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Mhe door to building excellence.




Job Description
	Job Title
	Incumbent
	Department
	Reports To

	Regional Manager
	
	Sales
	Director of Sales

	BASIC FUNCTION: In an assigned territory, manage the company’s sales growth, of both Cornell and Cookson brands, through effective dealer development and relationships, regular architectural promotion, and creation of end user awareness of our full range of products. Provide effective communications of field conditions and market trends. Assist in other areas as necessary and work cooperatively with others to help achieve company goals.

	Accountabilities/Activities

Effectively manage territory activities to achieve corporate sales objectives


	Performance Indicators

· Meet and exceed sales targets

· Cost of Sales (expense control)
· Increase close ratio though effective follow-up to close opportunities

· Record activities in the Customer Relation Management software (CRM)
· Develop and execute territory and market share plan

	Continuously advance one’s knowledge of CIWE’s products, competitor’s products, construction industry best practices, building codes, and selling and marketing techniques. 


	· Attend industry related tradeshows and seminars
· Pursue construction and door related accreditations
· Attend construction and architectural related seminars and educate dealers and fellow sales associates

· Research product and construction related issues and educate dealers and fellow sales associates

· Create sales aids
· Regularly share feedback from architects and end-users that explains their design needs and provides potential leads to new product developments.


	Establish the appropriate dealers and other customers in the territory and Metropolitan Statistical Areas (MSA) within the territory.
Work with both Cornell and Cookson Dealers to maximize the dual branded impact


	· Develop mutually beneficial dealer partnerships within territory. 

· Identify potential growth markets and strive to advance dealer sales growth (market share).
· Document dealer meetings and training in the CRM

· Work in partnership with the Estimating/Sales team 

· Introduce and train dealers on new products.
· Increase close ratio with dealer / partners.

	Manage pricing levels to achieve profit goals


	· Through constant review of dealer pricing compared to competitors, work toward the best mix of competitive pricing and higher pricing where possible.

· Convince dealers to use our competitive pricing and Request for Information (RFI) strategies



	Promote the Cornell and Cookson brand name, and new and existing products through architectural marketing and promotion


	· Do formal architectural presentations and record them in the CRM
· Meet with and support individual architects and document in the CRM
· Identify and target architectural firms that do not specify our new or existing products. Regularly call on these architectural influences as part of routine territory management.
· Provide design support and ensure our products are specified and detailed correctly on projects. 

· Document work in the CRM
· Work in partnership with Cornell/Cookson Product Reps and Architectural Design Support (ADS)
· Introduce new products to the architectural community


	Advance End-user awareness of our full range of products


	· Identify & call on key corporate accounts. Include dealers when applicable. Market the features and benefits of Cornell and Cookson branded products and their distribution network.

 

	Work with others internal groups to achieve Cornell/Cookson company goals


	· Work with inside groups - estimating/sales (ES), contract fulfillment (CF), service, marketing and communications (MARCOM), accounting, engineering, logistics, manufacturing, Cornell Storefronts and Clopay - to grow the brands.


	Experience/Requirements: Minimum 5 years’ experience in a construction product related industry. Bachelor’s degree preferred. Proven architectural selling skills and mechanical aptitude are essential. Must be highly organized and have a proven ability to work independently. Working aptitude in Excel, Word, Outlook, Power Point, CRM preferred. Live within the assigned territory.


	Problem Solving: Ability to analyze complex problems, creative solutions and make sound, independent decisions and plans. Capability to negotiate price within corporate guidelines.



	Scope of Control: Able to manage territory and develop sales & marketing strategy within a defined territory by market. Accountable for sales volume, average margin level and expense control



	Communication/Cooperation: Must be able to develop mutually beneficial dealer partnerships within the territory. High level of communication, teamwork and interpersonal skills required. Ability to develop business relationships with key architect & end user customers. Must have excellent verbal and written communication skills.


