
 

ExtraHop Networks: Regional Sales Manager  

Do you want to solve problems instead of sitting through meetings? Do you work better as 
part of a small, focused team? Do you want to feel a sense of ownership in what you do and 
make a real impact? So do we. We are looking for individuals who love technology, 
appreciate elegant solutions to hard problems, and want to learn new things. Sense of 
humor required...Seriously. 

ExtraHop Networks is more than just the products we engineer and sell. We’ve built our 
company from the ground up with the idea of creating great jobs for great people. As a fast-
paced startup, each day offers new opportunities to innovate in all areas of the company. 
We value quality and integrity in everything we do, from interacting with customers to 
developing the best technology in the industry. We are known as innovators and have 
received many awards for our team and our products, including Best of Interop, Seattle 
Business Magazine’s Innovation of the Year, and 100 Best Companies to Work for in 
Washington, among others.  

If you are a successful IT infrastructure sales professional who shares our philosophy, we 
would like to hear from you! This key position requires someone who is able to learn and 
maintain in-depth knowledge of ExtraHop’s products and technologies, competitive products 
and industry trends. You are primarily responsible for increasing revenue in assigned 
regions/territories/districts through identifying, recruiting, and developing opportunity for 
generating direct sales or partnerships with resellers. 

Duties and Responsibilities  
 

• Meet and exceed assigned sales targets by closing new accounts and growing 
revenues in existing customer installations 

• Identify prospects for ExtraHop products through cold calls, and lead follow-up and 
face-to-face meetings 

• Call on senior executives to understand the business, decision-making, and financing 
processes of your territory 

• Present and demonstrate ExtraHop products to customers 
• Provide customer and competitor feedback and field intelligence where available and 

necessary 
• Prepare and implement strategic sales account plans for all customers and identify 

business growth opportunities in assigned customer base 
• Ensure resellers and field sales engineers and management are working together in 

the sales process, lead generation, registering opportunities, accurately forecasting 
revenue, and tracking to required revenue goals established by their discount tier 

• Work with resellers to grow business in your territory 
• Prepare and maintain an accurate sales forecast for your territory 
• Network in customer and related organizations 

 



Required Qualifications and Experience 
 
• Four-year degree or equivalent in a related discipline (e.g., information technology, 

computer science, business, or engineering) 
• Demonstrated technical acumen to articulate ExtraHop's value proposition in a 

differentiated and compelling manner 
• Strong communication, organizational, and interpersonal skills 
• Proven history of sales success in network/application management or related IT 

infrastructure solutions 
• Demonstrated ability to secure meetings and close deals with senior level executives 
• Solid understanding of enterprise networking technologies: switches, routers, 

firewalls, load balancers, WAN optimization technologies, and so forth is a plus 
• Strong independent work ethic and experience working in startup culture 
• Existing senior level relationships at a wide range of enterprise accounts in your 

assigned territory 
• Five years’ experience in technology sales with a consistent track record of exceeding 

sales targets 
• Background in software/hardware sales and distribution with large software, 

hardware, and/or networking companies 
• Ability to travel  

The Opportunity 

ExtraHop Networks was founded in early 2007 by engineering veterans from F5 Networks 
and architects of the BIG-IP v9 product. The award-winning ExtraHop Application Delivery 
Assurance system is the industry’s first completely passive network appliance that provides 
application-level visibility with no agents, configuration, or overhead.  

At ExtraHop Networks, we are focused on building a great company that delivers superior 
technology and solutions for our customers. We are competitive and professional and enjoy 
both working and playing hard. Our hiring process is rigorous and selective in nature, 
designed to provide a great opportunity for career advancement as well as to create a 
tightly knit team built on mutual respect and trust. We promise an environment where you 
will have an opportunity to shape your career while playing an instrumental role in building 
the next great systems company. 

 

ExtraHop Networks is an Equal Opportunity Employer.



  


