
Job Title: Sales Operations Manager      

Company: Perfuze Medical 

Reports to: VP of Sales, North America 

 

 

About Perfuze 

Perfuze Medical is a fast-growing medical device company focused on advancing 

neurovascular care through innovative stroke technologies. Our mission is to deliver 

meaningful clinical impact by improving procedural efficiency and patient outcomes, while 

building a commercial organization grounded in integrity, accountability, and teamwork. 

As Perfuze expands its U.S. commercial footprint, we are intentionally investing in the 

foundational capabilities that enable scale. This is an opportunity to join a company at a 

pivotal stage of growth and help shape the processes, systems, and operations that will 

support long-term success. 

 

Position Summary 

The Sales Operations Manager will be a key early commercial hire in the United States, 

responsible for building and scaling the operational backbone of Perfuze’s sales organization. 

This role will partner closely with sales leadership and cross-functional teams to establish 

core sales infrastructure, improve data visibility, and drive disciplined execution as the 

business grows. 

The ideal candidate is both strategic and hands-on, comfortable designing processes from the 

ground up while also executing day-to-day operational work. From CRM implementation and 

territory design to forecasting, analytics, pricing support, and cross-functional coordination, 

this role will help ensure that sales operations become a true competitive advantage for 

Perfuze. 

. 

 

Key Responsibilities 

Sales Strategy & Planning 

• Partner with sales leadership to develop annual sales plans, quotas, and territory 

alignments. 

• Support forecasting processes and pipeline visibility.  

• Identify market trends, pricing opportunities, and competitive dynamics across sales 

regions 



 

Sales Infrastructure Setup 

• Assist in implementation of CRM system. 

• Define territory mapping, rep alignment, and account ownership structure. 

• Establish customer master data and consistent naming across ERP, CRM, and finance 

systems. 

• Streamline and document sales processes to enhance efficiency, consistency, and 

scalability across geographies. 

• Implement and manage sales enablement tools, dashboards, and performance metrics. 

 

 

 

Pricing, Contracting & VAC Support 

• Standardize pricing approval processes. 

• Manage VAC (Value Analysis Committee) submissions and track approval timelines. 

• Support contracting, sales rep credentialing and reimbursement documentation. 

 

Sales Analytics & Forecasting 

• Build reporting frameworks to track sales performance, forecast accuracy, and sales 

funnel KPI’s. 

• Support pipeline reviews, forecasting, and quota attainment tracking. 

• Analyze conversion rates from evaluations to stocking to reorder. 

• Deliver actionable insights to leadership, enabling data-driven commercial and supply 

chain decisions. 

• Ensure accuracy of data and alignment between sales, CRM and ERP Systems. 

 

Cross-Functional Collaboration 

• Collaborate with Finance, Supply Chain, and Marketing to align on demand planning, 

product launches, and regional pricing strategies. 

• Act as the sales inventory operations planning (SIOP) lead.   

 

Systems & Tools Management 

• Oversee CRM governance and ensure full adoption of CRM system and other 

commercial tools across the sales team. 

• Lead system integrations and workflow automations to improve operational visibility 

and responsiveness. 

• Represents the company in a professional manner and is aligned with our company 

values (Communication, Integrity, Persistence, Teamwork, Accountability and 

Innovation). 

 

Required Skills/Education 

• Bachelor’s degree in business, Finance, Economics, or a related field. An 

advanced degree or relevant certification is a plus. 

• Proficiency in Excel and other data analysis tools (e.g., SQL, Tableau, 

Power BI). 

• Experience with CRM systems (e.g., NetSuite/AcuityMD) and sales 

performance management software. 



• Strong understanding of sales compensation design principles and best 

practices. 

• Ability to analyze complex data sets and translate findings into actionable 

insights and recommendations. 

• Strong critical thinking skills. 

• Excellent verbal and written communication skills, with the ability to 

present complex data in a clear and concise manner. 

• Experience preparing and delivering reports and presentations to senior 

leadership. 

 

Required Experience 

• Minimum of 3-5 years of experience in sales compensation analysis, 

sales operations, or a related role. 

• Proven history of managing sales compensation programs and optimizing 

sales operations in a fast-paced environment. 

• Experience working with cross-functional teams, particularly in finance, 

HR, and sales. 

• Familiarity with the medical device or healthcare industry is preferred but 

not required. 

 

 
           


