
 
 

 

 
 

Director of Sales 
 

About The DoSeum (www.TheDoSeum.org) 
 
The DoSeum is San Antonio’s only museum exclusively devoted to children under 10.  With two 
floors of interactive exhibits and a variety of early literacy, science, health and art activities, The 
DoSeum’s vision is to be the premier informal educational resource, cultivating curious, 
innovative learners capable of mastering the opportunities of tomorrow.  
 
JOB SUMMARY  

 
Reporting to the Vice President of Operations and Guest Experience, the Director of Sales directs 
The DoSeum’s Guest experience, membership, retail, facility rental, and food and beverage 
operations. The ideal candidate has a passion for non-profit work and a desire to serve the 
community. This individual is focused on revenue generation and experience integration—
guiding each business unit to financial and operational success while weaving a seamless 
experience for DoSeum Guests and clients. The Director of Sales is focused on excellence, 
continuous improvement, and revenue generation, and works to equip a competent and 
confident team that is guided to share that focus.  
 
The Guest Experience team is managed by the Guest Experience Manager. It promotes joyful 
learning and active discovery through a variety of meaningful interactions with DoSeum Guests. 
Team responsibilities include utilizing informal education principles to guide learning and 
discovery, selling admission and special event tickets and memberships, soliciting Guest 
comments and feedback, professionally addressing Guest questions and concerns, facilitating 
light cleaning, assisting in maintaining exhibit spaces, and other functions associated with 
delivery of an outstanding Guest experience. The Director of Sales works closely with the Guest 
Experience Manager to equip this team for success and in doing so, plays a key role in generating 
$3M+ annually in Admissions sales.  
 
The Membership team is managed by the Membership Manager. It implements strategies to 
increase Member acquisition, renewal, and retention, generating $1M+ in new Members sales 
and renewals annually. The Membership Manager supervises the Membership Coordinator. The 
team works closely with the Guest Experience Manager and other DoSeum colleagues to ensure 
membership goals are met or exceeded, and Member satisfaction is closely monitored.  
 
The DoSeum Store team is managed by The DoSeum Store Manager. It sells educational 
resources for children and families to extend their experiences beyond the walls of The DoSeum. 
With the assistance of the DoSeum Store Coordinator, The DoSeum Store Manager makes 
inventory and discount decisions to ensure a product mix that offers affordable options for every  
 



 
 

 

 
 
 
 
Guest and complements DoSeum exhibits, programs, and special events, while generating sales 
of $500K+ each year. 
 
The Facility Rental and Food and Beverage operations are managed by the Event Manager. The 
team manages sales, booking, and service of DoSeum rental spaces; coordinates facility rental 
functions including DoSeum birthday parties; manages DoSeum special events including Kids’ 
Countdown and Re-Do: Adult Nights events, and manages the third-party contract with Bakery 
Lorraine to operate the café at The DoSeum. The Event Manager supervises the Event Supervisor. 
Together, and in collaboration their Events team, they generate annual sales of $450K+ each 
year. 
 
The Director of Sales ensures these teams understand and work collaboratively with one another 
and other DoSeum teams including Education, Exhibits, Marketing, Development, 
Administration, Security, Custodial, and Facilities to create a seamless Guest experience. The 
Director of Sales is accountable for directing a confident and competent staff that is equipped to 
provide outstanding service and meet or exceed net revenue expectations.  
 
ESSENTIAL RESPONSIBILITIES  

• Identifies opportunities and implements appropriate measures to stimulate revenue through 
increased attendance and spending at The DoSeum. 

• Holds self and staff accountable to The DoSeum Guidelines for Guest Interactions. 

• Establishes and maintains an environment built around the principles of safety, courtesy, 
show quality, and efficiency while fostering a positive and fun work environment.  

• Fosters communication and collaboration between direct reports and internal and external 
partners.  

• Assembles and proposes an annual budget.  

• Works with direct reports to meet or exceed annual net revenue expectations and closely 
monitors spending to meet budget expectations. Holds direct reports accountable for results. 

• Coaches and evaluates the Guest Experience Manager, Membership Manager, DoSeum Store 
Manager, and Event Manager. Supports their efforts, eliminates barriers, and shares 
accountability for success. 

• Prepares, maintains, and delivers reports using multiple sources of data. 

• Reviews monthly performance and relies on data to dictate course corrections as 
appropriate. 

• Manages the division’s continuous improvement efforts. 

• Directs implementation of performance standards, training programs, and standard 
operating guidelines. 

• Collaborates with Human Resources to develop and lead Operations’ training programs. 

• Coordinates review and execution of assigned contracts and amendments. 



 
 

 

 
 
 
 

• Analyzes state and/or federal law and regulations to ensure departmental program 
compliance.  

• Works closely with the Director of Facilities to lead initiatives of the Operations Division. 

• Conducts research on best practices of other museums and industry standards and integrates 
those practices at The DoSeum. 

• Other duties as assigned. 

 
REQUIRED QUALIFICATIONS 

• Bachelor’s degree in Business Administration or related field; or equivalent combination of 
education and experience. 

• Demonstrated ability to stimulate revenue. 

• Demonstrated sales experience. 

• Demonstrated experience serving Guests in an admissions, membership, retail, events, 
and/or food and beverage capacity. 

• Excellent Guest service skills and willingness to lead by example. 

• Minimum three years’ supervisory experience at a high-volume destination. 

• Demonstrated experience managing salaried and hourly employees and experience 
addressing standard human resources issues. 

• Demonstrated communication skills. 

• Demonstrated diplomacy and tact. 

 
PREFERRED QUALIFICATIONS 

• Master’s in Business Administration. 

• Experience leading teams at a museum, educational institution, or high-volume attraction. 

• Experience with sales and membership components of Altru cultural management software. 

• Experience collaborating with exhibits and education professionals. 

• Experience collaborating with facilities, housekeeping, physical plant, and security personnel. 

• Ability to read, speak, and write English and Spanish. 
 
KNOWLEDGE, SKILLS, and ABILITIES 

To perform the job successfully, an individual should demonstrate the following: 
 

• Leadership - Manage, supervise, and lead a motivated and diverse team of staff and 
volunteers by establishing performance standards, hiring and developing talent, providing 
feedback, and ensuring the proper role for each team member.  

• Guest Service - Responds promptly to Guest inquiries and complaints. Demonstrated Guest 
service skills and commitment to model those skills for colleagues. 



 
 

 

 
 
 
 

• Analytical, Problem Solving, & Organizational Skills - Gathers and analyzes information 
skillfully and can efficiently execute on multiple priorities, plans, and ideas. Ability to work in 
a complex organization. Interacts professionally with colleagues and demonstrates  
willingness to negotiate and compromise. Ability to meet critical objectives while considering 
the impact of those decisions and activities on the ability to achieve long‐term goals. 

• Communication & Interpersonal Skills - Clarity of communication, remains calm and focused, 
makes effective presentations to diverse groups. Edits work for correct data, spelling, and  
grammar. Ability to read and comprehend simple instructions, short correspondence, and 
memos.  

• Ethics & Judgment - Treats all people with respect. Works with integrity and exhibits sound 
judgment. Upholds and demonstrates museum values. Demonstrates a willingness to 
embrace change introduced by others. 

 
PHYSICAL DEMANDS AND WORK ENVIRONMENT 

The physical demands and work environment described here are representative of those an 
employee may encounter while performing the essential functions of this job.  Reasonable 
accommodations may be made to enable individuals with disabilities to perform the essential 
functions. 
 

• Flexible working hours; requires working weekends, evenings, and holidays 

• Variable exposure to noise, weather and elements 

• Constant exposure to the public and employees 

• Ability to lift up to 25 lbs. 
 
 

APPLICATION PROCEDURE   

Submit resume, the names of three references and cover letter indicating interest and 

qualifications to hr@thedoseum.org. Please reference “Director of Sales” in the subject line. 

The above statements are intended to describe the general nature of work performed by the 

Director of Sales.  They are not to be construed as an exhaustive list of all responsibilities, duties 

and skills required of this position, which can be revised at the discretion of the Vice President of 

Operations and Guest Experience. The DoSeum is an equal opportunity employer. 

 


