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Job Title:  Area Vice President of Sales
Department:  Commercial
Reports to:  President of NeuWave Medical and Head of Commercial for Precision IO Group
Employment Type: Exempt 


About Precision IO Group  
Precision IO Group is a newly formed entity created through the combination of Quantum Surgical and NeuWave Medical — bringing together complementary technologies, expertise, and global capabilities in interventional oncology. 
The Group is dedicated to advancing cutting-edge innovation that empowers physicians to deliver precise, minimally invasive cancer treatments and improve outcomes for cancer patients. By integrating robotics, AI and enabling remote procedures, the Precision IO Group aims to transform the standard of care in tumor ablation and interventional oncology procedures.
Dedicated to elevating interventional oncology programs and outcomes, Quantum Surgical and NeuWave Medical integrate advanced robotic guidance with precision microwave ablation, empowering physicians to treat more challenging lesions for more patients with consistent, evidence-backed solutions.  We build differentiated solutions that help customers make faster, smarter decisions, backed by a brand, positioning, and go-to-market execution that scales globally.

Position Summary
The Area Vice President (AVP) leads the commercial organization in their area in achieving revenue, profitability, and customer success objectives. This leader is accountable for enterprise-level relationships, developing and executing regional strategy, and ensuring exceptional field execution across strategic accounts and day-to-day account management.
In this role, the AVP will own Capital Equipment Expansion for the region, building the pipeline, aligning stakeholders, and leading contracting and conversion efforts to accelerate placement and utilization. The AVP will also lead the successful execution of new product launches within their geography, partnering cross-functionally to deliver disciplined launch planning, training, and adoption across priority accounts.
The AVP will prioritize opportunities across the territory, balancing resources and investments to maximize growth. This role provides direct leadership for Strategic Accounts and Account Management, ensuring customer plans are built, executed, and measured. The AVP will also lead and develop the Clinical Specialists team, ensuring consistent clinical support, on-site execution, and customer education aligned to regional goals.

Key Accountabilities

· Set regional staffing levels and build a high-performing team through hiring, onboarding, training, and ongoing development.  Coach direct reports to engage effectively with executive, economic, and clinical stakeholders and ensure rigorous operating cadence, forecasting, and performance management across Strategic Accounts, Account Management, and Clinical Specialists.
· Lead the development and execution of account plans that drive growth, retention, and expansion. Establish standard work for opportunity management (from initial qualification through implementation), ensure forecast accuracy, and develop bench strength through coaching, succession planning, and targeted skill development. Build strong partnerships with internal stakeholders to ensure coordinated support for customers and seamless execution.
· Monitor market dynamics, customer priorities, and competitive activity, translating insights into regional strategy and clear field direction. Ensure the right people, processes, and tools are in place to meet customer needs and to scale capital programs and innovation adoption across the region.
· Set the standard for ethical, compliant, and safe business practices that foster a culture of accountability, teamwork, and customer focus.  Operate in accordance with all applicable laws, regulations, and company policies, and reinforce high expectations for professionalism in every customer and internal interaction.

Education, Experience & Skills

· Bachelor's degree is required; an MBA or equivalent qualification is preferred. 
· 10 to 15 years’ experience in successful clinical sales, marketing, professional education, or commercial learning and development is required. 
· Experience across at least two functional areas (e.g. Sales, Marketing, Clinical/Professional Education, Sales Enablement) is preferred. 
· A minimum of 5 to 7 years of people management experience is required; large team leadership experience is preferred. 
· Proficient in Microsoft Office and experienced with CRM and sales force effectiveness tools. 
· Excellent written and verbal communication skills and the ability to function independently as well as part of a team are required. 
· The ability to manage multiple priorities in a fast-paced environment is required. 
· A valid driver’s license is required.

Travel Requirements

· Ability to travel up to 60% of the time is required. 


Equal Opportunity Employer

Precision IO Group is an equal opportunity employer. We are committed to creating an inclusive environment and do not discriminate based on race, color, religion, sex, sexual orientation, gender identity, national origin, age, disability, veteran status, or any other protected status.
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