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Classification Specification
	

	
	2221300

	
	MARKETING AND SALES SPECIALIST III



Class Summary

The responsibilities of this classification include developing and managing, at an expert level, marketing and/or sales programs or projects designed to increase and facilitate customer usage of agency services and facilities.

Distinguishing Characteristics

This is the third level within a five-level Marketing and Sales classification series. Marketing and Sales Specialist III is distinguished from marketing and Sales Specialist II in that a major portion of the incumbent’s work is to manage, with a great deal of independence, projects and programs that are highly involved and have a significant impact on other sections of the agency. The work requires special expertise to perform complex, multi-faceted responsibilities and also requires a high degree of discretionary judgment. Additionally, duties may involve leading a work group of professionals who are generally at the Marketing and Sales Specialist I and II levels. Incumbents in this classification participate to a high degree in setting priorities and objectives of assigned projects/programs and are widely recognized in their sphere of influence as experts in their project or program areas.

This classification is distinguished from the Marketing and Sales Specialist IV in that the Marketing and Sales Specialist III manages projects and programs as an individual contributor (team member) or lead, but does not have responsibility for the full supervision of program or project-managers and oversee budgets.

Examples of Duties (May vary by position)

1. Develop, implement and manage marketing and/or sales programs and projects; plan and develop project goals and identify necessary actions to meet goals.

2. Develop and produce marketing, sales and other service-related communications materials.

3. Participate to a high degree in formulating marketing or sales strategies for long-term programs of major impact on the agency; identify potentially key customer groups and promotional opportunities and analyze issues of concern to market those groups effectively; review others project proposals and make recommendations.

4. Plan, develop and place paid communications.

5. Collect, analyze and disseminate data and recommend processes and procedures.

6. Find and implement staff and budget resources to carry out programs.

7. Plan and manage multi-faceted project schedules.

8. Monitor and recommend total budgets of assigned programs or projects.

9. Lead and administer consultant and vendor selection processes and ensure contract performance.

10. Provide comprehensive counsel to internal customers on marketing, communications and sales concerns.

11. Coordinate with other organizations regarding marketing, sales and/or communications issues, needs and programs; network and establish effective public/private partnerships with agency, Metropolitan King County Council staff, officials, other jurisdictions, private companies and citizen groups to support development and implementation of projects, programs and agency goals.

12. Facilitate delivery of products and services to ensure customer satisfaction.
13. Convey external customer needs to appropriate work groups; negotiate internal and external decisions to implement marketing and sales programs.

14. Provide lead direction to and review work of assigned staff.
15. Stay abreast of industry trends, standards and issues.

16. Perform other duties as assigned.
Knowledge/Skills (May vary by position)

Knowledge of marketing, communications, distribution and/or sales principles and practices
Knowledge of print and signage production
Knowledge of written communications methods, techniques and principles, including sensitivity to graphic arts
Knowledge of budgeting techniques and principles
Knowledge of and sensitivity to the public sector environment 
Broad knowledge of modern urban society and demography to help develop and assess marketing strategies to attract and retain customers
Communications skills (oral and written)

Oral presentations skills
Negotiating skills
Leadership skills
Coaching and mentoring skills
Skill in setting priorities for and directing and reviewing the work of others
Skill in analyzing and interpreting complex data
Skill in applying marketing and communications knowledge to plan and implement projects
Skill in writing and editing in a clear, concise and persuasive manner that conforms to good journalistic, marketing and/or publishing writing styles
Skill in the use of creativity and imagination in preparing marketing materials that address the needs of targeted audiences
Skill in determining appropriate marketing/distribution methods or the tools necessary for assigned work; skill in identifying improvements
Skill in working under pressure and meeting deadlines
Skill in developing and maintaining effective working relationships with diverse populations
Skill in using applicable personal computer software, which may include desktop publishing and database management
Licensing/Certification Requirements

Washington State Driver’s License (some positions)
Some licenses, certifications and other requirements determined to be necessary to meet the business needs of the employing unit may be required.

	FLSA Designation
	Exempt (administrative)

	Levels within same series
	Marketing and Sales Specialist I, II, III, IV and V

	Class History
	Created 
11/1996

	
	Updated  2/2003  

	
	Updated  8/2007 Changed font and format


Page 2
Marketing and Sales Specialist III
8/2007 Version


[image: image1.png]