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	1. Career Path 2017
Information  pack
 


	2. Career management 2
Career  development is facilitated by acquiring
new skills, gaining experience and assuming
additional responsibilities.
Within Altran we offer the possibility to have both
vertical and horizontal evolutions, taking on new
duties or discovering a new profession. We encourage
and support our employees to build their own
career.
Altran Career Path is all about developing towards
the next career step, based on the job descriptions.
Skills
Experience
Network
Opportunities
 


	3. Altran Career Path:  a common framework for career management
 Altran Career Path provides job mapping and career perspectives.
 It has been updated to reflect the Group strategy and takes into account our new
organizational model.
 A common and harmonized career framework across the Group offers better career
perspectives to employees, by clarifying potential vertical and horizontal moves.
 Bringing clarity and consistency across the Group, it also supports the execution of
Altran 2020. Ignition strategic plan.
 The 2017 Career Path evolutions will be progressively deployed in all Geos, taking into
account local specificities.
 As the gradual deployment of our strategy impacts the organization and ways of working,
the Career Path will be regularly reviewed to integrate slight adjustments and ensure
flexibility.
WHAT?
WHY?
HOW?
3
 


	4. Altran Career Path  2017: 6 families & 13 tracks 4
Technical Management
• Manage technology and innovation
• Deliver engineering services to clients
• Develop technical knowledge and expertise
• Develop offers and solutions
Expertise
Engineering
Operations Management
Architecture
Sales Management
• Develop global and local markets
• Manage revenue growth and business capabilities
• Manage client relationship and satisfaction Account Management
Sales Management
Business development
Solutions
Project Management
• Manage project execution capabilities
• Manage bids and calls for tenders
Project Management
Support Management
• Support operations with Finance, HR, IT,
Legal, Communication, Purchasing …
Support Management
Operations Management
• Manage Team Units and client relationships
• Manage a PPL and repeat business
General Management
• Ensure profitable and sustainable growth on
a given perimeter, with accountability for the
sales and operations
Primarily P&LManagement
WCC & EC P&LManagement
IGS & GDCManagement
 


	5. 5
  


	6. Project Management family
  


	7. Project Management
WHO
The team  of qualified professionals in charge of project management (Bid, project
delivery/execution) who ensure that Altran consistently delivers all projects on-
time, on-cost, on quality & within scope.
PURPOSE
Altran Group wants to answer Client’s expectations towards more ‘Turn Key’
Solutions where their selected suppliers take full accountability on bigger work
package delivery. ADM2+ projects and revenues have been growing constantly in
the past years which require more robust processes and skills. A better control on
delivery TCQ (Time, Cost & Quality) will guaranty the committed revenues and
margins during Bid phase.
7
 


	8. Project Management
Program Office
Director
Oversees  the PO on his/her perimeter and is accountable for the overall success of all programs in his/her perimeter by delivering
business results & strategic targets defined by EXCOM. He/she represents the client & is owner of the business case.
Project
Director
Coordinates, manages & delivers high complex, multi-disciplinary, multi-geography/international, cutting edge projects with high
levels of risk. Responsible for financial profitability: margin enhancement & cost saving initiatives. Ensures that desired outputs are
delivered on time, on cost, quality and scope by the Senior Project Manager they manage.
Senior
Project
Manager
Plans, executes & delivers high complex projects or portfolios with a PAC threshold (>1M€). Owns resource acquisition, contractual
governance as well as the delivery, risk management & financial profitability of the projects. Ensures that the project(s) delivers the
desired outputs (time, cost, quality & margin constraints) whilst defining & monitoring objectives & required quality control.
Represents the clients' interests within Altran & Altran's interests with their clients.
Project
Manager II
Manages and runs complex projects or a portfolio of projects (<1M threshold). Coordinates Bid Response Teams. Interfaces
between Altran, clients, sub-contractors & project team members whilst ensuring that the company’s commitments/agreements are
honored.
Project
Manager I
Coordinates, manages & runs a project on a day-to day-basis (<0,5M€ threshold). Can coordinate Bid Response Teams. Interfaces
between Altran, clients, sub-contractors & project team members whilst ensuring that the company’s commitments/agreements are
honored.
Project
Leader
Intervenes on national GEO or internal projects only & may be considered as an Assistant Project Manager. Responsible for the
day-to-day operational management of the project & is the primary point of contact for all information flowing between Altran,
clients sub-contractors & project team members.
Work Package
Leader
An entry level Project Management position. He/she is accountable for all Work Package deliverables.
8
 


	9. Technical Management Family
  


	10. Engineering
WHO
Technical talents participating  to technical deliveries with a mid term evolutions in
consulting, project or business paths.
PURPOSE
Broadening client demand is becoming more specific. They expect sharper answers
particularly in disruptive horizons provided by technologies. More than “help me do
it”, clients expect Altran engineers to tell them “what they should do” and even that
“we do it for them”.
Critical need for differentiation leads to more products and time-to-market pressure,
with more draconian environmental and safety regulations which push Altran to
sharpen our Engineering Solutions.
10
 


	11. Engineering
Advanced
Technician
The Advanced Technician  executes autonomously standard processes and methodologies but with no validation
power, in a context of a mono-project power in contact with suppliers and clients.
Technician
The Technician executes standard processes and methodologies in a context of a mono-project, sometimes in
team with Advanced technician.
Senior
Consultant
& Engineer
The Senior Consultant works in full autonomy within the framework of high added value services. He/she has
gained recognition from Altran and her/his clients by her/his leadership, initiative, creativity, expertise and
deliverables. He/she supports sales people in business closing, architect in solution development customized to
his/her client and team managers in coaching and managing on site consultants/engineers.
Advanced
Consultant &
Engineer
Delivers projects in full autonomy and is able to transmit his/her knowledge.
Supports architects in the implementation of technical solutions customized to his/her client. He/she is
responsible for management and/or steering in full autonomy Under his/her team manager control, he takes
responsibility of managing and/or steering teams on site in full autonomy.
Consultant &
Engineer
Proposes technical answers and alternatives to his/her client. he/she anticipates the workload and advises
his/her manager on the emerging technical problems. He/she achieves his/her missions with a certain autonomy
and is an Altran ambassador.
Junior
Consultant &
Engineer
Implements the techniques and methods of her/his sector of activity. She/he organizes in autonomy and plays an
active role in her/his project in a context of being exposed to several clients and projects.
11
 


	12. Expertise
WHO
Advanced technical profiles  who are Altran technical referents and authorities on
their disciplinary field.
PURPOSE
Engineering Industry is witnessing the emerging of a Labour / Asset-IP hybrid model.
These Asset-IP generated by our Industry are still under-leveraged. Our expertise in
the technological domains we address is essential for our clients to optimize the
Time to Market, cross industry fertilization, positioning, overall efficiency and cost
competitiveness.
On our side, high level expertise will improve thought leadership, our productivity and
our pricing power.
12
 


	13. Expertise
Senior
Expert
is the technical  referent on his/her Service Line. He/she ensures the match and the
excellence level of Altran's capabilities and contributes to the technical delivery. He/she
is the cornerstone of the community supporting his/her knowledge domain.
Advanced
Expert
is the technical referent on his/her Disciplinary Field at division or geography level.
He/she ensures the match and the excellence level of Altran's capabilities and
contributes to the technical delivery. He/she is the cornerstone of the community
supporting his/her knowledge domain.
Expert
is the technical referent on his/her Disciplinary Field at team unit level. He/she ensures
the match and the excellence level of Altran's capabilities and contributes to the
technical delivery. He/she is the cornerstone of the community supporting his/her
knowledge domain.
Advanced technical profiles with in depth and recognized expertise in a specific disciplinary field .
13
 


	14. Architecture
WHO
Advanced technical profiles,  able to design & develop end-to-end innovative &
multidisciplinary offers and solutions.
PURPOSE
Engineering Industry is witnessing the emerging of a Labour / Asset-IP hybrid model.
These Asset-IP generated by our Industry are still under-leveraged. The asset based
offers we propose to our clients are key for them to optimize the Time to Market,
cross industry fertilization, positioning, overall efficiency and competitiveness.
On our side, high level offer portfolio will improve our productivity, our positioning and
our pricing power.
14
 


	15. Architecture
The Architect is  responsible for developing high value added Solutions & Offers adapted to clients’ needs and market trends.
Senior
Architect
is responsible for developing a high added-value Offer portfolio adapted to clients’
needs and market trends based on a combination of Altran's assets. He/she acts as the
technical authority on his/her Offer Portfolio within his/her perimeter.
Advanced
Architect
is responsible for developing a high added-value set of Solutions or an Offer adapted
to clients’ needs and market trends based on a combination of Altran's assets. He/she
acts as the technical authority on his/her set of Solutions or Offer within his/her
perimeter.
Architect
is responsible for developing a high added-value adapted to clients’ needs and market
trends based on a combination of Altran's assets. He/she acts as the technical
authority on his/her Solution within his/her perimeter.
15
 


	16. Operations Management Family
  


	17. Operations Management
WHO
Manager profiles  coming from technical or business fields with a key role to develop and
sustain Altran technical capabilities across the Group. In charge of managing ADM1 and
Client intimacy.
PURPOSE
To bring the Best of Altran’s skills to our clients, foster team specialization, sustain growth
in a global market and guarantee Unit profitability. Engineers have been pooled in
content-based team units managed by full-time managers.
17
 


	18. Operations Management Family
Senior
Operations  Director
Responsible for the capability and competency management over his/her Geo. He/she conjointly works
with the Sales Director and/or Senior Sales Director. He/she has gained significant experience and
expertise in his/her role.
Operations Director
Responsible for the capability and competency management over his/her Geo. He/she conjointly works
with the Sales Director and/or Senior Sales Director.
Team Unit Director
Accountable for all operations within a given perimeter (Division or Engineering field). He/she ensures
the strategic alignment with the Group initiatives, while optimizing the profitability and the right
capabilities.
Team Unit Manager
Accountable for a number of P&L. He/she is accountable for the operations within his/her perimeter,
optimizing the profitability through staffing, upselling, and renewals. He/she is responsible for building
capabilities and for allocating resources in the most profitable way, while development his/her team and
environment.
Team Manager
Accountable for the operations with his/her own resources on his/her content based perimeter. He/she
ensures profitability through staffing, upselling, and renewals. He/she is responsible for building
capabilities and for allocating resources in the most profitable way, while developing his/her team and
environment.
Team Leader
A consultant or engineer who takes in charge the supervision of a team of consultants acting by
delegation of the Team Manager on a subpart of his/her perimeter. He/she is the consultants’ point of
contact for day to day operational questions and participates both to HR processes and to recruitment
activities.
18
 


	19. Sales Management Family
  


	20. Solutions
WHO
Business profiles responsible  of selling high value added solutions. Specialized in promoting
Solutions in & out of Altran, by supporting strategic marketing & business development.
PURPOSE
New engineering solutions are emerging responding both to expertise needs and assets
optimal utilization: technology building blocks, proprietary tools & methods, labs &
infrastructure.
If Altran adapts its offering, new revenue streams can be generated: fix fee, pay-per-use,
revenue sharing… and their associated benefits: time to market, quality, re-use, price
advantage for clients, non-linear & recurring revenues…
20
 


	21. Solutions
Senior
Solution Director
is a  Sales representative on an Offer portfolio. He/she is responsible for developing sales in his/her
Offer portfolio and perimeter while collecting signals and detecting market trends which indicate
market evolutions. The expertise/experience combination is one of the main criteria of
differentiation with the Solution Director.
Solution
Director
is a Sales representative on an Offer portfolio. He/she is responsible for developing sales in his/her
Offer portfolio and perimeter while collecting signals and detecting market trends which indicate
market evolutions.
Senior
Solution Manager
is a Sales representative on an Offer portfolio. He/she is responsible for developing sales in his/her
Offer portfolio and perimeter while collecting signals and detecting market trends which indicate
market evolutions.
Advanced
Solution Manager
is a Sales representative on a set of Solutions or on an Offer. He/she is responsible for developing
sales in his/her set of Solutions or offer and perimeter while collecting signals and detecting market
trends which indicate market evolutions.
Solution
Manager II
is a Sales representative on a Solution. He/she is responsible for developing sales for his/her
Solution and perimeter while collecting signals and detecting market trends which indicate market
evolutions.
Solution
Manager I
is a Sales representative on a Solution. He/she is responsible for developing sales for his/her Solution and
perimeter while collecting signals and detecting market trends which indicate market evolutions.
21
Note: differences between the 3 upper levels depend on the geography coverage (Group and Geo) and the scope of offer Porfolio.
 


	22. Business Development Management
WHO
Business  hunters specialized in pure sales, opening and growing new business
territories.
PURPOSE
A key role to identify high potential customers (among the ‘named’ category) and define
Altran’s positioning.
While opening and growing new accounts, the question is to select where the business
growth of tomorrow will lie by adapting Group offering to client specific needs.
22
 


	23. Business Development
Global Business
Development  Director
A senior sales representative. He/she brings the best of Altran to his/her client. He/she is responsible for all the
business development within his/her Sector at Group level (strategic accounts apart). He/she is a “business
hunter” who explores and wins new sales territories to position Altran
Business Development
Director
A senior sales representative. He/she brings the best of Altran to his/her client. He/she is responsible for all the
business development within his/her Geo. He/she is a “business hunter” who explores and wins new sales
territories to position Altran together with his/her Business Development Team.
Senior Business
Development Leader
A senior sales representative. He/she brings the best of Altran to his/her client. He/she is responsible for all the
business development within his/her division. He/she is a “business hunter” who explores and wins new sales
territories to position Altran together with his/her Business Development Team.
Advanced Business
Development Manager
A seasoned sales representative. He/she brings the best of Altran to his/her client. He/she is a “business hunter”
who explores and wins new sales territories to position Altran. He/she is responsible for prospecting, opening and
developing new accounts within his/her sales territory, in a given sector and with the support of small team of
sales representatives.
Business Development
Manager
A sales representative. He/she brings the best of Altran to his/her client. He/she is a “business hunter” who
explores and wins new sales territories to position Altran. He/she is responsible for prospecting, opening and
developing new accounts within his/her sales territory, in a given sector.
Business Development
Leader
An entry level sales representative. He/she brings the best of Altran to his/her client. He/she is a “business hunter”
who explores and wins new sales territories to position Altran. He/she is responsible for prospecting, opening and
developing new accounts within his/her sales territory, in a given sector.
23
 


	24. Account Management
WHO
Business profiles  specialized in managing key client accounts locally or globally & who are
responsible for coordinating local resources to reach performance targets (sales, project
margin, FTE…)
PURPOSE
Altran.2020 Ignition key expectations are to strengthen our client facing and intimacy,
improve our go-to-market approach to highlight our value proposition and develop bigger
& more innovative deals.
For this, SWAT community has been extended to all Account Management positions in
order to ensure efficient and synchronized sales approach to our Strategic accounts.
24
 


	25. Account Management
Global
Account Director
The  worldwide sales representative on his/her Strategic Accounts (major importance or critical). He/she is in charge of
promoting and pushing Altran Group strategy. He/she is accountable of the worldwide performance of his/her Strategic
Accounts together with his/her team.
Global
Account Manager
The worldwide sales representative on his/her Strategic Accounts. He/she is in charge of promoting and pushing
Altran Group strategy. He/she is accountable of the worldwide performance of his/her Strategic Accounts together with
his/her team.
Senior
Key Account
Manager
A senior sales representative. He/she is in charge of large Strategic Accounts at the geo level. He/she is responsible
for the high value entry point at clients and pushes the Group strategic plan. He/she is accountable of the overall
performance of his/her Strategic Accounts together with his/her team.
Key Account
Manager
A seasoned sales representative. He/she is in charge of Strategic Accounts at the geo level. He/she is responsible for
the high value entry point at clients and pushes the Group strategic plan. He/she is accountable of the overall
performance of his/her Strategic Accounts, together with his/her team.
Advanced
Account Manager
A seasoned sales representative. He/she brings the best of Altran to his/her client. He/she is accountable for
developing locally Strategic Accounts on his/her sales territory, in a given sector, executing the strategic account plan.
He/she develops existing client relationship while prospecting new environments in his/her territory, supported by a
small sales team.
Account
Manager
A sales representative. He/she brings the best of Altran to his/her client. He/she is accountable for developing locally
Strategic Accounts on his/her sales territory, in a given sector, executing the strategic account plan. He/she develops
existing client relationship while prospecting new environments in his/her territory.
Account
Leader
An entry level sales representative. He/she brings the best of Altran to his/her client. He/she is for developing locally
Strategic Accounts on his/her sales territory, in a given sector, executing the strategic account plan. He/she develops
existing client relationship while prospecting new environments in his/her territory.
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	26. Sales Management
WHO
Sales representatives  managing sales teams, developing sales territory and ensuring
Client relationship.
PURPOSE
Altran 2020. Ignition key objective is to reach a best-in-class sales efficiency with a set of
efficient methods, process, materials and tools.
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	27. Sales Management
Senior
Sales Director
Responsible  for the sales management over his/her Geo. He/she conjointly works with the Operations
Director and/or Senior Operations Director. He/she has gained significant experience and expertise in
his/her role.
Sales Director
Responsible for the sales management over his/her Geo. He/she conjointly works with the Operations
Director and/or Senior Operations Director.
Sales Unit
Director
A sales representative who manages all Sales within a division with a dedicated Sales Team. He/she is
accountable for achieving yearly targets and works closely with team units.
Sales Unit
Manager
A sales representative who manages all Sales within a division with a dedicated Sales Team. He/she is
accountable for achieving yearly targets and works closely with team units.
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	28. General Management Family
  


	29. Primary P&L Management
COO
is  accountable for the sales and operations within his/her Geo, regarding organization and business on a
daily basis. The range of responsibilities a COO in mainly focused on Sales and Operations.
Division
Director
is accountable for the sales and operations on his/her market, ensuring profitable growth of the division
year after year. He/she manages a high level of relationship with his/her division key stakeholders (clients,
suppliers, Group).
Senior Business
Unit Director
is accountable for the sales and operations on his/her perimeter, ensuring profitable growth year after year.
He/she supports the Division Director facilitating internal day to day operations.
Business Unit
Director
is accountable for the sales and operations on his/her perimeter, ensuring profitable growth year after year.
Business Unit
Manager is accountable for the sales and operations on his/her perimeter, ensuring profitable growth year after year.
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	30. Support Management Family
  


	31. Support Management
Group SVP
defines  the Group domain strategy in line with the Group strategy, and cascades it in Geo/perimeters with the help of country/department
directors. He/she coordinates the network of the Support Function Directors to ensure the global coherence. The expertise/experience
combination is one of the main criteria of differentiation with the Group VP.
Group VP
defines the Group domain strategy in line with the Group strategy, and cascades it in Geo/perimeters with the help of country/department
directors. He/she coordinates the network of the Support Function Directors to ensure the global coherence.
Senior Director
is accountable of his/her Support Function within his/her perimeter. He/she defines and follows the long term strategy in agreement with
his/her hierarchy & following Group’s strategic guidelines while being in relation with the country Support Function Directors network. He/she
is responsible for a budget/P&L and for a larger function than the Director’s one.
Director
is accountable of his/her Support Function within his/her perimeter. He/she defines and follows the long term strategy in agreement with
his/her hierarchy & following Group’s strategic guidelines while being in relation with the country Support Function Directors network. He/she
is responsible for a budget/P&L.
Senior Manager
is accountable for a series of process of his/her support function. He/she translates and cascades the function strategy towards his/her team
and drives change with a long term vision. He/she is responsible for a budget and for a team. He/she manages projects with strong added
value and monitors the results.
Senior Expert
is responsible for improving a series of process & methods within his/her perimeter, while providing specific and complex services. He/she
has a wide and detailed knowledge of the organization’s processes, issues, and challenges or upon a specific tools. Implements the strategy
within his/her perimeter.
Manager
is accountable for a process of his/her support function. He/she translates and cascades the function strategy towards his/her team. He/she
is responsible for a budget and for a team. He/she manages projects with strong added value and monitors the results.
Expert
is responsible for improving process & methods within his/her perimeter, while providing specific and complex services. He/she has a wide
and detailed knowledge of the organization’s processes, issues, and challenges or upon a specific tools. Implements the strategy within
his/her perimeter.
Senior Professional
is a creative force who fully masters his/her perimeter and challenges existing procedures working within the framework of high added value
services. He/she is often in charge of solving complex projects.
Advanced
Professional
executes & adjusts methods and techniques of his/her activity to support the service/department he/she is part of. May be in charge of a
specific project to run in his/her activity line.
Professional executes methods and techniques of his/her activity to support the service/department he/she is part of.
The team of qualified professionals in charge of back-office activities
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