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Sales Director, North America        
ABOUT ONTIME NETWORKS 
Our clients and partners trust OnTime Networks to deliver the mission-critical network and time 
synchronization technology they need, and we trust our employees to draw on their ingenuity and passion to deliver those solutions. OnTime Networks specializes in network switches, routers, taps, computers and time synchronization that enable net-centric operations. This leads to an 
empowering culture for our people. Our Leadership team is open, sharing plans for the next five years, driving retention by offering demanding, exciting work, and providing full guidance and 
mentoring.  SUMMARY 
Directs and manages the overall sales and marketing functions for OnTime Networks LLC for North America focused on Military and Aerospace opportunities in a highly dynamic and rapidly 
scaling environment. Builds and fosters an effective external sales team.  As a member of the senior management team, develops sales and marketing strategies, identifies new markets, 
develops and manages the marketing and sales force, and is responsible for developing and achieving sales objectives in support of the division’s revenue plan.   
The ideal candidate will have a strong technical background, with an emphasis on network communications, embedded systems and high performance computing platforms, prior extensive 
experience leading and growing Sales teams, and an ability to “lead from the front” with a proven willingness to act as both player and coach.  ESSENTIAL DUTIES AND RESPONSIBILITIES 
Responsible for sales of products and services for OnTime Networks LLC within North America. 
Duties and responsibilities include, but are not limited to, the following:  Spearheads the development of strategic sales and marketing programs that will improve 

operational efficiency and enable customers to leverage OnTime Networks’ extensive expertise in rugged network communication and time synchronization systems.  As a member of the senior management team, assists in developing short and long term 
business plans and objectives.   Participates in senior staff meeting, monthly Budget and Business Review, and other 
special meetings as required.  Tracks performance to plan and provides monthly, quarterly, and special reports as 
required.  Develops and fosters strategic partnerships with OEMs, rep firms, reseller and distributors 
for cover multiple market segments  Develop and lead a network of dynamic and energetic regional sales representatives 
supporting the company’s goals.   Work with the Managing Director on strategies to drive margin rich solutions to potential 
customers and grow the existing base of customers.  Participates in decision making for Company plans, policies and procedures.  Represents Company at various conferences and events.  Create a common sales toolkit for partners to enable them to communicate OnTime Networks’ value proposition and accelerate sales growth.     
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 EDUCATION & EXPERIENCE REQUIREMENTS   Bachelor Degree in Electrical Engineering or equivalent discipline. MS/MBA preferred.   10+ years professional level experience with 4-6+ years running Sales teams; or an 
equivalent combination of education and professional level related Engineering/Technical experience required.  Successfully managed and lead international sales organization & Intermediaries (Resellers and Advisors) with extensive experience in technology products and services 
with an emphasis on network communications and high performance computing platforms  Proven track record of accelerating sales growth of strategic products and technologies 
and the business acumen and management skills which enable them to serve as a thought partner with respect to the overall customer experience.   Intellectual curiosity to constantly evaluate the business, the market and global environment for our products   Must be able to extract hidden or unrealized customer requirements and gain consensus on these requirements with the customer. Ability to focus ambiguous customer needs into 
specific, deliverable requirements. Able to develop relationships and communicate with high level customer technical and executive staff.  Advanced understanding of Ethernet technology and network design, including switching 
and routing. Advanced understanding of technical terminology related to company products & services.  Advanced understanding of sales cycles and the solution selling process, preferably at multiple levels, i.e., Internet & Enterprise. Advanced level presentation skills.  Advanced MS Office Suite knowledge and usage. Ability to learn internal company systems  Executive level understanding of company financial measures. Must have an intermediate understanding of aerospace and defense industry and sales cycles. 

  WORKING CONDITIONS  Travel required approximately 50% of the time, 25-30 weeks per year, international and domestic.  Ability to address internal and customer issues off-hours.  May require extended work hours to meet the needs of the team and customers. 
 LOCATION  Preferred location Dallas, TX or must live close to major U.S. airport  

 OnTime Networks LLC is an Equal Opportunity/Affirmative Action Employer and embraces diversity in our employee population. It is the policy of OnTime Networks LLC to provide equal 
opportunity to all qualified applicants and employees without regard to race, color, religion, sex, sexual orientation, gender identity, national origin, age, disability, protected veteran status, or 
genetic information. OnTime Networks LLC will refrain from discharging, or otherwise discriminating against, employees or applicants who inquire about, discuss, or disclose their compensation or the compensation of other employees or applicants. 


