	Department 
	Network Infrastructure Business Unit

	Position Title
	Territory Manager(KSA)

	Job Reference
	JDTM/KSA/ONL/01

	Key Responsibilities
	· Achieve and exceed revenue and margin targets set by the BU Manager.
· Develop and implement comprehensive territory sales execution plans incorporating regional & vendor objectives with local opportunities to effectively achieve sales goals.

· Effectively coordinate with the Channel partners on regular basis to close deals, identify new projects etc.

· Identify potential markets & resellers for focus products. Implement vendor’s channel partner programs and build an active channel to provide sustainable business to the company.

· Mapping new partners for the partnership, groom potential resellers and tracking the existing partners on quarterly basis.

· Work in close coordination with marketing dept & BU team for relevant products on sales promotion activities to channel partners, resellers thru direct mailers, sales campaigns etc in assigned territory.

· To report on activities in the predetermined periods to enable business manager to update MIS reports to principals & management for sales pipeline etc.

· Coordinate with Vendors for Channel training, products presentations, demos, end user visits along with partners, if required and assure a sustainable business relationship with customers.

· Establish and maintain strong relationship with vendor account managers

· Co-ordinate with various entities for RMA support, delivery follow ups, accounts receivables.

· Timely Set up / Review Credit facilities with channel partners to ensure smooth functioning.

· To work on Vendor Sales Certifications.

· Provide Business Intelligence to the organization

· Project Management for the resellers which includes product positioning, presentation to end users , stock availability , logistics etc

· To be a part in Preparing Sales Budgets inline with the expectations of the Company & Vendors, taking into consideration the market growth

	Essential Functions
	· Channel Engagement: Identify & close projects, regularly be in touch with channel, customer & territory visits, product updates, pricing updates, feedback to product management on various aspects like activities of competition, requirements of market, channel development and support activities.

· Work to build a market, working and buying platform by identification, qualification, & appointment of channels / Account Mapping

· Quotes, Sales pipeline updates, co-ordination with Sales Coordinators / Product Management for timely execution of commitments to the channel.

· Keeping abreast with current products and technologies. Study the market behavior in terms of buying patterns etc. to form sales strategies 

	Job Specification
	· Graduate in any discipline

· Experience in Channel Sales & Management will be an added advantage

· Experience in selling convergence product portfolio like IP Telephony / Voice products and applications, networking products is a must. 

	Competancies / Skills
	· An adept and proactive communicator able to build relationships at all levels, able to deal with others with tact and good judgment. Responsible, inclusive and approachable. 

· Target driven with the drive and desire to contribute to the success of the company’s strategy and goals.  

· Positive and enthusiastic, displaying a genuine passion for meeting new challenges. Inquiring and analytical. 

· Excellent knowledge of the IT industry 

· Excellent commercial awareness 

· Strong character 

· Ability to work in teams and stand alone 

· Ability to work hard and smart 

· Determination and motivation to succeed 

	Expected close date : 
	22nd  April, 2008


