1. Company presentation

Yamatake Europe NV is the Belgian–based European office of the Japanese multinational YAMATAKE GROUP.
The offices are located near the Brussels airport.

The company has a worldwide reputation in the industrial world, and an extended product range servicing plants, factories, office buildings in sectors extending from oil and gas to food and pharmaceuticals  www.yamatake.com
YAMATAKE has been active on the European market for several decades through a joint-venture with HONEYWELL. The affiliate YAMATAKE EUROPE NV was created in June 2001 in order to improve the service to the European customers and to increase the market share. www.yamatake-europe.com. The starting team was made of 4 persons. 
The today 16 people team is multi-cultural:  Japanese (among who the Managing Director), French, one Indonesian-Japanese, two Swiss, and a mix of Dutch and French speaking Belgian staff. 
Aside from the Brussels office, the company has opened two branches: one in Switzerland (2 persons) one in Milan (1 person), and employs one person in the French home office based in Amiens.
2. The team is looking for two new colleagues who will be based in GERMANY
A) one for field instruments (devices placed in humid, heat & cold atmospheres). 
He/she will report to the Product Division Director based in Amiens
B) one for the MICROFLOW  product line (gas mass flow measurement and control).
He/she  will report to the Components Division Director based in Brussels
The goal is to start both product lines implementation on the German and 
Eastern countries markets from full scratch. 

3. PROFILES
Common points:

· Sales Engineers with technical background  (NO commercial engineers)
· German and fluent English as minimum 

· 5 to 10 years experience in industry market : the candidates should demonstrate the technical expertise necessary to integrate the Yamatake products into specific applications at customer’s place.
· Need for marketing vision at least (and preferably experience): both positions include analysis of product and market before start-up.
· Both persons should be ready to work from their home offices, with extensive travel to customers (we estimate between 2 to 3 days a week on the road in Germany + eastern countries).
· Locations : near Frankfort, Munich, Dusseldorf preferred. 
· Entry date: at the latest June 06.

Specific for Profile A) FIELD INSTRUMENTS

· From a competitor like Khrone, E&H, Siemens, ABB  will be better 

· However, could also be a commercial technician with electronics or measurement industry background.

· Field Instrument experience preferred
Specific for Profile B)  MICROFLOW/MASSFLOW METERS

· Evidence of having built customer base needed. 
· Extensive mass flow control experience is a MUST.
· The market being a “niche”, smaller than the market targeted by the field instrument, we forecast that the search will have to be a head-hunting from manufacturer-competitor like  Bronkhorst High-Tech, Sierra, Brooks or a distributor of those companies.

· If not possible to find in Germany, the Director supervising this newly recruit person accepts to have an employee based in the Netherlands; that is why we are contacting recruitment agencies having offices in Germany and the Netherlands. 
ADDITIONAL KEYS TO INDIVIDUAL SUCCESS
We value: 

1. Respect of integrity, accountability, self-motivation + result driven: 
the European unit, despite being part of a large company, operates with an entrepreneur spirit, with all team members conscious of their essential contribution to success.  
2. Good sociability, diplomatic, patient. For two reasons:
21) Co-operation is important in Yamatake Europe team spirit.

22) the ability to listen and communicate within a cross-cultural environment are crucial. Obviously for the contacts within the team, but also because the recruited will have frequent contacts with the Japanese head office (International Business and Marketing departments) for technical requests & quotations. Those contacts are not oriented toward developing the commercial strategy, this part being the responsibility of the Directors to whom the new recruits will be reporting. 
Sense of international business and different working ways within a multi-cultural company are consequently a prerequisite.
THE COMPANY OFFERS
· For an entrepreneur-type person, this is the opportunity to use his/her talent to create and implement from scratch. 
· A partnership approach
· The willingness to train and develop team-members
· A friendly and supportive environment
An employee contract and a company car.
