	Position Title: 
	 Head of Sales

	Reports To:
	Chief Commercial Officer

	Section
	Sales
	Department
	Commercial

	Grade
	
	Date
	

	Role Purpose:
Total accountability for sales and revenues.

Responsible for setting sales objectives for One’s Sales sections:  Indirect, Shops and Direct sales (Small Office/Home Office - SOHO, Small and Medium Enterprises - SME and Key accounts including governmental and Para-governmental accounts).
Accountable for all sales budgets and shop financial results. 

Negotiation of pricing, terms and conditions for all Key account subscribers.

Lead various Sales teams within One in order to maximize company objectives and successfully launch new organization in a competitive environment.

Maintaining customer satisfaction while exploring new revenue opportunities.




	Key Responsibilities
	% of Time
	Performance Measurement Criteria to Meet Objectives

	Acquisition
Build and manage team structure that will facilitate acquisition from all channels.

Implement tools that will assist sales teams to identify and prospect for potential sales.

 
	5%
	Number of new accounts, channels and end user sales acquired against agreed targets.
Growth of businesses of new channels acquired against agreed targets.


	Sales Targets
Achievement of sales targets in terms of selling company products and services.
With a clear mandate, the candidate will be able to formulate the best possible methods to market the new service depending on their size and contributions to company’s revenues. The candidate will work with company’s Marketing and Finance departments in order to create strategic pricing structures. 
	60%
	Achievement of monthly/quarterly/annual sales targets for assigned account on all products and services.



	Channel Development/Account Management
Oversee and correct geographical territories per Channel.
Oversee the development and implement new retail partners and other departments.
Determine sales quota for each Sales section (for indirect, shops and direct sales) based on country potential.
Work with Marketing to implement marketing plans, programs and promotions per channel in order to stimulate sales.
With the cooperation of Marketing develop & implement effective Merchandising plan for the assigned retail channels and Shops.

	5%
	Approved and implemented sales plan.
Uptake of/development of new products and services by the channel against agreed targets.
% revenue growth from the accounts managed.
Implementation  of company accepted branding and merchandising.
Quality, accuracy and timeliness of weekly/monthly evaluation reports  to Chief Commercial Officer (CCO).

	Sales promotions/Awareness campaigns
Lead implementation of effective promotional activities within all sales channels.
	5%
	Achievement of set targets as per the promotional plan (number of promotions successfully carried out against plan).

	Accountability of section budget.
Hire/fire/replace required staff in all sections.

	25%
	Operate within approved budget.
Staff development initiatives proposed and implemented annually.




	Reporting Relationships: Indicate the jobs that report to this position.

	Corporate Sales Manager, Retail Sales Manager




	Decision Making Authority /Mandates/Constraints: What decision/s is the position holder empowered to make based on the key result areas of the position?



	Approval of channel agreements, client agreements.
Include incentives where required and approved by Marketing.


	Planning: What planning responsibilities are applicable to this role? Indicate what the planning entails.

	Resource planning

Budget planning

Sales Plan development
Business plan implementation
Senior Management presentations



	Financial Responsibility: What financial responsibilities are applicable to the role? Indicate the amounts responsible for? The responsibility can be for OPEX, CAPEX, and Petty cash etc. Indicate what the financial responsibility entails e.g. approving, monitoring, reporting.

	Meeting assigned regional promotion budgets, departmental budgets for all three sales sections :  indirect, shops and direct sales.


	Responsibility for stocks, equipment etc (non – cash resources). Indicate the type of resources responsible for and the approximate value.

	 Sales tools and work equipment for all sales sections. Responsible for
	Approximate value

	staff equipment, customer premiums and company assets.
	


	Responsibility for generating revenue. Indicate the revenue streams the position holder is responsible for as a % of the departmental target.

	Monthly, quarterly/yearly sales targets


	Relationship Management: Indicate the departments/organizations/companies etc that the position holder will need to relate/liaise with as part of this role.

	Customer Care
Marketing

Finance

Legal affairs,
All levels of Management


	Project Management

	Type of projects
	Nature of responsibility

	Sales related activities
	Lead


	Process Management

	Type of Processes
	Nature of Responsibility

	Implementation and adherence to pre established sales processes
	Ensure 100% compliance
Document process and procedures


	Essential role related knowledge, skills, qualifications and experience at selection. Define the type of degree/diploma required; specify the duration & type of experience required, the skills & knowledge needed as a prerequisite for the role.

	Total work experience of 10 to 12 years or more The candidate will have full responsibility for problem solving and shall hire a management team that will also be accountable for key management and customer oriented decisions. 

Have good financial and technical understanding.

Experience with the wireless technology an asset.


	Behavioral Competencies 

	· Strong leader with a strong business and commercial sense
· The candidate must demonstrate a great deal of autonomy and self-starter skills
· Excellent mentor and coach
· Decisive when staff  issues occur
· Proactive, confident, energetic and with ability to work under pressure

· Strong planning skills

· Must demonstrate sales planning, forecasting and sales execution experience
· This will be a new company with a new distribution team and network. Decisions will not be made on current practices but more specifically based on candidate’s judgment and business acumen.


	Technical competencies required in the role

	· Understanding of financial principles
· Business acumen

· Strong sales, Marketing and planning  experience and ability to negotiate with marketing 

· Excellent business presentation skills for senior management meetings
· Business development and analysis skills

· Strategic planning competencies


APPROVALS:
Chief Commercial Officer
Name: ______________________________________ Signature:  _______________________ 
Date _____________________
Chief Operating Officer
Name: ______________________________________ Signature:  _______________________ 
Date _____________________

Source: Renaud 2010


