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	General role information

	Job Title:
	Regional Sales Systems Manager

	Reporting to:
	Africa Social Marketing Director

	Salary Band:
	

	Notice period:
	3 Months

	Career Band:
	BG9

	Budget Responsibility?
	No

	Direct Reports?
	No

	Client facing role?  
	No

	Introduction:

	
MSI Reproductive Choices is one of the world’s leading providers of sexual and reproductive healthcare. We believe that everyone should have the right to choose. From contraception to safe abortion and life-saving post-abortion care, we are committed to delivering compassionate, affordable, high-quality services for all.
Today, our organisation has over 9,000 team members working in 37 countries across the world. Our success lies in the fact that MSI teams are locally led, entrepreneurial and results-driven, and are passionate about delivering high quality, client-centered care in their own communities. As a social business, we focus on sustainable delivery, efficiency, and funding models that are built to last, so that the women and girls we serve today will have a choice in the future too. 
We know that access to reproductive choice is life changing. For some, it can mean the ability to complete an education or start a career. For others, it means being able to look after the family they already have. For everyone, it means the freedom to decide their own future, creating a fairer, more equal world.

	The role

	The Regional Sales Systems Manager – Africa is responsible for leading the strategy, governance, and optimisation of sales systems across MSI’s Africa region, ensuring these systems directly enable commercial growth, performance management, and data-driven decision-making.

The role owns the regional sales systems ecosystem, driving standardisation, scalability, and integration across markets. It ensures that systems, processes, and data are aligned to MSI’s commercial strategy and are actively used to improve sales performance, conversion rates, and operational efficiency.

Acting as a key regional leader, the postholder influences country programmes (CPs), distributors, and cross-functional teams to adopt best-in-class systems and disciplined sales processes. The role holds accountability for data accuracy (>95%), KPI definition and tracking, and real-time visibility of commercial performance across the region.

The Regional Sales Systems Manager plays a critical role in shaping how commercial performance is measured, managed, and improved, ensuring that sales teams and partners are equipped to deliver sustainable growth.

This role requires strong contextual understanding of Africa markets, including the operational realities of working with distributors, field sales teams, and fragmented digital ecosystems. As such, prior experience working physically within Africa markets is essential to effectively design, implement, and drive adoption of sales systems. The role is expected to be based within the Africa region, enabling close engagement with country programmes, partners, and frontline teams, and ensuring solutions are grounded in market realities.



	Key Responsibilities

	1. Sales Systems Harmonisation & Standardisation
· Own the regional sales systems roadmap and drive its execution across all Africa markets.
· Lead the regional harmonisation of sales systems, CRM tools, distributor reporting platforms, and sales force automation (SFA) tools across Africa markets.
· Define and implement minimum system standards and operating procedures for all CPs.
· Reduce fragmentation by consolidating redundant tools and aligning countries to approved platforms where feasible.
· Develop and maintain a regional sales systems playbook outlining required processes, KPIs, and reporting cadence.
· Ensure systems are designed to drive core sales behaviours including pipeline management, follow-ups, and conversion tracking.
· Embed structured sales processes (lead management, opportunity tracking, closing discipline) within all systems.
· Ensure alignment between sales systems and MSI’s broader data architecture and reporting standards.

2. Data Accuracy & Governance (>95% Accuracy Target)
· Establish and enforce data governance protocols to ensure >95% sales data accuracy across markets.
· Implement automated validation rules, duplicate detection, reconciliation processes, and exception reporting.
· Conduct routine data quality audits and coordinate corrective actions with CPs.
· Develop KPIs and scorecards to monitor data completeness, timeliness, and integrity.
· Ensure accountability for data ownership at country level, with clear escalation pathways for persistent quality gaps.
· Ensure data captured supports actionable sales insights (conversion rates, win/loss tracking, sales cycle length).
· Promote a culture of data-driven selling and accountability among sales teams.


3. Real-Time Visibility & Performance Enablement
· Ensure real-time or near real-time visibility of key commercial indicators, including:
· Sales volume and value
· Distributor performance
· Outlet coverage
· Incentive tracking
· Promotion performance
· Stock levels (where integrated)
· Partner with Regional Data Analyst to ensure dashboards pull directly from harmonised sales systems.
· Improve reporting latency and reduce manual spreadsheet-based processes.
· Support mobile-based data capture for field sales teams and distributors.
· Enable tracking of individual and team sales performance against targets, incentives, and KPIs.
· Provide visibility on funnel performance (leads → conversions) to identify drop-off points and improvement areas. 
· Use performance data to proactively identify gaps, influence decision-making, and drive continuous improvement in sales outcomes.


4. Systems Implementation & Optimisation
· Lead end-to-end design, implementation, and adoption of sales systems, ensuring they deliver measurable improvements in efficiency and performance.
· Collaborate with IT and external vendors to customise systems to MSI requirements.
· Oversee system integrations between sales tools, ERP, supply chain systems, and finance systems where relevant.
· Identify automation opportunities to reduce administrative burden on country sales teams.
· Monitor system performance and continuously optimise usability and efficiency.
· Ensure systems are intuitive and aligned with field sales realities to maximise adoption and usage.
· Continuously gather feedback from sales teams to improve usability and effectiveness of tools.

5. Sales Operations & Process Improvement
· Standardise key sales processes including:
· Order capture and approval workflows
· Distributor reporting
· Incentive tracking
· Territory management
· Route planning
· Improve transparency in sales force performance tracking.
· Ensure systems support route-to-market (RTM) strategies and geographical expansion.
· Support post-implementation reviews to ensure tools are driving measurable performance improvements.
· Ensure systems and processes actively enable MSI’s route-to-market strategy and support regional growth priorities.
· Ensure systems reinforce disciplined execution of sales routines (call planning, visit tracking, follow-ups).

6. Training & Capacity Building
· Drive adoption and behaviour change across CPs and distributors, ensuring consistent and effective use of systems and adherence to data and sales discipline..
· Create user guides, SOPs, and digital training materials.
· Provide remote and in-country troubleshooting support during system transitions.
· Build a regional community of practice for sales systems users to share challenges and solutions.
· Train sales teams on effective sales behaviours, including pipeline management, client engagement, and conversion techniques.
· Promote adoption of best-in-class selling practices across markets.

7. Vendor & Stakeholder Management
· Manage relationships with external system providers and technology vendors.
· Ensure service level agreements (SLAs) are adhered to and performance standards maintained.
· Collaborate with regional sales, marketing, supply chain and finance teams to ensure systems reflect operational realities.
· Provide regular updates to regional leadership on systems performance, risks, and improvement opportunities.
· Align system enhancements with commercial growth objectives and frontline sales needs.
· Influence senior regional stakeholders and hold CPs accountable for system adoption, data quality, and performance standards.

8. Impact
Impact

This role directly drives regional commercial performance, sales efficiency, and data-driven decision-making.

By owning and optimising sales systems, the postholder ensures:

Improved sales productivity and conversion rates
High-quality, reliable data for decision-making
Greater visibility and accountability of performance across markets
Scalable and standardised commercial operations

The role plays a critical part in enabling MSI to achieve sustainable growth across Africa markets.


	Key Skills

	
To perform this role, it is essential that you have the following skills:

· Strong experience with sales force automation (SFA), CRM platforms, or commercial ERP systems
· Deep understanding of data governance, validation frameworks, and data quality assurance
· Strong systems thinking and process optimisation capability
· Experience designing dashboards and reporting structures for commercial teams
· High level of digital literacy and comfort working with IT teams and system vendors
· Strong project management skills, including multi-country rollouts
· Excellent analytical and problem-solving skills
· Strong stakeholder management and influencing capability
· Ability to simplify complex systems and translate technical concepts for non-technical users


	Key Experience

	
To perform this role, it is essential that you have the following experience:

· 6–8+ years of experience in sales operations, systems implementation, CRM/SFA management, (CRM ecosystem commercial experience like Salesforce, Dynamics, HubSpot, Saneforce)
· Experience harmonising or rolling out systems across multiple countries or regions
· Experience working closely with sales teams or in sales roles in the field
· Experience driving sales performance improvement through systems or processes
· Experience managing data accuracy improvement initiatives
· Experience working with distributors and commercial field teams
· Experience in FMCG, pharmaceutical, consumer health, or socially marketed products preferred
· Significant experience working within Africa markets is essential, with a strong understanding of local commercial environments, distributor models, and field sales realities.\n>\n> Experience operating on the ground within Africa (not solely remotely) is required to effectively drive system adoption and performance improvement. 

	Formal Education/qualification

	
A degree in Information Systems, Business Administration, Data Management, Supply Chain, or a related field is desirable, or equivalent practical experience.


	Personal Attributes

	We recruit talented, dynamic people with diverse backgrounds and experiences, all united by a belief in our mission and a focus on delivering measurable results. We’re proud to be an equal opportunities employer and are committed to creating a fully inclusive workplace, where everyone feels able to participate and contribute meaningfully. You must be open-minded, curious, resilient, and solutions-oriented, and be committed to promoting equality, and safeguarding the welfare of team members and clients alike. 

For this role, we are looking for an individual who is:

· Mission-driven and supportive of sexual and reproductive health rights
· Highly detail-oriented with a strong commitment to accuracy and integrity
· Systematic and process-focused, yet pragmatic
· Comfortable driving change across multiple countries
· Solutions-oriented and resilient in complex operating environments
· Collaborative and culturally sensitive
· Willing to travel up to 25–30% of the time


	Our Values

	Mission Driven: With unwavering commitment, we exist to empower women and men to have children by choice not chance.
Client Centred: We are dedicated to our clients and work tirelessly to deliver high-quality, high-impact services that meet their individual needs.
Accountable: We are accountable for our actions and focus on results, ensuring long term sustainability and increasing the impact of the Partnership.
Courageous: We recruit and nurture talented, passionate, and brave people who have the courage to push boundaries, make tough decisions and challenge others in line with our mission.

Resilient: In challenging situations, we work together and support each other, adapting and learning to find solutions, whatever we’re up against.  
Inclusive: We believe that diversity is a strength. We all play our part in creating a culture where every team member can thrive, feel valued and contribute meaningfully to our mission, and where all our clients feel welcome and supported. 

	
By signing below, you indicate that you have read and agree to this job framework.


	Full Name:
	

	Signature:
	

	Date:
	







All MSI Reproductive Choices job framework is subject to a language neutrality test prior to approval and we’re always looking for new ways to make our recruitment process as fair and unbiased as we can. If you’d like to provide feedback on MSI Reproductive Choices recruitment process, please do so via email to recruitmentinbox@msichoices.org
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