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The Market
2020 began with strong growth for the Sales function, following 

a solid 2019. Many local organisations experienced significant 

investment from overseas corporations, which strengthened the 

New Zealand market confidence in the first two months of 2020.

However, as a result of the uncertainty due to the global 

pandemic, and New Zealand’s first nationwide lockdown, 

hiring freezes were implemented, and organisations moved to 

reduce expenditure where possible. Significant redundancies 

followed. Sales staff who relied on face-to-face interactions were 

especially impacted. This resulted in an influx of highly skilled 

and experienced Sales candidates into the market.

Consumers became more careful with their spending, with a 

heightened focus on essential goods and services. Organisations 

that were not classified as essential services, or ones without 

an online presence, saw losses. The FMCG market remained 

buoyant throughout this period, as consumer demand for grocery 

products increased. Supermarkets were overstocking to meet 

market demand, which contributed to an increase in need for 

Sales professionals within the grocery channel. 

Sales

Many organisations that were able to retain staff, did so with 

reduced hours or on a commission only structure. There 

were others that re-structured commission offerings and 

packages, including reviewing policy around company cars, 

and/or fuel allowance, and in some instances removing these 

benefits altogether. To cut down on overhead expenses, some 

organisations moved quickly to ensure business continuity. 

We saw several organisations combine their Customer Service 

and Sales functions, whilst others merged their Business 

Development and Account Management functions, resulting in 

hybrid roles requiring a varied and broad skill set. 

Towards the end of 2020, with market confidence increasing 

and consumer spending returning, businesses adapted 

their sales tactics to drive increased business visibility, and 

many found themselves busier than ever. There was a flurry 

of Sales roles from the commercial and residential building/

construction sector and all related products and services – 

each wanting candidates with previous sector experience at 

the mid-to-senior level (5+ years’ experience). The market 

saw candidate movement in the FMCG and Construction 

spaces, especially for Business Development and Account 

Management roles due to business growth. There was growing 

demand for Sales professionals, with many fixed-term and 

contract roles established across the board. 

With more people allocating their travel funds towards home 

improvements, and purchasing retail and non-retail goods, we 

anticipate that growth will continue in these areas. 

• Key Account Managers

• Business Development  
Managers

• Sales Managers

• Sales Support Professionals

-  ROLES IN DEMAND -

EMPLOYERS 
LOOK FOR 

CANDIDATES
LOOK FOR 

Candidates with: 

• Strong Business Acumen

• Business Degrees  
or Diplomas

• Business Development 
Experience

Opportunities with: 

• Stability

• Salary

• Flexibility 

• Great Workplace 
Culture
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-  SOUGHT AFTER SKILLS -

-  SOUGHT AFTER SOFT-SKILLS -

Market and  
Product Knowledge

Software  
Proficiency

Data  
Analysis

Critical  
Thinking

Negotiation Relationship  
Building
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We expect to see more candidates actively 
working to diversify their skill set by 
making lateral moves, or working in 

hybrid roles for their current employer. 
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Sales Salary Guide
2020/21 RANGE IN NZD $’000S

3

AUCKLAND WAIKATO / BOP WELLINGTON CHRISTCHURCH

ROLE Low High Low High Low High Low High

Sales Director 180 250 110 160 140 250 120 150

Sales Manager 100 135 100 130 110 150 100 120

Senior Account Manager 120 135 100 130 115 130 90 120

Key Account Manager 90 130 100 130 85 120 70 100

Customer Relationship Manager 90 120 70 85 75 110 75 120

Business Development Manager 70 130 75 100 70 100 75 120

Account Manager 60 90 70 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

-  TOP 3 BENEFITS PROVIDED -

Car or Car Allowance

Parking

Discounts & Special Offers

83%

83%

67%
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Sales

 Employers
As business confidence grows, employers are re-activating 

jobs that were put on hold last year, but often with 

different job descriptions and responsibilities. 

Employers, especially from the Construction and Building, 

Health, and FMCG industries are offering uncapped 

commission structures, or team commissions to employees 

that directly impact sales. Good Sales professionals with a 

strong Business Development capability will thrive under 

these structures.

FMCG employers are facing a Sales skills shortage. This 

is a niche sector, with a unique sales approach requiring 

specific knowledge and experience. At present, FMCG 

employers appear reluctant to employ and retrain Sales 

professionals from outside the industry. In general, 

employers are favouring skills and experience. Value 

alignment and cultural fit will always be a factor, but with 

organisations looking to recover, the ability to bring in 

revenue is being prioritised.

 Candidates
We noted that the primary motivation for candidates to move 

roles was salary, followed by flexibility and workplace culture. 

With a lack of Senior or Director level roles to move into, 

benefits such as healthcare, phone and vehicle allowances 

can play a big part in candidate attraction. Candidates were 

interested in stability - they wanted to hear how the business 

fared through COVID-19, were there any redundancies made, 

and how do these employers see their business continuing 

over the coming years.

Given the nature of Sales, candidates are often expected 

to be on the road, making remote working an expectation. 

Sales candidates also appeared open to working in other 

regions, but want to keep commuting long distances to a 

maximum of twice a week. 

Experienced Business Development Managers continue to 

be challenging to source. Most are satisfied in their current 

position. They have developed well-established relationships 

and a stable Sales pipeline, and are being rewarded well by 

their current employer. 

The Year Ahead
Despite the initial injection of Sales candidates into the market 
due to redundancies early to mid-2020, as the market recovers, 
we find ourselves in a candidate short market. Talented 
and experienced Sales professionals are in high demand as 
organisations look to drive revenue. 

We expect to see more candidates actively working to diversify 
their skill set by making lateral moves, or working in hybrid roles 
for their current employer. 

The continued travel restrictions will impact this sector, with 
the lack of international tourists affecting organisations in the 
tourism, airline, accommodation, and hospitality space. This will 
also influence other areas such as SaaS, Marketing, Advertising 
and FMCG organisations that provide services and products to 
those industries. 

We expect salaries to remain relatively stable as organisations 
continue to recover. However, with the candidate shortage and 
an increase in the cost of living, organisations that want to retain 
their top talent should consider offering a small increase in salary. 

The minimum wage increase that came into effect on the  
1st of April 2021 will also gradually affect the rise in salaries, and 
with more people looking at purchasing homes in the suburbs, 
organisations could also consider compensating for travel costs. 

To stay competitive in this candidate short market, organisations 
that are not currently supporting work from home options may 
need to re-think their strategy moving forward. 
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 - • Focus on hiring people that move your 

business forward commercially, rather than 
the relationships they have. Look for Sales 
talent from other industries with different 
experiences and seek to understand the 
unique problems that they have solved. Really 
hone in on capability and leadership. 

• Once you have attracted and hired great 
talent, invest in training to get them up to 
speed with product knowledge, and look 
at different ways in which they can engage 
clients with a customer centric approach. 
Training and development 
should sit side by side with 
Sales to make them better and 
smarter than the competition.


