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Position Description





Position Identification








Position Title:	Solutions Manager








Position no.:		13413 & 45873








Reports to:		Line of Business Manager,  Corporate Solutions


			





RC Code:		4127





Business Group:	Services





Business Unit:	Corporate





Location:		Auckland/Wellington














Purpose








To identify and implement solutions for Telecom Corporate customers.  To manage marketing processes, developing both internal and external relationships as appropriate to maximise Telecom’s market position and Economic Valued Added (“EVA”)











Dimensions








No. of direct reports:			n/a





Contribution target:			to be determined for 1998/99





Operating budget:			nil





�



Results





Weighting�
Results�
Performance Standards�
�
�
Getting things done�
�
�
�
Solutions plans are completed as appropriate�
Plans completed within agreed time frames on a case by case basis�
�
�
Solutions are delivered�
All solutions are delivered within agreed time frames�
�



30%�
Generic Solutions are successfully migrated to product development area�
Generic Solutions are migrated to the Product Management area within mutually agreed parameters/time frames�
�
�
Successful solutions are communicated  �



Case study template is fulfilled within  1 week of completion.�
�
�
Revenue�
�
�
10%�
Revenue goals are achieved�
Agreed quarterly revenue goals are achieved�
�
�
Relationships�
�
�
20%�
Co-operation of other areas is gained to facilitate timely and efficient delivery of solutions.�
Effective working relationships are established (to an appropriate level) with Sales, Product Managers, Networks, Service Creation, Customer Service etc.�
�
�
Customer/supplier contact�
�
�
20%�
Regular contact is made with customers and third party suppliers�
At least 28 hours per month are spent with customers and/ or suppliers�
�
�
Teamwork�
�
�
�
A successful team!�
Team initiatives are contributed to�
�
10%�
�
Mutual support is given to other team members�
�
�
�
Information is shared and communicated�
�
�
Knowledge�
�
�
10%�
Personal development goals (in terms of training/knowledge etc.) are achieved.�
An appropriate level of  technical knowledge is demonstrated�
�
�
�
Gaps in business knowledge are identified and filled�
�






Key Duties and Tasks





Identify specific customer and market needs and produce Solutions Briefs which comply with the Solution Key Criteria, for Line Of Business Manager approval.





Develop solutions utilising Telecom’s products and services and third party vendors as appropriate.





Identify market or customer opportunities for current solutions and produce Generic Solutions Brief for Line Of Business Manager approval.





Implement solution(s) using existing Telecom processes where possible, to agreed quality standards (including time frame, service support, robustness etc.) 





Migrate established solutions to the Product Management area at an appropriate time, as defined in the planning process.





Contribute to the Solutions Business Planning process.





Develop effective and mutually beneficial relationships with internal and external suppliers.





Identify incremental revenues for solutions for inclusion in the revenue planning and supplier forecasting process.





Effective contribution to the Solutions Team and virtual teams as required.





Establish and achieve contribution targets for each solution, as agreed with the Line Of Business Manager.





Develop and manage marketing processes to achieve the most effective use of capital and the Telecom infrastructure.





Forecast capital and operating expenditure requirements and manage actual expenditure within approved budget.





Communicate opportunities to improve products to the relevant Product Manager(s).





Produce monthly progress reports by the date required as agreed with the Line Of Business Manager.





Relationships





Internal to Telecom


Who�
How�
Why�
�
Sales specialists





�
Meetings; seminars; phone; memoranda, e-mail�
Develop solutions, identify opportunities�
�
Sales Channels








�
Meetings; seminars; phone; memoranda, e-mail�
Educate, train and update about solutions; gain feedback on client needs etc.; assistance in the sales process�
�
Solutions team members�
Regular meetings, e-mail�
Discuss current activity, new opportunities, cross-team communication�
�
Trading Arrangements�
Meetings as required, phone, e-mail�
Discuss commercial/trading issues etc.�
�
Other Marketing Groups�
Regular meetings; ad hoc meetings as required; memoranda, e-mail�
Educate about solutions; co-ordinate initiatives across units�
�
Legal�
Meetings as required; memoranda; phone, e-mail�
Gain legal advice (and approval where required) on solution offerings�
�



Internal to Telecom, cont’d


Who�
How�
Why�
�
Billing�
Meetings as required; IPTs memoranda; phone, e-mail�
Implement new solutions; manage changes to billing systems and problem resolution�
�
Service Creation�
IPT meetings as required; process documentation memoranda; phone; e-mail�
Where appropriate ensure new solution developments are implemented according to business/marketing plans�
�
Marketing Communications�
Communications plan; regular meetings, phone; e-mail;�
Develop communications strategies; implementation of initiatives �
�
Senior Management�
Meetings, presentations�
Inform about new marketing/solution initiatives; revenue plans etc.�
�
Services Strategy Group�
Business plans; business case; solution plan; meetings as required; memoranda; phone; e-mail�
Develop solution pricing and strategy etc.�
�
Corporate Services�
Meetings as required; memoranda; phone; e-mail�
Agreement on required service standards; problem resolution�
�
Competitive intelligence�
Phone, regular updates; newsletters, e-mail�
Gain and contribute information on competitor activity; develop plans to formulate responses�
�
Database Marketing�
Phone, meetings as required, e-mail�
Discuss development and implementation of solutions initiatives; analysis of customer databases�
�
Communications Integrators�
Phone, meetings as required, e-mail�
Provide up to date information on solutions for sales channels�
�
Telecom Networks�
Phone, meetings as required, e-mail�
Discuss marketing requirements, solutions etc.�
�



External to Telecom


Who�
How�
Why�
�
Customers�
Phone; meetings; fax�
Discuss needs/wants�
�
Third party suppliers


�
Phone; meetings; fax�
Discuss solutions requirements, develop relationships


�
�



�
Decision Making





Decisions Expected�
Recommendations�
�
Tactical decisions within the approved Solutions Plans and Solutions Briefs�
Telecom Services Corporate Business Plan�
�
Prioritisation of work within agreed plans/budgets�
Business improvement opportunities�
�
Strategic decisions to maximise solutions effectiveness�
Solutions Plan �
�
Market management decisions for external suppliers�
Resource requirements/budgets within Corporate Business Unit, other Telecom Business Units, third party suppliers�
�
�
Special solutions and pricing for specific customers�
�
�
Network Marketing trading relationship and performance measurement�
�
�
Specific and generic solutions opportunities�
�
�
Solutions opportunities to proceed/not proceed�
�



Influence





þ	Others in work section 	þ	Customers and/or Suppliers


þ	Others in Business Unit 	þ 	Senior Executive


þ	Others in Business Group 	o	Company Wide


o	Board of Directors





Person  Specification


more than five years marketing experience, resulting in an in-depth understanding of the marketing process


creative and lateral thinking skills, with an ability to identify marketplace opportunities and develop a tactical response


experienced in the telecommunications business across a variety of products


able to operate at a strategic level


able to demonstrate an understanding of how the company functions, the key technologies and an appreciation of management policies


has managed the large-scale development of high-tech products with either a large capital spend or of high strategic value


excellent communications, presentation and interpersonal/negotiation skills


leadership and project management skills


well developed time management and organisational skills


ability to develop and maintain relationships with channels and external agencies


ability to operate in a team environment


ability to manage and co-ordinate project teams


strong negotiation skills to manage relationships with internal and external suppliers


knowledge of legal/policy issues related to the Commerce Act, Fair Trading Act, Privacy Act, Consumer Guarantees Act, Telecommunications Act etc.








