
Account Director interview questions
careertips.com.au: common questions and what they're really testing

What to expect
Account director interviews are commercial conversations rather than tests. Employers are trying to
work out whether you can hold a revenue target, handle senior client stakeholders without being pushed
around, and get internal teams to move when a client needs something. Expect to talk through real
accounts and real renewals in detail.

• Process: How you would plan, run and grow a portfolio, including the first ninety days on the largest
account.

• Behavioural: Past examples of saving an at-risk account, growing an existing client, or managing a
difficult stakeholder.

• Commercial and negotiation: How you handle pricing pressure, renewal standoffs and trade-offs
with procurement or finance contacts.

• Scenario: What you would do in the moment when a major client escalates a failure or a deadline
slips.

• Client-facing and data: How you present a business review and use data to move a client toward a
decision.

• Motivation: Why this portfolio, this industry and this employer, and how you keep an account
growing over several years.

Usually two or three rounds. An initial conversation with a hiring manager or recruiter covering your
portfolio history and target attainment, then a deeper round with the sales director or general manager
where you walk through a specific account in detail and are tested on negotiation and escalation
judgement. Larger employers may add a panel or a presentation, sometimes a mock client review with a
real or invented account, and a final conversation with a peer or cross-functional leader such as a
delivery or product head.

1. Walk me through how you would build an account plan for one of our
largest clients in your first ninety days.
Why they ask
This tests whether you approach account strategy systematically or simply react to whatever the client
raises next. Employers want to see a repeatable method, not a list of good intentions.

How to structure your answer
A structured walk-through across three phases. Weeks one to two: discovery, including stakeholder
mapping and reading the contract, usage and support history. Weeks three to six: baseline the account,
identify where spend could realistically expand and where retention risk sits. Weeks seven to twelve:
agree an internal plan with product and delivery, book the first business review and set the reporting
cadence.

Example answer

“In the first fortnight I would read everything the account has produced: contract terms, renewal dates,
usage data, support tickets and the last few business reviews. I would map the client's stakeholders,
working out who signs, who influences and who actually uses what we sell, because those are often
three different people. By week three I would have a view on where the account is healthy and where
it is exposed, and I would test that view with the delivery and support leads internally rather than
assuming I know. Then I would build a plan with two or three realistic expansion hypotheses, each
tied to something the client has told us matters, and take it to the client in a business review. The plan
needs a cadence behind it, so I would set a quarterly review with the senior sponsor and a more



frequent working session with the day-to-day contacts.”

2. Tell me about a time you saved an account that was at risk of leaving.
Why they ask
Retention is the half of the job that does not show up in new business numbers. Interviewers want to
hear how early you spotted the risk and what you actually did rather than how you felt about it.

How to structure your answer
STAR. Set the situation in one or two lines, describe the signals that told you the account was in trouble,
explain the actions you took and with whom, then give the result in plain terms and what you changed
afterwards.

Example answer

“I had a long-standing client in financial services who had gone quiet. Our main contact stopped
replying, usage dropped off and I heard through a delivery lead that a competitor had been in for a
demo. I asked for a meeting with the contact's manager, which is not something I would normally do,
and found out the real issue was that a promised integration had slipped twice and nobody had told
them why. I got our product lead on a call with them within the week, agreed a revised scope and
date, and gave the client a named person to call if anything slipped again. We kept the account at
renewal and they have since added a second product line. The lesson I took was to watch usage and
silence together, because silence from a happy client and silence from a leaving client look identical
from the outside.”

3. A client's procurement team asks for a significant price reduction at
renewal. How do you handle it?
Why they ask
This is the commercial core of the role. They are checking whether you concede to keep the peace, dig
your heels in, or trade properly.

How to structure your answer
Four moves in order. Clarify what is actually driving the request, separate the price conversation from
the value conversation, offer something in exchange rather than a straight discount, and know in
advance what your walk-away position is.

Example answer

“First I would ask what has changed on their side, because a procurement demand is often a
mandate from above rather than a genuine view that we are overpriced. If it is a budget squeeze, I
would look at term length, payment timing or scope rather than headline price. If it is genuine
competitive pressure, I would ask to see the comparison and test whether like is being compared with
like, since quotes often leave out support or implementation. Whatever I offer, I would ask for
something back: a longer term, a case study, an introduction to another division or a reference. If the
numbers do not work after all of that, I would rather walk away from a bad renewal than set a price
precedent that follows the account for years.”

4. It is Friday afternoon and one of your biggest clients has stopped
operations because of a fault in your product. What do you do in the next two
hours?
Why they ask
A scenario question testing judgement under pressure. They want to see that you stabilise and
communicate before you start diagnosing, and that you keep the client informed while the fix is
happening.

How to structure your answer



Judgement under pressure, not STAR. Stabilise first, communicate second, coordinate third, then set
the follow-up before the weekend.

Example answer

“I would get on the phone to the client's operations lead straight away, before I know the answer, so
they are not sitting in silence. Then I would pull the support and engineering leads into a single
channel and get a named incident owner, because two people chasing the same fault wastes the first
hour. I would agree a workaround with the client if one exists, even a manual one, so their business
keeps moving. After that I would set a clock: a status update to the client every thirty minutes whether
or not there is news, and a single point of contact on our side so they are not managing five of us.
Before I finish for the day I would have the incident owner committed to a written summary over the
weekend and a call booked for Monday, and I would tell the client exactly that so they know what
happens next.”

5. How do you use data in a business review to move a client toward a
decision?
Why they ask
Account directors are expected to present, not just attend. This checks whether you can tell a story with
numbers rather than reading a dashboard aloud.

How to structure your answer
A short method: pick the decision, choose the two or three numbers that support it, frame the
comparison, then make the ask. Follow with one concrete example of a review where the data changed
the client's mind.

Example answer

“I start from the decision I want, not the data I have. If I want the client to fund a rollout to a second
region, I will show adoption in the first region, the cost of the manual process they are still running,
and the time their team loses each week. Three numbers, not thirty. I use Tableau for the trend lines
but I present them as a story with a clear recommendation at the end, because a client who is shown
a dashboard with no ask attached will nod and do nothing. In one review I showed a client that a
feature they had paid for was being used by a small slice of their team, which was uncomfortable to
present, but it led to a training plan and adoption tripled over the following two quarters, which then
justified the expansion conversation.”

6. Why do you want to look after this portfolio, and how do you keep an
account growing over several years?
Why they ask
Employers want to know you will stay with the relationship long enough to be trusted, and that growth is
something you plan rather than something that happens to you.

How to structure your answer
Answer the motivation honestly and specifically, then describe a repeatable growth method, then
connect it to something you know about this employer using the placeholder for your own genuine
reason.

Example answer

“I like the long game. Winning a piece of business is satisfying, but the work I am proudest of is the
account I have held for four years, where I know their business well enough to spot a problem before
they raise it. To keep an account growing I work on three fronts: expanding into other business units,
deepening what we already sell by making sure the client is actually using it, and staying close
enough to the sponsor that I hear about changes in their strategy early. I am interested in this portfolio
because [add one genuine, specific reason: a project, value, or market position you can point to], and
that is the kind of account where this approach has room to work.”


