
Our growing company is hiring for a sales operation. We appreciate you taking the
time to review the list of qualifications and to apply for the position. If you don’t
fill all of the qualifications, you may still be considered depending on your level of
experience.

Responsibilities for sales operation

Drive global projects to define common sales process standards together
with local organizations in key business aspects like retention management,
coverage planning, sales conversion management
Organize and develop global support material and strategic
recommendations with respective functions analyze locally generated data for
global usage in strategic decisions
Data integrity and governance for sales systems
Maintain install base by coordinating with product management team and
sales team
Drive corrective actions with the Sales MT to ensure the Region meets its
short term financial commitments
Managing timely and accurate pipeline and/or status reporting throughout all
parts of the sales cycle/process
Increase sales volume through direct sales efforts and by assisting Route
Sales People and their support staff in the field
Coordinate the DSD Sales Department with other agency departments in
working toward common goals
Coordinate the DSD Sales Department with other departments within Mojave
to develop and implement ongoing market efforts
Ensure Route Sales People are maintaining Mojave standard displays in stores

Qualifications for sales operation

Example of Sales Operation Job Description
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Able to deliver the planned tasks based on per defined business process,
meet time & quality requirements
Well-developed written and verbal communication skills, fluent oral and
written English and mandarin, skilled in OA software usage
Good team-worker with strong team spirit
Minimum bachelor degree in Business Management, Finance, Operations, or
a related field
BS/BA required, major in business or technical field preferred
Exceptional communication skills including ability to take an independent
stance when interfacing with cross functional stakeholders


