
 

 
 

Position Description 

 

 

Position Title: Territory Manager 

Department / Division: Sales 

Reports To: Divisional Manager 

 Last Revised: March 22, 2021 

 

Position Summary 

 

This outside sales position will have responsibility for overall territory management with a primary 

emphasis on developing relationships with architects, owners, CMs and general contractors in the 

following market segments:  Higher Education, Laboratory and Healthcare, for the purpose of 

achieving bookings and sales goals and other initiatives that drive results within our customer base.   

 

Essential Functions, Duties and Responsibilities 

1. Develop and work your territory plan (Develop, implement and execute sales strategies and tactics, 

review progress and report on results): 

a. Organize and maintain efficient and consistent coverage of customers in your territory 

b. Identify target projects and maintain data in our CRM from inception through award 

c. Provide technical sales support to owners, designers and construction mangers for the 

purpose of appropriately incorporating our products into the project 

i. Present NEIS, our vendors and their products, one-on-one and in group settings 

ii. Review plans & specs for the purpose of ensuring a positive outcome for the 

customer and favorable position for our manufacturing partners 

iii. Work with manufacturing partners to develop project specific product solutions 

2. Oversee the bid/proposal process: 

a. Work with estimating on budgeting and developing bid strategy 

b. Engage as appropriate with all bidders 

c. Pursue and play a lead role in scope review meetings as appropriate 

d. Negotiate appropriately with owners, CMs or GCs for a project award 

3. Advocate for your customers with manufacturing partners 

4. Develop accurate forecasts for territories and accounts 

5. Participate in weekly Sales & Estimating team calls and Project Kick Off meetings 

6. Continuous focus on developing product and market knowledge 

7. Understanding of competitive landscape and primary competitors’ strengths and weaknesses 

8. Manage, track and submit business expenses to the Divisional Manager on a timely and regular 

basis 

9. Protect your field time, spending 2-3 days each week with customers, planning accordingly to 

make the best use of your time 

General Responsibilities: 



 

 
 

1. Support and drive Northeast Interior Systems values, strategies and goals 

2. Work with others in a collaborative, team-oriented environment, based upon a commitment to the 

organization’s and each person’s success 

3. Work in an extremely safe manner, following all safety rules and regulations 

4. Support and uphold the company’s values – People, Integrity, Intention, Achievement and Humility 

5. Exhibit respect and truthfulness in every interaction, while doing what we say we’ll do 

6. Work with enthusiasm, remain optimistic, and seek innovative solutions to problems 

7. Work with focus, discipline and a sense of urgency to accomplish personal, professional and 

company goals 

8. Demonstrate intolerance for complacency and fearlessly pursue new opportunities and innovations 

9. Perform other duties as assigned 

 

 

Physical Demands and Work Environment 

While performing the duties of this job, the employee is regularly required to stand, walk, sit, talk, see and 

hear.  The employee is occasionally required to stoop, kneel, crouch, crawl and reach with hands and arms.  

The employee may occasionally lift and/or move up to 50 pounds.  40% Travel and/or driving is required.  

Noise levels are typically low to moderate. 

 

The information contained in this position description is intended to describe the general content and 

requirements for the successful performance of the position.  It is not an exhaustive list of duties, 

responsibilities or requirements.  Additional duties and requirements may be assigned.  Reasonable 

accommodation may be made to enable individuals with disabilities to perform the essential functions of the 

position. 


