Position Title:

Eastern Regional Field Sales Manager

Location: Home based, Eastern US
Department: Sales

VP Americas Commercial
Reports to: Operations

Direct reports

None

H.E.L Contact:

Eric Winter
(ericwinter@helgroup.com)

9-10 Capital Business Park, Manor Way,
Borehamwood, Herts WD6 1GW,

United Kingdom

Tel: +44(0)20 8736 0640

Fax: +44(0)20 8736 0641



About H.E.L and this role

Our mission at H.E.L Group is to make a healthier, sustainable, safer world for
everyone. We equip scientists with the right tools and knowledge to develop safe,
efficient new processes and molecules that benefit the world and its population.

Our core values are:

e Being insightful through experience,
e Being collaborative by design,

e Being tenacious in spirit,

e Being proud of progress.

We operate globally with offices in London, UK (HQ), Princeton, USA, Beijing, China,
India (Mumbai) and Singapore, as well as field-based staff across our direct
regions, and trusted partners in distribution territories.

This role is necessary for ensuring sales development, managing the customer life
cycle of existing customers/users, ensuring new customer acquisition. The role will
also ensure that all our products get a deserving market share and assist our
customers in mission critical projects and impacting outcomes positively.

The ideal candidate will have a strong, demonstratable track record in selling
capital scientific instruments with a proven ability to be self-motivated and deliver
results.

Responsibilities of the role
Key Responsibilities:

Selling Agility

e Meet the quarterly and annual regional order targets.

e Track, record, and document all relevant information from all technical and
sales enquiries from customer relationship management (CRM) database to
ensure effective follow-up of customers, pre and post sales
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Ability and eagerness to drive all initiatives through a variety of mechanisms,
including face-to-face customer meetings as a primary activity. Ability to
plan and execute all customer-facing activities in a CRM and against SMART
metrics.

Owns all the accounts in the assigned region of the Eastern USA,
representing the entire H.E.L Group portfolio.

Travel throughout the Eastern Region up to 70% of the time, including
overnight travel as required based on location. Depending on business
requirements, travel to other destinations might be required, including
conferences, trade shows, training, sales meetings, etc.

Identifies and closes new client opportunities by developing appropriate
solutions and delivering implementation support across all customer types.
Leads and develops account relationships to drive expansion for new system
orders and after-sales products.

Provides product assistance, consultation, and problem-solving to
customers.

Identifies, documents, confirms and presents the best technology choice to
meet the customer needs.

Provides quotations, negotiates contracts, and closes orders with end users
as well as purchasing departments and supports all procurement processes.
Applies data and metrics to develop and report on account development
strategies and tactics.

Adaptable to customer needs, as well as to market conditions and trends
that affect them, and work independently to lead customer relationships.
Actively develop, organize, and run demonstrations, seminars, mini-
exhibitions, and similar “on-site” activities at key accounts, technology
symposia, and congresses in the assigned territory.

Follow up installations of the company's products in customers’ labs to
ensure a high level of satisfaction.
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Drive Growth

Manages direction of the region and develops sales strategies to meet plans
and expand business within assigned territory.

Maintains and grows a pipeline of opportunities to meet or exceed all sales
objectives.

Utilizes company sales tools to effectively develop the accounts,
opportunities, pipelines, and forecasts in an accurate and timely manner.
Monitor the competition and report important activities (products &
technical developments, trends in the market, seminars, training sessions
etc.)

Introduces new products and services as available

Produce accurate monthly and quarterly forecasts.

Actively follow up on inquiries from customers for further information on how
H.E.L. Group’s products can help them in their research.

Ensure accurate qualification of the decision makers and what the purchase
processes are for each potential system sale to be used in effectively
closing sales opportunities.

Receive relevant technical training and provide technical and commercial
information on new products and related applications to clients.

Work together with other H.E.L Group personnel to ensure high quality
effective technical support to customers and prospective customers in the
territory through thorough knowledge of H.E.L’s products and effective
communications of applications related to these products.

Gather customer and technical information to aid the effective targeting of
marketing activities and product pricing.

Actively participate in the development of the company sales and marketing
plan.
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Candidate Requirements

Minimum Education, Skills, and Experience

Bachelor’s degree or higher in chemistry, biochemistry, chemical
Engineering, or related discipline.

5+ years of experience in sales of capital life sciences equipment.
Demonstrated knowledge of selling to pharmaceutical biotechnology,
industrial, R&D chemical sector, academic institutions, and government
accounts is desirable.

Technical competency to understand and clearly discuss relevant
applications, to stay current in technical knowledge, and to consult with
customers in a helpful, courteous, positive, and professional manner in order
to provide best-in-class solutions.

Proven ability of effective written and verbal communication/listening skills.
Strong interpersonal skills with an ability to effectively communicate and
project themselves.

Strong commitment to customer service and satisfaction.

Ability to effectively work on and manage many priorities at one time.
Competent in the use of Microsoft Office (Word, PowerPoint, Excel, and
Outlook) and the use of internet.

Experienced in using CRM - HubSpot experience preferred

Highly driven with a strong motivation to succeed.

Proven ability to meet deadlines and targets

Well organized, able to devise and manage systems for handling
customers/accounts at all levels, including senior-level management.
Ability to be flexible in work schedule and accommodate unexpected work
changes.

Ability to work effectively in a matrix in a diverse global organization.

Training provided

All necessary training on the H.E.L Group portfolio that includes product
introduction and training, independent reading, and solutions selling.
CRM and ERP (quoting) tools.

Health and Safety Training as required.

On-the-job training
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Physical demands of the role

General
Amount of Time
Criteria None Under |1/3-2/3 |Over 2/3
1/3
Stand X
Walk
Sit X
Use hands to finger, handle X
or feel
Reach with hands and arms
Climb or balance X
Stoop, kneel, crouch or X
crawl
Talk or hear X
Taste or smell X

Weight lifting or force exertion

Amount of Time

Weight None |Under1/3|1/3-2/3 |Over 2/3
Up to 10 pounds (4.5 kQ) X
Up to 25 pounds (11.5 kg) X
Up to 50 pounds (23 kg) X
Up to 100 pounds (45 kQ) X
Over 100 pounds (45 kQ) X

Specific Vision Requirements
Ability Required?
Close vision (Clear vision at 20 inches/ 50 centimetres) X
Distance vision (Clear vision at 20 feet/ 6 metres or more)
Colour vision (ability to identify and distinguish colours) X
Peripheral vision (observing an area above, below, left or right
while eyes are fixed on a given point)
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Depth perception (three-dimensional vision, ability to judge
distances and spatial relationships)

Ability to focus (ability to adjust eyes to bring and object into
sharp focus)
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