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Job Description

Job Title:
Manager, Global Sales
Job Code:
BE9999
Job Grade:
K
SJC Code:
KADNK


Reports to:  
Management
EEO-1/Job Family:
Professional
Supervises:
Staff
Created/Revised:
February 1, 2006
Ed/Exp:
BA/10
Travel:
< 50%
Lic/Cert:
None
Environment:
General Office


Objective: To lead, manage, and promote the global sale of company products and services.  To develop and implement marketing plans and strategies designed to achieve specific sales and revenue objectives.  To develop and present sales briefings to potential and existing customers. To directly manage or participate in the development of sales proposals.  To develop and negotiate business agreements through a RFI, RFP, SOW, MSA, NDA or other related documents and procedures.  To develop globally-based relationships that enable a better understanding of diverse customer interests, requirements, and decision making processes.  To maintain a constant awareness of the existing and planned business objectives of existing and potential clients, and all related market conditions that potentially impact the sale of Jeppesen’s products and services.
Essential Functions: 
1. Leads, manages, and promotes the global sale of company products and services.

2. Develops and implements marketing plans and strategies designed to achieve specific sales and revenue objectives.

3. Develops and presents sales briefings to potential and existing customers.
4. Manages or participate in the development of sales proposals.

5. Pursues, negotiates and establishes non-disclosure agreements (NDA), memorandum of understand (MOU), letters of interest (LOI), Statement of Work (SOW), and other new agreements for prompt sales opportunities in compliance with company protocols, policies, IP, and standards for contract administration.
6. Directs the formulation of sales concepts and content, and completion of responses to Request for Information (RFI) and Request for Proposal (RFP), Statement of Work (SOW), and all related sales negotiations.
7. Develops globally-based relationships that enable a better understanding of diverse customer interests, requirements, and decision making processes.
8. Consults to Boeing and Jeppesen senior management and to existing and potential clients to directly influence the targeted sale of Jeppesen’s products and services.

9. Maintains a constant awareness of the existing and planned business objectives of existing and potential clients, and all related market conditions that potentially impact the sale of products and services.
10. Maintains a state-of-the-art subject matter expertise on existing and planned technologies for a diverse portfolio of aviation, marine, and military products and services.
11. Manages the strategic vision for client-specific promotional materials designed to directly influence the global sale of products and services.
12. Manages the global receipt, tracking, and analysis of customer calls with sales teams, IT, and related support staff to promptly clarify, validate and resolve any client issues.
13. Recommends and implements, as approved, strategically designed sales campaigns and initiatives to directly influence sales.  Works in conjunction with customer service representatives, account executives, sales executives, and product managers to expedite integration.
14. Manages the identification and development of global sales opportunities, identifies decision makers, and develops relationships throughout the client organization.

15. Manages, maintains and validates the accuracy of global sales records, customer requirements, and customer preferences for new products and services.
16. Manages global sales in compliance with Boeing Legal.
17. Manages a global sales staff, and provides technical direction, guidance, and training on communications to customers and industry contacts, and direction on the use of sales protocols for legacy and new products.
18. Performs other related duties, including special projects, as requested or required.

Education/Experience: Bachelor’s degree in business, with an emphasis in the global sale and marketing of highly technical products, services, and information within the aviation and/or marine industries, or the equivalent combination of related training, proficiency and experience.  A Master’s degree is preferred.  Ten (10) or more years of related experience, or the equivalent and validated proficiencies.
Skills, Knowledge & Abilities: Demonstrated managerial proficiencies in all phases of a global sales function, with an emphasis in new business development, new market development, product marketing, product development, product management, product quality and service delivery, preferably within the aviation and/or marine industries.  Demonstrated proficiency developing a global sales plan and achieving projected sales and revenue objectives.  Demonstrated knowledge of U.S. domestic and international aviation and/or marine regulations, customer requirements, competitors, software products and related technologies.  Demonstrated knowledge of liability, risk, intellectual property, contracting and other legal factors related to the sale of aviation or marine products and services.  Demonstrated proficiency as a senior level point-of-contact for the consistent representation and communication of global product sales, service, and management.  Demonstrated proficiency negotiating with outside companies as needed to establish partnerships and other working relationships.    Demonstrated experience conducting original research and analysis, and the consistent achievement of projected results based on analysis performed.  Demonstrated proficiency establishing and maintaining successful customer service relationships that frequently lead to the sale of products and services.  Demonstrated proficiency communicating technical data and its robust application in computer hardware, software and peripherals.    Demonstrated effective and diplomatic oral and written communication skills, including making scheduled/unscheduled presentations before diverse domestic and international business development teams, executive management, and external clients.  Demonstrated experience using diplomacy to negotiate, to resolve service conflicts, and to persuade others to embrace strategies proposed.  
Licensure/Certification: None.

Performance Requirements: Employee must comply with Jeppesen’s policies and procedures, including but not limited to: attendance, harassment, EEO/AA, confidentiality, security, safety, conflict of interest, ethics, copyright and patent, completion of core management development requirements, and use of company equipment/products/services, etc.
Physical Requirements: Character and scope of essential functions require constant sitting, seeing, hearing, repetitive motion, and occasional lifting of general  office materials [reams of paper, telephone books, manuals, binders, etc., typically weighing ten (10) pounds or less.  Essential functions are routinely performed in a general office environment and at numerous aviation and/or marine locations.  Essential functions require frequent domestic and international travel. Employee must comply with safety and security requirements, and wear Personal Protective Equipment (PPE) as requested or required.
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