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	General role information

	Job Title:
	Regional Sales Manager - Africa

	Reporting to:
	Africa Social Marketing Director

	Salary Band:
	

	Notice period:
	3 months

	Career Band:
	BG 9

	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.This role is expected to be based within the Africa region to ensure close proximity to country programmes, distributors, and market realities.

	The role

	
The Regional Sales Manager – Africa is responsible for leading commercial performance, strengthening route-to-market models, and driving execution excellence across MSI’s Africa region.

The role owns regional sales performance oversight, ensuring that country programmes (CPs) translate commercial strategy into measurable results through disciplined execution, robust planning, and continuous performance improvement.

Acting as a strategic commercial partner to CPs and distributors, the postholder analyses existing sales models, identifies structural gaps, and drives optimisation of distribution, incentives, and sales approaches to unlock growth.

The role operates with a high degree of autonomy, challenging performance, influencing decision-making, and holding both internal and external stakeholders accountable for results.

This role requires strong contextual understanding of Africa markets, including hands-on experience working with distributors and field sales teams. The role is expected to be based within the Africa region to ensure close proximity to market dynamics and enable effective commercial partnering. 



	Key Responsibilities

	1.Sales Execution & Accountability
· Support CPs to develop robust annual and quarterly sales action plans aligned to commercial targets.
· Review and challenge country sales forecasts, target setting, and pipeline assumptions.
· Act as a trusted commercial partner to CP leadership, challenging assumptions and influencing sales strategy and execution priorities.
· Track implementation of agreed sales plans and hold CPs accountable for delivery milestones.
· Identify performance gaps early and support corrective action planning.
· Facilitate monthly or quarterly regional sales performance reviews.
· Escalate systemic commercial risks (stock-outs, distribution breakdowns, underperformance) to global leadership as required.
· Drive a high-performance sales culture with clear expectations on targets, activity levels, and conversion outcomes.
· Ensure disciplined pipeline management across all markets (lead generation → conversion → retention).
· Instil strong sales routines including target setting, weekly tracking, and structured performance reviews.

2. Performance Tracking & Impact Monitoring
· Monitor key sales KPIs across countries, including:
· Volume and value sales
· Market share (where available)
· Distribution reach and outlet coverage
· Sales force productivity
· Promotion ROI
· Channel contribution
· Support CPs to strengthen sales dashboards and reporting systems.
· Drive structured post-promotion and incentive evaluation to ensure return on investment.
· Analyse trends across markets and synthesise insights for regional and global commercial teams.
· Promote a culture of data-driven decision making and continuous improvement.
· Track full sales funnel performance (leads, conversions, repeat purchase, drop-offs) to identify growth opportunities.
· Hold teams accountable for both activity metrics (calls, visits) and outcome metrics (sales, conversion rates).
· Use data to drive rapid test-and-learn cycles to improve performance.

3. Incentives & Promotional Effectiveness
· Support CPs in designing and implementing effective sales incentive schemes (internal and distributor-based).
· Review incentive structures to ensure alignment with strategic priorities (product mix, new launches, priority geographies).
· Provide guidance on promotional planning, trade promotions, and demand stimulation activities.
· Ensure promotional activities are costed, measurable, and aligned with brand and regulatory standards.
· Evaluate performance of incentives and promotions and recommend refinements based on results.
· Design incentives that directly drive priority sales behaviours (new client acquisition, product mix, geographic expansion).
· Ensure strong linkage between incentives, individual performance, and business outcomes.

4. Route-to-Market (RTM) & Channel Optimisation
· Support CPs in strengthening RTM models to ensure efficient product flow and optimal market coverage.
· Lead cross-market analysis of RTM models, identifying scalable approaches and driving regional standardisation where appropriate.
· Analyse distribution structures and recommend improvements to coverage, frequency, and cost efficiency.
· Support channel interventions including:
· Wholesaler and sub-distributor optimisation
· Retail segmentation strategies
· Outreach or last-mile distribution improvements
· Partner with supply chain teams to ensure alignment between demand forecasts and stock availability.
· Identify and support replication of high-performing channel models across markets.
· Ensure sales teams are focused on high-value outlets and priority segments.
· Drive productivity of each sales territory through clear coverage, frequency, and targeting strategies.

5. Distributor Management & Commercial Partnerships
· Lead and influence distributor selection and contracting decisions 
· Review distributor agreements and KPIs to ensure accountability and clarity of expectations.
· Define and optimise distributor commercial models (margins, incentives, KPIs) 
· Build CP capability while holding both CPs and distributors accountable 
· Conduct joint distributor performance reviews where required.
· Hold distributors accountable for sales targets, coverage, and execution quality.
· Build strong commercial relationships that balance performance management with long-term partnership.

6. Geographic Expansion & Market Development
· Support CPs in identifying high-potential underserved geographies for expansion.
· Assess commercial viability of new territories using structured criteria (volume potential, distribution feasibility, cost-to-serve).
· Guide phased expansion strategies and monitor rollout performance.
· Ensure expansion plans are aligned with supply chain readiness and marketing support.
· Capture and share expansion learnings across markets.
· Drive aggressive but sustainable expansion into high-potential markets.
· Ensure expansion is supported by strong sales execution, not just presence.

7. Capability Building & Best Practice Sharing
· Provide coaching and technical support to country commercial and sales teams.
· Strengthen CP capability in:
· Sales planning
· Target setting
· Incentive design
· RTM optimisation
· Distributor management
· Commercial analytics
· Develop tools, templates, and playbooks to standardise regional commercial practices.
· Facilitate peer-to-peer learning across Africa commercial teams.
· Coach country teams on core sales skills including negotiation, objection handling, relationship management, and closing.
· Identify and scale top-performing sales behaviours and models across markets.

8. Cross-Functional Collaboration
· Lead cross-market analysis of RTM models, identifying scalable approaches and driving regional standardisation where appropriate.
· Partner strategically with:
· Regional Marketing Manager – Africa
· Global Commercial and Product teams
· Supply Chain and Operations
· Finance teams
· Ensure commercial plans are integrated with marketing campaigns, product launches, and stock planning.
· Support alignment between sales execution and brand strategy.
· Ensure tight alignment between sales, marketing, and supply chain to avoid missed opportunities (e.g. stock-outs, weak demand generation).
· Influence cross-functional priorities to ensure alignment with commercial performance goals.

9.Impact
This role directly drives regional revenue growth, sales productivity, and market expansion across Africa markets.

By strengthening route-to-market models, distributor performance, and execution discipline, the postholder ensures:

· Improved sales performance and conversion rates
· More efficient and scalable distribution models
· Stronger accountability across country programmes and partners
· Sustainable commercial growth in priority markets

The role plays a critical part in ensuring MSI’s commercial strategy is translated into consistent, high-quality execution and measurable results across the region.


	Key Skills

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

· Strong commercial and sales strategy expertise, with proven ability to drive execution
· Strong analytical capability and confidence interpreting sales and distribution data
· Experience designing and evaluating incentive and promotional schemes
· Strong understanding of route-to-market design and optimisation
· Distributor and trade marketing expertise
· Financial acumen, including understanding of margins, pricing, and ROI
· Strong stakeholder management and influencing skills across multi-country environments
· Ability to hold teams accountable while maintaining collaborative relationships
· Excellent planning and prioritisation skills in complex, fast-moving environments
· Strong coaching and capability-building skills


	Key Experience

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

· Significant experience (typically 7+ years) in sales, commercial management, or trade marketing
· Experience managing multi-country or regional sales portfolios
· Experience working with distributors and third-party commercial partners
· Experience in FMCG, pharmaceutical, consumer health, or socially marketed products
· Demonstrated experience improving sales performance through structured action planning
· Significant experience working within Africa markets is essential, including on-the-ground experience with distributors, trade environments, and field sales operations. 
· Experience working in regulated environments is advantageous


	Formal Education/qualification

	
A degree in business, marketing, economics, supply chain, or a related field is desirable, or equivalent professional 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’re looking for an individual who is:

· A strong supporter of sexual and reproductive health and rights
· Results-driven and highly accountable
· Commercially sharp with strong business acumen
· Comfortable challenging underperformance constructively
· Resilient and adaptable in complex, multi-country environments
· Collaborative and respectful of diverse cultures and contexts
· Willing to travel up to 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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