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Manager of Spare Parts Sales
As of January 16, 2018

Job Title – 				Manager of Spare Parts Sales
Department – 			Business Development & Strategy
Supervisor - 				Vice President, Business Development & Strategy
Coordinating Departments -		Purchasing, Finance, Engineering & Fabrication

Summary Description:
To be the face and voice of Setpoint in increasing the revenue/sales of Spare Parts.  Further, to coordinate with parallel departments (internal customers) in this process of providing prompt and accurate supply of Spare Parts/Services to Setpoint’s customer-base (external customers).

Functions:						Competencies:
Leadership/Ownership				Communication/Relationship Mgt.
Sales/Marketing Growth			Enthusiasm
Profit Management				Organizing, Planning & Analysis
Customer Relations				Problem Solving
Support in Inventory Control			Initiative & Good Judgement
Interdepartmental Teaming			Strategic Leadership
						Decisiveness
						Delegation
						Problem Solving
						Versatility
						Strategic Leadership
						Accounting/Profit Metrics

Major Duties and Responsibilities:
1. Recognizing and taking responsibility to make Spare Parts into a Profit Center as part of the whole!
2. Interface with interdepartmental team members to ensure customers Parts, Accessories and Service needs are being met in a timely and fair manner.
3. Receive customer spare parts requests and purchase orders and oversee order entry through order fulfillment.
4. In event a part needs Engineering support, take a leadership role in facilitating the item from engineering through fulfillment.
5. Be proactive in communication with customers on re-order of consumables, recommended spare parts and time-related wear items for the benefit of reducing customer down-time, increasing customer satisfaction and building departmental growth and revenue for Setpoint Inc
6. Work with purchasing to quote accurate pricing meeting Setpoint’s profit goals in addition to revenue growth
7. Timely communication with customers on receipt of purchase orders, requisitions or Request for Quotes (RFQ).  As example, acknowledge through email receipt of their request within the same day (assuming request before 3:00 PM, Utah time) for domestic orders; or, within the next business day if International
8. Provide monthly Sales/Status reports to VP, for review by Executive Management in Wednesday’s Exec. Mgt. Meeting
9. Ability to work with multiple customers at one time while maintaining ‘individual’ customer satisfaction
10. Update customer significant spare parts lists – based upon Setpoint supplied products (i.e., Universal may have 2 – 4 products from Setpoint, depending upon the park.  A master “Universal” or Disney, etc., “Price List” specific to that customers product(s)
11. Create and maintain quarterly Customer Service, Maintenance and Safety Bulletins for two critical purposes:
11.1. Liability – safety is our #1 purpose while creating products …next quality
11.2. Exceeding customers’ expectations and satisfaction
11.3. Bottom line – generates repeat sales & consistent business of both parts and services through positive reminders …the “good-experience” resulting in recommendations from customer Operations/Maintenance & Service Departments to customer Executive Management when considering vendors/suppliers for new rides and attractions.
12. For all NEW products, create (supported by Engineering and Production) a “Roll-out” program that defines clearly, Spare Parts a customer is “required-to” and “should-have-on-hand”, the day of ride opening.  Including a spare parts price list complete with lead times for replacement upon ordering.  In essence, manage the customer’s expectations through good and upfront communication
13. Exercise “leadership” in all areas.  Especially in Marketing the benefits of Setpoints Spare Parts Program, a department that promotes customer/product safety & maintenance.  And, then training and working with team members to deliver our communicated, promised commitments to the intended Customer.  If a delay occurs …NEVER let the customer ask “when” – be proactive in notifying customer of the issues – positive or negative.
14. The ‘balance’ of being “detail” oriented while being “people-centric.”  Work with team members to eliminate ANY excuse a customer might hear.  Simply put, positively manage the expectations.
15. Must be capable of working independently, effectively managing time and work flow, minimizing “slow-downs” or eliminating obstacles to improve efficiencies.
16. Learn the product so as to be a consultant, not a clerk – “leadership.”
