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(  DIMENSIONAL SEARCH (  POSITION PROFILE
Opportunity:   Technical Account Manager  

Client: This is a Confidential Search, managed by Sanford Rose Associates – Annapolis

This Position Reports to: VP of Sales & Business Development
Position Location: Los Angeles 

Expected Travel: Work out of home office, local travel 
Compensation: Competitive Base Salary plus Commission plus growth based incentive - consistent with skills and experience level; Comprehensive Benefits Package (including Vacation, Healthcare and 401 K), Car and Phone allowance.
Relocation: Local candidates only.
Availability: Immediate need to fill an existing position. 
Last updated: December 11, 2008

KEY CANDIDATE REQUIREMENTS:

A Technical Sales professional with a solid material and process background and understanding of aerospace composites coupled with a track record of new business development. High level of technical acumen with an ability to quickly learn and understand a range of composite product technologies and manufacturing processes.  Business savvy coupled with the proven ability to effectively network at all levels and functions within existing and potential aerospace accounts.

Experience in the following areas:

· Five or more years of composite material and process technology work experience, ideally with a diverse range of manufacturers and/or end-use applications that could include aircraft – commercial or military, rocket, and satellite. 
· Skilled in effectively  communicating and establishing  technical competency  with M&P Engineers,  Quality Engineers and other technical personnel. 
· Accomplished in consistently meeting or exceeding Top and Bottom line Sales Goals.  Proven successful at business development and growing sales profitably.
· Recognized for capability of employing a Consultative Value and Solution selling approach across all levels and functions of the customer organization -- including manufacturing, engineering,  purchasing, quality, product development/R&D, EH&S, and business management.
· Self-Reliant; High Degree of initiative; Highly organized: Experienced juggling needs of multiple new business initiatives, ongoing relationship management and communications and sales reporting.
· Fit within a small business/ entrepreneurial work environment: ability to deal with ambiguity; initiative and willingness to “wear many hats”; flexibility and a positive, motivating attitude.
· Exceptional Communications skills: Verbal and written correspondence as well as formal presentations – clear, concise, accurate and timely. 
· Computer literacy -- proficiency with sales software tools for communications, presentations, and contact management (e-mail; Word, PowerPoint, ACT or similar contact management system). 
· Education & Training: BS degree in engineering or physical science preferred – will consider other education or experience that would support chemical/polymer sales and related services.  
MAJOR DELIVERABLES:
· Leverage Aerospace Industry, Materials, Process and Sales Experience: Rapidly develop an in-depth understanding of company’ & channel partner’s product technologies, customer & technical service capabilities, internal processes and procedures, on-going sales and marketing strategies, customer projects and priorities – and immediately begin incorporating such knowledge into daily sales activities.
· Effectively transition existing and new account responsibilities: Establish and build relationships and technical confidence while continuing to meet customer needs and increasing sales/market share.
· Organize, and implement plan to satisfy Individual Performance Goals and Metrics for assigned geographic territory: Sales growth, gross margins, increased in sales across product portfolio, etc. 
· Prospect, respond to and assess qualified sales leads and referrals: Communicate essential product performance and processing features; understand and assess potential value contribution of product and service capabilities; define business opportunity and fit with channel partner and company product/service offering.
· Develop, Manage, And Prioritize Multiple New Business/Application Projects: Working with internal Technical, Materials, Distribution and Manufacturing resources, identify and win support for new business and growth opportunity initiatives. 
· Communications: Routinely provide accurate and timely sales, major opportunity, market information, T&E reporting as required.

ABOUT OUR CLIENT:
· Our client is an established and recognized distributor, manufacturer and packager of specialty materials to the Aerospace & Composites, Electronics and Specialty Industrial customers on the West Coast. 

· Representing some of the leading manufacturers of adhesives, sealants, encapsulants, coatings, and mold release agents, our client has earned a reputation for achieving success with their customers through their material and process expertise, specifications, detailed documentation, custom storage, labeling packaging and shipping.

· In addition to handling engineered materials from leading manufactures and providing custom formulating and packaging, our client historically has achieved customer quality ratings and order accuracy scores of greater than 99%.
· Our client is certified to ISO 9001:2000, AS9100, Rev B and AS9120 requirements.   
THE IDEAL CANDIDATE:

· A strong background in Aerospace composite manufacturing and materials coupled with the ability to represent both the business and technical side of the supply relationship is essential.

· To thrive in this dynamic entrepreneurial environment, the successful Candidate will have be self-motivated; an excellent listener & communicator / effective presenter; highly technically credible; bring a positive, confident, consultative approach to both external and internal customer relationships. 
· A qualified candidate must be a highly organized planner and communicator, keeping internal and external team members informed of sales progress, key developments and ongoing status updates.

· Adaptability and flexibility are critical traits --- the ideal candidate will need to cope with the demands of effective time management and necessity of rapidly developing trust required with technical, market development and customer service personnel. This means dealing with and addressing a wide range of customer and internal support personnel and their unique needs and personalities.

TO BE CONSIDERED:

Please forward your resume, current compensation, and cover letter of interest to Tina Damron at:

TMDamron@sanfordrose.com

Sanford Rose Associates leads a professional network of 60+ SRA offices in the US, Europe and Asia. Our office specializes in retained level and exclusive contingency searches for our clients in the Specialty Chemical and Formulated Product industries.

For more information regarding Sanford Rose Associates and current opportunities with our Clients, please visit our executive search website:  www.sanfordrose.com/annapolis
Sanford Rose Associates – Annapolis
.…Finding people who make a difference.
