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A day in the life of..

My workday starts in the shower, previous day evaluations, priorities and upcoming to do’s will bolt through 
my mind at air freight speed (imagine if it was ocean freight speed). If it is a Monday or Friday, I will mostly 
commute to our Amsterdam or Rotterdam office. Any other day I will (aim to) have my schedule pre filled with 
sales calls. First things first: coffee. On Monday and Friday, this will be in the car off to the office, the other days 
this will be when I start up my laptop from home. 

Above is as far the routine goes, all the rest is an empty page to be painted blue. The days on the road (luckily 
we do not do traffic jams in NL) I will have 2-3 appointments set for the day and around that I will be dropping 
into existing prospects or knocking on doors. The latter is not my favorite tactic, nonetheless so important to 
throw in the mix. I mean imagine if I would not, that customer would not become aware of their potential sup-
ply chain improvements made possible when partnered with Mainfreight.  
 
 
 

The key struggles in being an outside sales representative? Finding toilets and efficient ways to eat during the 
day. Going to a restaurant is time and cost expensive. If I eat in the car, I need to clean it again (can start my 
own automotive cleaning shop by now).  

Of course, the above struggles are minor and individual. Looking at the business, the challenge for me is 
around finding shippers that will tick the ideal Mainfreight customer boxes. More specific, finding non-transac-
tional customers with frequent and consistent freight that we can build our products around.     
That said, this is also where the fun is generated. How exhilarating is it when you find that customer? And then 
able to show the additional value of Mainfreight, leading to gaining the account! 

To conclude, I can tell so much about being a sales representative and the fun of it. To me all that matters is 
that sales is the lifeblood of our business and as a sales rep, you are in the midst of it. Being a decision maker 
and liaison for the business while having freedom and fun doing so!

Jeroen Geerdink - Sales representative in Rotterdam

“How exhilarating is it when you find that customer? And then 
be able to show the additional value of Mainfreight?“
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Sales representative? The most fantastic job ever! I’m serious! Everyday is different and that makes it so exciting 
for me! As a sales representative for Mainfreight, you’ll get the chance to see and visit all kinds of companies: in 
the morning you could be visiting a beauty products company, while in the afternoon you’ll be at a company 
that is producing machinery for oil drilling platforms. The only routine in my job is that I get up in the morning, 
get in the car and drive to (potential) customers. I get to meet new people every day and get a glimpse of what 
their company is doing and how we can assist them with our supply chain solutions.

I start with checking my schedule for the day. Once I am at work, I collect all the necessary reports and discuss 
this with our amazing manager. At the same time, I constantly monitor my results. This control helps me to 
improve my sales figures. 
 

 
Around 09:30 I prepare myself for some sales calls. Around 10:00, I start calling some prospects. Who is Main-
freight? Which services do we provide? How can we face and conquer the potential customer’s supply chain 
challenges? Sometimes they want more information about Mainfreight, sometimes the potential customer is 
immediately interested in face to face contact. It’s all about gaining trust!  

Lunchtime is always fun at Mainfreight France. We like to share this time together as a team. Sometimes I will 
go to the gym with my colleagues, sometimes we go to the restaurant. We even play tennis, chess or another 
game in our “relaxing room“!  

14:00? It’s time to meet some potential customers! I have an appointment at 14.30pm. The second appoint-
ment is at 15.30pm – hopefully both companies are in the same industrial zone! Usually after a meeting I do 
several savage visits (to collect information, to meet decision makers, to look at factories and other specificities 
important to me). 17:00 Back to office. At the end of the day, some documents (contracts, proposals) are pre-
pared. After five o’clock there is no point in talking to customers – everyone has already gone home. Therefore, 
at the end of the day it is logical to do routine work as preparation of prices, contracts, proposals, plans and 
lists for the next day!

I really love my work!  A sales representative is a person who knows how a business works from the inside. An 
active sales representative is a hunter who brings his company prey. On the front line, contacting the (potenti-
al) customers. It is his/her task to help the company grow, which makes it extra exciting! 

Elina Malakhova - Sales representative in Paris

“The only routine in my job is that I get up in the morning, get 
in the car and drive to (potential) customers).“


