
 
 

JOB DESCRIPTION 
 
Position Title:    North Central Regional Sales Director 
 
POSITION SUMMARY: 
Lead the sales effort in the North Central United States (OH, KY, IN, MI, IL, MO, WI, IA, NE, SD, 
MN, & ND).  Develop major accounts in strategic industries, enhance sales with existing 
customers, develop new leads, coordinate customer relations, provide detailed input for 
applications engineering, qualify opportunities, and increase Trilogy’s visibility in the marketplace.   
 
ESSENTIAL FUNCTIONS: 

1. Execute the complete sales cycle, from generating sales leads, coordinating sales activities 
and required resources for solution development, negotiating, and closing.  Assess key 
decision-makers’ needs and develop a plan of action to meet customer needs with the 
company’s products and services.  Manage ongoing account relationships.  Maintain 
account presence by providing value-added services and maintaining professional 
relationships with key customer personnel.  Understand customer’s business, technology 
and product requirements, and appropriately match the company’s solutions to meet 
customer needs.  Demonstrate significant expertise in assigned product lines and ability to 
explain technical issues.  Favorably influence product selection in targeted accounts with 
appropriate sales messaging.  Has a broad knowledge of the entire product line.   

2. Engage appropriate internal resources to support sales pursuits.  Maintain close 
communication and cooperation with all functional groups (Management, Customer 
Service, Shipping and Receiving, Marketing, Manufacturing, Accounts Receivable, and 
Purchasing) to ensure pertinent information is relayed to all parties involved in the sales 
process. 

3. Assess market opportunities and develop business plans to meet revenue objectives.  
Conduct territory analysis and planning to enable appropriate allocation of time to 
accounts and customers.  Conduct ongoing market and competitive research, including 
competitive products, pricing, and other competitive activities.   

4. Call on wireless carriers, in-building integrators, DAS providers, state and local government 
agencies, and OEMs to identify potential customer prospects. 

5. Coordination and attendance at assigned trade shows to promote company products and 
to develop leads. 

6. Demonstrate and train customers for product certifications.  
7. Perform revenue and demand forecasting, account planning, project planning, and other 

related sales administrative tasks to grow assigned business profitability.  Provide 



information and reports, as required, to inform management of sales progress and 
success. 

8. Identify new customers in assigned area to increase sales opportunities, including new 
distributors and representatives. 

9. Maintain existing customer base and promote increased sales. 
10. Adhere to all company pricing policies and authorization levels for customer prices. 
11. Maintain/enhance profit margins and identify profit maximization opportunities. 
12. Control travel and entertainment spending within budget and adhere to company travel 

and expense policy. 
13. Provide management with the following ongoing reports: 

(1) Weekly sales updates (customer touches, quotations, etc.) 
(2) Project/product forecasts 
(3) Weekly Call Reports 
(4) Other reports as defined by management 

 
EDUCATION, EXPERIENCE, AND SKILLS REQUIRED: 
 Minimum of 3 years of sales experience in the telecommunications industry is required 
 BA/BS in Business Administration, Marketing, RF Engineering is preferable 
 Excellent verbal/written/presentation skills 
 Superior professional presence and business acumen and well-developed interpersonal skills  
 Ability to work independently with little supervision 
 Proficient in Microsoft Word, Excel, and PowerPoint 
 Mandatory travel:  60% 
 
 
 
 


