Vice President of Sales-Job Description
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Role Summary

The Vice President of Sales will be a member of the Business Development team at TQ,
with responsibility for the execution of tasks as directed by Chief Commercial Officer .

The Vice President of Sales will be responsible for establishing, scaling and leading
TerraQuest’s Canadian commercial presence, converting early demand into contracted
revenue and positioning the business as a credible partner to government and regulated
markets across Canada and overtime, wider North America.

The Vice President of Sales will combine hands-on enterprise deal leadership with
ownership of regional commercial strategy within this market-building and conversion
role, operating as TerraQuest’s senior representative in Canada and aligned closely with
UK executive leadership.

Role Responsibilities

The responsibilities of this role include:
Own and execute the Canadian go -to-market strategy within UK growth objectives
Personally lead and close complex, multi -year municipal and provincial deals
Navigate Canadian public -sector procurement, RFPs, and long decision cycles
Establish executive-level relationships with government, agencies, and regulators
Build and manage strategic partnerships (system integrators, GovTech, GIS
ecosystem)
Provide structured forecasting, pipeline visibility, and market intelligence to the UK
team
Support future team build -out as the region scales

Qualities and Skills Required

Essential

The essential qualities and skills required include:
12+ years’ senior experience in enterprise sales or international business development
Strong background in GovTech, PropTech, geospatial, digital planning, infrastructure or
enterprise SaaS
Proven track record of opening and scaling regional markets and closing large, complex
deals
Deep understanding of Canadian municipal and provincial procurement environments
Executive presence with board -level credibility; strategic but demonstrably hands -on
Comfortable operating autonomously within a UK -headquartered organisation

This is a true market-builder mandate, not an inherited sales role; designed to convert
demonstrated demand into durable revenue and establish the foundations for long-term
Canadian and North American growth.

Additional Information

TerraQuest is an equal opportunity employer and is committed to creating a diverse and
inclusive workplace where all employees are valued and respected.
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P2 This description reflects the core activities of the role but is not intended to be all-
inclusive. Other duties within the group/department may be required in addition to
changes in the emphasis of duties as required occasionally. There is a requirement for
the post holder to recognise this and adopt a flexible approach to work. Job descriptions
will be reviewed regularly and where necessary revised in accordance with
organisational needs. Any major changes will be discussed with the post holder.
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