
	

EnvirOx is Growing . . . . We Seek a Director of Regional Sales to Join our Team 

EnvirOx, LLC was launched in 1995 as a research project with one primary objective, to develop a cleaning technology that 
would reduce toxicity in a meaningful way.  As a secondary objective, the company wanted to reduce the use of packaging 
materials, wasted energy and landfill space by performing all or most cleaning tasks with one, concentrated product.  
Feedback from customers indicated the market would not sacrifice cleaning power for a safer, more environmentally 
preferable product.  Therefore, the product had to work as well or better than existing technologies. 
 
Our founder, Patrick Stewart, invented H2Orange2

® and introduced it to the JanSan industry at the 1998 ISSA Show.  In 
2003, H2Orange2

® became the first hydrogen peroxide based multi-surface cleaner to obtain Green Seal certification.  In 
addition, EnvirOx invented the industry’s first and only, patented, stabilized hydrogen peroxide based EPA registered 
sanitizer, virucide, cleaner.” 
 
Since our inception, EnvirOx has been recognized as an innovator of the cleaning industry.  The proprietary formulation of 
H2Orange2

® has been imitated, but its effectiveness has not been duplicated.  We continue to provide product innovation 
that offers safety, simplicity and savings to our growing customer base across the United States. 
 
Under Diana Stewart’s leadership, we have moved into the second generation of ownership.  We are a woman owned, 
professionally managed company. We are focused on continuing to drive sustainable cleaning solutions.  We are committed 
to changing the way facilities are cleaned to support the health and well-being of ALL people for generations to come. 
 
EnvirOx is structured for continued sustainable, profitable growth. We seek a talented, team-oriented sales management 
professional to join our organization as the Director of Regional Sales in support of our business growth in North America. 
 
EnvirOx, LLC offers a market competitive salary; a sales incentive plan; company provided car; coverage of customary 
business expenses and benefits program.  The flexibility of our family owned company allows us to offer a unique suite of 
benefits that include medical, dental and vision insurance including a company paid reimbursement for medical deductible 
expenses and a prescription reimbursement plan; life and disability insurance; a Wellness Program; a generous vacation 
policy; 401K plan including a company match with contributions equal to half of the eligible employees’ personal contribution 
up to 6%.   
 
Interested qualified candidates may complete an application for employment available at www.enviroxclean.com and send 
this along with a resume and cover letter to Katherine McFetridge or kmcfetridge@EnvirOxClean.com 
 
 

To learn more about EnvirOx, please visit us at www.enviroxclean.com 
 
 
 
 
 
 
EnvirOx, LLC Position Description 
Job Title:  Director of Regional Sales 
Department: Sales 
Reports To: President 
FLSA Status: Exempt 
Location:  United States – Near a major airport as travel up to 70% is required.   
 
Summary:  
Reporting to the President, joins the leadership team to help shape and implement the sales strategy and initiatives.  The 
Director of Regional Sales will lead the efforts of the Regional Sales Managers and rep agencies (referred to as Business 
Partners by EnvirOx).  The Director of Regional Sales will work in collaboration with other company leaders to drive profitable 
sales revenue through existing and new customers. 
 



Essential Duties & Responsibilities 
• Develop plans and strategies for current and new business, as well as achieve the company’s sales goals.  
• Implement proven sales pipeline process and management to drive results. 
• Create a culture of success and ongoing business and goal achievement – as important as the first two items on 

this list. 
• Manage the regional sales teams, operations and resources to deliver profitable growth. 
• Conduct annual performance evaluations and provide continued coaching to team. 
• Manage the use of budgets. 
• Review and provide guidance to optimize the current sales structure. 
• Hire and develop sales staff. 
• Define and oversee sales staff compensation and incentive programs that motivate the sales team to achieve 

their sales targets. 
• Define and coordinate sales training programs that enable staff to achieve their potential and support company 

sales objectives. 
• Manage customer expectations and contribute to a high level of customer satisfaction. 
• Define sales processes that drive desired sales outcomes and identify improvements where and when required. 
• Put in place infrastructure and systems to support the success of the sales function. 
• Leverage CRM (SalesForce.Com) with the team to compile information and data related to customer and 

prospect interactions. 
• Monitor customer, market and competitor activity and provide feedback to company leadership team and other 

company functions. 
• Work closely with the marketing function to establish successful support, channel and partner programs. 
• Manage key customer relationships and participate in closing strategic opportunities. 
• Travel for in-person meetings with customers and partners and to develop key relationships. 
 
Knowledge, Skills and Abilities: 
• Successful experience creating and executing a go-to-market strategy and corporate sales plan 
• Successful experience increasing team sales results 
• Successful experience selling a value-added product or service through distribution channels to a B2B customer 
• Successful experience monitoring and evaluating sales rep progress against stated expectations, in addition to 

aligning and changing behavior with performance expectations 
• Successful experience managing a team of rep agencies or 1099’s 
• Experience managing key customer relationships and closing strategic opportunities 
• Successful experience utilizing a CRM (SalesForce.Com) to manage team sales tasks, pipeline, and closing data 
• Successful experience hiring and onboarding sales representatives 
• Proven experience working within a matrix company environment 
• Experience providing status reports with market and customer feedback to the corporate leadership team 
• Demonstrated ability in all aspects of sales leadership 
 
Sales Acceleration Technology: 
To perform this job successfully, an individual should have knowledge and experience with the following forms of sales 
technology: 
 
• CRM software (salesforce preferred) 
• Microsoft Office Suite with a high comfort level in Excel and PowerPoint 
• Social media and social selling concepts (LinkedIn) 
• “Inbound” sales and marketing methodologies  

 
 
Education and Experience: 
• Bachelor’s degree in Sales, Marketing or related field desired. 
• A minimum of 10 years of experience with demonstrated success in selling through distribution channels in a relevant 

industry. 
 
We are an equal opportunity employer. M/F/D/V.  Except where prohibited by state law, all offers of employment are 
contingent upon successful completion of a criminal background check.  Reasonable accommodations may be made to 
enable individuals with disabilities to perform the essential job functions. 
 
 
Interested qualified individuals may send their information to Katherine McFetridge or kmcfetridge@EnvirOxClean.com  


