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POSITION DESCRIPTION

Note: Please fill in all fields below and delete where appropriate

	Position Title: Head of Institutional Sales, India
Department: 
Institutional Sales
Reporting To (Position Title): Director, Institutional Sales, Asia Pacific & Managing Director, India

	Business Unit:  WB/STMS
Budget Responsibility: YES 
Number of Reports, Direct:     5     Indirect:       



	POSITION SUMMARY (To describe the purpose, duties and responsibilities in general)

	Direct the market penetration and expansion of Wiley Online Library and online products in India. Propose and undertake the design, development and implementation of sales strategies and operational plans to achieve goals for revenues, profitability, business growth, and optimum market position.  Develop strategies for product pricing to satisfy the financial goals of the company as well as the needs of customers.  Lead and manage the Institutional Sales Team and Sales Support in India.  Guide staff during license negotiations and take a direct role in managing high profile customers.  Manage intermediary sales activity.  

	PRIMARY RESPONSIBILITIES

	MAJOR ACTIVITIES

(List done the activities that the person is responsible for)
	EXPECTED END RESULT

(Why is it done?)

	1. 
	Strategic Planning

Propose and participate in the development and implementation of sales and marketing strategies for WB journal and online products based on regional strategic directions, market analysis and sales goals.  Participate in the development of regional strategic and operational plans
	Optimize revenue growth, profitability and market position for Subscriptions business/Wiley Online Library in India and Asia Pacific.

	2.
	Sales and Sales Management

Together with MD India, sales colleagues, marketing, editorial and legal, set Wiley-Blackwell sales goals for India and develop initiatives to achieve these goals.  Direct sales campaign planning and implementation including the negotiation and sales of licenses for access to and use of our content in electronic formats to libraries and consortia in India.  Be directly involved in negotiations to close large deals when necessary.  
Develop new business in secondary and new markets via new sales channels.  Pursue new online revenues through partnerships and alliances, for example partnering with corporate customers; access deals for societies; access deals with portals; access deals for students; sales of online books. 
Work with approved subscription agents and other intermediaries as deemed consistent with Wiley policy to open up additional sales channels. Monitor and support, in liaison with legal and regional leadership, the elimination of fraudulent subscriptions in India.
Secure established business through active management of and participation in the annual license rollover and renewal process.  Participate in initiatives related to customer invoicing and cash collection. 

Work with marketing and editorial colleagues to identify marketing requirements for new product and service launches, and new sales initiatives.  
Together with Managing Director, India and Book Sales colleagues develop aligned strategies to build and grow sales of on-line books and electronic Major Reference Works in the India market. 
	Establish Wiley Online Library, its products and services, as a valued brand by its customers; maximize market perception of Wiley Online Library and Wiley-Blackwell as a leading edge internet information service provider. Maximize effectiveness of sales efforts resulting in revenue growth/ goal attainment.



	3.
	Market Analysis, Outreach, and Account Development

Develop strategies to allow for increased direct contact with customers and end users.  Work with the Institutional Marketing group, develop and implement programs for analysis of usage and customer information. Maintain and communicate competitive market intelligence. Analyze customer usage data to provide recommendations for product, feature and policy development. 

Keep management up to date on current policies, competitor practices and trends in the marketplace.  As needed, present recommended changes to policy and business terms to management and legal counsel, and manage approval process for India as according to company guidelines. 
Hold meetings with management as necessary to review complex requests, current policy, pricing to discuss shifting business needs.
	Optimize use of Wiley Online Library as a platform for increasing direct contact with customers; utilize knowledge of customer needs and usage to inform product and sales model development. Inform critical business decisions with perceptive analysis of customer data.

	4.
	Leadership and Staff Management

Train and motivate staff and participate in recruitment process. Build and develop sales competencies. Lead and sustain team-building effort. Establish and communicate performance goals, objectives and standards.  Appraise performance and recommend compensation actions.  

Create an environment that encourages and empowers team members to perform to the best of their ability in a manner consistent with objectives and goals.
	A knowledgeable staff, focused on objectives, with the required skills and experience to be effective in their jobs.  Motivate and retain effective performers.

A committed staff focused on achieving and exceeding operational and financial objectives.

	5.
	Financial Management

In consultation with Director, Institutional Sales APAC, and MD India, formulate and set sales targets and incentive plans for Institutional Sales in India. Participate in annual sales budget for Wiley Online Library and subscription products for APAC. Monitor performance against sales targets; provide regular reporting on status of licensing negotiations and other sales activities, forecast sales results for the fiscal year.

Create and manage expense budgets, taking into account guidelines and recommendations from management.  Coordinate expenditures with other departments or locations on shared marketing initiatives.  Monitor expenditures throughout the year, reconcile inconsistencies, and shift resources as needed.
	Utilize allocated resources to maximize sales and meet or exceed revenue objectives.



	6.
	
	

	OTHER REQUIREMENTS OF THE ROLE (i.e. Travel requirements, driving licence etc)

	Regional travelling is required. Occasional travelling to other parts to Asia for meetings and training. Occasional travelling to US and Europe for International sales meetings. 


	CORE COMPETENCIES (Select from Wiley competency framework)

	

	SELECTION CRITERIA

	
	ESSENTIAL 
	DESIRABLE

	Education
	
	

	Prior Experience / Industry
	Familiarity with STM marketplace and the web-baased business environment. A successful track record in planning and executing sales strategies.
	Preferably with prior experience in the publishing industry

	Knowledge
	Strong knowledge of the India subscription business would be an added advantage
	

	Technical and Business
	Strong strategic marketing and business skills.
	

	Self-Management
	Highly self-motivated, excellent decision making skills, strong project management, superior written and oral communications skills. High degree of organization. Good negotiating and sales skills. Strong interpersonal skills. Sound business judgement
	

	Management and Leadership
	Ability to motivate others.  Excellent interpersonal skills to effectively coordinate, motivate and galvanize working teams across divisional boundaries.  Ability to manage upward, and to influence colleagues without direct authority.

Ability to participate in policy making and drive the decision making process.  Must be able to take initiative to coordinate efforts to achieve Wiley goals for sales of Wiley Online Library and other online products.
	

	Language
	
	

	Physical Requirements of person
	
	

	Other Requirements of person
	
	


	ADDITIONAL INFORMATION 

	(To be included in all Position Descriptions – Audit requirement)

Health & Safety

· Comply with, and make positive contribution to, all company policy, rules and procedures for Health & Safety and current H&S legislation and best practice.

· Ensure that all colleagues within own area of responsibility know, understand and comply with all company policy, rules and procedures for Health & Safety and current H&S legislation and best practice.

SOXA

· Know and understand the controls and processes in own area.

· Identify any changes during the year, which might affect existing controls or require new controls. Ensure that documentation is updated accordingly.

· Ensure that any control owners who report to you are aware of their responsibility as control owners to carry out controls and retain documented evidence.

· Notify senior management as soon as possible if controls are not being performed timely.

· As requested by the Company, perform an annual assessment (test) of controls based upon management's guidance and retain all supporting documents evidencing it.

· Ensure that own team are aware of all the processes and controls in my area and their relevance both to them and to the business.

· Assist as required in the annual audit process with KPMG.

· Notify senior management if any misconduct is noted.

	

	Date of Position Description:




