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JOB DESCRIPTION

JOB TITLE:  Sales Manager                                           DEPT/OFFICE LOCATION:  All Locations
DESCRIPTION EFFECTIVE DATE: January 2010  NEW: ______ or  REVISED: _X__ (Check  One)

EMPLOYEE NAME: _____________________________________________________  (Please Print)  

EMPLOYEE SIGNATURE: __________________________________________DATE: ____________

HUMAN RESOURCES SIGNATURE: __________________________________DATE: ____________

Position Summary
Direct the actual distribution or movement of a product or service to the customer. Coordinate sales distribution by establishing sales territories, quotas, and goals and establish training programs for sales representatives. Analyze sales statistics gathered by staff to determine sales potential and inventory requirements and monitor the preferences of customers. Sales Managers are measured on Performance of their team, Purchase Orders Closed Margin and Shipped Margin, month over month.
Position Responsibilities/Essential Functions

Manage a team of National Account Managers that contact partners through, but not limited to, phone calls, email, mailings, fax and seminars to communicate opportunities to extend initiatives with the company. Sales Managers will work with VP of Sales, Technology Services:
· Assist in the development and implementation of strategic sales plans to accommodate corporate goals
· Directs implementation and execution of sales policies and practices to promote sales growth
· Directs sales forecasting activities and sets performance goals accordingly for their Sales Team. 
· Directs Staffing, training and performance evaluations to develop and control sales performance for their Sales Team.
· Directs local channel development activity and coordinates sales distribution by establishing sales territories, quotas and goals.
· Assigns and Manages sales territory to sales representatives

· Analyzes and controls expenditures of their Sales Team to conform to budgetary requirements

Requirements:
Knowledge:

· Analyze sales activities or trends
· Determine customer needs
· Use knowledge of sales contracts
· Use product knowledge to market goods
Skills/Abilities:

· Facilitate new processes, tools, communications, training and methodologies to ensure sales program's success across teams and departments throughout the company. Serve with other departmental management to facilitate relationships among members of these various departments and locations in order to achieve the organization's goals and objectives.
· Facilitate programs to gather requirements and features from customers and their communities to augment sales, marketing, development, support, product management, and business and technology partnerships, and others as needed
· Participate in client interactions to ensure cross training, customer satisfaction and management involvement regularly
· Confer with potential customers regarding equipment needs and advise customers on types of equipment to purchase.
· Resolve customer complaints regarding sales and service.
· Conduct sales presentations
Experience
· Demonstrated people-oriented management experience, leading a team of people, and a minimum of 8-10 years overall business experience
· Strong PC skills, including experience using MS Project, MS Office, MS Outlook, and MS and Netscape Web Browsers, or equivalent

· Excellent presentation, written and oral communication skills.
· Represent company at trade association meetings to promote products.
Education:

· High School Diploma or equivalent; business degree preferred. 
Supervisory Responsibilities:
· Assign work to staff or employees
· Conduct or attend staff meetings
· Establish employee performance standards
· Hire, discharge, transfer, or promote workers
· Able to resolve complaints and problems as they arise from customers and employees
Success Factors:
· Superior problem solving skills. Proven ability to manage detail on multiple projects simultaneously

· Identify best product for customer's needs

· Provide customer service

Job Performance and Measurement Factors:

The following factors are job expectations for the position of Sales Manager.
· Be a Manager:

· Know your reps and their capabilities. Sales Managers should spend 80-90% of their time with the medium and high performers and 10% or so with lower level performers. Typically, you can apply the 20-70-10 rule being 20% are the high performers, 70% are the medium performers and 10% are the low performers. 

· High Performers (80-90% or > YTD of quota) or those reps that you know will hit that number quickly and consistently with coaching.

· Medium Performers (50-80% of YTD quota) or those reps that you know will hit that number quickly and consistently with coaching.

· Low Performers (less than 50% YTD quota) and has little opportunity of ever producing more than $200-300,000 of margin annually. 
Speak to all your reps weekly, Know of every Deal that your REP is working on that is targeted to close in next 30-60 days. Review Month over Month Pipeline Activity (look for 3 to 1 multiplier – Quota Delta YTD over Pipeline Activity).


· Be engaged in all the large deals, $250-500,000.

· Hold weekly one/one reviews with every REP that is not at least 50% YTD of their quota. For those reps that are 25% or less YTD of their quota, expect a weekly report from them of their past weeks activity: How many calls, how many client visits, new leads, new qualified opportunities. 
· Hold reviews with VP of Sales 
· Weekly Sales Manager Reviews 

· Monthly Reviews w/ Sr. Management
· Know your key Manufacturer Sales Managers (Voice, Data, Video, Enterprise) in the markets you cover. Place a call into each monthly and visit quarterly, if possible. 
· Always Search for Sales Talent in your markets and look for talent that can bring something to the table. 


· Be a Coach:

· Stress CRM and Back Office accuracy

· Mentor and own the responsibility to get new sales associates up to speed on process and engagement. You should be the SPOC for assistance and guidance until they are comfortable doing this themselves.

· Evaluate all Deals less than 30% margin and Stress MORE Profitability, Qualify EVERY new opportunity that goes into the pipeline, through proper questioning, profiling or visit to client with the sales rep

· Forecasting is a Requirement, Monthly versus Results. Look for month over growth in pipeline activity.


· Be a Leader:
· Find ways and time to stress TEAM discussions: Sharing ways deals were WON vs LOST.

· Lead by Example – Spend time with the middle performer reps in the Field (as much as you can) and help them CLOSE deals, recognize issues, help the middle level performers to be high performers.

Physical Demands and Work Environment:
Describe any special physical demands of the job as well as anything different about the work environment that the employee should be made aware of.

The above position responsibilities represent general responsibilities and requirements for the position.  Other duties, responsibilities, and qualifications may be required and/or assigned as necessary.

Human Resources Only:

FLSA Status:  (   )  Non-exempt          ( X )  Exempt Outside Sales 
EEO Code:   4      EEO Category: Sales 
