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Founded half a century ago in a small garage in Brandon, Manitoba, Prairie Mobile Communications

(PMC) launched from humble local roots as a two-way communication product repair company. Today,

Prairie Mobile Communications is one of Kenwood Canada's largest Land Mobile Radio Dealers and

one of SaskTel's largest Authorized Dealer with 24 locations across the Prairies. 

PMC provides equipment and services that deliver wireless technology solutions from cell phones and

two-way radios to networks, towers, pagers, boosters, satellite phones, and related accessories. PMC

offers SaskTel Cellular and Data, Internet, and Max TV services from as far North as Nipawin and South

to Estevan, and two-way radio sales and service throughout Alberta, Saskatchewan, Manitoba, and

Ontario. Valued partners include SaskTel, Kenwood, Motorola, Icom, L3Harris, and many other great

companies!

PMC Culture

PMC values positive energy and has built a culture of fun, productivity, and team spirit and

encourages celebrating success, being enthusiastic, and choosing to have a can-do attitude. Placing

a high value on learning, PMC encourages curiosity and “killing the status quo” for out-of-the-box

ideas on opportunities, innovation, and continuous improvement. 

Values

Our values guide how we fulfill our mission. By connecting with people and helping them use our

products, they in turn, connect with others and build stronger communities.

Vision

Lives fully Connected

Mission

To connect people to what's important to them

For more information on Prairie Mobile Communications, please visit their website:

https://www.prairiemobile.com/about-us/

The Organization

Prairie Mobile Communications

https://www.prairiemobile.com/prairie-mobile-about-us.html
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An entrepreneurial-minded professional will value Prairie Mobile Communication's “Ownership Thinking,”

continuously improving systems, and positive, friendly culture. The successful candidate will learn how

employees share their daily “Super High Five” successes, collaborate openly on ideas, and have well-

aligned goals.

The Vice President, Radio (VPR) will join the executive leadership team and play a key role in developing,

monitoring and evaluating the radio divisional strategy. As a trusted business advisor, the Vice President,

Radio, will focus on divisional performance, operational efficiencies, and business development insights

to improve business decisions towards formulating and executing this strategy.

The VPR will have accountability for critical outcomes, including supporting the executive and senior

leadership teams with critical information and operational analytics. The VPR will also support driving a

culture of accountability in managing the business, adding value to operating the company, and

providing intelligent, thought-provoking insights.

The Opportunity 

Prairie Mobile Communications
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With the President and Executive Team, develops strategic and tactical operations plans and goals
and align the Radio Division organization’s objectives with this strategy through active
participation in corporate strategic planning, sales strategy development, forecasting, resource
planning, and budgeting.
Utilizes relevant market and customer research to assess market potential and identify appropriate
new business opportunities.
Serves as an executive leader and advisor to the organization in terms of sales, marketing, and
industry trends.
Work closely with the marketing function to establish successful support, channel, and partner
programs and to develop marketing plans.

Provides leadership to the Radio Division’s management team while fostering a culture of
accountability, professional development, high-performance, and ethical behaviour.
Oversees the interviewing, selection, mentoring, performance management and development of
the Radio Division team.
Monitor customer, market and competitor activity and provide feedback to the company
leadership team and other company functions.
Partners with Human Resources to establish learning and development objectives essential to the
Radio Division’s success oversees the effective delivery of training and development programs,
actively assesses the value of training and development investments, and monitors learning and
development outcomes to ensure high ROI.
Establishes and maintains productive peer-to-peer relationships with internal and external
customers across the organization.

Represents the company to outside stakeholders on sales, customer, and operational matters;
ensures alignment with the values of the company.
Serves as an ambassador and promotes a positive image of the company while undertaking
industry and community relations.
Manages key customer accounts and supplier relationships, ensuring the company’s preferred
position with each.
Monitors the external environment as it relates to the company’s sales strategies to anticipate and
adapt to significant changes and identifies new opportunities for expansions and acquisitions.

Reporting directly to the President, the Vice President, Radio Division develops and implements sales
and operational strategies for the two-way radio division and associated technology business. This
position will, directly and indirectly, manage a team of over 100 employees. 

The sales and distribution channels include locations across Canada. This position will also ensure that
all business development and sales programs align with the organizational strategies developed by
the Executive Team. The Vice President, Radio Division will serve as a member of the Executive Team
and spearhead the strategy that will deliver results and ensure both customer satisfaction and
profitability, and:

Develop, Execute, and Manage Organization’s Sales Growth Strategy

Develop, Manage and Lead the Radio Division Team

Business Development and Relationship Management

Key Responsibilities:

Prairie Mobile Communications
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Coordinates and executes sales meetings, and participation in trade shows, industry associations
and conferences as required.
Manages, designs, and implements the entire sales process, pricing, product performance analysis,
sales metrics, new product development, territories, and quotas.
Define and oversee sales staff compensation and incentive programs that motivate the sales team
to achieve their sales targets.
Establishes performance indicators for all functions and monitors performance against goals.
Provides monthly, quarterly, and annual sales reports, trends, and forecasting.
Define and coordinate training programs that enable staff to achieve their potential and support
company sales objectives by establishing and coordinating delivery of programs/seminars in areas
of new account sales and growth, sales of emerging products, multi product sales, profitability,
improved presentation strategies, and competitive strategies.

Participates actively in the selling process particularly with high profile prospects and closing of
key deals. This includes existing client sales meetings and new prospect sales meetings and
actions.
Builds a partnership with technical solutions, technical services, marketing, and the sales team to
develop strategic responses to RFI/RFP solicitations.
Meets assigned targets for profitable sales volume, market share, and other key financial
performance objectives.
Develops and manages sales and support budgets with the sales, technical solutions, and
technical services teams.

Provides guidance on the product lifecycle management function including the design,
development, and implementation of potential innovations in company products and services.
Partners with other departments within the company to maintain high levels of customer service to
clients, customers, and employees.
Participates in internal teams and projects, taking the lead and allocating resources as needed, to
support company vision and goals.
Acts as a role model for a strong work ethic while demonstrating company culture and values.
Through personal example, establishes the style and approach that will characterize the
company’s position within the marketplace.

Lead and Manage the Radio Sales Plans

Achieve Financial Metrics, Targets and Goals

Additional Areas

Key Responsibilities (con't) 

Prairie Mobile Communications



Relevant post-secondary education or an equivalent combination of education and experience.
10 years related experience with a history of progressive B2B/B2C sales and marketing
management responsibilities.
Proven and documented record of sales success.
Ability to develop sales and marketing plans that support the company’s sales goals and objectives.
Superior verbal and written communication skills as well as organizational, time management and
public speaking skills.
Proven track record of building, engaging, empowering, coaching, and developing high
performance teams.
Demonstrated ability to think broadly, prioritize, and accomplish objectives without supervision.
Strong negotiation, analytical, and problem-solving skills.
Strong computer skills with extensive experience in Microsoft Word, Excel, and Outlook. Experience
or knowledge of iQMetrix or a similar POS or CRM program would be an asset.
Knowledge of the two-way radio industry, trends, and products is considered an asset.
Must have positive energy – celebrate success, be enthusiastic and choose a can-do attitude
(#SuperHighFive).

Necessary to love learning, be innovative and continuously improve (Curiosity).
Empower others to be their best, step up and make it happen (People Power).
Own your commitments and keep your promises, hold one another accountable (Ownership
Thinking).

This opportunity will require an exceptional leader with at least 10+ years of directly related experience
leading the financial function within a retail environment.
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Qualifications and Competencies 

Prairie Mobile Communications

Accountability
Adaptability
Analytical Thinking
Communication
Decision Making
Leadership
Organizational/Environmental Awareness
Planning/Organizing

Problem Solving

Resource and Fiscal Management

Results Orientation

Service Orientation

Strategic Thinking

Teamwork

Core Competencies



Robyn Hartley • Consultant 
Leaders International
201 Portage Avenue, 18th Floor
Winnipeg, MB R3B 3K6
Telephone: 204-471-636
robynh@leadersinternational.com

Leaders International specializes in the recruitment of Board of Directors, leadership

succession and executive level positions. Our global network, Penrhyn International, is a

world leader in the executive recruitment industry, with more than 47 offices in over 25

countries on 5 continents.
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For more details or to further explore this important strategic leadership opportunity, please

contact: 

To Apply

Prairie Mobile Communications

Mike Eagar • Consultant 
Leaders International
Chateau Laurier, 1 Rideau St.
Suite 700, Ottawa, ON K1N 8S7
Telephone: 613-619-8686
mike@leadersinternational.com


