
 

 
JOB DESCRIPTION:  Senior Customer Success Manager (Technical) 
Organizational Reporting Line– CUSTOMER SUCCESS 
Location: Remote US (East Coast), Remote UK 
 

 

Anchore is a fully remote workforce company headquartered in California, with 
Anchorenauts working across the United States, the United Kingdom, and Europe. 

We're on a mission to secure the software supply chain - building the platform and 
open source tools that let developers and security teams find, fix, and prevent risk in 
cloud-native software without slowing down delivery. Anchore has become the 
trusted standard for organizations - from federal agencies to Fortune 500 
companies - that can't afford to choose between shipping fast and shipping secure. 
Our customers include some of the most security-conscious organizations in the 
world, and our Customer Success team is who they turn to when they need a trusted 
partner, not just a vendor, to help them get real value out of our platform. 

We're guided by our core values of respect, openness, and ownership. We believe 
diverse backgrounds and perspectives make us stronger, and we empower each 
other to keep growing. 

Join us in forging the future of software security. We're looking for a technically 
curious, relationship-driven professional who's excited to sit at the intersection of 
engineering and customer advocacy — someone who can speak fluently with 
security engineers and DevOps teams while never losing sight of the human on the 
other side of the ticket. 

The Role: 

As a Senior Customer Success Manager, you'll be the customer's champion inside 
Anchore, leading customer success initiatives and keeping the company relentlessly 
focused on customer outcomes. You'll coach customers on how to get the most out 
of the Anchore platform, helping them tie our tools directly to their business goals 
and maximize the value of their investment. 

You'll build lasting relationships through regular customer engagement, drive 
product adoption, and make sure customers know about every resource available to 
them. You'll help ensure on-time renewals and work alongside our Sales team to 
uncover growth opportunities within existing accounts. As the primary point of 
contact for escalations, you'll partner closely with Account Executives, Engineering 
and other cross-functional teams to keep customers moving toward success. 
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What you can expect to be doing: 

●​ Proactively manage a portfolio of strategic, high-value customer accounts, 
demonstrating strong ownership and the ability to navigate complex, 
large-scale enterprise environments while prioritizing around high-impact 
business objectives. 

●​ Earn trust with executive stakeholders by building strong, lasting relationships 
that position Anchore as a trusted strategic partner, ensuring visibility and 
alignment at senior levels. 

●​ Support customer product usage by sharing best practices, educating 
customers on new features, and supporting their expanding production usage. 

●​ Identify and advocate for enterprise-level use cases, working 
cross-functionally to drive strategic adoption across large, complex 
organizational structures. 

●​ Act as the primary escalation point for strategic accounts, working closely with 
Customer Success Engineers to manage high-stakes incidents and ensure 
customers feel supported throughout critical security operations. 

●​ Develop, contribute to, and help maintain documentation and training 
materials that scale customer impact. 

●​ Travel to meet with assigned customers or attend internal meetings from time 
to time (typically less than 10%). 

What you'll need to bring (minimum requirements) 

●​ Bachelor's degree or equivalent experience. 
●​ 10+ years in a customer-facing role — customer success, account 

management, relationship management, or presales — with substantial 
practical experience in computer science, information security, software 
supply chain security, or a related field. 

●​ Proven experience managing relationships with complex, large-scale 
organizations or Fortune 500-level strategic accounts. 

●​ Strong consultative and executive presence, with the ability to influence 
technical and business leadership at high-stakes customer sites. 

●​ Demonstrated ability to navigate organizational ambiguity and drive 
cross-functional alignment in enterprise environments. 

●​ Expertise managing high-stakes customer escalations with a calm, 
solution-oriented approach that protects and grows the long-term 
relationship. 

●​ A genuine drive for customer satisfaction — earning and keeping trust by 
staying attentive to the full customer experience. 

●​ Familiarity with SBOMs, security compliance, and the regulatory standards 
driving their adoption. 
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●​ Professional, responsive, highly organized, collaborative, and detail-oriented 
communication skills. 

●​ Ability to build clear, effective communications and presentations for different 
audiences with limited guidance. 

●​ Ability to communicate fluently with technical customers on operations and 
infrastructure teams. 

●​ A strategic mindset and a willingness to own customer success as a 
long-term value driver. 

●​ Skill in researching and synthesizing key business needs across a customer 
base. 

●​ Ability to travel to meet with customers or attend internal meetings from time 
to time (typically less than 10%). 

What we'd love to see (preferred qualifications) 

●​ A professional track record of ownership, strong time management, and 
prioritization skills. 

●​ Ability to bring structure to ambiguous situations and design effective 
processes. 

●​ Experience building and managing solutions to complex problems. 
●​ Skill in gathering customer feedback and translating it into improvements. 
●​ A self-motivated team player comfortable operating in a fast-growing 

environment, keeping pace with growth targets and other KPIs. 
●​ A track record of self-development and proactive learning. 

As an all-remote company, we expect team members to be a visible, active, and 
engaged presence — with the company, with customers, and with our open source 
users. This includes attending video calls with camera and microphone on. 
Falsification of residency status and/or tax avoidance are grounds for immediate 
termination. 

At Anchore, you'll take on a challenging role at one of the fastest-growing startups in 
one of today's hottest technology spaces, backed by a strong and expanding 
customer base. We offer competitive salaries, exceptional benefits (highly subsidized 
medical/dental/vision coverage, 20+ days of PTO plus ~13 company holidays, the 
week between Christmas and New Year's off, and Fridays off in July), a 401(k) plan 
(US), a pension plan for UK hires, and stock option grants. 

The expected salary range for this position is $100,000–$190,000 per year. Actual 
compensation depends on factors including the candidate's education, training, 
experience, qualifications, and location. This range reflects base pay only and does 
not include bonuses, equity, or other benefits. 
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Anchore is an Equal Opportunity Employer. We do not discriminate on the basis of 
color, national origin, religion, gender, age, veteran status, sexual orientation, marital 
status, or disability. Anchore reserves the right to conduct a background check on 
applicants after a conditional offer of employment is made. 
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