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It's your career, not a job.
It's your team, not a hire.

Our purpose is to enable great career decisions

All too often, people fail to reach their career potential because they focus too
much on the next title or salary, resulting in moves that narrow their options and
reduce their competitiveness to reach the next level.

We help you take control of your career journey

Our career podcasts, candidate guides and market updates give you everything
you need to make great decisions and maximise your potential.

Our Salary Guides are a powerful tool

The [axr] Salary Guides are recognised as an industry benchmark, used in career
conversations, salary reviews and organisational design conversations, by
individuals and businesses alike.



https://www.axr.com.au/career-insights-hub/axr-podcast/
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Enterprise Leadership: Do you think with an enterprise-wide mindset, focusing on
business KPls and macro trends affecting the organisation, while effectively linking them
to the sales function? Or are you limited to a purely functional perspective?

Connecting Teams with Purpose: Can you clearly communicate the company's purpose
and show how you've successfully led multiple teams, ensuring alignment with broader
business goals?

Cross-Functional Perspective: Have you gained experience across other functions, and
can you demonstrate how you've aligned them with your customer or channel strategies?
Commercial Breadth & Depth: Have you led diverse channels, and can you showcase how
your deep P&L expertise has driven business performance?

People Leadership & Development: Have you managed medium-sized teams (6-10 FTEs)?
Can you clearly outline your approach to developing your people?

Broad Experience: Have you worked across multiple areas such as customer, channel,
function, and category? This breadth highlights your growth mindset and potential.
Leadership Potential: Can you show how you balance driving both individual and team
performance while prioritising people development?

Commercial Acumen: Are you proficient in category management and RGM, effectively
leveraging multiple P&L levers to drive commercial success?

Stakeholder Alignment: Can you act like the GM of your customer, showcasing how
you've aligned multiple functions to deliver on a JBP?

Analytical Skills: Are you confident working with data, proficient in tools like Quantium,
Coles Synergy and Nielsen, and able to identify commercial opportunities?

Influencing: Do you have the communication skills to craft and deliver compelling
messages that drive impact?




Modern Leadership: Can you inspire high performance by connecting teams to
purpose, rather than focusing solely on KPIs?
Commercial Innovation: Can you demonstrate a drive for innovation by improving

National Field Sales
Manager
Director of Field Sales

Head of Field Sales STI: 20-35% ROI, enhancing efficiency, evolving processes, and leveraging technology?
LTI: 10-25%
Commercial Acumen: Are you ready to "step up" and take ownership of your first
State Manager P&L?
State Sales Manager Enterprise Perspective: Can you demonstrate macro market awareness and how
Bonus: 20-30% broader business goals translate into effective execution?

People Development: Do you have strong emotional intelligence (EQ) and the
ability to identify and nurture potential in others?

Organisational Skills: Can you effectively manage competing priorities to maintain
focus and deliver results?

Field Sales Manager
Field Manager

Bonus: 10-20%

Reliability: Can you show experience in high-pressure service roles during
university, demonstrating dependability?

Energy: Do you have a strong work ethic and the resilience to perform
consistently?

Decision Making: Can you work independently, backing yourself to make
decisions rather than waiting for direction?

Territory Manager

Business Development
Executive Bonus: 10-15%




Our career podcasts prepare you
for your own journey

Our career podcasts, and
explore the career journeys of senior and emerging leaders, offering valuable
insights to guide your own career planning and decision-making.

Join a growing community of and unlock access to over
100 in-depth interviews, providing unparalleled access to our extensive
network.
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Our Sales & Marketing Team adXr

Mike Dickson ’ Andrew Cannock

Partner & Executive Director T Associate Director - Sales
3 years in FMCG HR and
Recruitment, 12 years in L
FMCG sales and category |
management, UK and AUS.

andrewc@axr.com.au

Kristina Lee
Consultant

Ben Carnegie
Principal Consultant - Marketing

benc@axr.com.au

Bernice Goodwin
Senior Consultant - Sales

14 years experience in
eXxecutive recruitment and
consulting in the UK and
Australia.

berniceg@axr.com.au

kristinal@axr.com.au
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