
 
 

 

POSITION DESCRIPTION 
 
Title:   Sales Representative (TSR)-Florida 
Reports to:  Regional Sales Manager 
Location:  Florida 
Job ID#:  9792 
 
 

General Description:  
 
This key sales position is responsible for the profitable attainment of all wholesale distributor 
and independent dealer sales and market share objectives for an assigned geographical 
territory (Florida) across the POB hunting and fishing brand portfolio.  This role is a member 
of the Regional Sales team.  It is responsible for the planning, development and 
implementation of strategic initiatives/programs to maximize revenue and profitability with 
defined customers in the assigned geographic territory.   
 
The successful candidate will have comprehensive knowledge of the customers in the 
territory, be able to analyze sales and trend data, and have a keen sense of emerging 
business opportunities within their customers. Will build and maintain strong relationships 
with all customers driving channel objectives and strategies and implementing collaborative 
business plans that deliver long-term mutual growth.   
 
 
Scope & Responsibilities:  
 

 Ensure excellent customer service to customers in territory through channel 
management, key customer calls, and consistent, clear communications with the POB 
sales, customer marketing, marketing and supply chain teams. 
 

 Maintain excellent rapport with the Company’s entire sales and marketing organization, 
assigned customers, POB and EBSCO Industries senior management team, and 
understand how to work within the high expectations of the POB culture. 
 

 Define the sales opportunities by brand for key distributors and dealers in territory.  
Outline aggressive but attainable sales and profitability targets for each customer and 
develop plans to meet those targets.  

 
 

Specific Duties: 
 

 Develop and execute a plan to profitably drive the Fishing and Hunting businesses within 
key distributors and dealers.   Work closely to execute channel, brand and product 
strategies and merchandising initiatives to dealers in the territory. 

 Build and maintain strong relationships with key customers using effective and efficient 
sales calls and store branding to build brand advocates at Retail.  Determine how to best 



 
respond to their needs and changing requirements while driving profitability for the 
customer and POB.  

 Collaborate with Regional Sales Managers, other TSRs and Account Executives, and 
Marketing to develop strategic channel initiatives for merchandising, consumer 
promotions, and regional advertising. 

 Support and execute plans for local and industry trade shows and consumer events in 
territory. 

 Proactively identify areas of improvement and opportunity within channels and assigned 
customers and work collaboratively across the organization to deliver solutions. 

 Be guided by EBSCO’s 8 core values and POB’s values and behaviors. 

 Carry out other duties, responsibilities, and projects as may be assigned, in an effective 
manner. 

 
 

Performance Measures:   
 

 Key distributor and dealer performance to plan by category revenue, ROI and margins 

 Support and execution of brand and product strategies and merchandising with dealers 
in territory 

 Customer relationship and customer service satisfaction 

 Internal collaboration and adoption of the EBSCO core values 
 
 

Basic Qualifications: 
 

 Five (5) years successful consumer goods sales experience.  

 Proficient knowledge of general sales planning and forecasting. 

 Experience in organizations known to be managed “by the numbers” and customer 
service.  Must be very organized. 

 
 

Preferred Requirements: 
 

 B.S. or B.A. from an accredited college/university in Marketing, Business, or related field. 

 A background in the hunting, fishing, or outdoor sporting goods market. 

 Proficient in utilizing Microsoft Excel and PowerPoint for data analysis and 
presentations. 

 Excellent verbal and written communication skills. 
 
 

Ideal Personal Profile: 
 

 Known as collaborative, engaging and team-oriented. Partners well within department 

and across organizations. 

 Possesses excellent negotiation and influencing skills. 

 Unquestionable personal integrity. 



 
 Smart with a quick intellect.  Well-grounded with a solid common sense approach.  Has 

an approachable and flexible work style.  Treats people with respect. 

 Is a good team player and is coachable. 

 Self-confident but ego cannot get in the way.  Will actively disagree and challenge 

upwards and downwards with constructive alternatives and finesse.  Will stand up for 

what he/she thinks. 

 High energy individual who energizes others and has excellent interpersonal and 

persuasive skills. 

 Presents a professional company image and presence. 

 Has to have good presentation skills.  Knows how to effectively communicate and sell 

his/her ideas.  Listens well and seeks input from others. 

 Must be comfortable with a flexible/high travel schedule to meet the needs of the 

business.  

 

About PRADCO Outdoor Brands, and EBSCO Industries, Inc. 
PRADCO Outdoor Brands (www.pradcooutdoorbrands.com) is a leading manufacturer and marketer of major hunting 
and fishing products. Hunting brands include: Moultrie, Summit, Knight & Hale and Code Blue. Fishing brands include 
more than 20 brands, including Rebel, YUM, Booyah, Lindy and Bomber Saltwater Grade. POB is a division of EBSCO 
Industries, Inc. (www.ebscoind.com), a privately held, family owned, diversified company based in Birmingham, AL. As a 
member of the EBSCO family of companies, PRADCO team members participate in a selection of outstanding benefits, 
including: EBSCO Profit Sharing Trust, Excellent Medical/Dental/Drug/Vision benefits, and many other benefits. 
 
Interested candidates should apply by going to the “Careers” section of www.ebscoind.com and searching for Job ID 

#9792. 
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