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New England Building Supply 
 
 

Job Title:  Outside Sales Representative 
 
Reports To:  Outside Sales Manager 
  
Location:  Boston, MA 
 
Status:   Exempt 
 

 

POSITION SUMMARY: 

A New England Building Supply Outside Sales Representative is responsible for finding sales 
opportunities and completing sales primarily with builders, developers and contractors in the 
Greater Boston area.  This position requires the ability to establish and maintain relationships 
with a customer base of 15 – 30 customers on an ongoing basis.  This is accomplished by 
identifying target customers, making calls, visiting job sites and assisting customers in a timely 
and efficient manner with their projects and related product knowledge. Strong sales 
techniques, following through with commitments and excellent communication skills are all 
components of this position.  
 
General:  Seeking qualified individual to manage and grow account base by selling full line of 
building materials and services within the greater Boston area.  Ideal candidate will have a 
minimum of 5 years previous selling experience with a focus on building materials or similar to 
custom and commercial builders.  Multifamily experience a must.  Extensive product knowledge 
a plus. Candidate must possess good oral and written communication skills and be able to 
present and negotiate large deals in a group setting. 
 
Compensation: 100% Commission based (with weekly draw) on gross profit dollars on assigned 
accounts and car allowance and cell phone and business expenses. 
 
Role & Duties: Meet and exceed annual sales goal.  Manage existing accounts, as assigned, to 
ensure ongoing business activity and customer service levels meet and exceed customer and 
company's expectations.  Prospect for new business within company's trade area to ensure 
market share growth year over year.  Meet and exceed new customer account goal. 
 

MAJOR RESPONSIBILITIES: 

1. Sales & Relationship Building: 

 Identify target customers  
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 Collect and keep up-to-date information on customers’ product use and trends  

 Service contractors by selling building materials  

 Request appropriate credit program based on customer’s needs.  

 Meets and/or exceed sales and profit goals by following up on sales leads, 
monitoring market trends and growing the positive reputation of the company 

 Ensures customer satisfaction by assisting with take-offs and communicating 
scheduling and delivery commitments  

2. Communication:  

 Keep lines of communication open between the internal customer 
(departments and work groups) and the external customer to ensure that 
service is accurate and timely.  

 Keep superior informed of new business opportunities, concerns, issues etc. 

3. Knowledge & Training: 

 Identify personal growth needs and learning opportunities.   

 Commit to continued learning on products and procedures   

 Aggressively learn the Point of Sales system (SPRUCE) and adhere to all 
Company policies and procedures 

QUALIFICATION GUIDE: 

Education:   

 High school diploma.  College degree preferred. 

Experience:   

 Previous experience selling full line of building materials including but not limited to; lumber, 
engineered wood products, windows, doors, interior trim, exterior trim & siding to 
contractors  

 Demonstrated ability to increase sales and improve profitability  

 Ability to read blueprints and understand construction practices  

 Ability to participate effectively as a team member  

 Ability to work a flexible schedule  

KNOWLEDGE, SKILLS AND ABILITIES: 

 Spruce Point of Sale System a plus 

 PC –  Basic computer skills including word and excel 

 Telephone skills  

 Attention to detail 

 Customer focus and excellent communication skills 
 
 


