
KeyHealth is looking for a Head: Direct Sales Officer to plan, oversee and guide the direct sales team. 

Minimum Requirements 

Formal Qualifications 

3-year relevant B Degree or equivalent qualification, completed Regulatory Requirement 1 (RE1), 120 
FAIS credits 

Required Experience 

At least 5 years’ appropriate experience in the healthcare industry and sales/marketing. At least 3-5 
years’ appropriate experience at direct sales management level. 

Location: Centurion 

Remuneration: Peromnes level 6 

Job Specification 

Key Performance Areas 

•Direct sales strategies/policies and longer-term focus/results in order to reach KeyHealth targets by 

membership retention and growth. 

•Improve standard of service by Direct Sales Department. 

•Manage Direct Sales Department. 

•Responsible for ad hoc tasks as assigned by management. 

Key Responsibilities or Outputs to be Delivered 

•Provide focus and input to CEO regarding Direct Sales aspects. 

•Feedback to CEO on relevant aspects affecting KeyHealth regarding Direct Sales. 

•Responsible for the implementation of the strategy and policies for Direct Sales as developed by job 

incumbent (or in conjunction with CEO). 

•Recruit and train Direct Sales Officers (DSOs) per area, as and when need arises, with focus on sales 

techniques. 
•Set targets per DSO. 

•Ensure regular visits by DSOs to corporates to ensure that KeyHealth stays top of mind. 
•Equip DSOs to identify potential new corporates/individuals. 

•Motivate DSOs to improve direct sales through dedication and to increase Corporate Sales. 

•Measure growth against set targets and monitor total of sales received per DSO, per month, to report to 
the CEO. 

•Identify all relevant documentation and marketing material to equip DSOs. 

•Monitor the availability of such material by way of guidelines and communication with the DSOs. 

•Create and/or execute professional presentations as and when required or requested. 

•Ensure feedback on presentations and reporting on successful acquisitions to the Chief Executive Officer, 

as per guidelines set by him. 
•Develop effective follow-up techniques on leads generated by marketing campaigns and other sources. 

•Implement strict follow-up processes on member applications submitted and follow up to ensure good 

member experience. 
•Cumulative reporting on conversion rate, per month. 

 
•Indication of differentiation between hot and cold leads, with origin of lead. 



•Continuous training on obtaining referrals from successful inbound inquiries, thus generating new leads 

and increasing sales. 
•Develop a system to ensure re-sales. 
•Arrange quarterly one-on-one performance reviews with the DSOs. 

•Identify areas of improvement and training needs, to ensure the expected level of competency is 

maintained. 
•Monitoring of process sufficiency between DSOs, Leads and MEM department. 

•Evaluation of services provided to new members and brokers and making recommendations for 
improvement. 

•Ensure that all outstanding issues are communicated timeously to the relevant stakeholders. 
•Take full ownership and responsibility by providing leadership & management strategies for Direct Sales. 

•Developing change & improvement strategies for Direct Sales. 

•Search for acceptable benchmarks to evaluate own and departmental performance. 

•Research market and industry trends for Direct Sales. Meeting attendance: 

•Attend all relative meetings as required/scheduled. 

•Submit information and reports as requested. 

•Raise issues of concern as received from DSOs with management team. 
•Ensure proper feedback to DSOs of outcomes. 

Improve standard of service by Direct Sales Department: 

•Management of Direct Sales application process to meet process requirements. 

•Meet turnaround times of Lead and Retention Officer. 

•Ensure targets & turnaround times by DSOs are met. 

Manage Direct Sales Department: 

•Ensure effective and efficient management of division through an applicable performance management 
system. 

•Ensure effective need and skill analysis of team and implement the appropriate training and 
development interventions, as well as ongoing coaching when necessary. 

•Staff motivation & encouragement. 

•Problem solving for Direct Sales. 

•Follow the correct processes and procedures. 

•Ensure that there is appropriate follow-up and internal control measures to monitor progress and 

deviations. 
•Implement delegation processes & actions. 

Responsible for ad hoc tasks as assigned by management: 

•Assisting where needed. 

•Assisting after hours, if needed. 
•To assist with any reasonable ad hoc duties. 

Key Competencies 

•Excellent communication and presentation skills 

•Proficient writing skills 

•Extremely good language skills in both Afrikaans and English. A third language may be a recommendation 
•Good people relationship management skills 
•Confidentiality 

•Assertiveness 

•Authoritativeness 

•Good knowledge of legislation, Scheme rules and regulations, and operational systems 

•Computer literacy in appropriate software (MS Office) 

•Professional approach and mind-set 

•Well-organised and structured work approach 

•Appropriate time management skills 

•Flexibility to adapt to needs and requirements 

 
•Good teamwork 

•Adaptability 



•Analytical work methodology and mind-set 

•Objectivity and ability to focus on matter at hand 
•Good training & coaching skills 

The Scheme is committed to employment practices that redress past imbalances in respect of race, 

gender, creed and disability, and it will be considered during recruitment, selection and placement. 

Deadline: 26/06/2018 at 12h00 

CV to be sent to: ansie.pretorius@keymed.co.za 

If no response has been received within six weeks with regards to your application, your 

application has been unsuccessful. 
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