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SMSA Express Transportation Co., Ltd.

Role Profile & Job Description

Licensee of Federal Express Corporation


HR JD 001-004

P.O. Box 63259 Riyadh 11526, K.S.A.
	                                                     National Manager Sales 

                                              Department: Sales Department 
                                                            Reports to: Director of Sales & Marketing


	
	



	JOB SUMMARY


	Manage and develop the national sales team in order to maintain and grow profitable revenue from customers serviced via the sales business unit. Furthermore lead and develop the assigned territory manager and Tele-sales team in order to enable them to achieve the set revenue targets while meeting key customer needs.


	KEY DUTIES AND RESPONSIBILITIES, include but are not limited to following:


	Key Performance Area 1: 
	SALES


	Set and achieve sales targets and meet or exceed budget. 

Manage with Director of Sales & Marketing the cost of sales for the customers allocated to the sales territory within budget. 

Monitor business performance kingdom-wide with regional sales managers team to ensure effective and efficient management of the sales resources. 

Promote and implement automated solutions tools to customers to achieve customer satisfaction and lowest cost per shipment transactions. Deal with poor performance by taking the agreed necessary actions.
Develop credit card distribution and manage mail-room sales including achieving the target for both.

	Decides/Recommends: 
	Frequency  and

% of Annual Time

	Assesses accuracy and confirms that work meets business standards and policies/procedures in taking actions within own authority/recommending those actions requiring higher authority.
	Daily, Ongoing,

20%


	Key Performance Area 2: 
	Team Supervision

	Key Result Activities:
Lead the national territory sales and Tele-sales teams; ensure it is effectively managed, developed and led implement the core values within the team: team player, achievers, honest and helpful. Provide clear direction and performance standard to the team; maintain required staffing levels, training and motivation to meet set targets. 

Perform in association with client contact manager the performance evaluation process regularly for his reports and manage individual performance and career aspirations.



	Decides/Recommends:
	Frequency  and

% of Annual Time

	Allocates work within normal priorities, and exercises day-to-day control of staff. Gains approvals for overtime, leave, recommends disciplinary action where required,
	Daily, Ongoing,

25%

	Key Performance Area 3: 
	Reports and Analysis



	Key Result Activities:
Monitor market and competition situation, take appropriate actions to act on business risk within the framework of the current strategies. 

Set-up procedures for feeding market & competitor information back to both his line manager.


	Decides/Recommends: 
	Frequency  and

% of Annual Time

	Assess accuracy of received reports, recommends design of reports to meet higher authority requirements, for approval of format/coverage.

	Weekly, Monthly, and as required,

15 %

	Key Performance Area 4: 
	 Business Planning & Budgeting

	Key Result Activities:
Determine, with Director of Sales & Marketing, the sales business plan and objectives for the national sales territories. Re-enforce the field sales and Tele-sales business unit’s business plan at national sales territory level. Contribute to the creation, calculation and implementation of the budget and forecast for the national sales area. Ensure that the area budgeted and/or forecasted growth reflects the market potential. 



	Decides/Recommends: 
	Frequency  and

% of Annual Time

	Assesses importance and sensitivity of issues and decides how to resolve/address them. Implements improvements to procedure/ communications, recommends solutions/ actions to higher authority within Sales.


	Weekly, Monthly, and as required,

20 %


	Key Performance Area 5: 
	Decision Making


	Key Result Activities:
The National Sales Manager could have responsibility for up to National Territory sales and Tele-sales team, and will therefore need continuous assessment and ongoing evaluation on how best to decide to allocate these resources to achieve agreed targets. The person will need to identify and determine actions in cases of underperformance, setting priorities to rectify the situation.

	Decides/Recommends: 
	Frequency  and

% of Annual Time

	Recommends payments to suppliers within project plan. Refers all payments exceeding plan criteria for higher approvals 
	Weekly, Monthly, and as required,

20%


	EDUCATION & EXPERIENCE

	
	

	· Bachelor’s Degree or equivalent.
· Master’s Degree and Professional Certification preferred.  
· Ten years experience in Marketing/Sales-related positions.


	


	KNOWLEDGE BASE

	


	ROLE REQUIREMENTS

	Develops and implement comprehensive information files on sales client shipping practices for each market segments,
Implements  a client product and service information process to respond  to sales client's ill-defined shipping needs,
Implement a methodology for sale pricing negotiations,

Develops   Sales client acquisition operations planning capabilities,
Harmonies design, layout and the overall approach to Sales segments through a clear communicated policy,

Supports  the strategic National Sales Management structure with all of its entities across sales territories and regions,

Develops and implement an approach to secure competitors sales customers to the requirements of the Sales function, and

Implements a systematize value range of packing materials including display, stock control and price list,
Assists employees under him in setting targets.
Review the most appropriate technology required for maximizing sales across the Center 

	Skills: Technical competencies to undertake the role and knowledge of the business should be included here.

· Strong Ability To Impact And Influence.

· Excellent Interpersonal Understanding.

· Strong Achievement Drive And Initiative.

· Excellent Communication Skills.

· Leadership Skills.

· Bilingual Skills.

· Advanced Skills In Business and Market Analysis

· In-Depth Familiarity With Saudi Freight Market


	State whether

Essential or Desirable
Essential 

	
	


	COMPETENCY
	LEVEL

	Bachelor’s Degree or equivalent
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