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Derina Barringer

312-627-9301 x3214

dbarringer@jobplex.com
POSITION SPECIFICATION

Title: 

Regional Sales Representative, Pacific Northwest
Reports to:  
U.S. Sales Group - Reports to VP of U.S. Sales (Located in Charlotte, NC)
Location: 
Prefer Washington. Home based office. 

Company Description:

Our client is a rapidly growing privately owned medical software development company. They have provided Radiation Treatment Planning (RTP) Systems used in the treatment of cancer since 1979. Their customers are hospitals and cancer clinics. They employ 240 employees (Sales Professionals, Software Engineers, Medical Physicists, Certified Medical Dosimetrists and Systems Support Personnel in addition to the normal corporate administrative functions) internationally.

Job Description:
Full-line sales professional responsible for selling products and programs to existing and future customers (hospitals and cancer clinics). Customer contacts will include medical doctors, radiation oncologists, medical physicists, certified medical dosimetrists, and hospital administrators. Territory includes Washington, Oregon, Colorado, Utah and Idaho.

Essential Job functions are as follows:

· Develop strategic sales plan that supports current and long term sales and marketing objectives.

· Identify sales goals by product for the geographic region.

· Establish a program where customers are contacted on consistent basis. During these contacts, communicate product plans and company plans Insuring effective communication of plans and solicitation of customer input.

· Identify sales prospects on regular basis 

· Provide update reports on shipping of products.

· Prepare additional sales forecasts as requested by management (Quarterly forecasting)

· Identify important regional meetings & opportunities and attend as appropriate.

· Attend industry conferences, trade shows and national conferences as appropriate.

Position Requirements:
Minimum of five (5) years relevant medical sales experience to an end user is necessary (medical devices or medical software is highly preferred). Must be able to travel minimum 50% of time (approximately 3 days per week overnight travel). Should possess excellent organizational and verbal communications skills, present a neat, professional, well-groomed presence, and be highly reliable & independent. Valid drivers license & ability to lift products for on site demonstrations is necessary. 

Looking for a facilitator who can “find it, work it, and close it.”  Individual needs to be extremely ambitious and sales-oriented. 


Miscellaneous Information:  Average ticket price for a full system is $125,000.  Specific units are an additional charge of anywhere from $25,000-$150,000.  Typical sales cycle is approximately 6 months.

Compensation:

Competitive base salary commensurate with background and relevant experience + monthly Commissions + semi-monthly car allowance. Other incentives include laptop and cell phone, medical, dental, disability, life, 401(k), Section # 125, flexible spending accounts, tuition assistance, three weeks PTO and 10 paid holidays.







