
 
   

CRM TA Head
  
  
  
  
  
  
  
  
  Job ID 
  REQ-10083414  

  
  7月 29, 2026  

  
  South Korea  
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  摘要  

Plays a pivotal role in supporting the development and execution of the end-to-end brand strategy
across Key markets. As part of the commercial team this role will closely work with the stakeholders
of key markets and Regions, driving the successful launch and growth, supporting the launch and
other upcoming indications.
The incumbent will collaborate closely with Medical Affairs, Value & Access, and Customer & Market
Activation teams to drive consistent strategy development and execution. Lead and develop a high-
performing sales and marketing team and build effective and enduring business relationships with
key customers/ stakeholders.
As a TA head leads, manages and develops the overall performance of the TAs current and future
product portfolio and delivers sales and profits within agreed budgets.
Typically leads a small revenue country organization, covering both sales and marketing activities,
with responsibility to drive performance and develop operational strategy of one or more product
portfolio.
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  About the Role  

Major accountabilities: 

Accountable for delivering the TA sales, market share, and profitability to meet or exceed
budget targets.
Defines, develops and oversees short and long-term strategic marketing (and sales) plans in
line with regional & global marketing strategy.
Monitors market trends, sales and product performance, conducts regular reviews against
plans and takes corrective action as required.
Drives the growth of the TA by establishing growth plans for existing products, effectively
manages their life cycle, successfully launches line extensions and new products; establishes
and manages effective strategic partnerships.
Enhances sales force capabilities and continues to develop innovative commercial strategies
to ensure success in an evolving healthcare environment.
Partners with other TAs heads and supports in the development of an agile, customer-led
digital and customer solutions strategy which meets the evolving needs of the business, our
customers and patients.
Responsible for the budget and financial performance of the unit.
Successfully lead the TA team, managing all people-management related processes
(recruiting, performance management, coaching).
Identifies and builds key capabilities, talent pipeline and ensure proper development of
assigned people.
Support the development and execution of comprehensive marketing strategies, including,
product positioning, differentiation, and scientific message to maximize market penetration. 
Partner with the launch teams of the Key countries to create robust strategic plans, ensuring
meticulous execution and performance measurement.
Continually collect and integrate feedback from countries and regions to refine and enhance
brand strategy and specific projects or deliverables.
Analyze market trends and market research, capturing perspective from customers, deeply
understanding market dynamics, competition. Use data-driven insights to inform strategic
decisions.
Develops and strengthens strategic relationships with customers (e.g. physicians, key
accounts, specialty pharmacies, KOLs and payors) to support medical and commercial
activities in alignment with compliance guidelines.
Optimize sales force performance and return on investment.
Ensures alignment to all Ethics, Risk & Compliance policies and manage key processes.

Essential Requirements:

Demonstrated success in creating demand for products in self-pay, cash-pay, or limited
reimbursement environments. Able to develop innovative approaches that overcome
affordability barriers and drive patient adoption in the absence of broad reimbursement
support.
Proven track record of leading a business unit, franchise, or sizable commercial organization
with full accountability for strategy, execution, talent development, and business performance.
Demonstrates the ability to build high-performing teams and consistently deliver growth in
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complex market environments.
Significant commercial experience managing premium-priced therapies, specialty medicines,
biologics, or injectable products. Understands value-based selling, patient journey challenges,
and physician adoption dynamics associated with high-cost therapies.
Strong ability to influence and align diverse stakeholders across external and internal
environments, including physicians, scientific societies, patient organizations, government
agencies, regional leadership, global functions, and cross-functional teams. Able to drive
outcomes without relying on formal authority.
Deep understanding of the Korean healthcare ecosystem, including reimbursement and non-
reimbursement pathways, physician decision-making processes, patient access barriers, and
the dynamics of both hospital and clinic channels.
Demonstrates the ability to navigate ambiguity, anticipate market shifts, make timely
decisions with incomplete information, and translate strategy into execution. Proven success
in delivering results in rapidly evolving commercial environments.
Proven track record of leading successful launches of specialty or innovative therapies,
including pre-launch planning, market shaping, and post-launch acceleration.
Business proficiency in English

Preferable Requirements:

Relevant commercial, medical, or strategic leadership experience in cardiovascular, lipid,
ASCVD, renal, or metabolic disease areas. Established customer insights and stakeholder
relationships within the CRM ecosystem are highly valued.
Strong experience building demand through private clinics, specialty clinics, health screening
centers, or outpatient settings. Understands how to activate physicians and patients outside
traditional tertiary hospital-centered commercial models.
Demonstrated ability to challenge conventional pharmaceutical commercial models and
create new go-to-market approaches, customer engagement strategies, patient activation
programs, or ecosystem partnerships. Evidence of delivering growth through innovation rather
than incremental optimization.
Experience working on regional or global initiatives, leading cross-border projects, or
managing multicultural stakeholders. Possesses strong executive-level English
communication skills and demonstrates the potential to progress into regional or global
leadership roles.
Experience applying AI, advanced analytics, digital engagement, customer segmentation,
predictive insights, or other data-driven approaches to improve commercial effectiveness,
customer targeting, decision-making, or business performance.

  

Why Novartis: Helping people with disease and their families takes more than innovative science. It
takes a community of smart, passionate people like you. Collaborating, supporting and inspiring each
other. Combining to achieve breakthroughs that change patients’ lives. Ready to create a brighter
future together? https://www.novartis.com/about/strategy/people-and-culture
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Benefits and Rewards: Learn about all the ways we’ll help you thrive personally and professionally.
Read our handbook (PDF 30 MB)

  
  部门 
  International  

  Business Unit 
  General Management  

  地点 
  South Korea  

  站点 
  Seoul  

  Company / Legal Entity 
  KR01 (FCRS = KR001) Novartis Korea Limited  

  Functional Area 
  Commercial & General Management  

  Job Type 
  Full time  

  Employment Type 
  Regular  

  Shift Work 
  No  

  
  
  var kPlayer = KalturaPlayer_55802022 || KalturaPlayer; var config = { targetId:
"kaltura_player_6a6acf4a84895017477375", provider: { widgetId: "1_0m7rm1pm", partnerId:
"2076321", uiConfId: "55802022" }, playback: { autoplay: false, autopause: false, muted: false, loop:
false }, sources: { options: {}, startTime: 0 }, disableUserCache: "true", plugins: {}, sources: { options:
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{}, startTime: 0 }, ui: { showCCButton: false, settings: { showQualityMenu: true, showSpeedMenu:
false }, components: { fullscreen: { disableDoubleClick: false } }, uiComponents: [ { presets:
['Playback', 'Live'], area: 'BottomBarRightControls', replaceComponent: 'Fullscreen', get:
kPlayer.ui.components.Remove } ] } }; // Check and add plugins only if they exist if
(kPlayer.plugins["download"]) { config.plugins.download = { disable: true }; } if
(kPlayer.plugins["transcript"]) { config.plugins["playkit-js-transcript"] = { position: "right", // Default:
bottom;('left', 'right', 'top', 'bottom') to enable transcript. expandMode: "over", // Default:
alongside;('alongside', 'hidden', 'over') expandOnFirstPlay: false, showTime: true, downloadDisabled:
false, printDisabled: false, disable: true }; } if (kPlayer.plugins["preventSeek"]) {
config.plugins.preventSeek = { preventSeekForward: false, preventSeek: false }; }
config.plugins.floating = { disable: true }; if (kPlayer.plugins["navigation"]) { config.plugins.navigation =
{ position: "right", expandMode: "over", expandOnFirstPlay: false, visible: false }; } if
(kPlayer.plugins["hotspots"]) { config.plugins['playkit-js-hotspots'] = { disable: true }; } if
(kPlayer.plugins["moderation"]) { config.plugins['playkit-js-moderation'] = { disable: true }; } if
(kPlayer.plugins["info"]) { config.plugins['playkit-js-info'] = { disable: true }; } if
(kPlayer.plugins["share"]) { config.plugins.share = { disable: true }; } config.ui.uiComponents = []; if
(kPlayer.plugins["googleAnalytics"]) { config.plugins.googleTagManager = {};
config.plugins.googleTagManager.customEventsTracking = {};
config.plugins.googleTagManager.containerId = 'GTM-57RJQ5';
config.plugins.googleTagManager.customEventsTracking.custom = [];
config.plugins.googleTagManager.customEventsTracking = { preset: { coreEvents: true, UIEvents:
false, playlistEvents: false, castEvents: false } }; } 
  

// Ensure the global player registry array always exists, regardless of embed type.
window.kalturaPlayerVideos = window.kalturaPlayerVideos || []; try { var thumbEmbedPromise =
__thumbnailEmbed({config, mediaInfo: {entryId: "1_dgfvmafo"}}); // __thumbnailEmbed() returns a
Promise that resolves with the player instance // when the user clicks the thumbnail. Use .then() to
capture the player directly. thumbEmbedPromise .then(function(player) {
window.kalturaPlayerVideos.push(player); // Notify kaltura_datalayer.js that a new player is ready so
it can // attach custom event listeners immediately, regardless of when // the user clicked the
thumbnail relative to page load. document.dispatchEvent(new CustomEvent('kalturaPlayerReady', {
detail: { player: player } })); }) .catch(function(error) { console.error(error); }); } catch (e) {
console.error(e.message) }  

  

Novartis are Equal Opportunity Employers and take pride in maintaining a diverse environment. We
do not discriminate in recruitment, hiring, training, promotion or other employment practices for
reasons of race, color, religion, gender, national origin, age, sexual orientation, gender identity or
expression, marital or veteran status, disability, or any other legally protected status. We are
committed to building diverse teams, representative of the patients and communities we serve, and
we strive to create an inclusive workplace that cultivates bold innovation through collaboration and
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empowers our people to unleash their full potential.
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