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   JOB DESCRI PTI ON FORM 

 

Posit ion Tit le: 
Sr. Market ing 

Manager 

Departm ent  &  

Cost  Center: Strategic Market ing 

FLSA Status: 
Non-Exempt   OR   Exempt  

( Circle One)  
Reports To: Market ing Director 

Job Grade:   
 

17 
Locat ion: 

United States, 

Am ericas, LNY Office-

based  

Date Approved by 

HR: 
November 2010 

 
 

 

 
JOB PURPOSE: Senior Mktg Mgr PH& D - GMS 

 

• Provide quality service to Laerdal’s internal and external customers in all assigned tasks, 

while upholding Laerdal Values at  all t imes.  

• Posit ioning of Laerdal (LMC)  products and services to new and current  custom ers and 

dist r ibutors with focus on specified segment  analysis.  Act ively develop and execute 

concepts, planning, implem entat ion and evaluat ion of campaigns, program s, promot ions 

and new product  launches.  Ut ilizes company resources to achieve annual sales, market  

share, and profitabilit y object ives. Develop and implement  sales related product  and 

prom ot ion inform at ion and t raining programs to support  sales efforts. 

 

 

  

D I MENSI ONS:  
 
FI NANCI AL:  

 

STAFF: Responsible for direct  reports including Market ing Manager and Associate Market ing Manager.   

 

OTHERS: Accountable to com plete perform ance appraisals for direct  reports. 

 

 

 

    

PRI NCI PAL ACCOUNTABI LI TI ES:  
 

• Accountable for maintaining a high level of engagement  for team members and 

developing and enhancing their skills.   

• Coaching and providing feedback in a posit ive manner 

• Provide channel market ing management  and sales leadership, including the 

development  and execut ion of the proper campaigns and t raining for LMA’s 

int roduct ion of new products and services.  This includes new alliance partners and 

acquired or outsourced products. 

• A primary emphasis on indirect  dist r ibut ion, m ajor cont racts with mult i- regional LMC 

impact  and as the channel integrat ion leader for new airway and spinal products and 

services acquired, outsourced or added to LMA’s custom er offer ings through its 

alliance partners 
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• Analyze the channels of dist r ibut ion used to reach defined market  segments and 

develop st rategies that  maxim ize said channels and m inim ize channel conflict .  

• Budget ing planning, forecast ing and m onitor ing in cooperat ion with Sales and Segment  

Managem ent , Business Unit  Managem ent  and Finance.   

• Generate improvement  ideas that  benefit  Laerdal’s dist r ibutors, customer base and the 

com pany. 

• Responsible for com pliance with I SO processes. 

 

 

 

MAI N TASKS:   

 

• Drive team  perform ance by coaching and providing clear expectat ions and ongoing 

feedback.  

• I ncrease bench st rength of team  by providing development  opportunit ies and 

encouraging learning and skill enhancement .  

• Develop and adm inister market ing and promot ion plans and programs for assigned 

Therapeut ic products that  are aligned with the company’s object ives and st rategies. 

• Develops and implements promot ional object ives and st rategies to defined m arkets.  

To include direct  and indirect  sales channels, and programs. 

• Develop and implement  programs to int roduce new products, increase sales and profit  

cont r ibut ion of exist ing products, and counteract  com pet it ive act ivit ies in the defined 

channel segments. 

• Regularly collect  and review informat ion about  main compet itors’ act ivit ies in their 

m arket ing m ix and present  reports to Business Unit  sales and general m anagem ent  

• Oversee st rategic projects as assigned by Managem ent  Assist  in develop annual 

product  line forecast  and update monthly in conjunct ion with inputs from  Sales. 

• Monitor and address custom er’s and dist r ibutor’s needs. 

 Propose product  improvements and modificat ions as dictated by the market  

segm ent .  Work with Global Product  Managem ent  and/ or Research & 

Developm ent  team s for implem entat ion. 

 I nterface with Marcom  Team  to develop effect ive communicat ion st rategies and 

integrate them  into m arket  focused promot ion, program s and cam paigns. 

 I ncorporate a cont inuous feedback/ input  process ( telephone and/ or survey)  with 

internal and external customers to act ively ut ilize customer informat ion in the 

development  of promot ional act ivit ies. 

 

 

 

DELEGATED AUTHORI TY:    

 

Decisions that  can be m ade by the job holder ( final say) : 

• Maintain Laerdal Corporate Values, Quality Policy, and Code of Conduct  

 

Decisions that  have to be m ade at  a  higher level: 

 

Approval r ights: 
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KNOW LEDGE AND EXPERI ENCE:    

• Bachelor’s degree, preferably in business adm inist rat ion or health sciences. 

• Minimum of six plus year’s market ing/ sales experience dem onst rat ing a hands-on 

approach. 

• Experience in medical product  or service market ing is desired. Medical sales or clinical 

experience is advantageous. 

 

Licenses or Cert ificat ions:  

  Must  Com plete CPR t raining on annual basis using Laerdal equipment  and Learning 

Managem ent  System  tools.  

 

 

 

COMPETENCI ES:    
 Abilit y to work through and influence people that  are not  direct  reports 
 Abilit y to develop team ing skills within employees 
 Computer literate;  able to ut ilize I BM PC's effect ively, including word-processing and 

spreadsheet  applicat ions. 

 Strong interpersonal skills;  ut ilizing posit ive reinforcement  and teamwork. 

 Must  be creat ive, imaginat ive, have ingenuity and abilit y to communicate effect ively 

using verbal and writ ten communicat ion skills.  

 Abilit y to develop in-depth understanding of product  line and its posit ion in the 

marketplace. 

 

 

 

 

W ORK ENVI RONMENT:    
 Work usually perform ed in an office set t ing 

 

W orking Hours:   

 Hours m ay vary and will require evening and weekend work depending on business 

needs and will require working overt ime.  

 

Tools and Equipm ent  Used:  

 Personal com puter, copier, fax, phone, and other typical office equipm ent  

 

Physical Dem ands:  

 Digital dexter ity and hand/ eye coordinat ion in operat ion of office equipm ent  

 Light  lift ing and carrying of supplies, files, etc. 

 Ability to speak to and hear customers and/ or other employees via phone or in person 

 Body motor skills sufficient  to enable incumbent  to move from  one office locat ion to 

another 

 Abilit y to lift  and carry demonst rat ion product  (maximum of 90 pounds) . 

 

Travel:   
 Travel up to 10-20 days per quarter for fieldwork to maintain close fam iliar ity with 

field and compet it ive m arket  condit ions through contact  with key customers. Flexible 
t ravel schedules requir ing som e weekend t ravel. 
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SI GN OFF    

JOB HOLDER:  _____________________________   DATE:  ____________________ 

                  

MANAGER:  _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _  _ _ _ _  DATE:  _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _  
 

NOTE:   This docum ent  is an out line of the prim ary tasks assigned and m ay be changed at  the discret ion of m anagement , 

form ally or inform ally, either verbally or in writ ing.  All team  m embers are expected to assist  Laerdal in achieving its 

goals even if such tasks are beyond the scope of this out line.  The job descript ion does not  const itute an em ploym ent  

cont ract , im plied or otherwise, other than an “at  will”  relat ionship and is subject  to change by the em ployer as the needs 

of the em ployer and requirem ents of the job change.    

 


