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Sales Management N5 Question Papers
Manual

Understanding the Significance of Sales Management N5 Question
Papers

Sales management N5 question papers play a crucial role in preparing students for their National
5 exams. These papers serve as valuable resources that help learners familiarize themselves with
the exam format, question types, and key topics. By practicing with past papers, students can
assess their knowledge, improve their time management skills, and identify areas needing further
revision. In this article, we will explore the importance of sales management N5 question papers,
how to utilize them effectively, and tips for excelling in the exam.

The Role of Sales Management N5 Question Papers in Exam
Preparation

Why Practice Past Papers Is Essential

Practicing with sales management N5 question papers provides several benefits:

- Familiarity with Exam Format: Understanding the structure of the paper, including the types of
questions (multiple choice, short-answer, essay, etc.).

- Time Management Skills: Learning to allocate appropriate time to each section, ensuring all
questions are attempted.

- Identification of Key Topics: Recognizing frequently tested topics and focusing revision efforts
accordingly.

- Confidence Building: Reducing exam anxiety through repeated practice and familiarity.

Comprehensive Coverage of Syllabus Topics

Sales management N5 question papers typically cover core areas such as:

- Principles of sales management
- Customer relationship management
- Sales planning and strategies
- Sales techniques and approaches
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- Ethical considerations in sales
- Use of technology in sales

Practicing past papers ensures students get a well-rounded understanding of these topics.

How to Effectively Use Sales Management N5 Question Papers

Develop a Structured Study Plan

To maximize the benefits of past papers, students should:

- Set a Schedule: Allocate specific days for practicing past papers.
- Simulate Exam Conditions: Attempt papers under timed, exam-like conditions to build stamina.
- Review and Analyze: After completing each paper, carefully review answers, especially

incorrect ones.
- Revise Weak Areas: Focus subsequent study sessions on topics where mistakes occurred.

Strategies for Practicing Sales Management N5 Question Papers

- Start with Recent Papers: Practice with the latest papers first, as they reflect current exam
trends.

- Use Marking Schemes: Refer to marking schemes to understand how answers are evaluated.
- Create a Question Bank: Keep a collection of questions for repeated practice.
- Practice Under Time Constraints: Enhance your ability to complete papers within the allotted

time.

Key Tips for Excelling in Sales Management N5 Exam

Understand the Exam Pattern and Marking Scheme

Knowing how marks are distributed helps prioritize questions and manage time effectively.

Focus on Core Concepts and Definitions

Clear understanding of fundamental principles will help in answering both theory and application
questions confidently.

Practice Application and Case Study Questions
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Sales management often involves practical scenarios. Practice case studies and scenario-based
questions to develop analytical skills.

Enhance Your Writing Skills

For essay and short-answer questions:

- Be clear and concise.
- Use bullet points where appropriate.
- Support answers with relevant examples.

Stay Updated with Current Trends

Familiarize yourself with recent developments in sales technology, ethical practices, and market
trends as these topics are increasingly relevant.

Resources for Accessing Sales Management N5 Question Papers

Official Examination Boards

Most exam boards provide past papers on their official websites, including:

- Scottish Qualifications Authority (SQA)
- Other regional education authorities

Educational Platforms and Libraries

Numerous online platforms offer downloadable question papers, model answers, and revision
guides.

Study Groups and Coaching Centers

Joining study groups or attending coaching classes can facilitate shared practice sessions and tips
from educators.

Sample Structure of a Typical Sales Management N5 Question Paper

Understanding the typical structure helps students navigate their exam preparation.
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- Section A: Multiple Choice Questions (10-15 questions)
- Section B: Short Answer Questions (5-7 questions)
- Section C: Data Response or Case Study Questions (2-3 questions)
- Section D: Extended or Essay Questions (1-2 questions)

Each section tests different skills, from recall to application and analysis.

Benefits of Regular Practice with Sales Management N5 Question
Papers

Consistent practice leads to:

- Improved accuracy in answering questions
- Better retention of key concepts
- Increased confidence during the actual exam
- Enhanced problem-solving skills in sales scenarios

Conclusion: Mastering Sales Management N5 with Effective
Preparation

In summary, sales management N5 question papers are invaluable tools for students aiming to
excel in their exams. They provide insight into exam expectations, reinforce learning, and develop
essential skills. To succeed, students should incorporate regular practice, analyze their
performance, and focus on understanding core principles. Coupled with a strategic study plan and
utilization of available resources, mastering sales management at the N5 level becomes an
achievable goal. Remember, diligent preparation using past papers not only boosts confidence but
also lays a solid foundation for future learning and career success in sales and marketing fields.
 
Sales Management N5 Question Papers: An In-Depth Analysis and Review

Introduction

Sales management N5 question papers serve as a critical assessment tool for learners pursuing the
National 5 qualification in sales and marketing. These papers are designed to evaluate a
candidate?s understanding of fundamental sales principles, strategies, and operational techniques.
As an essential part of the educational framework, they not only test theoretical knowledge but also
gauge practical application skills, preparing students for real-world sales environments. In this
article, we delve into the structure, significance, and analytical insights surrounding these question
papers, providing an exhaustive review for educators, students, and industry observers alike.
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Understanding the Structure of Sales Management N5 Question
Papers

Core Components and Format

The N5 sales management question papers typically follow a structured format that ensures
comprehensive assessment across key domains. The core components generally include:

- Multiple Choice Questions (MCQs): These assess foundational knowledge quickly and
efficiently, covering terminology, concepts, and basic principles.

- Short Answer Questions: Designed to test understanding of specific topics, requiring concise
explanations or definitions.

- Scenario-Based or Case Study Questions: These evaluate the candidate?s ability to apply
theoretical knowledge to practical situations, often involving real-world sales challenges.

- Extended Response Questions: These demand detailed analysis, opinion, or strategy
formulation, testing higher-order thinking skills.

The papers are usually timed, with a balanced distribution of question types to ensure fair
assessment of knowledge, comprehension, and application.

Content Domains Covered

The content in N5 question papers spans several pivotal areas in sales management, including:

- Sales Planning and Strategy: Understanding how to develop sales targets, market
segmentation, and customer profiling.

- Sales Techniques and Approaches: Exploring methods such as consultative selling, direct
selling, and relationship building.

- Sales Operations and Management: Covering territory management, sales forecasting, and
performance monitoring.

- Customer Relationship Management (CRM): Emphasizing the importance of maintaining and
nurturing customer relationships.

- Ethical and Legal Considerations: Addressing compliance, ethical selling, and legal frameworks
affecting sales practices.

This comprehensive coverage ensures that learners are equipped with a rounded understanding
necessary for effective sales management.

Significance of N5 Question Papers in Learning and Assessment
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Academic and Professional Value

Sales management N5 question papers serve as a vital measure of student proficiency at the
foundational level. They foster critical thinking, problem-solving, and strategic planning skills vital for
future sales roles. Their importance includes:

- Benchmarking Knowledge: Establishing a standard for what learners should know and be able
to do at the N5 level.

- Preparation for Advanced Studies: Providing a stepping stone for higher-level qualifications or
specialized training.

- Industry Readiness: Ensuring students acquire practical skills aligned with industry standards,
boosting employability.

Assessment of Learning Outcomes

The papers facilitate:

- Identification of Strengths and Gaps: Teachers can analyze performance to tailor further
instruction.

- Encouragement of Self-Assessment: Students gain insight into their understanding and areas
needing improvement.

- Curriculum Validation: Ensuring that the syllabus effectively covers essential knowledge areas
and skills.

Role in Curriculum Development

Regular analysis of question papers informs curriculum adjustments, ensuring relevance to evolving
sales practices and market conditions. They act as a feedback loop, aligning academic content with
industry expectations.

Analytical Insights into Common Themes and Question Types

Frequent Topics and Trends

Over successive exams, certain themes tend to recur, reflecting industry priorities and educational
focus. Noteworthy trends include:

- Emphasis on customer-centric selling and relationship management, recognizing the shift
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towards personalized marketing.
- Focus on digital tools and CRM software, aligning with technological advancements in sales.
- Inclusion of ethical considerations and legal compliance, highlighting the importance of integrity

in sales operations.
- Practical scenarios involving conflict resolution, negotiation, and problem-solving.

This progression indicates a move towards fostering adaptable, ethically aware sales professionals.

Question Types and Their Analytical Significance

The question papers encompass various question types, each serving distinct evaluation purposes:

- Knowledge-based Questions: Test recall of definitions, terminology, and basic principles.
- Application Questions: Require applying concepts to hypothetical or real scenarios, assessing

practical understanding.
- Analysis and Evaluation: Push students to critique strategies, identify best practices, and

propose solutions, fostering higher-order thinking.
- Creative or Strategic Planning Questions: Encourage innovative thinking and strategic

formulation, vital for leadership roles.

Analyzing these question types reveals a balanced approach to assessing both theoretical
knowledge and practical skills, essential for comprehensive sales education.

Preparation Strategies for N5 Students Using Question Papers

Effective Study Techniques

To excel in sales management N5 exams, students should adopt targeted study strategies:

- Review Past Papers: Familiarize with the question format and recurring themes.
- Practice Under Exam Conditions: Simulate timed tests to build confidence and time

management skills.
- Develop Case Study Skills: Practice analyzing scenarios and formulating strategic responses.
- Stay Updated on Industry Trends: Incorporate current sales practices and technologies into

preparation.
- Engage in Group Discussions: Foster peer learning and diverse perspectives on sales

strategies.

Utilizing Question Papers as Learning Tools
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Beyond assessment, question papers serve as excellent learning resources:

- Identify Weak Areas: Focus revision on topics frequently tested or misunderstood.
- Create Study Guides: Summarize key concepts aligned with past questions.
- Mock Exams: Use past papers to simulate testing environments, improving readiness.

Challenges and Considerations in Developing N5 Question Papers

Ensuring Relevance and Currency

As sales practices evolve rapidly with technological innovations, question papers must stay current.
This requires:

- Regular curriculum reviews.
- Inclusion of contemporary sales platforms like social media, e-commerce, and CRM software.
- Integration of ethical dilemmas reflecting modern challenges.

Balancing Difficulty Levels

Questions should be designed to challenge students appropriately, avoiding overly simplistic or
excessively complex problems. A balanced mix ensures fair assessment and encourages learning.

Incorporating Practical Skills

Designing scenario-based questions that mirror real-world situations enhances practical learning.
These questions should test critical thinking, decision-making, and strategic planning skills.

Conclusion

The sales management N5 question papers are more than just assessment tools; they are gateways
to understanding the foundational principles that underpin successful sales careers. Through their
structured design, diverse question formats, and focus on both theory and practice, these papers
serve to prepare learners for the multifaceted realities of the sales industry. As the marketplace
continues to evolve with technological and ethical shifts, so too must the question papers adapt,
ensuring that students are equipped with relevant knowledge and skills. For educators and students
alike, ongoing analysis and strategic preparation centered on these question papers will be
instrumental in cultivating competent, ethical, and innovative sales professionals of tomorrow.
 

 QuestionAnswer What are the key topics covered in the N5 sales management question papers?
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The N5 sales management question papers typically cover topics such as sales planning, sales
techniques, customer relationship management, sales team management, and sales control and
evaluation. How can I effectively prepare for the N5 sales management exam using past question
papers? By practicing past question papers, you familiarize yourself with exam patterns, identify
frequently asked questions, and improve time management skills. Review answers thoroughly and
understand the concepts behind each question for better preparation. Where can I find reliable
sources of N5 sales management question papers online? Reliable sources include official
educational websites, authorized training centers, and reputable online educational portals that offer
past exam papers and practice tests for N5 sales management. What are common challenges
students face when studying N5 sales management question papers? Common challenges include
understanding complex concepts, managing time during exams, unfamiliarity with exam format, and
lack of access to sufficient practice materials. How do N5 sales management question papers help
in improving sales management skills? They help students understand real-world scenarios,
reinforce theoretical knowledge, and develop problem-solving and decision-making skills essential
for effective sales management. 

 
Related keywords: sales management, N5 question papers, sales principles, sales strategies, retail
management, customer relations, sales techniques, marketing fundamentals, sales planning,
business communication

SALES TEAM LEADER JOB DESCRIPTION EXAMPLE

sales team leader job description example is an essential template for organizations aiming to
recruit a highly effective sales leader who can drive revenue growth, motivate teams, and implement
strategic sales initiatives. Crafting a comprehensive job description helps attract qualified candidates
by clearly outlining responsibilities, required skills, and key qualifications. In this article, we will
explore a detailed sales team leader job description example, along with insights into role
expectations, essential skills, and best practices for attracting top talent. Whether you're a hiring
manager or a sales professional interested in understanding the role, this guide provides valuable
information for creating compelling job postings and understanding the critical functions of a sales
team leader.

Understanding the Sales Team Leader Role

A sales team leader, sometimes referred to as a sales supervisor or sales manager, plays a pivotal
role within an organization?s sales department. They serve as the bridge between executive
management and the sales staff, ensuring that sales targets are met or exceeded through strategic
planning, team motivation, and effective management. The sales team leader is responsible for
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leading, coaching, and supporting the sales team to achieve individual and collective goals.

Key Responsibilities Overview

- Developing and executing sales strategies
- Managing daily sales activities
- Monitoring team performance
- Providing coaching and professional development
- Building strong relationships with clients
- Reporting on sales metrics and forecasts

Sample Sales Team Leader Job Description Example

Job Title: Sales Team Leader

Location: [City, State]

Department: Sales

Reports To: Sales Manager / Director of Sales

Employment Type: Full-time

Salary Range: [Competitive/Depending on experience]

Job Summary

The Sales Team Leader is responsible for leading a team of sales representatives to achieve sales
targets, improve customer engagement, and expand market share. This role involves strategic
planning, team supervision, and direct client interaction. The ideal candidate will possess strong
leadership skills, a proven sales record, and the ability to motivate and develop team members to
reach their full potential.

Key Responsibilities

- Lead and Manage Sales Team

- Supervise daily sales activities
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- Set individual and team sales objectives
- Foster a positive and competitive team environment

- Develop Sales Strategies

- Analyze market trends and customer needs
- Create actionable sales plans aligned with company goals
- Identify new sales opportunities and markets

- Performance Monitoring and Reporting

- Track sales metrics and KPIs regularly
- Prepare sales reports for management
- Use data to refine sales tactics

- Training and Development

- Conduct onboarding and ongoing training sessions
- Provide coaching to enhance sales techniques
- Identify skill gaps and facilitate professional growth

- Customer Relationship Management

- Build and maintain strong relationships with clients
- Address customer concerns and ensure satisfaction
- Upsell and cross-sell opportunities

- Collaborate Across Departments

- Work with marketing to develop promotional campaigns
- Coordinate with product teams for customer feedback
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- Support administrative functions as needed

Required Skills and Qualifications

- Bachelor?s degree in Business, Marketing, or related field (Master?s preferred)
- Proven experience in sales, with at least [X] years in a leadership role
- Demonstrated success in achieving sales targets
- Excellent communication, negotiation, and interpersonal skills
- Strong leadership and team management abilities
- Analytical mindset with proficiency in CRM and sales analytics tools
- Ability to motivate and inspire a team under pressure
- Strategic thinking and problem-solving skills

Preferred Qualifications

- Experience in [specific industry or market]
- Knowledge of digital sales channels and e-commerce platforms
- Multilingual abilities (if applicable)
- Certification in sales or leadership (e.g., CPLS, SPIN Selling)

Optimizing the Sales Team Leader Job Description for SEO

Creating an SEO-optimized job description helps attract the right candidates by increasing visibility
on search engines. Here are some tips for optimizing your sales team leader job posting:

Use Relevant Keywords

Identify keywords that potential candidates are searching for, such as:

- Sales team leader job description
- Sales supervisor responsibilities
- Sales management role
- Leadership in sales
- Sales team management skills

Incorporate these naturally throughout the job description, especially in titles, headings, and the first
few sentences.
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Include Clear and Concise Headings

Structured headings like `

`, `
`, and bullet points make your content easy to scan and improve SEO rankings.

Use Bullet Points for Clarity

Listing responsibilities and qualifications in bullet points enhances readability and search engine
comprehension.

Add Location and Industry Keywords

Specify your geographic location and relevant industries to target local or niche candidates.

Incorporate Internal and External Links

Link to related pages on your company website (e.g., company culture, application process) and
reputable sources about sales leadership to boost credibility and SEO.

Additional Tips for Crafting an Effective Sales Team Leader Job
Description

- Be Specific: Clearly define the scope of responsibilities and expectations.
- Highlight Opportunities: Emphasize career growth, bonuses, or other incentives.
- Focus on Impact: Explain how the role contributes to company success.
- Use Action-Oriented Language: Words like ?lead,? ?develop,? ?drive,? and ?strategize? inspire

candidates.
- Include a Call to Action: Encourage qualified candidates to apply with clear instructions.

Conclusion

A well-crafted sales team leader job description example serves as a vital tool in attracting skilled
sales professionals capable of leading teams toward achieving and surpassing sales goals. By
incorporating detailed responsibilities, required skills, and SEO best practices, organizations can
increase their visibility to top talent. Remember to tailor the job description to your company's unique
needs, include relevant industry keywords, and clearly communicate the role's impact. Whether
you're posting on job boards, your company website, or social media, an optimized and
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comprehensive sales team leader job description paves the way for building a high-performing sales
team that drives business growth.

Final Tips for Hiring a Sales Team Leader

- Conduct structured interviews focusing on leadership style and sales achievements.
- Use assessment tools to evaluate strategic thinking and problem-solving.
- Verify references to confirm leadership capabilities and sales success.
- Offer competitive compensation aligned with industry standards to attract top candidates.

By following these guidelines and using a detailed, SEO-optimized job description example, your
organization will be well-positioned to identify and hire a sales team leader who can elevate your
sales performance and contribute to long-term success.
 
Sales Team Leader Job Description Example: A Comprehensive Guide for Employers and Job
Seekers

When organizations seek to bolster their revenue streams and expand their market presence, they
often turn to the pivotal role of a sales team leader. This position serves as the backbone of the
sales department, responsible for steering sales strategies, motivating teams, and ensuring targets
are met or exceeded. For employers crafting a job posting or for professionals aiming to understand
what this role entails, a clear and detailed sales team leader job description example provides
invaluable insight into the expectations, responsibilities, and necessary qualifications of this key
position.

What Is a Sales Team Leader?

A sales team leader is a managerial professional who supervises a group of sales representatives,
guiding them toward achieving individual and collective sales goals. Unlike entry-level sales roles,
this position demands leadership skills, strategic thinking, and a comprehensive understanding of
sales processes. The role blends elements of people management, strategic planning, and direct
sales execution.

Core Responsibilities of a Sales Team Leader

A well-defined sales team leader job description typically encompasses a broad range of duties,
tailored to align with organizational goals. Here?s an in-depth look at the core responsibilities:

- Leading and Managing the Sales Team
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- Motivating team members to meet and surpass sales targets.
- Conducting regular team meetings to communicate goals, share updates, and encourage

collaboration.
- Providing coaching and mentorship to improve individual performance and professional growth.
- Monitoring sales activities and ensuring adherence to company policies and procedures.

- Developing and Implementing Sales Strategies

- Collaborating with senior management to develop effective sales plans.
- Analyzing market trends and customer needs to identify new opportunities.
- Creating targeted sales campaigns to reach specific customer segments.
- Adjusting strategies based on performance data and feedback.

- Setting and Tracking Sales Goals

- Establishing clear, achievable sales quotas for team members.
- Tracking progress through sales metrics and KPIs.
- Providing regular performance reports to upper management.
- Recognizing and rewarding top performers to incentivize continued success.

- Building and Maintaining Customer Relationships

- Ensuring customer satisfaction through quality service.
- Handling escalated customer issues when necessary.
- Developing long-term relationships with key clients to foster loyalty.
- Identifying opportunities for upselling or cross-selling.

- Administrative and Reporting Duties

- Maintaining accurate records of sales activities, leads, and customer interactions.
- Preparing sales forecasts and budgets.
- Ensuring compliance with legal and organizational standards.
- Supporting recruitment, onboarding, and training of new sales staff.
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Essential Skills and Qualifications

A comprehensive sales team leader job description example highlights the skills and qualifications
necessary for success in this role. These typically include:

Educational Background

- Bachelor?s degree in Business Administration, Marketing, Sales, or related field.
- Advanced degrees or certifications (e.g., Certified Sales Leadership Professional) are a plus.

Experience

- Proven track record of success in sales roles, with several years of experience.
- Prior leadership or supervisory experience in a sales environment.
- Demonstrated ability to meet or exceed sales targets.

Key Skills

- Strong leadership and team management capabilities.
- Excellent communication and interpersonal skills.
- Strategic thinking and problem-solving abilities.
- Proficiency with CRM software and sales analytics tools.
- Resilience and adaptability in dynamic markets.

Typical Job Description Example for a Sales Team Leader

Position Title: Sales Team Leader

Location: [City, State]

Reports To: Sales Manager / Director of Sales

Job Summary:

We are seeking a motivated and experienced sales team leader to oversee our sales team, develop
effective strategies, and drive revenue growth. The ideal candidate will possess strong leadership
skills, a proven sales record, and the ability to inspire and manage a team of sales professionals.
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Key Responsibilities:

- Lead, motivate, and manage a team of sales representatives to achieve sales targets.
- Develop and implement sales strategies aligned with company goals.
- Conduct regular training sessions and performance evaluations.
- Monitor sales metrics and generate detailed reports.
- Build and nurture relationships with key clients.
- Support the recruitment and onboarding of new sales team members.
- Collaborate with marketing and product teams to optimize sales efforts.

Required Qualifications:

- Bachelor?s degree in Business, Marketing, or related field.
- Minimum of 5 years of sales experience, with at least 2 years in a supervisory role.
- Proven ability to meet or exceed sales targets.
- Excellent leadership, communication, and organizational skills.
- Proficiency in CRM systems and sales analytics software.

Preferred Qualifications:

- Experience in [industry-specific] sales.
- Additional certifications in sales or leadership.

Best Practices for Crafting a Sales Team Leader Job Description

When creating or analyzing a sales team leader job description example, keep these best practices
in mind:

- Be Clear and Specific: Clearly outline the responsibilities, expectations, and qualifications.
- Highlight Leadership Qualities: Emphasize skills related to motivation, coaching, and strategic

thinking.
- Align with Organizational Goals: Ensure the role?s objectives support broader company

objectives.
- Include Performance Metrics: Specify KPIs and targets to set transparent expectations.
- Detail Opportunities for Growth: Mention potential career progression paths to attract ambitious

candidates.
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Conclusion

A well-crafted sales team leader job description example serves as a vital tool for attracting capable
candidates and setting clear expectations. Whether you are an employer seeking the perfect fit or a
professional aiming to understand the nuances of this leadership role, understanding the core
responsibilities, skills, and qualifications involved is essential. This role not only drives sales
performance but also fosters a motivated, skilled team capable of navigating competitive markets
and achieving sustained growth.

In summary, the sales team leader is a strategic, people-centric role that requires a blend of sales
expertise, leadership acumen, and operational insight. By defining these elements clearly in a job
description, organizations can better find and develop sales leaders who will propel their business
forward.
 

 QuestionAnswer What are the key responsibilities of a sales team leader? A sales team leader is
responsible for setting sales goals, developing strategies to achieve targets, motivating and
managing the sales team, analyzing sales data, and ensuring customer satisfaction to drive revenue
growth. What skills are essential for a sales team leader? Essential skills include strong leadership
abilities, excellent communication, strategic thinking, problem-solving capabilities, adaptability, and
proficiency in sales tools and CRM software. How does a sales team leader motivate their team? A
sales team leader motivates their team by setting clear goals, providing regular feedback,
recognizing achievements, offering incentives, fostering a positive work environment, and providing
ongoing training and development. What educational background is typically required for a sales
team leader? Most employers prefer candidates with a bachelor?s degree in business, marketing, or
a related field. Some roles may also value prior sales experience and leadership skills over formal
education. What are common KPIs for a sales team leader? Common KPIs include sales revenue,
number of new clients, client retention rate, sales growth percentage, average deal size, and team
members? individual performance metrics. How does a sales team leader contribute to a company's
overall success? By effectively leading the sales team, setting strategic goals, and ensuring targets
are met, a sales team leader directly impacts revenue generation, market expansion, and the
company?s competitive positioning. What challenges might a sales team leader face? Challenges
include managing diverse team dynamics, meeting aggressive sales targets, adapting to market
changes, handling underperforming team members, and maintaining motivation during tough times.
How should a sales team leader structure their job description? A well-structured job description
should include key responsibilities, required qualifications, preferred skills, performance metrics, and
details about working conditions to attract suitable candidates. What experience is typically required
for a sales team leader position? Candidates usually need several years of experience in sales, with
proven success in achieving targets, along with prior leadership or supervisory experience in a sales
environment. 

 
Related keywords: sales management, team leadership, sales targets, customer engagement,
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performance metrics, communication skills, motivational strategies, sales reporting, training and
development, account management

Read the full article online: SALES TEAM LEADER JOB DESCRIPTION EXAMPLE
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