
Ergotron helps companies to increase employee wellbeing and productivity by bringing IT devices to the point of 

use and enabling people to work with them in a healthy way. For 35 years we have been developing innovative 

mounting solutions, computer carts, charging systems and sit stand workstations that improve workflow in many 

different environments. Our solutions are used in various vertical markets such as Healthcare, Education and 

Corporate Office.  

Ergotron is currently offering to a highly motivated and committed sales professional the opportunity to be part of 

our success in the position of: 

Do you have a background in managing channel partners and in developing, maintaining and improving relations with 

key  end-users? Are you looking to join a leading company that is growing fast and provides support and autonomy? 

Then apply now!   

The position 

The Channel and Territory Account Manager will support the reseller partners in the Benelux expanding their Ergotron 

busiess, in close cooperation with the Benelux sales team. The Channel and Territory Account Manager pro-actively 

manages, creates and grows end-user opportunities through our key reseller partners and has an overall responsibility 

for achieving sales targets in the territory. The Channel and Territory Account Manager identifies new business 

opportunities and stays in close contact with sales teams of channel partners to maximize revenue and margin.  

Responsibilities 

 Achieve annual sales targets for the region as well as partner revenue goals. Develop sales into all Ergotron

vertical markets (Corporate Office, Healthcare and Education).

 Build, maintain and develop business relationships at various levels within assigned strategic channel partners

(corporate IT reselles and office furniture resellers). Use these relationships to increase mind share of Ergotron

and to drive cooperation with the Ergotron sales team (training, account mapping, spotting deals etc.).

 Work closely with selected managed partners to drive (joint) end user sales activities such as promos and trade

shows across all relevant vertical markets.

 Train and educate the partner’s sales & support teams regularly on Ergotron’s sales programs and product

innovations. Promote and support the use of partner programs (seed program, deal registration).

 Communicate Ergotron’s value proposition through training sessions, floorwalks, partner events, promotions

and programs and assist partners in the sales process.
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 Act as a point of contact for the partner and end-users and liaise with both the Sr. CAM and other functional 

groups within Ergotron (program management, marketing, finance, services) to ensure optimum partner 

performance and satisfaction.  

 Share relevant partner, project, market and competitive information with management and with counterparts in 

other regions.  

 Responsible for timely and accurate updating of all required systems and programs necessary for sales 

operations including Salesforce and others as appropriate to ensure customer data is well maintained and 

documented.  

 Additional duties as requested. 

 

Requirements  

 Proven track record in business development/channel account management, preferably in a Corporate or 

Healthcare IT environment.  

 Knowledge of the IT channel in the Benelux region. Knowledge of the Benelux office (furniture) channel is a plus. 

 Solid understanding of indirect sales models and channel dynamics. 

  Good knowledge of the French and Dutch language.  

 Highly self-motivated.  

 Very strong interpersonal and communication skills, excellent negotiator.  

 High integrity, strong work ethics, commited team player.  

 Proficient in Microsoft Office (including Excel, PowerPoint and Outlook), Oracle, Salesforce and company owned 

websites.  

 Must be able to perform the physical requirements of the job as described to you for the position. 

 

Benefits 

Being able to solve complex problems within a passion-filled environment is rewarded by a comprehensive and 

competitive benefits package, allowing for work and life balance.  

 


