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	Comment by Louise Scawthorn: 

JOB TITLE SALES Team Leader

Reports to: Head of sales	Division: Direct365	

Sales Team Leader – Direct365
We’re looking for a high-performing, commercially driven leader who thrives in a fast-paced, dynamic environment. This role demands a proactive approach, balancing strategic sales leadership with hands-on operational responsibilities.

The Organisation:
Our vision is to be the UK’s number one provider of essential workplace products and services for small businesses. We value helpfulness, reliability and innovation within our employee base, and believe in giving everyone the freedom to do what they do best. Our aim is to combine our buying power with friendly expert advice for everyone’s peace of mind that the job’s well done. 

MAIN PURPOSE

The purpose of this role is to ensure the delivery of an excellent ‘Direct365 Customer Journey’, with a clear focus on sustainable sales growth through new customer acquisition and cross selling activities.  You will lead, develop and manage a team of sales advisors to deliver performance that not only achieves, but surpasses targets.  You will create a challenging, motivational culture and environment, allowing all team members to develop and demonstrate their full potential.  In turn achieving business KPI’s and objectives.

KEY TASKS				
	
1) Actively work to create a positive atmosphere, which motivates and provides direction for staff to achieve sales targets and overall business objectives.
2) Build, manage and maintain a pipeline of prospects to ensure individual and team targets are met and exceeded.  Ensure both individual and team conversion rates meet expected levels.
3) Suggest, implement and monitor approved new sales initiatives in order to promote, cross sell/up sell and identify new business opportunities to increase revenue.
4) Set, monitor and manage team performance through KPI’s.
5) Support team members to increase sales through product and sales training both individually and on a team basis.  Develop and coach effective questioning skills to understand a prospects needs particularly for new team members to ensure they are effective within the shortest time frame. Give feedback on call structure and closing skills through side by side training.
6) Data – Request and distribute relevant data sets to ensure maximum return and utilisation of resources.
7) Manage and provide positive leadership for staff, including performance management, creating the right work culture to deliver successful and profitable contracts.
8) Set and regularly communicate clear expectations of the appropriate behaviours of individuals through regular and effective coaching.
9) Plan and proactively manage the organisations resources.
10) Collect daily/weekly/monthly figures and present to the Contracts Manager.

11) To manage day to day activities such as sickness, absence, holidays, discipline and grievance within the given timescales as directed by Company policy.
12) Perform inspirational and meaningful monthly 1-2-1 sessions with all Team members as part of their performance and development.
13) To effectively communicate business strategy and ensure that Team members are fully briefed on new information, products and services within agreed timescales in order to carry out their role effectively.
14) Encourage teamwork to develop the concept of One Team = One Organisation, taking ownership of challenges and foster an environment of continuous improvement.
15) To compile information from customers/competitors in order to feedback to the business and consistently improve conversions/sales.
16) Assist in the recruitment and induction of new Team members into own Team.
17) Proactively seek to understand individual Team member’s needs and take action as appropriate to reduce unplanned attrition.
18) Continually seek ways of improving sales by ongoing review of processes and procedures, to ensure prospects/customers and employee feedback is appropriately utilised to influence and enhance cross selling activity.
19) Identify training needs and co-ordinate training delivery to enable Team members to achieve their full potential. 
20) Identify market trends to grow incremental revenue/commercial opportunities.
21) Any other business as required.

PERSON SPECIFICATION

1) Minimum 4 years experience in a telesales role/telesales team leader role with a successful track record in a sales and target driven environment.
2) A determined, outgoing and competitive attitude with a flair for sales and track record in negotiating contracts.
3) Experience in delivering sales training and coaching
4) Excellent time management skills with a strong sense of leadership and inspiration.
5) Team player, with the ability to portray a positive attitude to maintain the teams enthusiasm and drive.
6) Excellent telephone communication skills with a confident, approachable and professional manner.
7) Excellent soft skills – including listening, motivating and communicating.
8) Well presented with a positive, proactive approach.
9) IT Literate – MS Office, Excel, Outlook, PowerPoint packages and the ability to adapt to new CRM systems.
10) Commercially driven with revenue and margin experience in previous roles 
11) Experience in contact strategy's within both a inbound and outbound capacity 
12) Skilled coach using methods to enhance perfoamnce in a sale environment 



QUALIFICATIONS
1) C Grade or above Maths and English G.C.S.E or equivalent
2) A Levels or equivalent desirable
CONTACTS AND COMMUNICATION

Internal
· Management Team
· Team Leaders
· Internal staff
External
· Suppliers and subcontractors (Both Group and External)
· Customers
· Prospects
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