
 

 
 

VACANCY 

 

Sales Lead 

 
 

Erinvale Estate Hotel & Spa | The Elleke Collection 

Location: Somerset West, Winelands 

Reporting to: Revenue Manager 

 

Erinvale Estate Hotel & Spa is a luxury 5-star country estate situated in the heart of the Cape 

Winelands and forms part of The Elleke Collection. 

 

We are seeking an experienced and commercially driven Sales Lead to join our team and take 

ownership of growing our sales pipeline, developing strategic client relationships and driving 

sustainable revenue growth across Erinvale and The Elleke Collection. 

 

The Sales Lead will be responsible for identifying, developing and converting new and existing 

business opportunities across key market segments, while building strong, long-term relationships 

with high-value clients and commercial partners. 

 

The role will have a strong focus on: 

• Corporate and leisure business 

• MICE, groups, conferences and incentives 

• Weddings and events 

• Travel trade, DMCs and tour operators 

• Luxury travel and lifestyle markets 

• Preferred partnerships and strategic accounts 

• New business development and proactive prospecting 

 

The successful candidate will take ownership of the sales pipeline from lead generation and 

qualification through to conversion, contracting, handover and ongoing account 

development. 

 

Key Responsibilities 

• Develop and implement sales strategies aligned with Erinvale's commercial objectives. 

• Take ownership of agreed sales targets and revenue objectives. 

• Proactively identify, qualify and convert new business opportunities. 

• Develop and maintain a strong and measurable sales pipeline. 

• Build and grow relationships with key corporate accounts, agencies, DMCs, PCOs, travel 

trade partners, event organisers and wedding planners. 



 

 
 

• Conduct regular sales calls, client visits, presentations, networking and industry 

engagements. 

• Develop strategic account plans and identify opportunities for account growth and 

repeat business. 

• Drive MICE, group, incentive, wedding and events business. 

• Conduct client site inspections, familiarisations and hosted experiences. 

• Work closely with Revenue Management to align sales activity with demand, pricing, 

availability and commercial strategy. 

• Provide market intelligence, competitor insights and forward-looking sales information to 

Revenue and senior management. 

• Collaborate closely with Marketing to support campaigns, partnerships and brand 

initiatives. 

• Ensure confirmed business is accurately and comprehensively handed over to the 

relevant operational teams. 

• Maintain accurate pipeline, account and client information and provide regular sales 

reporting and forecasts. 

• Monitor sales performance, conversion, room nights, revenue and other agreed KPIs. 

 

Minimum Requirements & Experience 

The successful candidate should have: 

• Proven experience in a luxury hospitality sales environment. 

• Strong knowledge of corporate, leisure, MICE, groups, weddings, travel trade, DMC and 

high-end travel markets. 

• A demonstrated track record of generating new business and achieving sales targets. 

• Strong business development, prospecting, negotiation and closing abilities. 

• Experience in strategic account management and developing commercial 

partnerships. 

• Excellent relationship-building and communication skills. 

• Strong presentation and negotiation skills. 

• The ability to interpret sales and revenue data and translate insights into practical sales 

activity. 

• Experience working with luxury travel advisors, consortia, DMCs and international travel 

trade partners will be advantageous. 

• Experience with Cvent or similar MICE/RFP platforms. 

• Strong commercial awareness and understanding of the full sales cycle. 

• The ability to work independently while collaborating effectively with a wider 

commercial and operational team. 

• Willingness to travel locally as required. 

• A valid driver's licence. 

 

We are looking for an individual who is: 

• Commercially driven and results-oriented. 

• Proactive and confident in generating new business. 



 

 
 

• A natural relationship builder with strong networking abilities. 

• Professional and credible when engaging with senior decision-makers and luxury travel 

professionals. 

• Highly organised, structured and accountable. 

• Able to operate with confidence within a premium 5-star hospitality environment. 

• Brand-conscious and committed to delivering a refined, relationship-led sales approach. 

 

Please submit candidates who meet the above requirements and have demonstrable 

experience within luxury hospitality sales. 

 

Please include: 

• Comprehensive CV 

• Current and expected remuneration 

• Notice period / availability 

• Valid driver's licence 

• Relevant qualifications 

• References 

• Recent professional photograph 

 

Kindly ensure that candidates are fully briefed on the role and the expectations of the position 

prior to submission. 

 

 

 


