THE ORGANISATION

Our client strives to enhance shareholder value through excellent service delivery, establishing best-company-to-work-for
status and by being a foremost corporate citizen. As part of an international oil conglomerate, the local subsidiary seeks
to meet the energy needs of a cross-section of stakeholders through the reliable and efficient supply, distribution and
marketing of petroleum products. Furthermore, their vision is to be the most respected service provider, operating at the
most efficient cost and one that is fully committed to their responsbility towards employees and external stakeholders. |f
you are a dynamic and energetic individual seeking a challenging opportunity to integrate your strength and passion in new

business development, this position is for you.

SALES MANAGER

THE POSITION

You will ensure new business growth, sustaining existing
sales volumes, increasing market share and gross
profit margin.  Furthermore you are responsible for the
development and performance of all sales activities in the
assigned market. You will staff and direct a sales team and
provide leadership towards the achievement of maximum
profitability and growth in line with company vision and
values

KEY AREAS OF FOCUS

Sales Management: To provide input to the annual
budgeting process, to nurture, maintain and manage
good customer and stakeholder relations, to negotiate
supply agreements with customers, to effectively manage
pricing, rebates and discount levels and ensure all costing
associated with customers is accounted for, to manage the
level of gross margin after variable expense and customer
credit, to conduct variance analysis/ business reviews per
customer, compare to budget and take corrective action
where appropriate, to ensure continued improvement in
the accuracy of sales forecasting and to effectively manage
contracts and the administration thereof.

Sales Strategy: To participate in developing sales and
marketing penetration strategies and new business models
to ensure all business models are up to date and effectively
managed, to develop a business plan and sales strategy for
the market that ensures attainment of company sales goals
and profitability, to implement and manage promotions
and marketing strategies/ activities as directed to ensure
marketing objectives are reached, to collect and report
market intelligence, competitor activities, pricing strategies
etc.

Investment projects: To investigate and propose
opportunities for investment with special attention to
new outlets in the region, to manage capital expenditure,
commitments and liquidations for the region.

People Management: To effectively mange employees
through applying the company’s People Management
principles and to develop, coach and mentor subordinates
to promote a positive working environment which will attract
and retain skilled staff and increase productivity.

HSEQ Compliance: To ensure constant adherence and
compliance to company HSEQ and security standards, so

as to minimise all risk pertaining to company assets 4

protection of life.

Governance: To ensure effective risk management a

internal control, including asset management for

region.

THE PERSON

Minimum requirements

e Appropriate degree/ diploma in sales/business manag
ment or administration and 4-6 years marketing and sa
management experience in the oil industry, or Matric p|
6-8 years marketing and sales management experie
in the oil industry or comparable industry.

e Five years relevant work experience (seling comp
products and service offerings).

e Exposure to analysing and interpreting financial sta
ments/ results, either in studies or work experience.

e Extensive experience in interacting with employees, ¢
tomers and dealers.

e Ability to anticipate future client business information &
market research needs and recommend ways to capif
ize on these

e Wilingness and ability to prospect and open ni
accounts.

e Computer Proficiency [Word, Excel, Powerpoint].
e Preference would be given to Namibian citizens.

Competency requirements
e Project management skills.

e Exceptional sales management, negotiation and conf
resolution skills.

e Self-starter, goal oriented and able to work with a h
degree of autonomy.

e | eadership skills, team-building skills and the ability
motivate others.

e Strategically perceptive, conceptual, analytical and go
evaluation skills.

e Strong verbal ability and communication skills.

e Strong achievement orientation and uncompromis
integrity.

e Commercially astute and innovative.

INTERESTED ?

Our client offers an attractive package commensurate with qualifications and experience|
The closing date is 09 July 2010 and suitably qualified Namibians are

encouraged to apply. We request that you forward your CV for the
attention Zayanih Dennis at zayanih@potentia.com.na. Only electronic CV’s
will be accepted. All applications will be handled exclusively by Potentia
and selected candidates will be required to undertake an assessment test.

POTENTIA




