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Job Description
	Job Title:
	Inside Sales Representative
	FLSA:
	Non-Exempt

	Department:
	Sales – Asphalt Division
	EEO:
	Sales

	Reports To:
	VP – National Sales Asphalt Products
	
	

	Completed By:
	Hannah Masters
	Date Created:
	5/26/2026
	Approved By:
	Garrett Lovett
	Date Revised:
	Click or tap to enter a date.


Job Summary:
The Inside Sales Representative is responsible for generating new business opportunities through outbound communication channels via phone. This role plays a key part in driving revenue growth by identifying prospects, qualifying leads, and generating meetings for Territory Sales Managers without the need for in-person client visits. This specialized role focuses heavily on aggressive outbound cold call outreach to infrastructure contractors, asphalt plant managers, and civil engineers across the United States.

Job Overview
· Job Type: Full-time
· Compensation: $45,000 base salary plus an uncoded performance bonus structure
· Territory: United States (National) Call List – Based in Grove City, PA.
· Travel: 5% to 10% (Industry trade shows, conferences, and key client plant visits)
· Work Setting: Mandatory in-office training at Grove City HQ required; Hybrid schedule available

Essential Duties and Responsibilities:									Sales Execution & Business Development 

· Aggressive Cold Call Outreach: Conduct a high volume of daily outbound cold calls and emails to identify and engage decision-makers nationwide.
· Targeted Lead Generation: Actively hunt for prospects including paving contractors, private asphalt plant owners, and municipal procurement officers.
· Technical Product Education: Confidently articulate the material performance advantages and cost-saving benefits of FORTA’s proprietary asphalt reinforcement fibers (e.g., FORTA-FI®).
· Overcome Objections: Demonstrates resilience and professionalism when handling objections or rejection in the process of scheduling meetings.
· Salesforce Pipeline Management: Maintain meticulous, real-time records of all lead interactions, call logs, and deal stages directly within Salesforce.
· Occasional Mobility: Travel nationally up to 10% of the time to support industry trade shows and visit high-value customer operations.
Quota Achievement: Meet or exceed monthly outbound activity metrics and qualified sales pipeline targets.

	Cross-Functional Collaboration
· Collaborate with Sales Reps and Leadership teams to align weekly call list and meeting schedule availability.
· Serve as a voice for FORTA with your initial introduction during daily calls for the Territory Sales Managers.
	Reporting & Forecasting
· Maintain accurate records of opportunities, activities, and forecasts in the company CRM.
· Regularly report on sales performance, pipeline development, and key wins or losses.
Education and Experience
· Experience: Minimum 2-5 years of heavy outbound B2B cold calling experience.
· Tech Stack: High proficiency navigating and managing sales pipelines inside Salesforce.
· Resilience & Drive: A proven track record of maintaining high energy and handling the high rejection rates associated with industrial cold calling.
· Technical Aptitude: Ability to quickly master, retain, and explain technical product specifications and engineering advantages.
· Communication: Persuasive, clear verbal and written communication skills to build quick rapport with both field personnel and corporate buyers. 
FORTA is an Equal Opportunity Employer and does not discriminate on the basis of race, religion, gender, age, national origin, disability, or any other protected status.

Confidentiality:
· Low	[image: ]Medium [image: ] High Periodically may have access or be exposed to proprietary information. Direction will be given as to the best way to present this information, should that be required. Proprietary information of any nature is not to leave the company or be shared with anyone inside or outside the company without prior authorization.





Disclaimer: The statements included herein are intended to describe the general nature and level of work being performed by people assigned to this classification. They are not intended to be construed as an exhaustive list of all responsibilities, duties and skills required of personnel so classified. The Company retains the right to add to or change the duties of this position at its discretion.

Physical Requirements of this Position

		A.	How much on-the-job time is spent performing the following physical activities?

	Physical Activity
	Amount of Time

	
	None
	Less than 1/3
	1/3 to 2/3
	More than 2/3

		Standing
	|_|
	|_|
	[bookmark: Check112]|_|
	|_|

		Walking
	|_|
	|_|
	|_|
	[bookmark: Check113]|_|

		Sitting
	|_|
	[bookmark: Check114]|_|
	|_|
	|_|

		Use hands to finger, handle, or feel
	|_|
	[bookmark: Check115]|_|
	|_|
	|_|

		Reach with hands and arms
	|_|
	[bookmark: Check116]|_|
	|_|
	|_|

		Climb or balance
	|_|
	[bookmark: Check117]|_|
	|_|
	|_|

		Stoop, kneel, crouch, or crawl
	|_|
	[bookmark: Check118]|_|
	|_|
	|_|

		Talk or hear
	|_|
	|_|
	|_|
	[bookmark: Check119]|_|

		Taste or smell
	[bookmark: Check120]|_|
	|_|
	|_|
	|_|






In an average workday, the owner primarily performs: (Check one)
[bookmark: Check121]|X| Sedentary Work: Lifting 10 lbs. Maximum and occasionally lifting and/or carrying such articles as dockets, ledgers, and small tools. Although a sedentary job is defined as one which involves sitting, a certain amount of walking and standing is often necessary in carrying out job duties. Repetitive motion of hand and finger movement to manually input data using a keyboard may be required for up to eight hours a day. Jobs are sedentary if walking and standing are required only occasionally, and other sedentary criteria are met.
[bookmark: Check122]|_| Medium Work: Lifting 50 lbs. Maximum with frequent lifting and/or carrying of object weighing up                   to 25 lbs.
[bookmark: Check123]|_| Heavy Work: Lifting 100 lbs. Maximum with frequent lifting and/or carrying of object weighing up to 50 lbs.

B. Visual Acuity Requirements of this position include color, depth perception and field of           vision 	(Check one)

[bookmark: Check124]|_| Close Vision: Clear vision at 20” or less.
[bookmark: Check125]|_| Distance Vision: Clear vision at 20’ or more.
[bookmark: Check126]|_| Peripheral Vision: Ability to observe an area that can be seen up and down or to the left and    	right while eyes are fixed on a given point.

[bookmark: Check127]|_| Depth Perception: Three-dimensional vision, ability to judge distances and spatial relationships.
[bookmark: Check128]|_| Ability to Adjust Focus: Ability to adjust the eye to bring an object into sharp focus.
[bookmark: Check129]   |X| No special vision requirements.
C. Select the level of noise that is typical in the work environment for this job: (Check one)

[bookmark: Check130]|_| Very quiet conditions (Examples: forest trail, isolation booth for hearing test)
[bookmark: Check131]|_| Quiet conditions (Examples: library, private office)
[bookmark: Check132]|_| Moderate noise (Examples: business office with typewriters and/or computer printers, light traffic)
[bookmark: Check133]|_| Loud noise (Examples: normal shop conditions)
[bookmark: Check134]|_| Very loud noise (Examples: jack hammer work, metal can manufacturing department


[bookmark: II._Work_Environment]II. Work Environment




A. Additional physical requirements and/or environmental conditions not mentioned above: None


	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	




image4.jpeg
FEFORTA





image5.png




image6.png




