant experience for what the 

organization looking for as per the attached JD. 

 

Experience: 3-5 years 

 

Location: Remote 

  

Compensation: Ranges of INR 18 LPA (70/30%)+ Benefits {we are open to discussing compensation based on 

skills} 

 

 

Please find attached job description for more information. 

 

 

LAST DATE FOR REGISTRATION IS 24
th

 February 2024.                                                                                

 

 

 

 

               (Dr. Nisha Singh)   

                                            Training and Placement Officer, 

CCGPC, GGSIPU  

 

 

 

 

 

  

 

 

Guru Gobind Singh Indraprastha University 
“A State University established by the Govt. Of NCT Delhi” 

Sector 16-C, Dwarka, New Delhi – 110078 
 

 

https://forms.gle/SYFejm14qmS7JkaP7
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Position  
Customer Success Account Manager - Digital Sales 
 
Req ID 
<Multiple>  
 
Business Unit  
Global Business Direct (GBD)  
 
Location 
Noida 
 
Customer Segment 
SMB – North America (EDT/EST) 

 
 
Who We Are? 
Changing the world through digital experiences is what Adobe’s all about. We give everyone—from emerging artists to global brands—
everything they need to design and deliver exceptional digital experiences. We’re passionate about empowering people to create 
beautiful and powerful images, videos, and apps, and transform how companies interact with customers across every screen. We’re on 
a mission to hire the very best and are committed to creating exceptional employee experiences. We realize that new ideas can come 
from everywhere in the organization, and we know the next big idea could be yours. 
 
 
The art of sales is changing 
The concept of selling has been around for decades, but businesses are digital now. The way sales are conducted must modernize too. 
In most companies, sales teams are somewhere on the journey below: 
(1) Sales scratches out their own leads by prospecting their networks, sending one-off or batch emails. 
(2) Marketing turns over long lists of leads, which are typically contacts in your target audience. 
(3) Marketing has established a repeated process of generating MQL, SAL & SQL that yield some measurable returns. They sometime 
add lead scoring to this mix. 
On the other hand, we at Adobe - GBD are a modern sales team of 250+ digital sellers, supported by analytics and data science teams. 
We are integrated with Adobe.com digital marketing & engagement funnel and are developing capabilities on picking cues from the 
customers demographic (who) & behavioral (what) data that they leave on their journey with our business to predict next ‘sales action’ 
that will lead to revenue conversions (future state). 
 
 
The challenge 
We are looking for Digital Sellers who would be responsible for a defined patch of Adobe’s SMB customers and the role is pivoted around 
upselling and cross-selling Adobe Cloud based Solutions. You would be responsible for the Digital Media portfolio of Adobe. The 
incumbent would be responsible for helping the customer adopt the solution with ease, optimizing their product experience and guiding 
them to internal support teams if need be. 

Customer Success Account Manager - Digital 
Sales  
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What you’ll do as a CSAM 
• Develop understanding of Adobe's Digital Media line of products and lead with value-led conversations with customers for these 

solutions. 
• Create a value-based relationship with new & existing North American Adobe SMB customers. 
• Drive up-sell & cross-sell by prioritizing accounts with highest propensity to buy by clearly defining ideal customer profile and contact 

them via phones & emails. 
• Execute Marketing Qualified Leads with a defined SLA to maximize revenue. 
• Research customer contracts and purchasing history in Adobe's various customer management systems & external sources such as 

LinkedIn, ZoomInfo, etc. to figure out the expansion opportunity in an account. 
• Managing the opportunity pipeline from week to week, providing accurate and timely updates to management on progress and 

outlook. 
• Collaborate with Solution Specialists to maximize footprint of growing Adobe Solution streams like Adobe Sign, Substance, Stock, 

Frame.io, etc. 
• Engage as required, with the supporting functional teams to resolve issues raised by customers related to their Creative Cloud 

Subscriptions. 
 

What you need to succeed as a CSAM 
• SMB Segment exposure and proven ability to manage a large customer set. 
• 3+ years’ experience in a similar role, with experience in selling SAAS solutions preferred. 
• Excellent communication skills, both oral and written. 
• Flair for technology and ability to lead a customer conversation with value-selling rather than product features pitch. 
• Working with the North American customer in their time zone. 
• Demonstrated ability to be a quick learner. 
• Task oriented with focus and drive to complete tasks at hand. 
• Strong organization, follow-through, and documentation skills suitable for customer communication. 
• International sales experience with exposure to NA markets preferably. 
• Working hours will coincide with the US time zones. 
• Bachelor’s degree or equivalent. 

 
Get to know the team 
Adobe’s Digital Media Business Unit focuses on advancing state of the art content and driving digital transformation of industries. It 
provides tools and services that enable individuals, small businesses, and enterprises to create, publish, promote, manage and monetize 
their content anywhere through the Adobe Creative Cloud and Document Cloud. 
Adobe’s creative and document solutions are used by designers, photographers, filmmakers, content publishers, storytellers, UX 
designers, knowledge workers, consumers and more. Through our connected apps and services, customers have all the tools and assets 
they need to create and manage content across desktop and mobile devices. Take a peek into Adobe life in this video. 
 

https://www.adobe.com/creativecloud.html?promoid=KLXLR
https://acrobat.adobe.com/us/en/?promoid=DHWC1KBD&mv=other
https://youtu.be/cE-zMHGq-i8

