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                                   Media Sales - Department Vacancy

Job Title: 			Direct Media Sales Team Manager

Reporting To:			Head of Sales 

Location:			Aldershot (two days out on appointments a month)

Hours:	Either full time (40.5 hrs) or we can accommodate flexible working days/hours but not less than 30 hours per week - must include both Mondays & Fridays

Salary Range:			£35k-£50k FTE (depending on experience)

Commission/Bonus:		Non-capped, average of £5k-£10k annually


General Description of the Role:
Boomerang Media is a leading out-of-home advertising business, selling engaging & effective media campaigns to national brands & local businesses. We help brands reach targeted audiences, including professionals, families & youths through advertising opportunities in health clubs, shopping malls, leisure centres, playhouses, cinemas and schools. Our client base includes; Red Bull, Nivea, Pandora, Sky, Clinique, TomTom, Nike, Jaguar, PG Tips, Lego, Kellogg’s, Colgate & Sony to name a few.

Due to a period of exciting growth, we are looking for a Sales Manager to grow & develop our dynamic Direct Media Sales Team. The successful candidate will be tasked with recruiting, training, retaining and mentoring a team - currently comprised of 4 telesales executives to circa. 10-15 over the next 2 years - to achieve strong revenue generation performance. 

The overall business mission is to grow existing direct advertising revenues from local businesses across the UK, from approximately £300k to over £2M per annum. The team will be mainly selling our estate of digital advertising screens & poster panels within the UK Health & Fitness sector including the David Lloyd, Pure Gym & Nuffield Health gym chains, but other parts of the portfolio will also be targeted as appropriate.
   
The ideal candidate will be an experienced Sales Manager with experience of developing internal sales teams. Strong mentoring & training skills be essential to be successful in the role, as well as experience of recruitment, performance management, appraisals & 1-2-1’s etc.

Desired Personal Attributes & Skills:
· An experienced Sales Manager who can demonstrate a successful career in SME sales environments
· The ideal candidate will be prepared to lead by example in terms of call activities & revenue generation
· A proven track record in managing & developing Tele-Sales led Business Development Teams (5-15 heads plus) & experience of training at Team Leader & Sales Exec level
· Strong commercial skills & experience of field based sales activity
· A natural interest in media, marketing & communications essential
· Experience of selling a service / solution

· Personable - able to motivate & inspire a team towards hitting their targets & KPI’s
· Literate & numerate - able to forecast & report effectively; develop & implement a sales strategy; set individual team targets; manage external agencies

Job Specification:
1. To be directly responsible for ensuring the Local Sales Team achieve their targets & KPI’s
2. Day-to-day running of the Local Sales Team; responsibility for team member development & training; to mentor & coach as needed; to maintain high team standards & disciplines
3. Manage inductions, reviews, appraisals & disciplinary action as required
4. Monthly reporting & forecasting to the Head of Sales
5. Undertake business planning for the calendar year; drive forward implementation & revisions throughout the year; quarterly target setting with the Head of Sales
6. Regular updates with Head of Sales in terms of “Rising Stars” in terms of suitability for National Accounts Team & succession planning.
7. To manage external regional agencies; establish reporting processes & pipelines
8. To ensure communication between teams & team members is as effective as possible; to strengthen relationships with departments outside of Sales & Marketing
9. Management of local sales leads, including distribution & monitoring team effectiveness / accountability
10. Work closely with the Head of Sales & Marketing in terms of feeding back on the effectiveness of marketing campaigns & ensure that there are effective campaigns & collateral in place which are well aligned with Local Sales Activity
11. Implement initiatives to improve client service levels & retention; to ‘trouble shoot’ challenging contacts & pieces of business
12. Support & train on the new CRM system to ensure that data is accurate and updated regularly.
13. Ensure all administration is in line with company policy & procedure
14. To professionally represent the company at all times; some flexibility in hours may be required (i.e. for entertaining) due to the nature of this role



For further information on the role, please contact either:







Dan Photi - Head of Sales				Martin Smith - Managing Director
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