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The duties of a commercial manager
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s the commercial director the sales manager?
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1. Commercial Director Job Description Sl paal dadsg) adsgll camgll 1
Job Overview dabs o)l Loy
Our organization is searching for a highly o209 uamie (SIS pde e Ead Uil §a
motivated and organized commercial director. G PAF ERY Ol 289 O Czo Cuaial 14 3
In this position, you will be expected to work de gazxe M3 (1o Boudl ol B3L)9 geillg puail)
to advance the company’s overall growth Olad gilly Bguwdl Cabgo (de 2o @l all yo
and market share by making decisions based Oladl 1ds o g

on trends and expectations for the future. sz Dhas ) Jgosl! 55 Jggas OsSu (&)t kel

The commerual director W|II be respongble Bl Lé\yﬂ 1 Jgal) 8,150 89200l J1 ol
for reaching out to new clients and advising Jleed) deassd

management about new markets to explore.
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* Manage company profile poizmall go Juolgillg Sl Casyad Cale 8yl

and community outreach.

* Create detailed directives for interaction ol (o Jelail) dunso Olgaag5 clad)

among related organizations and companies. Aol @13 o adly

 Create company outlooks and future industry  deluall ladgig &S adl lad s s Lad)
forecasts pertaining to the direction of our Ll §o do g ddlaioll ddudsia!

organization.
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. Necessary Skills and Qualifications:

Bachelor’s degree in business, or a related field

Minimum of three years of experience

working as a commercial director

Ability to plan, implement to company

expansion and growth

Strong communication and interpersonal skills
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4. Preferred Skills and Qualifications:

Master’s degree in advertising, marketing,

communications, or a related field
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The Marketing Concept
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The definition of marketing from
the commercial manager’s perspective
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The role of the commercial manager in setting
the steps for the sales plan
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The role of the commercial manager in setting
the steps for the sales plan
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The role of the commercial manager in setting
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