
 

 

Territory Sales Rep  

 
About J.A. Robinson Pump Service 

J.A. Robinson Pump Service, a Petro Service Company, is a full line petroleum equipment distributor, specializing in 
sales, service, construction and installation. Our customers include owners and operators in the retail petroleum and 
commercial/industrial markets. The facilities involved include retail gas stations, bulk plants, fleet sites, commercial 
and industrial sites and car washes throughout Canada.  

This is an exceptional growth opportunity! Petro Service is committed to expansion in Western Canada. Backed by a 
corporate commitment to improvement and results, J.A. Robinson is focused on value added services for our 
customers, technological advances, and employee development. A vital strength within J.A. Robinson Pump Service 
has always been its team of dedicated, honest, customer-oriented employees.   

 

Position Summary 
The selected individual will include developing customer contacts, promoting all product lines, growing sales and 
identifying new market and product opportunities., They will also identify needs and provide solutions and service for 
customers. The sales territory will include Manitoba and Northern Ontario. You will have a strong desire to build 
relationships with customers, and provide high quality customer service. 

 

Key Responsibilities Include:  
 Promote, sell, and secure orders from existing and prospective customers through a relationship-based approach. 
 Demonstrate products and services to existing and prospective client and assists them in selecting those best 

suited to their needs. 
 Drive incremental sales in non-retail channels. 
 Establish, develop, and maintain business relationships with prospective customers and current customers in the 

assigned territory/market segment to generate new business for the organization’s products/services. 
 Make telephone calls and in-person visits and presentations to prospective customers. 
 Research sources for developing prospective customers and for information to determine their potential. 
 Develop clear and effective written proposals and quotations for prospective customers. 
 Analyze the market’s potential and determine the value of prospective customers’ value to the organization. 
 Identify advantages and compare organization’s products/services. 
 Plan and organize personal sales strategy by maximizing the Return on Time Investment for the territory. 
 Provide weekly reporting of pipeline and forecast using the sales tracking systems. 
 Keep abreast of product applications, technical services, market conditions, competitive activities, advertising and 

promotional trends through the reading of pertinent literature and consulting with marketing and technical 
service areas. 

 Participate in trade shows and conventions where required. 

 

Selection Criteria 
 Post-secondary education and a strong sales desire 
 Relevant sales experience in the petroleum pump/equipment and related sector, with a superior track-record 
 High energy, self-motivated and must have a positive attitude 
 Excellent interpersonal, organizational and communication skills 
 Ability to collaborate with the service and construction divisions within the organization 
 Computer literate, and proficient in Microsoft Office products 
 Must be a team player with the ability to multi-task. 

For more information or to apply, contact Morgan Sinclair quoting project # 20141 at 
morgan@harrisleadership.com 


