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Atlantic Research Technologies (ART), founded in 1987, is a global executive search firm
that conducts targeted, evidence-based recruitment for Sales, Marketing, and Business
Development Management roles worldwide. The firm’'s dedicated page
www.atlanticresearch.com and the linked ART CRO, VP Sales & Sales Director
Recruitment Diagnostic Tool position ART as a strategic partner focused on cultural and
structural matches rather than generic “great salesperson” placements.

Every search begins with a deep analysis of the client’s business mission, current health,
resources, team strengths/weaknesses, and realistic goals. ART explicitly rejects job
advertisements, outsourced recruiters, inter-agency handoffs, or reliance on luck.
Instead, recruiters perform original, sector-specific headhunting of passive candidates
who have proven track records (e.g., percentage sales growth, quota attainment) in
comparable business models and who can harmonize with the client’s culture, style, and
expectations for long-term success.

Core Recruitment Focus and Scope

ART recruits for a full spectrum of senior Sales, Marketing, and Business Development
roles across industrial, hi-tech, and service sectors (semiconductors & electronics,
industrial products & equipment, consumer products & services, automotive &
transport, aerospace & aviation, medical & health technology, energy & power
generation, chemicals & advanced materials, agribusiness, IT & network services,
engineering services, logistics & supply chain, financial services, B2B services, non-
profit).

Searches span six continents (Asia-Pacific, USA & Canada, Latin America, Europe, Middle
East, Africa) and frequently involve international or regional leadership.

Key positions covered include:

® Chief Revenue Officer (CRO), Chief Sales Officer (CSO), Chief Marketing Officer
(CMO), Chief Customer Officer.

® VP Sales, VP Marketing, VP Business Development, VP Sales & Marketing.

® Sales Director, Marketing Director, Business Development Director, Country
Manager, Regional Sales Manager.

® Specialized titles: Director Enterprise Sales, Director Government/Retail/Consumer
Sales, Channel/Key Account Manager, Product/Brand Manager, Digital


http://www.atlanticresearch.com/

Marketing/E-Commerce Manager, Global/International VP Sales & Marketing,
Commercial Director.

The firm emphasizes roles requiring P&L accountability, market expansion, team
building, CRM discipline, and cross-functional alignment (sales with marketing, product,
finance).

Methodology: Evidence-Based and Diagnostic

When a client requests a Sales, Marketing, or Business Development hire, ART does not
stop at the job description. Recruiters analyze:

® The current or past role holder’s performance.

@® Subordinate team strengths/weaknesses.

® Company resources (human, financial, technical).
® Realistic achievability of growth targets.

Candidates must demonstrate quantitative success in the client’s industry and in similar
business models (e.g., matrix environments for MNCs, high-accountability for PE
portfolio companies). The goal is a “candidate-company match” that minimizes risk and
delivers sustained revenue impact, cultural fit, and career longevity for both parties.

ART Sales Director Diagnostic Tool (Interactive Resource)

The page prominently links to and recommends the free ART CRO, VP Sales & Sales
Director Recruitment Diagnostic Tool

at https://www.atlanticresearch.com/apps/salesdirector.html. Framed as an educational
self-assessment for hiring managers, CEOs, and boards, the tool helps diagnose sales-
organization maturity, identify vulnerabilities (growth, markets, competition, technology,
risk, collaboration), and receive tailored archetype recommendations.

Structure (6 phases with targeted questions):

® Phase 1: Strategy and Planning — Maturity of sales planning & forecasting;
accounting for external risks (competition, economic shifts, regulation); revenue
sensitivity to downturns.



® Phase 2: Team Dynamics & Culture — Current sales team performance & maturity;
importance of cultural/EQ fit; voluntary turnover rate.

® Phase 3: Market Expansion & Growth — Diversification and resilience of market
footprint; growth targets & urgency; readiness for international/new geography
expansion.

® Phase 4: Sales Technology & Enablement — State of sales tech stack & adoption;
barriers to better adoption.

® Phase 5: Risk & Resilience — Frequency of structured sales risk/performance
reviews; dedicated roles for risk & retention; biggest current sales risk concern.

® Phase 6: Cross-Functional Collaboration — Level of sales alignment with
marketing, product, finance.

Outputs:

® Overall Maturity score (out of 4.0).

® Recommended VP Sales / Sales Director Archetypes (with strengths, weaknesses,
best company fit/stage, key interview questions, and rationale for hiring).

® Recruitment guidelines: Share results internally, prioritize 1-2 archetypes, target
passive candidates via executive search, re-run tool periodically.

The tool directly supports ART’s search process: clients run it first, then share the
resulting archetype(s) and maturity diagnosis to brief recruiters for precise, evidence-
based outreach.

Recommended Archetypes and Profiles (Integrated on Main Page)

The diagnostic tool feeds into (and is supported by) detailed archetype guidance on the
main page. These are not generic personality types but precise fits based on company
structure and sales style:Firm-Type Profiles:

® Family-Owned Firm (even billions in revenue): High emotional intelligence (EQ);
respect legacy while modernizing; “Influence without Authority”; longer decision
cycles; trust as primary currency. Aggressive “disruptors” often rejected.

® Closely Held Private Firm: ROI-focused; “Resourceful Scaling” with limited support
teams; high accountability; “doer” at the strategy table.



® Large Multinational (MNC): Success in matrix organizations; collaboration across
regions (EMEA, APAC, Americas) and functions; comfort with bureaucracy. “Lone
wolves” fail.

@ Private Equity (PE) Portfolio Company: “Exit-Oriented”; data-driven sales
management; CRM discipline; EBITDA improvement; “Predictable Revenue”;
manages by numbers and weekly reporting.

® Fast-Growing Medium-Sized Firm: Transition from “hero-led sales” to “process-
led”; “Building the Machine” (hiring, training, playbooks); structure with speed in
grey areas.

® Well-Funded Small Early-Stage Company: “0-to-1" Sales; opening new markets;
product-market fit; cold calling and board decks; “Intelligence Officer” for market
insights.

Sales Director Style Types (summary table on page):

® The “Steward”

® The “Practical Strategist”
® The “Political Navigator”
® The “Value Creator”

® The “Architect”

® The “Player-Coach”

Clients are encouraged to use the diagnostic tool to identify the exact archetype needed,
then engage ART for a bespoke search that demands recent, quantitative proof (e.qg.,
sales growth percentages, quota overachievement, market expansion results) from
passive candidates.

Unique Value Propositions and Outcomes

@® Risk minimization through deep cultural/structural matching and realistic goal
assessment.

® Long-term orientation: Placements aim for sustained benefit, not quick fills.

® Global expertise: Especially strong in cross-border and regional roles requiring
language/cultural fluency.

® Client empowerment: The free diagnostic tool lets hiring managers arrive at
engagements with a precise “prescription,” making the search faster and more
targeted.



@ Differentiators: 100% in-house, senior recruiters only; original research; no ads or
outsourcing; focus on “what is really important” to both client and candidate.

In summary, based exclusively on the specified page and its linked diagnostic tool, ART’s
1987-founded recruitment in Sales, Marketing, and Business Development is
methodical, diagnostic-driven, and globally executed. It transforms hiring from “find a
strong salesperson” into precise organizational matching—diagnosing the sales
function’s exact maturity and vulnerabilities, prescribing the right CRO/VP/Director
archetype (Steward, Architect, Value Creator, etc.), and delivering culturally compatible
leaders who drive revenue, build teams, expand markets, and deliver measurable, long-
term results across diverse sectors and geographies.

Clients are explicitly invited to run the free Sales Director Diagnostic Tool first, then
partner with ART for evidence-based, passive-candidate headhunting that aligns
perfectly with the diagnosed need.



