TALKING STICK GOLF CLUB
9998 East Indian Bend Road, Scottsdale Arizona 85256
Tournament & Sales Manager
Full-time, Salaried position
POSITION SUMMARY

The Tournament & Sales Manager is responsible for driving revenue/new business to Talking Stick Golf Club.  This individual will be responsible for achieving the prepared Sales Plan in addition to the complete coordination of tournament event details between guests and course staff.
EXPERIENCE, EDUCATION AND SKILLS REQUIRED
· Golf tournament sales experience.
· College degree preferred.
· Rigorous sales experience, preferably in an environment that requires independent lead generation and closing
· Superior sales skills in prospecting, communication and closing
· Professional appearance 

· Excellent attention to detail

· High internal standards of quality and service 

ESSENTIAL RESPONSIBILITIES
Position responsibilities include, but may not be limited to the following:
	· Responsible for Golf Tournaments and achieving the prepared Sales Plan which has significant impact on the overall financial well-being of the Club (plan may change yearly). 

· Work with Director of Golf, Head Pros, F&B Director and Director of Operations to establish profitable tournament/private event packages that meet the needs of large, closed-day events or small, non-peak time events. 

· Monitor and report on host satisfaction of tournaments/private events. 

· Work with Golf Director to successfully plan and implement golf events. 

· Analyzes the requirements of the function and decides type of service necessary; deciding on prices with Operations Director/F&B Director and Golf Director and closes sale where necessary with proposal; draws up contract, procures client's signature, and collects necessary deposit. 

· Must return all phone calls and emails within 24 hours. Be able to independently solve problems of host and guests with golf needs. Keep Club Manager informed of issues and concerns. 

· Works with Operations Director/F&B Director and Golf Director to review goals and a plan of how to achieve them. This meeting will include review of Tournament/Private Event Sales Forecasts and upcoming prospecting focus, plus review of Prospect Inventory and Sales Booking Reports. 

· Design and market Special Prospecting Projects to bring in more business and implement any other marketing programs increasing prospecting base. 

· Provide a "Warm Welcome" for Tournament Hosts and Guests upon their arrival to the Club. 

· Network within the local community to establish relationships with key contacts to help promote prestige of the club.  

· Maintains the integrity and prestige of the club by adherence to all standards of operations, policies and procedures, manuals, memos, and oral instructions. 

· Completes a competitive analysis of the local community on an annual basis. 

· Be visible in the Club during peak operating hours. Meet and greet guests as needed at private functions and at appropriate club events.


PHYSICAL AND MENTAL DEMANDS

· Requires frequent (50%-90%) walking, standing, and sitting.

· Requires ability to lift objects weighing up to 20 pounds occasionally.

· Requires corrected vision and hearing to normal range.

· Requires ability to convey information and ideas clearly.

· Must work well in stressful, high pressure situations.

· Must maintain composure and objectivity under pressure.

· Must be able to evaluate and select among alternative courses of action quickly and accurately.

· Must be effective in handling problems in the workplace including anticipating, preventing, identifying and solving problems as necessary.

· Must be able to work with and understand financial information and data, and basic arithmetic functions.

TYPICAL WORKING CONDITIONS

Work is performed indoors and outdoors with some exposure to extreme heat/humidity, and cold weather. Must be willing to work weekends and holidays as needed.

SPECIAL EQUIPMENT

Calculator, facsimile machine, computer, telephone, credit card machine, POS system, copier, other office equipment.
HOW TO APPLY
	Contact Name:                      Steve Leonard                                        
	Closing Date: 11/17/2014                                                 

	Contact Number/EMAIL:            480.850.8617


THE DESCRIPTION MAY NOT BE ALL-INCLUSIVE AND EMPLOYEES ARE EXPECTED TO PERFORM ALL OTHER DUTIES AS ASSIGNED AND DIRECTED BY MANAGEMENT.  POSITION DESCRIPTIONS AND DUTIES MAY BE MODIFIED WHENEVER DEEMED APPROPRIATE BY MANAGEMENT.
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