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Sales
A strong market and obvious business confidence, particularly 
in the engineering and manufacturing sectors, has led to 
a stronger-than-usual demand for sales talent throughout 
the latter half of 2019. Over the past 12 to 18 months, we 
have seen several international brands expanding into our 
local market as part of their growth strategies, which has 
also fuelled demand for sales candidates. This demand was 
also evident across the government sector in Wellington, 
interestingly related to the infrastructure expansion and 
investment happening in Auckland. Christchurch bucked 
this trend, with a slower year to date, and recruitment activity 
focused on replacements, rather than growth. 

Unfortunately for the Wellington candidate market, over 
the last year many head offices and managerial roles have 
relocated to Auckland. More often than not, we find candidates 
reluctant to move to Auckland, and great talent are therefore 
left to compete over fewer sales roles in Wellington.

Roles & Salaries
There has been a noticeable increase in requirements for 
experienced Business Development Managers (BDMs) across 
the country, especially those with a proven track record of 
increasing sales and achieving financial KPIs and/or targets. 
Due to rapid business expansion, the scope of these roles 
tend to require less transactional experience, but with more 
consultative solution experience. There has been a matching 
increase in Sales Support roles, to assist with administration 
and reporting, and to allow BDMs and Key Account Managers 
more time to develop their portfolio, in order to bring on 
more leads. Due to a huge demand for talent in Auckland, 
we have seen an increase in base salaries for most sales roles, 
alongside a competitive commission structure. 

In contrast, base salaries in Christchurch have flattened 
due to the slower pace and nature of recruitment, and  
there have been no competition-driven increases, unlike in 
other regions. 

With government ministries moving into cloud based 
environments, we have seen an increase in demand for tech 
sales talent, and a reduction in demand for phone based 
sales consultants. 

Across New Zealand, the demand has been strongest for 
permanent sales people. There is little to no requirement 
for temporary employees or contractors. The exceptions 
being when a company is growing their sales team, or 
when testing out the viability of a new market segment; 
a temporary sales expert may then be hired. In general, 
permanent staff are often preferred in this space due to the 
nature of sales: businesses understand that it takes time to 
create a sales funnel, and for professionals to build their brand 
in the market.
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Sales Salary Guide
2019/20 RANGE IN NZD $’000s

role Low High Low High Low High Low High

Sales Director 180 250 120 180 140 250 120 150

Sales Manager 110 135 110 140 105 150 100 120

Senior Account Manager 120 135 110 140 115 130 90 120

Key Account Manager 100 130 110 140 85 120 70 100

Customer Relationship Manager 100 120 70 85 75 110 75 120

Business Development Manager 80 110 75 100 65 100 75 120

Account Manager 70 100 65 85 60 90 60 75

Account Executive 55 75 60 70 60 70 55 70

Sales Coordinator 55 60 55 65 55 60 48 60
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Sales
Employers
Multinationals situated in Auckland constantly try and secure 
senior-level BDMs with local networks and connections when 
hiring. As previously mentioned, proof of increasing sales, 
evidenced by actual dollar returns and meeting KPIs, are what 
employers were looking for amongst the candidate market. 

Experience trumps qualifications when it comes to comparing 
candidates. Additionally, employers are becoming more 
sophisticated in their recruitment when obtaining evidence 
of experience, for example during interviews, candidates 
are asked to provide working examples and statistics to be 
a real contender for roles on offer. 

Broadly speaking, there are fewer skilled candidates available 
in the mid-to-senior bracket, yet businesses are still not 
willing to consider candidates without experience in the 
New Zealand market. 

Reflecting societal shifts and an emphasis on diversity, we 
have seen an increasing number of businesses request for 
‘blind’ profiles with no indication of gender or nationality 
of the candidate, to ensure that they are hiring based on 
suitability for the role, rather than candidate demographic. 
Many more businesses are bringing in frameworks around 
mental health and being comfortable in the workplace, 
irrespective of gender, race, ethnic background, age, disability 
or sexual orientation. We believe that this will be a big focus 
for larger organisations within the next financial year. 

Candidates
It is not a candidate short market in Auckland and 
Wellington, however, there are only a handful of people 
that sit in that category of highly skilled and experienced. 
The typical profile of a highly sought-after candidate is a 
sales professional with outstanding communication skills, 
resilience, previous account management experience 
and a strong sales focus, usually due to a background in  
face-to-face sales. 

The landscape is different in Christchurch. There are fewer 
candidates available, due to the fact that businesses are 
now offering other incentives to keep them engaged in their 
roles. This can be anything from extra projects, extra annual 
leave or better flexibility.

Given the nature of sales, candidates are often expected to be 
on the road, making remote work an expectation. In Auckland, 
we noticed that candidates are comfortable with travel, 
but want to keep nights away from home to a maximum of  
five nights each month.

In terms of salary, across the country, candidates’ expectations 
have often been higher than the employer’s rate of pay. We 
have seen companies reduce base rates but offer bonus 
incentives, however more often than not; this has been 
rejected by candidates.

Flexibility and career progression were the most sought 
after requirements across New Zealand, followed closely 
by uncapped commission, parking and vehicle allowance. 
Entry-level sales support candidates looked for environments 
where they could learn and have a structured training plan to 
develop their skills. Candidates in general tend to look for 
roles where they can attend appointments, pick up kids or 
work from home on a regular basis. We have also seen a lot 
more businesses striving to make this happen for candidates.
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• A focus on enhancing the candidate 
experience during recruitment will improve 
results. In this sector, more so than others, 
we noticed candidates missing out on 
personalised feedback after interviews and 
receiving standardised, impersonal decline 
emails for example. All candidates want decent 
feedback but sales candidates in particular, due 
to the nature of the work they undertake, are 
big on communication. This also will protect 
your employment brand in a community of 
professionals who are well networked. 

• It is essential to be proactive, and timely with 
the recruitment process. Top sales talent 
who are used to working to tight timeframes 
and meeting challenging KPIs, have limited 
tolerance for perceived ‘unnecessary’ delays and 
will quickly move on to the next opportunity if 
you do not act fast. 

• Every industry, including the sales sector, needs 
to do some out of box thinking when it comes 
to benefits. Insurance, extended sick leave and 
gym memberships are not enough in 2020/21 to 
differentiate your offering from your competition.

Madison recommends:
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