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Strategic Accounts Director Interview Question Bank

Pharmaceutical / Pharmaceutical Manufacturing Organization
Prepared by Executive Recruit - Executive Search Specialists

How to use this guide

This question bank is structured around the core accountabilities in the Strategic Accounts Director job description: strategic account leadership & client partnership, revenue growth & value creation, cross-functional orchestration & delivery excellence, market intelligence & strategic influence, executive relationship management, and negotiation & contracting. It closes with questions on qualifications/experience fit and a short set of closing questions for the candidate.

Each question includes a short prompt on what a strong answer typically contains, to help panel members calibrate scoring consistently. Select 10–14 questions across sections for a single 60–75 minute panel round rather than using the full bank in one sitting. A first-round screen might draw mainly from Sections 1, 2 and 6, while a final-round panel with the Commercial Director or CEO should weight Sections 1, 3 and 4 more heavily.

1. Strategic Account Leadership & Client Partnership

Q1. Describe the strategic account plan you developed for a key client. What was the single most consequential decision you made to deepen the partnership (e.g., expanding into new services, restructuring the commercial relationship, or investing in dedicated resources), and how did you arrive at that decision?
What to listen for: A real, specific strategic decision rather than a generic framework. Evidence of deep client understanding (their pipeline, pressures, business drivers). Comfort articulating the trade-offs and risks involved, not just the successful outcome. An understanding of how to align site capabilities with client objectives.
Q2. Tell me about a time you had to rebuild a struggling strategic account relationship. What was the root cause of the dissatisfaction, how did you approach the recovery, and what was the outcome?
What to listen for: Honesty and self-awareness. Evidence of a structured approach to relationship repair (e.g., listening, root cause analysis, action planning, follow-through). Strong communication and empathy. A tangible outcome demonstrating successful recovery and renewed trust.
Q3. How do you establish and lead joint governance forums with key clients to monitor performance, anticipate evolving needs, and ensure strategic alignment? Give a specific example of how you've made these forums effective.
What to listen for: Practical experience with client governance. Evidence of a structured approach to executive business reviews, joint scorecards, and issue escalation. An understanding of how to use governance forums to drive strategic alignment and pre-empt issues. A tangible example of a successful governance forum.
Q4. How do you map a client's organization to identify and build relationships with key decision-makers beyond your primary contact (e.g., R&D, procurement, technical operations, C-suite)? Give a specific example of how you've expanded your network within a client organization.
What to listen for: A systematic, strategic approach to relationship mapping. Evidence of building multi-level relationships across client functions. An understanding of the importance of broad relationship networks to account resilience. Practical examples of expanding influence within a client organization.

2. Revenue Growth & Value Creation

Q5. Describe a specific example of how you drove revenue expansion through strategic upselling or cross-selling within a key account. What was the opportunity, how did you identify it, and what was the outcome?
What to listen for: A commercial, growth-oriented mindset. Evidence of proactive opportunity identification and qualification. Practical experience with upselling or cross-selling in a CDMO context. A tangible outcome with measurable results (e.g., "increased revenue by X%," "expanded scope to include Y new services").
Q6. How do you maximize the site's "share of wallet" with key clients by mapping all service touchpoints and aligning the full service portfolio to client needs? Give a specific example of how you've increased share of wallet.
What to listen for: A strategic, systematic approach to account penetration. Evidence of understanding the client's full service needs and the site's full capabilities. Practical experience with identifying gaps and opportunities. A tangible example of increasing share of wallet.
Q7. Tell me about a complex commercial negotiation you led for a strategic account. What was the deal structure, what were the key points of tension, and how did you protect profitability while securing the partnership?
What to listen for: Deep understanding of CDMO pricing models and contract structures. Evidence of preparation (e.g., understanding client alternatives, knowing your walk-away point). Strong negotiation tactics and the ability to find creative solutions (e.g., multi-year commitments, milestone payments, tiered pricing).
Q8. How do you monitor account performance against revenue targets, margin goals, and growth KPIs? Describe your approach to leading executive reviews and reporting insights to site leadership.
What to listen for: A data-driven, disciplined approach to account management. Evidence of tracking and reporting key commercial metrics. Practical experience with executive business reviews and internal reporting. An understanding of the importance of communicating account performance to leadership.

3. Cross-Functional Orchestration & Delivery Excellence

Q9. Describe a situation where you had to orchestrate cross-functional engagement between a client and internal teams (technical, operational, project management) to resolve a complex issue or deliver a challenging project. What was your role, and how did you ensure a successful outcome?
What to listen for: Strong cross-functional leadership and orchestration skills. Evidence of acting as the "voice of the customer" internally. Practical experience with managing internal stakeholders and driving accountability. A tangible example of successful delivery through cross-functional collaboration.
Q10. Tell me about a time you had to champion a client's needs internally when there was resistance from operations, technical, or project management teams. How did you navigate the conflict, and what was the outcome?
What to listen for: Strong advocacy and influencing skills. Evidence of balancing client needs with operational realities. Practical experience with managing internal conflict constructively. A focus on finding win-win solutions.
Q11. How do you lead the development of complex proposals and presentations, translating technical capabilities into compelling commercial value propositions for key clients? Give a specific example of a successful proposal you led.
What to listen for: A commercial, client-centric approach to proposal development. Evidence of translating technical complexity into clear client value. Practical experience with leading cross-functional proposal teams. A tangible example of a successful proposal that won new business or expanded an existing relationship.
Q12. How do you ensure that client feedback and insights are effectively communicated to internal teams to drive continuous improvement in service delivery? Give a specific example of how you've used client feedback to drive change.
What to listen for: A systematic approach to gathering and acting on client feedback. Evidence of using client insights to drive internal improvements. Practical experience with client satisfaction surveys, executive business reviews, or similar feedback mechanisms. A tangible example of a change driven by client feedback.

4. Market Intelligence & Strategic Influence

Q13. How do you provide strategic market intelligence and competitive insights to the Site Director and leadership team to inform decisions on capacity, capability, and long-term site investment? Give a specific example of an insight you provided that influenced a strategic decision.
What to listen for: An externally oriented, strategic mindset. Evidence of systematic market scanning and intelligence gathering. Practical experience with translating market insights into actionable recommendations for leadership. A tangible example of an insight that influenced a strategic decision.
Q14. Tell me about a time you identified a significant market trend or regulatory shift that had implications for your clients and for the site's capabilities. How did you respond, and what was the outcome?
What to listen for: Proactive market awareness and strategic thinking. Evidence of understanding industry trends, regulatory dynamics, and competitor activities. Practical experience with adapting account strategies or site capabilities in response to external trends. A tangible example of a successful response to a market shift.
Q15. How do you maintain high-level business acumen and stay current with your clients' development pipelines, strategic priorities, and competitive pressures? Describe your approach to client intelligence gathering.
What to listen for: A disciplined, systematic approach to client intelligence. Evidence of tracking client announcements, financial results, pipeline updates, and strategic priorities. Practical experience with using client intelligence to inform account strategy. An understanding of the importance of staying ahead of client needs.

5. Executive Relationship Management

Q16. Describe your experience building and managing deep, executive-level relationships with C-suite clients. How do you earn the trust and credibility required to serve as a strategic partner at that level?
What to listen for: A sophisticated understanding of executive relationship building. Evidence of building trust through credibility, reliability, and strategic value. Practical experience with C-suite engagement. An understanding of the importance of executive relationships to long-term partnership.
Q17. Tell me about a time you had to manage a difficult conversation with a senior client executive (e.g., about a service failure, a price increase, or a scope change). How did you prepare, how did you handle the conversation, and what was the outcome?
What to listen for: Strong communication, empathy, and negotiation skills. Evidence of preparation and strategic thinking. Practical experience with managing difficult conversations constructively. A focus on preserving the relationship while addressing the issue.
Q18. How do you balance the need to drive commercial outcomes with the need to build long-term, trusted client relationships? Give a specific example of how you've navigated this tension.
What to listen for: A sophisticated understanding of the balance between short-term commercial outcomes and long-term relationship value. Evidence of making decisions that protect the partnership while achieving commercial objectives. Practical experience with navigating this tension successfully.

6. Negotiation & Contracting

Q19. Walk me through a complex contract negotiation you led for a strategic account. What were the key commercial and legal terms you had to navigate, and how did you ensure a mutually beneficial outcome?
What to listen for: Deep understanding of CDMO contract structures and key terms (e.g., pricing, scope, timelines, liability, IP). Evidence of preparation and strategic negotiation. Practical experience with navigating complex contractual issues. A focus on finding win-win solutions.
Q20. Tell me about a time you had to walk away from a deal or push back on a client's demands to protect the site's interests. How did you make the decision, and how did you communicate it?
What to listen for: Commercial courage and integrity. Evidence of knowing when to say no and protecting the organization's interests. Strong communication and relationship management skills. A focus on preserving the relationship even when saying no.
Q21. How do you approach pricing and contracting strategies for strategic accounts to ensure profitable, sustainable partnerships while remaining competitive? Describe your approach to value-based pricing.
What to listen for: Sophisticated commercial and financial acumen. Evidence of understanding the full cost of service delivery and the value delivered to the client. Practical experience with value-based pricing and tiered pricing models. An understanding of the importance of protecting margins while winning business.

7. Qualifications, Fit & Motivation

Q22. This role requires deep commercial experience in a CDMO environment, the ability to build executive-level client relationships, and strong cross-functional leadership skills. What in your background makes you confident you can operate at this level, and where do you expect the learning curve to be steepest?
What to listen for: Honest self-assessment rather than overclaiming. Specific, verifiable experience relevant to the organization's manufacturing modalities and client base. A clear-eyed view of the specific challenges of the role.
Q23. Why are you interested in this organization and this specific Strategic Accounts Director mandate, and why at this point in your career?
What to listen for: Motivation that holds up against the specifics of the role (company stage, client profile, service portfolio, growth ambitions) rather than generic ambition. A clear articulation of why their personal values and career goals align with the company's mission and the challenges of this position.
Q24. What would you need from the Commercial Director and the broader executive team in your first six months to be effective in this role, and what would you consider a realistic marker of success at the one-year mark?
What to listen for: Specificity about resourcing, authority, and access (e.g., "I will need to understand the current state of each key account relationship and the performance history," or "I need a clear view of the site's capacity roadmap and investment plans"). A measurable, appropriately scoped definition of early success (e.g., "expanding revenue from key accounts by X%," "securing a multi-year strategic agreement with a key client," or "building a 12-month account plan for each key client with clear growth targets").

Closing questions for the candidate

Leave 10–15 minutes for the candidate to interview the panel. Strong candidates at this level will typically probe:

· The current portfolio of strategic accounts, their revenue contribution, and the biggest opportunities and risks within each.
· The organization's commercial strategy for strategic accounts and the expectations for growth and margin expansion.
· The relationship between the Strategic Accounts team and other functions (Operations, Technical, Project Management), specifically, where past friction has occurred and how it has been resolved.
· The site's current capacity, capability, and investment plans that will impact the ability to serve strategic clients.
· The competitive landscape and the organization's differentiators for strategic accounts.
· The team composition, vacancies, and any recent turnover in the strategic accounts or commercial organization.
· The organization's approach to client governance and executive business reviews.
· The expectations for the Strategic Accounts Director's contribution beyond account management (e.g., market intelligence, strategic planning, thought leadership).

Note: Tailor Sections 1 and 2 to reflect whether this organization focuses on biologics, sterile injectables, small molecules, or other modalities, and whether the client base is predominantly large pharma, biotech, or emerging companies.

Are you looking to recruit a Strategic Accounts Director? Contact Us today.
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