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Defense/Intelligence Market Lead
Job Description
To Scale the Sales, Delivery, Extension, and Expansion of Compusearch Product and Services to US Federal Government Defense and Intelligence Agencies

Background

Compusearch is the leading provider of automated procurement and grants support systems and services to the United States federal government.  We currently serve two primary markets:

· Civilian Agencies (80% of our current business)

· Defense/Intelligence Agencies and Departments (20% of our current business)

We also have begun to explore the possibility of serving new markets including US State & Local, international public sector, and global commercial markets.  

This document outlines the roles and responsibilities of a Compusearch Market Lead.  

Role

The Market Lead is the person we count on to build and work with a top team to develop, maintain, and drive to achieve a long term vision and an annual plan for the target market which:
· Drives Compusearch’s overall growth and performance goals in their market


· Details the strategy in their market to:

· Deliver on current commitments, extend and expand value delivered, and develop opportunities to deliver value in areas not currently served

· Sell Compusearch products and services to agencies we are not currently working with, 
· Build additional capacity to sell and deliver more value 


· Draws on and helps build the company’s core assets and competencies


· Sets and achieves specific revenue, profit contribution, and growth goals.  


· Clearly articulates the target market, the problems addressed and the solutions offered and the associated execution, sales, and capacity development strategy.   

The Market Lead develops, holds, and communicates a clear understanding of their market, competition, partners, and key trends that will influence their market over the next five years, and is always able to present a credible story about how their plan will succeed in light of these key market dynamics.

Responsibilities
· To complete an annual business plan for their market by late November and to iterate with the executive committee to earn approval to submit the plan to the firm’s board of directors at the December meeting. 

· To hire, develop, guide, and manage Client Relationship Managers to achieve their revenue plans
· To work with corporate services leaders to hire, develop, and manage project managers, functional consultants, and technical consultants to deliver on our commitments to clients
· To freely and liberally draw on and contribute to the firm’s knowledge, best practices, communities of practice, and lessons learned

· To compile and submit timely plans, projections, and re-forecasts on an annual, monthly, and semi-annual basis respectively

· To prepare and submit a monthly report to the management team on progress against plan, lessons learned, and next actions
· To maintain the professional development plans for direct staff assigned to work on projects serving agencies in their market
· To support and cooperate with respect to other Compusearch Market Leaders, Directors, Managers, and corporate initiatives 

Performance Measures

Market Leaders are among the senior-most leaders in the organization and as such the success and growth of Compusearch lies in their hands.  
Qualitative Measures

Each Market Lead is measured on their ability to set and achieve a vision which creates value for clients while building value for Compusearch.  As the leaders of the organization, the Market Leads also set, model and drive the culture of Compusearch by embodying and demonstrating our foundational behaviors which include:
· Client Service: See matters from our clients’ point of view and work tirelessly to fully resolve any issues, and provide exceptional client service 
· Flexibility: Adjust point of view to see things from different perspectives; adjust schedule to meet unexpected challenges 
· Teamwork: Build trust and instill confidence in your reliability and honesty 
· Respect: Listen to others, be sensitive to issues; act with tact 
· Stewardship: Carefully and responsibly manage something entrusted to one’s care 
· Commitment: Devotion to client, team, project, and Compusearch

Quantitative Measures

Market Leader financial performance will be measured on actual results relative to the annual plan for the following:

· Corporate Financial Performance:  The Market Leads drive the creation and achievement of the annual financial plan for Compusearch, in close coordination the President, CFO and other Director-level team members.  As a senior-most leader in Compusearch, the Market Lead is accountable for helping the company achieve its overall financial goals.  At Compusearch, corporate financial performance is primarily focused on a measure of profit (specifically: earnings before interest taxes, depreciation, and amortization (EBITDA) net of capital software expenditures) which provides the management team with flexibility about how to achieve the goal.  In addition to current year financial performance, the Company is held accountable to build a credible plan for future year growth.
· Personal Financial Performance:  The Market Leads are wholly accountable, with the support of the President and CFO, for the creation and achievement of a financial plan in their target market.  The financial goals for personal financial performance are tied to net contribution which is a measure of the financial elements under the direct control of the Market Lead, including revenue, direct costs, and indirect costs.  Consistent with the Corporate Financial Performance measure, each Market Lead must build a credible financial plan for achieving future year growth.

· Personal Non-financial Performance:  Personal non-financial measures are created with each member of the Executive Incentive Compensation Plan and reflect a personal development plan and goals that are Specific, Measurable, Actionable, Realistic and Timely (SMART).

Standards of excellence

In addition to foundational behaviors and quantitative performance measures, market leaders model the firm’s standards in terms of:

· Professional conduct –exhibit the highest level of ethics and professional conduct in all aspects of our business.

· Leadership –be viewed by their team members as an exceptional manager, especially in terms setting direction, aligning resources, and motivating action.

· Selling – demonstrate leadership in systematically identifying and programmatically cultivating to fruition opportunities for the firm to maximize growth, profitability and reputation.

· Customer relations – viewed by our clients as a valuable asset because of what they know in terms of technology, industry function, or methodology, as someone who clearly understands all aspects of the business, and who they count on to bring valuable perspective to bear on their problems.

· Excellence – ensure that we achieve the highest level of performance in all we do including the delivery of products and services that are perceived by clients as best-of-breed.

· Communications – communicate broadly with staff and clients in writing, speaking and at high level presentations with senior managers.

· Team – be a valuable member of the management team which functions as a collective leadership, and not as representatives of a constituency, to develop and maintain the firm’s vision and to develop and guide the execution of our strategy and operations.

Compensation

For their efforts, Market Leaders will receive the following:
· A salary that is commensurate with their skills and in-line with the market

· A bonus based on achieving performance goals established in their business plan, with unlimited upside if performance exceeds target (e.g., for 2007 EICP performance, the corporate measure of achievement was 175% of plan)
· Equity participation in the form of Incentive Stock Options
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