SYSTEMS UNION - ROLE PROFILE


	Role Title:
	Regional Programme Manager
Micros Fidelio Americas

	Reports To:
	Regional CEO & dotted to Global Channels Director

	Department / Job Family:
	Global Channels/International Outbound OEM

	Date:
	25 November 2004

	
	

	ROLE CONTEXT

	Divisional Objective

	· Build the quantum and quality of SUG global revenue, contribution and cash flow derived from indirect sales channels at budgeted rates of growth
· Develop channel recruitment and management strategies, policies and legal agreement frameworks that are supported and implemented by SUG divisional operating CEO’s
· Influence the development and delivery roadmaps of product acquisition, product manufacture, professional services, product support and product marketing to align deliverables and their quality and timeliness with requirements and expectations of indirect channels and the markets they serve
· Gain external perception of SUG as a leading practitioner of an international indirect channels software supply business model well regarded by the industry
· Communicate the role and value of indirect channels to SUG within SUG to encourage and promote positive attitude towards indirect channels and their further development
· Cultivate a fast moving, entrepreneurial approach to innovate, seek out and exploit indirect channel opportunities that are available to SUG 



	

	Departmental Objective

	· Leverage the brand, customer base, sales and marketing capability, routes to market and service and support delivery of software authors to sell SUG products as an integral part of their solution proposition

· Support the achievement of revenue targets

· Gain perception of SUG by the software author as an indispensable valued partner that makes an intrinsic material contribution to the software authors own success through winning business for the author that would otherwise be lost and through the quantum of revenue generated in the authors own books for SUG products and services
· Make software authors become self sufficient in prospecting, selling, implementing and supporting SUG solutions 

· Implement & facilitate sales referral model where software author does not have the capability to support OEM model
· Develop and maintain sales administration processes that are efficient, effective and timely



	

	Role Context / Overall Purpose

	Micros Fidelio (“MF”) distributes SUG’s products under OEM & Referral sales models through its own direct and indirect sales organisation worldwide in conjunction with SUG’s corporate and indirect sales channels. 
The Regional Programme Manager is responsible for driving SUG sales through MF in region and with major international MF accounts, maximising the SUG opportunity and ensuring the delivery of appropriate products, services and supporting activities by SUG divisions. 


	

	RESPONSIBILITIES, ACCOUNTABILITIES, and LIMITS of AUTHORITY

	Key Responsibilities and Accountabilities

	In addition to the duties and responsibilities outlined below, the person filling the role will be required to perform other duties assigned by the Manager from time to time.

	SALES
Responsible for ensuring that the regional SUG revenue target through MF is met.

Working with MF direct and indirect sales and partners, develop specific sales plans including activity schedules and identifying major and key accounts for development including qualification and quantification of opportunity, co-ordinating activity with SUG corporate and indirect sales and building the overall pipeline for sales through MF in the region.

Evangelise the SUG proposition in the context of all MF markets, including hotels, restaurants, gaming and retail, gaining the acceptance and support of MF sales teams and the active proposal of SUG solutions to MF customers, through negotiation to close.

Produce accurate sales forecasts on a monthly basis or as requested and review with Regional SUG sales teams and MF sales management.

PROPOSITION

Feedback to SUG product marketing & International Programme Manager opportunities to improve or develop SUG products and services to better generate revenue and profit through the Micros sales relationship.

Communicate developments and introductions including forward road map of product within MF community including customers, MF sales and channel.

ADMINISTRATION & FINANCE

Ensure the implementation and satisfactory running of administration processes including sales order handling and billing and timely payment of cash.

Ensure consistent operation within the SUG MF contractual framework.

DELIVERY

Monitor the delivery of product, professional services and support by MF, indirect channel & SUG and involve SUG and MF management appropriately in resolving material issues and risks.

Arrange the delivery of appropriate sales and product skills training and knowledge transfer to MF to support the achievement of opportunity in the MF market. 

	

	

	Limits of Authority (including financial)

	Commercial sign off of products and services pricing on specific transactions and major account pricelists subject to authorisation of limits set by Regional CEO & agreed with International OEM Programme Manager.
Incur travel costs and support of sales activities and promotions and skills training including pre-sales support to budget levels agreed with Regional CEO.

  

	

	Levels of Contact (type/with whom & frequency)

	MF : Day to day contact with MF indirect and direct sales staff and partners including senior management, account directors and managers and sales administration, Product Managers, Marketing & Sales Promotion Managers, Finance. Regular contact with Product Support;
Customers : Sales presentation and promotion at all levels in conjunction with MF direct and indirect sales executives;
SU: Regular contact with regional and central management and teams including sales, support, services, product management, finance



	

	EDUCATION, TRAINING, SKILLS, and EXPERIENCE REQUIRED

	Education, Training, and Qualifications Required

	Essential

	

	Desirable

	Hospitality; Finance; Business


	

	Skills and Experience Required

	Essential

	Proven success in sales delivery & commercial management in the context of a partner model;
Experience of complex sales processes and substantial deal values as well as smaller deal values and appropriate process.

Thorough knowledge of the SunSystems product portfolio.

Complete competence in application of IT for personal productivity, communication & presentation.

Experience of supply to the hotel industry 


	Desirable

	Wider hospitality industry experience
Knowledge of the SUG organisation and overall SUG product portfolio
Connections within Micros Fidelio


	

	Competencies Required

	Essential

	Tenacious and persistent in following up and through initiatives to achievement;
Clarity and quality in all forms of communication and negotiation and in English
Self motivating and ability to operate as an individual inside a partner organisation maintaining proper balance with MF to ensure SU objectives are achieved and recognising when and how to involve SU teams and management support.
Tact and diplomacy in representing SU interests at all times but not to the detriment of achievement of both short term targets and longer term commercial development of the relationship.

Open minded approach to change

Able to co-ordinate and blend activity from different teams and resources to gain overall progress and achievement.

A great presenter whether from 2 to 100.

Appropriately frugal in incurring cost and gaining value



	Desirable

	Spanish speaking


	

	OTHER REQUIREMENTS

	Physical

	Role will be based at Micros headquarters Columbia, Maryland. Envisaged as a 2 year appointment subject to performance.

	

	Special Circumstances

	Frequent travel to Micros and customer sites, some travel to SU offices in Americas and infrequently internationally.
Out of normal business hours communication needed through webinar etc with other regions.

	

	ROLE HOLDER INFORMATION

	Role Holder’s Name
	Signature / Date

	
	

	

	Manager’s Name
	Signature / Date

	
	

	

	OPTIONAL

	Director’s / Second Line Manager’s Name
	Signature / Date
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