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Vice President of Sales (VP of Sales) — U.S. Subsidiary 
Template for International Companies Expanding in the United States 

Company Overview 
We are a globally recognized company with headquarters in [Europe / Asia / EMEA / LatAm] and a 
fast-growing U.S. footprint. As we expand our North American operations, we are hiring a results-
driven Vice President of  Sales (VP of  Sales) to lead commercial efforts across the United States. This 
executive will drive revenue, build high-performing sales teams, and adapt go-to-market strategies for 
the dynamic U.S. customer base. 

Role Summary 
The VP of  Sales will be responsible for all aspects of  U.S. sales leadership — including strategy, team 
building, execution, and customer engagement. As a member of  the U.S. executive team, this 
individual will align sales with company objectives, optimize key account performance, and expand 
market presence across sectors. The ideal candidate brings a blend of  strategic vision and frontline 
sales experience, preferably in scaling international businesses within the U.S. 

Key Responsibilities 
1. Sales Strategy & Execution: Develop and lead the U.S. sales strategy, including segmentation, 
territory planning, and pricing models. Translate revenue goals into actionable, measurable plans. 
 
2. Team Leadership: Hire, train, and manage a national sales team. Build a culture of  accountability, 
performance, and collaboration. 
 
3. Key Account Management: Lead and support relationship development with enterprise and 
strategic accounts. Personally manage top customers and high-impact deals. 
 
4. Forecasting & Performance Management: Implement data-driven tools and processes for accurate 
forecasting, pipeline health, and sales performance tracking. 
 
5. Cross-Functional Alignment: Partner with Marketing, Product, Finance, and Operations to 
optimize customer experience and ensure commercial success. 
 
6. Go-to-Market Adaptation: Localize global sales strategies to fit the nuances of  the U.S. market. 



Serve as a voice of  the customer to HQ. 
 
7. Revenue Growth & Market Expansion: Identify new verticals, partners, and channel opportunities. 
Drive sustainable revenue growth in both existing and emerging markets. 

Candidate Profile 
Experience 
- 10+ years in B2B sales roles, including prior experience as VP of  Sales, Director of  Sales, or Head 
of  Sales in the U.S. 
 
Track Record 
- Demonstrated success building and scaling sales teams in fast-paced, high-growth environments. 
Experience with international companies is a plus. 
 
Industry Knowledge 
- Background in [insert relevant sector – e.g., life sciences, manufacturing, SaaS, logistics] preferred. 
 
Leadership Style 
- Competitive, metrics-driven, motivational, and team-oriented. 
 
Technical Acumen 
- Proficient in CRM systems (e.g., Salesforce), sales enablement tools, and modern sales 
methodologies (e.g., MEDDICC, Challenger, SPIN). 
 
Education 
- Bachelor’s degree in Business, Marketing, or related field required. MBA or relevant certifications 
are a plus. 

Company Culture & Leadership Style 
Our U.S. business combines the rigor of  global strategy with the agility of  a startup mindset. We 
value clarity, execution, and trust. The VP of  Sales must lead with drive and discipline, while 
fostering a collaborative, customer-first culture. The ability to operate in a cross-cultural environment 
is essential. 

Compensation & Benefits 
- Base Salary Range: $245,000 – $295,000 
- Performance Bonus: Up to 50% of  base salary 
- Equity: Stock options or long-term incentive plan negotiable 
- Benefits: Full health coverage (medical, dental, vision), 401(k) with match, PTO, and relocation or 
remote flexibility 
- Location: [New York / Hybrid / Remote with U.S. travel as needed] 

Why This Role Matters 
This is a pivotal commercial role driving how we win in the U.S. The VP of  Sales will translate global 
strategy into localized execution, lead customer growth, and help shape the future of  our American 
expansion. 



* 

*           * 

Let’s Talk 
At Pact and Partners, we’ve been helping companies from Europe, Asia, MEA, and Latin America 
hire their U.S. CEOs since 2012. Let’s build your American leadership the right way. 
Let’s talk!  

“Keep growing, keep dreaming, and let’s win big together.” 

https://pactandpartners.com/meeting-with-the-ceo/

