
 
 

Position Title: Director, Enterprise Sales 
 
Position Subtitle: Segment Chief of Staff 
 
Location: Philadelphia, PA 
 
Compensation: Salary, Commission, Benefits Package, Ongoing Structured Sales Training  
 
 
About ChargeItSpot  
 
ChargeItSpot works with many of the biggest brands in the world to provide free and secure cell phone 
charging to consumers on the go. Our mission is to create a nationwide infrastructure of phone 
charging kiosks that are free for consumers and valuable to the businesses providing them. Clients 
love us because when people charge they shop longer and spend more; consumers love us for saving 
them from the dreaded low battery. 
 
Current clients include Target, Nordstrom, Bloomingdale’s, Under Armour, Banana Republic, Neiman 
Marcus, and T.J.Maxx, to name a few. Additionally, ChargeItSpot was selected by clients to power such 
events as New York Fashion Week, the Super Bowl, and the GRAMMYs. Check us out at 
www.chargeitspot.com. 
 
At ChargeItSpot, we value dedication, resourcefulness, detail-orientation and a tenacious attitude; we 
want people who are ready to get things done. We are a team of smart, down-to-earth, honest people 
working together to create the best outcome.  
 
Our focus is fierce, but it’s not all hard work. We are always up for a game of Jeopardy in the office, a 
great meal together, or a night out for karaoke. Learn more by checking out our core values here.  
 
Position Overview  
 
We are looking for a Director of Enterprise Sales who will bring our sales traction to the next level. The 
successful candidate will partner strategically with the CEO/Founder and serve as an integral member 
of ChargeItSpot’s revenue team. This team is singularly focused on closing multi-million dollar contracts 
with large enterprises like Walmart, Home Depot, T.J. Maxx, Gap Inc., etc. You will be responsible for 
prospecting new business, cultivating leads, and developing deep relationships with senior decision 
makers in our target markets.  
 
What we will expect of you 
 
You are someone of a Chief-of-Staff caliber: a highly motivated, detail-oriented, strategic thinker and 
executor that is passionate about our vision and growth. You are persistent and resourceful in 
unstructured environments, always thinking two steps ahead. You believe the details are important and 
so you get them right. You are a team player and a fast learner, taking feedback well and implementing 
it. 
 
You never stop thinking creatively about ways to make meaningful connections and build relationships 
with the C-suites of prospective client organizations. You strive to deeply understand the unique 
challenges and goals of the prospects you work with. You care about getting to the best outcome no 
matter what.  



 
 
 
 
You’re not in it for the quick buck, you’re in it to build long-term wealth. We will collaborate closely with 
you to be successful – but it will not be immediate or easy. It will require long-term strategic thinking 
and hard work. 
 
 
Responsibilities  
 
● Managing a complex sales cycle to help close multi-million dollar contracts with large national 

brands 
● Approaching and setting up meetings with senior decision makers (typically SVPs or above) 
● Helping to convert recent pilots and established accounts into large national contracts  
● Developing and cultivating leads within our target markets (e.g. large retail chains, casinos, 

hospitals, etc.) 
● Working directly with the CEO to exceed company sales goals 

 
 
Qualifications 
 
● 3-6 years experience in high-ticket, complex B2B sales 
● Bachelor's Degree (minimum) 
● Proven sales success in either a direct sales role or in the “Chief of Staff” capacity articulated 

above along with a love for learning how to professionally develop through structured sales 
training 

● Demonstrated strategic sales approach with a focus on developing long-term relationships with 
senior-level decision makers in client organizations  

● Experience in a startup environment is a plus 
● Excellent communication (verbal and written), presentation, qualifying, closing and negotiating 

skills 
● Obsessed with details and precise execution 
● Enthusiasm for solving problems in real time and a recognition that obstacles are challenges that 

can be overcome 
● Willingness to travel for sales meetings (approximately 4 days per month) 
● Flexibility with a schedule that will include an occasional night or weekend 

 
If you have the exceptional combination of skills and qualities that we are looking for, please submit 
your resume and cover letter to Michael Weinberg at michael.weinberg@chargeitspot.com 
 
ChargeItSpot is an Equal Opportunity employer. Personnel are chosen on the basis of ability without 
regard to race, color, religion, sex, national origin, disability, marital status or sexual orientation, in 
accordance with federal and state law. 

 


