
         
 

 

 

 

Sales-Business Development-Marketing  

 

ROLE SUMMARY: 
 

We are looking for a confident, highly competitive go getter that thrives on setting goals and 

exceeding them to represent Prolific. 
 

This person will be responsible for the development of new business in a B2B environment. 

Developing new business will include offering Prolific’s entire scope of Core Competencies and 

Integrated Solutions to new prospects.  They will be expected to prepare and present strategic 

plans and presentations to prospective clients to win and increase our business.  This role will 

also involve preparing and presenting an annual strategic plan on new customer acquisitions.  

They must work well within a process driven environment as Prolific is a Lean Organization.  

Must be flexible with working hours as there will be administrative requirements to perform that 

may need to be completed before or after hours.  There will also be client business meetings, 

association dinners and networking functions which will necessitate after hours attendance. 
 

BUSINESS DEVELOPMENT 

1. Ability and motivation to find, develop, and close sales.  

2. Ability to succeed in a competitive selling environment.   

3. Be able to plan and lead Discovery Meetings to learn a potential customer’s challenges 

and to qualify the opportunity. 

4. Once a prospect becomes a client the successful applicant will need to anticipate 

customer needs, manage their expectations and be able to develop a beneficial 

partnership attitude with the client. 
 

STRATEGIC PLAN DEVELOPMENT 

1. Work independently or within a team environment to develop Strategic Plans which will 

analyze customer’s needs and promote future opportunities to increase sales and 

profitability. 

2. Demonstrate the ability to develop and present a plan to a customer either by using 

Power Point Presentation or in Business Plan format. 
 

GENERATE ANNUAL STRATEGIC PLAN 

1. Prepare and present to Senior Management an annual strategic plan on customer 

acquisition.  

2. Include a list of prospects for the upcoming year, current position with each as well as a 

more in-depth plan for at least 2 of them. 

3. The in-depth plans will include strategies to move the prospects forward over the next 

year in the sales process to become a customer. 

 

JOB POSTING 



CUSTOMER INTERFACE 

1. Must be proficient in building relationships on multiple levels of customer hierarchy. 

2. Introduce prospects/customers to new products that match their business needs in a 

strategic manner. 

3. Introduce and complete business audits with prospects/customers on an Annual/bi-

annual basis. 

4. Keep current on customer strategies to ensure you are always well versed on their 

business, ie: Read Annual Reports, newspaper articles, keep up to date on their 

Facebook, LinkedIn and Twitter activity. 
 

INTERNAL COMMUNICATIONS 

1. Must be able to work within a process driven organization. 

2. Work well individually and in a team environment as strategies may require collaborative 

meetings to ensure we are presenting every opportunity we have to offer. 

3. Internal sales meetings, as well as interaction with various other departments will be a 

crucial aspect of daily communication. 
 

NETWORKING/BUSINESS OPPORTUNITIES 

1. Must have the ability to work flexible and additional hours, this is an essential aspect of 

the position. 

2. Attend various evening and weekend networking opportunities ie: Trade shows, 

Association meetings, Prospect/Customer functions etc. 

3. There will also be additional hours needed to complete Administrative requirements. 

4. Overnight travel and weekend work may be necessary due to various company/client 

related requirements. 
 

ADMINISTRATIVE 

1. Maintain detailed customer CRM records; prepare various status reports in CRM in a 

timely manner. 

2. Initiate Quotes in PSI. 

3. Generate final Quote letters and present to customers. 

4. Exercise fiscal control of operational expenses ie: (office supplies, telephone, postage, 

lodging, meals and entertainment) 

5. Develop action plans and schedules for daily use in Sales calls. 

6. Adhere to Prolific Sales Process workflow, copy of which will be provided. 
 

QUALIFICATIONS 

1. Post-secondary education. Completion of a sales and marketing certificate program a 

prerequisite. 

2. 3-5 years’ previous sales experience. 

3. Above average presentation and negotiation skills. 

4. Exceptional written and oral communication as well as interpersonal skills 

5. Proficient computer skills including Microsoft Office, CRM (or equivalent). Data analysis 

an asset. 

6. Ability to work flexible or additional hours is essential for early morning and evening 

business meetings (clients, prospects, associations, networking) and for fulfilling 

administrative requirements. 

7. Must be dedicated to pursuing personal development opportunities on an annual basis 

to ensure personal growth and possess an authentic drive for excellence, which includes 

a curiosity that drives a need for continuous learning and improvement. 


