SIMPRO Solutions Inc. 
Position Description Summary
	
	Revision Date:
	February 1st,2011

	

	Position:
	Inside Sales/New Business Development Manager
	Reports To:
	President

	

	Job Classification:
	TBD
	Salary Range 
	$50,000-$60,000
(plus commissions)



	Pre-requisites:
	· 2-4 years inside sales experience with a focus on outsourcing/call center related projects 
· BA/BCom. Required in business, or a related field or equivalent.


	Broad Function:
	· Work cooperatively with the President and other members of the sales team to create new customers/prospects 
· Meet or exceed monthly sales quotas at the appropriate gross margin while increasing customer satisfaction.
· Determine customer requirements and expectations in order to recommend specific services and solutions.
· Sell or introduce new corporate products and services to new clients.

· Generate new and repeat sales by providing product and information in a timely manner
· Develop and accomplish a lead generation plan, meeting or exceeding monthly or annual targets.

· Identify decision makers amongst the targeted leads in order to start sales process.

· Cooperate with Sales team to determine essential strategic approaches for sales.

· Maintain and expand the database of prospects of the organization.

· Outbound and inbound account management



	Direct Reports
	N/A


	Skills Requirements:
	· Knowledge and demonstrated skills in 

· Microsoft Word, Excel, Internet Explorer 
· Microsoft Project Management

· Sales Force CRM/Sugar CRM or other lead database
· Mathematical Aptitude

· Communications both verbal and written.

· Interpersonal Skills

· Time and priority management skills



	Competencies:
	· Leadership – Sets out clear expectations and follows up on progress.  Leads by example.
· High Standards of Professionalism – Conducts his/her self in a manner that maintains professionalism at all times and expects high standards of professionalism from others.
· Attention to Detail – Identifies and responds to details that others may have missed and generally delivers communications and reports that require minimal clarification or corrections.
· Sales Competency – Is able to have a sales ‘hunter’ type of approach when it comes to generating new sales leads.
· Analysis and Problem Solving – Easily identifies problems, root causes, and develops and implements solutions that drive quality results.
· Team Work – Creates an environment that creates teamwork and fosters co-operation
· Organizational Commitment – Demonstrates dedication to the organization and is willing to go above and beyond to meet objectives.
· Organizational Alignment – Acts in alignment with company policy, mission, vision and guiding principles.
· Concern for Quality – Demonstrates the understanding of the impacts of quality on the bottom line and visibly acts to ensure quality throughout the organization.
· Communications – Communicates openly and honestly, and delivers a clear and concise message.  Checks back for understanding to ensure that messages are received and understood.
· Proactive Approach – Identifies potential future obstacles and acts in advance in an attempt to avoid or capitalize on them respectively.
· Planning and Prioritizing - Easily prioritizes workload and invests an appropriate amount of time in planning to ensure that promises are delivered.
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