
  

Title: Territory Sales Representative 

Reports to: Director of National Sales 

Territory: DC, Maryland, Virginia   

Salary:  Competitive + Commissions  

 
Background 
Columbia Green is a growing Green Roof Technology Company. We are a small team of passionate and creative 
individuals who are committed to creating and selling products that better our world and economy.  Columbia 
Green’s core technologies in Green-roofs are based on sustainable functions that help manage the quality / 
quantity of storm water, energy use, and air/water pollution.  Cities across the world are using Green-roofs to 
manage these environmental issues.  Columbia Green is a USA manufacture delivering product through domestic 
and international channels to meet those needs.  
 
Growth and innovation are not only characteristics of Columbia Green’s technologies, but also our employees – 
who are the foundation of our success.  Based on this principle, we provide a culture that not only encourages, but 
demands personal responsibility and a high level of entrepreneurism.  As a result, we offer exciting and challenging 
work, coupled with excellent career development opportunities. 
 

Job purpose:  

The sales representative’s job is to grow sales through both direct sales efforts and thru sales reps of our national 

roofing material partners. This person will continue to help the company make mid-Atlantic region’s business more 

successful and will drive the company’s exponential growth in revenue in this emerging market.   

Key responsibilities and accountabilities:  

 Work closely with Natl. Sales Dir. to respond to and follow up sales enquiries by email, telephone, and 
personal visits. 

 Maintain key customer relationships with general contractors, roofing contractors, architect firms and 
channel partners for expanding the company’s customer base.  

 Monitor and report on activities and provide relevant management information on a weekly basis to Natl. 
Sales Dir.  

 Grow sales funnel through meeting goals and objectives to ensure we meet the revenue number 

 Achieve and grow mindshare of rep agencies by establishing relationship through executing sales plan. 

 Develop, manage and nurture new and existing business partnerships and accounts to accomplish volume 

and profit goals.  

 Assist with major account presentations, negotiations, and ongoing partnership requirements to drive 
record breaking revenue growth. 

 Leverages internal resources to help drive sales growth.   

 Execute 9-12 meetings a week with Architects, GC’s and Roofers. 

 Identify local market trends and potential opportunities and report quarterly to National Sales Manager 



Skills  

 Ability to work the whole sales process and manage the details necessary to close sales 

 Understanding of selling and closing sales in a long lead time, project based environment 

 Leadership:  demonstrated ability to lead people and get results through others. 

 Exceptional communication and interpersonal skills  

 They must be persuasive, firm, confident, well-mannered and a good negotiator  

 They must be sensitive to the customers’ needs and requirements  

 They must be competitive and driven 

 Proven ability to interact effectively with customers and team 

 CRM/Salesforce experience managing pipeline and forecasting. 

 Exceptional customer service and follow-up; mindset to go above and beyond.  

 Self-motivated with a strong work ethic 

 Problem analysis and problem resolution at both a strategic and functional level.  

 Must have sales experience with proven growth track record 

 Effective time-management skills and the ability to manage a multi-state territory. 

 Presentation skills: ability to present information in both formal and informal settings in both one on one 
setting and larger group settings. 
 
  Requirements  

 At least 5 years sales experience in comparable industries 

 A Bachelor’s degree is preferred 

 Experience working for a manufacturer or representing a manufacture in a representative agency is 
preferred. 

 Adept in all phases of the sales cycle.  Consultative selling style. 

 Tenacious and a problem-solver.  Sees a problem through and finds an acceptable solution for the 
customer.  Impeccable follow-up. 

 Overnight travel will be required 
 

Industry Targets 
Target sectors: architects, developers, contractors, roofing contractors and green roof landscapers 
 


