Verathon  –  Territory Manager, Acute Care
Verathon is a wholly owned subsidiary of Roper Industries, an acquisitive S&P 500 and NYSE listed diversified growth company.  Verathon is headquartered in the greater Seattle area, in Bothell, Washington, and has 7 international subsidiaries in Canada, Europe and Asia.  The company designs, manufactures, distributes and markets reliable, state-of-the-art medical devices and services to the health care community that offer meaningful improvement in patient care.  Our largest brands, Bladderscan and Glidescope, have achieved worldwide recognition as the number one leader in their respective markets.  Verathon is a financially sound company with consistent growth and performance even during down market cycles.  We have a strong pipeline of new products for multiple areas of discipline within the health care industry.
We offer an entrepreneurial environment that is team-centered, customer-driven, quality-focused, and growth-oriented. Working at Verathon gives you access to challenging, “stretch” opportunities.  Verathon was acquired by Roper Industries in December 2009 as a platform for future acquisitions leveraging the talented management team and extraordinary channel development in developed country markets.
The Territory Manager, Acute Care has overall responsibility for selling, promoting, in-servicing and influencing the sale of Verathon products in assigned geographic territories and market territories of Acute Care. 

Defined Territory by Market: Acute Care Hospitals, freestanding rehabilitation hospitals (inpatient), VA facilities, outpatient rehabilitation clinics, outpatient surgery centers, hospice centers, and emergency rooms. This market definition is not dependent on the National Account status of an account or the purchase acquisition process of the account.  

Principal Duties and Responsibilities:

· Solicitation of Sales of Tangible Personal Property.

Knowledge, Skills, and Abilities Required:

· Requires a college degree or equivalent and minimum 2 to 5 years of professional outside sales experience, preferably in the medical device industry
· Ability to meet training requirements for products, applications, quota expectations and markets after completion of 60 days in the position.
· Excellent computer skills including experience with common applications such as Microsoft Office.
· Ability to present both Verathon and its products in a positive manner to the customer.
· Ability and desire to continually improve upon product knowledge, selling skills, customer service skills and overall personal development.
· Ability to communicate effectively.
· Excellent written and verbal communication skills.
· Demonstrate administrative, organization, and people management skills.
· Ability to understand and follow FDA/GMP and ISO regulations.
· Must be able to travel overnight.

Verathon offers competitive compensation and a complete benefits package to full-time employees including company sponsored health plan, 401k with match, tuition and wellness reimbursements and the advantages of an environment that supports your development and recognizes your achievements.  Verathon is an equal opportunity employer and strongly supports diversity in the workplace.  We believe that diverse ideas, opinions and perspectives will build a strong foundation for success.
