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Better  
Results.



Strong relationships, deep 
industry expertise and integrity 
are core to Perceptor’s success and 
we are extremely proud to have 
been offering trusted advice to 
you since 1999.
  
WITH KIND REGARDS,

 
MARK O’CONNOR
FOUNDER / MANAGING DIRECTOR

Welcome to the Perceptor Market 
Trends & Salary Review 2018-2019.  
As we celebrate our 20th 
anniversary in operation I would 
like to take this opportunity to 
personally thank our wonderful 
clients and candidates for your 
continued support in what is an 
ever changing and challenging 
employment market.
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Foreword
Established in 1999, we are now in  
our 20th year of operation and 
continue to provide trusted advice to 
our clients over the long term. We offer 
deep expertise in targeted executive 
search and selection for appointments, 
from middle management through  
to the senior executive level. 

The positive trend in the recruitment 
market has continued over the last 
twelve months and we expect this 
sentiment to be maintained over the 
next year.  Employment conditions have 
become tighter, making hiring more 
difficult. Candidates are very open to 
hearing about external opportunities 
and hiring organisations have had to 
move quickly, offering attractive salaries 
and benefits, to secure preferred talent.

Perceptor’s Market Trends & Salary Review 2018-2019 
provides commentary around the senior, middle and 
junior candidate market across some of the industries 
we specialise in. The report notes easy-to-benchmark 
salary levels and forecasts for the coming year. This year 
we have added a section around interviewing tips for 
candidates and clients.

Perceptor would like to express our thanks to all those 
who contributed to the preparation of this review. In 
addition, we welcome comments and feedback during 
the year to help us compile our next edition.

The Perceptor edge - “The Big 20” 
 A proven track record of success over the long term 
 Integrity is at the core of everything we stand for
 20 years of longstanding relationships
 Specialistion and deep expertise

We are proud of our success 
Our values are about transparency, honesty, expertise 
and long-term relationships. Perceptor’s clients and 
our candidates are at the centre of everything we do.  
Testament to this success is our consistent flow  
of repeat and referral business.

98%
OF RETAINED ASSIGNMENTS  
ARE COMPLETED.

89%
OF EXCLUSIVE ASSIGNMENTS  
ARE COMPLETED.

 >50%
OF PERCEPTOR PLACED CANDIDATES  
ARE PROMOTED WITHIN 18 MONTHS.
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RECENT ASSIGNMENTS
 Group GM, Marketing Australian consumer services
 GM, Distribution & Sales Australian consumer services 
 Chief Digital Officer ASX listed telco                           
 Marketing Director FMCG                                                          
 Head of Marketing Superannuation fund                      
 General Manager, International Online insurance           
 Chief Marketing Officer Online life insurance
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Sales Director
Sales Director opportunities continue to be relatively 
challenging to find and ironically equally challenging 
to hire for across all sectors. This is because most 
companies prefer to appoint a Sales Director from 
within as this minimises the downside risk and enables 
longevity of key customer relationships. 

Equally, candidates are reluctant to move, in 
comparison to other peer level positions. This is because 
they view making a move as a risk. However, the senior 
sales recruitment market is showing more movement 
in the last 12 months than previously and even FMCG, 
traditionally a conservative market, has witnessed 
change at this level.        

Chief Digital Officer
Digital is now well and truly an established function in 
the majority of companies so the Chief Digital Officer 
market has been reasonably active. There is a better 
depth of candidates in the market with good calibre 
digital experience and the digital function is better 
understood across most corporates.

At The Top End  
(300k+)

Key skills needed to secure  
senior executive roles
 Can you deal with ambiguity?
  Do you possess superlative stakeholder 

management skills?
 Are you able to respond to and drive change?

The last 12 months have witnessed the strongest 
market conditions for senior executive hiring since 
the GFC. This has been driven primarily by corporate 
confidence off the back of a steadily improving economy 
with most companies undertaking some form of growth 
or transformation agenda. 

This confidence has created a virtuous circle in the 
candidate market with many people wanting to be 
proactive about progressing their career and being far 
more open to a headhunt approach. The consistent 
themes we are hearing from clients is the ability to 
deal with ambiguity, strong stakeholder management 
capability and the ability to respond to and drive change. 
Whilst these may sound like glib soundbites they seem to 
be the key ingredients to success in the executive ranks. 

GM / Managing Director
This market has been relatively active in the last 12 
months as companies seek fresh leadership to achieve 
their objectives during the next phase of the cycle. 
Boards and / or CEO’s have a sense of “disrupt or be 
disrupted” so there is a feeling of urgency in the market 
to move more quickly. This is driving the review and 
often appointment of a new CEO, MD or a COO who 
can support a business through its changes. That being 
said, candidates at this level in the market can find 
it frustratingly slow in terms of opportunity as most 
companies only have one job which meets this remit.

Chief Marketing Officer /  
Chief Customer Officer
Across all sectors there has been more movement in 
this market than previous years. The opportunity for 
employers is there are generally more candidates at this 
level than roles available so hiring companies are able to 
source from a strong field. That being said, it is difficult 
to find candidates with a strong strategic marketing 
depth and a deep understanding of digital as part of that 
marketing mix.

Large Corporate
ASX 100 (EXCLUDING TOP 20) OR MAJOR MULTINATIONAL

General Manager $375 – $500 package + 40 – 50% STI + LTI

Chief Marketing Officer $385 – $475 package + 40 – 50% STI + LTI

Chief Sales $325 – $470 package + 50 – 70% STI + LTI

Chief Digital Officer $250 – $350 package + 30 – 50% STI + LTI

Medium Size Corporate
ASX 300 OR MULTINATIONAL

General Manager $325 – $400 package + 40 – 50% STI + LTI

Chief Marketing Officer $270 – $370 package + 30 – 40% STI + LTI

Chief Sales $270 – $370 package + 50 – 60% STI + LTI

Chief Digital Officer $220 – $300 package + 20 – 30% STI + LTI



MARK  
O’CONNOR
Managing  
Director

Mark commenced his recruitment career in 1993 with an 
international recruitment firm specialising in sales and 
marketing appointments. 

In 1999 he launched Perceptor and has continued to focus 
on commercial appointments throughout his career. Mark 
has an excellent network of contacts at senior levels within 
the Digital, Marketing and Sales discipline. 

+61 2 9227 7701  |  mark@perceptor.com.au

Even more  
so today than  
ever before - 

Marketing has 
more credibility   
- whether B2B  

or B2C, the CMO 
is the voice of 

the customer in 
the c-suite, and in 
an era of digital, 

disintermediation 
and enablement, 
this has immense 

professional 
potential and 
career value.

Mid-Senior Market
FINANCIAL SERVICES / IT&T / 
CONSUMER SERVICES (150k-300k)

Perceptor enjoyed another busy year in Financial 
Services / IT&T / Consumer Services recruitment, 
as these industries all experienced growth or 
transformation. The market is also benefiting from 
candidates wanting to change roles or organisations, 
and from organisations looking to “super-size” roles 
or address skill shortages, especially in digital and 
customer engagement positions. 

It was also the year in which candidates looked at 
leaving large organisations to join medium-size and 
start-up businesses.

Anticipation of modest wage growth within their 
existing firms meant skilled candidates were typically 
open to hearing about external opportunities. As ever, 
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those that did make a move were generally able to 
command higher salaries. Pay reviews were modest 
or disappointing on the whole for others, with average 
salaries only growing in line with inflation, at best.

For most, however, bonus payments remained pleasing, 
albeit not exceptional. In terms of activity levels, the 
sub-$200K segment was again the most buoyant area 
of the market in both Sydney and Melbourne. We saw 
a high number of quality roles becoming available and, 
given their willingness to move in order to secure higher 
salaries, a steady flow of quality candidates. 

Once again, there was a particularly high level of 
turnover in the $130-$180K range. Many candidates 
at the more junior level (<$130k) appear willing to 
change roles every 12 to 18 months in order to secure 
incremental salary improvements. 

The challenge for employers is to motivate and 
retain key talent in this segment through structured 
development programs and clear, structured 
progression planning. It is not uncommon to see people 
moving sideways within organisations, gaining new 
skills and experiences to help them secure their next 
promotion either internally or externally. 

Skilled candidates in the digital space remained in 
particular demand, as companies strived to improve 
customer engagement through the use of innovative 
and effective digital communications. A limited supply 
of candidates with proven expertise in data analytics, 
digital content generation, CRM software and media 
planning / strategy, for example, continued to be in 
strong demand.

Activity levels in the more senior, $250K+ level of the 
market were more subdued. As ever, reorganisations 
and departmental restructurings created a number of 
opportunities for both internal and external candidates. 
We also saw a number of strategic hires made across 
various sub-sectors. 

On the whole, however, there was more limited movement 
in this part of the market. Those at the executive level often 
have long-term incentive structures in place, increasing 
retention rates and resulting in lower turnover.

RECENT ASSIGNMENTS
 Director of Communications, Payments
 GM Business Marketing, IT&T
 GM Digital, Aviation
 Head of Marketing, Life insurer
 Head of Customer Engagement, Retail banking                 
 Head of Sales, Fintech                                             
 Head of External Affairs, Energy Provider
 Head of Product, Wealth management                          
 Head of Acquisition Marketing, Fintech

Marketing & Communications
Financial Services / IT&T / Consumer Services

Marketing Director / CMO $350+

Head of Marketing $220+

Head of Customer Experience $220+

Senior Marketing Manager $170+

Head of Product $200+

Senior Product Manager $160+

Head of Data Analytics $220+

Head of Brand $180+

Senior Brand Manager $150+

Head of Communications / 
Corporate Affairs

$220+

Senior Communications Manager $160+

Digital
Financial Services / IT&T / Consumer Services

Chief Digital Officer $300+

Head of Digital $220+

Head of Online / eCommerce $220+

Head of SEO / SEM $180+

Head of Content / Blog $150+

Social Media Manager $150+

Head of UX $180+

Head of Digital Product / Platform $170+
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The figures stated show total package, including cash, superannuation and benefits. 
Discretionary components such as bonus and options are excluded. Bonus components 
tend to range from 10-40% of total package, with senior executives at the higher end.



The days of the brand-oriented, marketing 
communications-focused, creative-led CMO are 
waning. CMOs are now required to demonstrate 
balance of left brain and right brain skills. They are 
expected to play a leadership role in data analytics, 
customisation, personalisation and optimisation 
and to drive highly targeted, sophisticated, 
complex, digital-led campaigns and activities.

❝

❞EXTRACTED FROM FORBES  
- CMO TURNOVER REACHES NEW HIGH
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Mid-Senior Market
FMCG, CONSUMER GOODS & RETAIL 
ENTERTAINMENT / MEDIA (150k-300k)

Marketing 
The FMCG marketing industry has seen some interesting 
patterns evolve over the past 12 months, many of which 
are a continuation of trends from the previous year. 

There has been a tangible improvement in the number 
of Marketing Director level opportunities in the market 
over the past year and this has primarily been driven 
by the requirement for improved levels of growth, 
particularly in the Food and Beverages sector. There has 
been a renewed focus on innovation in the food sector 
as businesses seek to grow share in a continued highly 
competitive market.  

Opportunities at the mid-market level continue to be 
in relatively short supply as companies strive to lead 
strategy in a more efficient and cost effective way.

Continued regionalisation of decision making has re-
enforced this trend with demand for Brand Managers 
significantly out-weighing the amount of opportunities 
for Marketing Managers in the Sydney and Melbourne 
markets. The 150k+ market is most buoyant in the 
Category and Shopper fields as consumer activity at  
the point of purchase become increasingly important.

As a result of widely recognised industry transformation, 
the Entertainment / Media sector has continued to see 
a significant contraction in terms of the number of senior 
marketing opportunities.

Sales 
Demand at the senior sales levels is at its most buoyant 
for a number of years. 2018 saw a significant number 
of high profile FMCG Sales Director roles come to 
market, giving candidates a much more positive short to 
medium term outlook. 

High calibre senior sales people in the 200k+ salary 
range now have a better range of options being 
presented, across industries in the Consumer Goods 
and Technology sectors. 

In the 150k to 200k market, highly skilled sales 
professionals with experience of managing major retail 
accounts are also in high demand and have significant 
bargaining power due to having multiple Industry 
opportunities. Candidates with classical FMCG training 
are transitioning easily into other Industry sectors and 
are in particularly high demand.

Digital / eCommerce
Key Digital and eCommerce skillsets remain in high 
demand and are the exception to the rule in terms of 
otherwise static salary levels versus the previous year. 
Performance marketing, Social Media, Digital Analytics, 
CRM and UX specialists have a high level of bargaining 
power due to the skills shortage of experienced, 
commercially savvy professionals in these disciplines. 
There has also been an exponential surge in demand for 
Heads of eCommerce and senior eCommerce managers. 

This is particularly evident in the retail sector, where the 
global marketplace continues to provide opportunity for 
local brands to create an on-line identity.

DIGITAL, SALES & MARKETING 2018-19
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RICHARD  
BAKER
Director

Richard has over twenty-five years of sales and 
marketing management experience, mostly derived 
from the financial services industry in the UK.

Prior to joining Perceptor in 2008, Richard was the Sales 
& Marketing Director of a software company specialising 
in providing IT solutions to financial / professional 
services organisations. Richard specialises in senior 
marketing, communications and digital assignments, 
and leads Perceptor’s services’ practice.

+61 2 9227 7705  |  richard@perceptor.com.au



RECENT ASSIGNMENTS
 Chief Marketing Officer, Tier 1 FMCG 
 Director of Sales, Tier 1 FMCG 
  Head of Digital and Marketing Technology,  

Tier 1 FMCG
 Head of eCommerce and Digital, High Profile Fast  
 Fashion Disruptor, Melbourne
 National Business Manager, Tier 1 FMCG, Melbourne
  National Sales Manager, Australian IT+T  

Market Leader
 General Manager Trade Marketing, Australia’s largest  
 Media Publisher
 Head of Direct to Market, Tier 1 Global Consumer  
 Electronics Pioneer

PATRICK 
COSTELLO
Senior  
Principal 
Consultant 
- FMCG 
Digital, Sales 
& Marketing

Patrick has over 10 years executive experience 
in Recruitment and Marketing and an in-depth 
understanding of the key challenges and dynamics 
of the current Australian business environment. Blue 
chip marketing experience including 4 years as brand 
manager with Kelloggs combined with over 6 years 
executive recruitment experience gives Patrick a clear 
edge in understanding the Digital, Marketing and Sales 
talent requirements of companies in this market.

+61 2 9227 7715  |  patrick@perceptor.com.au
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Digital - FMCG / Consumer / Retail

Chief Digital Officer $300+

Head of Digital $240+

Head of Online / eCommerce $200+

Head of SEO / SEM $180+

Head of Content / Blog $160+

Social Media Manager $150+

Head of UX $170

Head of Digital Product / Platform $180+

Entertainment / Media

Marketing Director $250+

Head of Communications $200+

Marketing Manager $150+

Senior Product / Senior Brand Manager $150+

Senior Segmentation / Acquisition / 
Retention Manager

$150+

Digital Marketing Manager $150+

Senior Internal / External  
Communications

$150+

The figures stated show total package, including cash, superannuation and benefits. 
Discretionary components such as bonus and options are excluded. Bonus components 
tend to range from 10-40% of total package, with senior executives at the higher end.

FMCG / Consumer / Retail

Marketing Director $300+

Head of Communications $220+

Head of Data Analytics $220+

Head of Customer Experience $175+

Marketing Manager $170+

Senior Product / Senior Brand Manager $150+

Senior Internal / External  
Communications Manager

$150+

Sales & Category - FMCG / Consumer / Retail

Sales Director $300+

Sales Manager $200+

Business Manager $200+

Strategic or National Account Manager $160+

Field Sales Manager $170+

Channel Sales Manager $160+

Category Director $200+

Category Manager $150+



2017
62%

HIGHEST LEVEL OF TURNOVER IN 
SENIOR MARKETING POSITIONS IN 2017 
SINCE THE GFC.

OF COMPANIES HAVE A FEMALE AS 
THEIR MOST SENIOR MARKETER.

OF CMO APPOINTMENTS WERE 
EXTERNAL HIRES. INDUSTRIES WITH 
LOWER LEVELS OF CMO SUCCESSION 
PLANNING INCLUDE CONSUMER 
PRODUCTS AND SERVICES AND 
FINANCIAL SERVICES.

OF BUSINESSES SURVEYED PLANNED 
ON INCREASING DIGITAL / MARKETING 
HEADCOUNT IN 2018 / 2019.
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more emphasis in terms of attitude and motivations 
behind a candidate’s career journey. Simply being able to 
do a job well is no longer the only requirement for stepping 
into a new role. Cultural fit / personality fit and the level of 
enthusiasm an applicant can bring to the role are decisive 
components of whether someone is a preferred candidate 
at the end of the recruitment process.

Retention and tenure periods of approximately 2 
years are still the standard, with career progression in 
previous companies and roles being a strong indicator 
of future success. Internal progression tends to be 
a stronger look on CVs rather than constant moves 
across different organisations for that next step-up, as 
workplace loyalty is a key component for top marketers.

Marketing, Communications,  
Product, Brand & Category Roles

Marketing Executive $80 - $100

Marketing Manager $120 - $140

Communications Manager $110 - $130

Assistant Product / Brand Manager $80 - $100

Product / Brand Manager $110 - $130

Project Manager $110 - $150

Commercial / Marketing / Sales Analyst $100 - $130

Category / Insights Analyst $110 - $140

Insights / Analytics Manager $130 - $150

CRM Manager $120 -$140

Digitally Focussed Roles

Social Media Executive $70 - $90

Social Media Manager $100 - $130

Digital Marketing Executive $80 - $100

Digital Marketing Manager $110 - $140

CRM / Email / Lifecycle / Automation
Marketing Manager

$110 - $140

Digital / Online (Acquisition) Manager $120 - $140

Digital Analyst $90 - $120

Digital Strategy / Product Owner $130 - $150

The figures stated show total package, including cash, superannuation and benefits. 
Discretionary components such as bonus and options are excluded. Bonus components 
tend to range from 10-40% of total package, with senior executives at the higher end.
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Junior-Mid Market 
ACROSS ALL INDUSTRIES (100k-150k)

The junior market has been quite volatile this year, with 
digital channel understanding becoming a core skillset 
of the vast majority of opportunities. There is an ongoing 
trend of digital & marketing departments becoming 
distinctly different entities within an organisation. More 
and more industries and companies are now following 
the steps of financial services, with innovative digital 
transformation, where there is a growing need for 
specific platform and system expertise. 

Key examples would include the Adobe Stack, Google 
Analytics as well as Salesforce Cloud. Exposure to 
different marketing and online tools, and being well 
versed with automation, CRM, eCommerce and online 
tracking software will place you ahead of the pack here. 

Strong marketers are now finding that their marketing 
experience is becoming more and more transferable 
across industries, albeit still broken down into a B2B 
or B2C focus. The market tends to fluctuate in terms 
of new roles, and the next 12 months will bring more 
digitally focused opportunities. 

Acquisition, branding, conversion, eCommerce, 
customer experience, project and analytics oriented 
opportunities across all industries in digital formats will 
continue to thrive. 

Traditional, print, offline, local area marketing and 
events / corporate hospitality – while still relevant 
and a key component of many marketing roles - are 
slowly being dwarfed by the growing need for online 
marketing attribution, tracking, and consumer insights 
understanding. The FMCG, retail and B2C products 
world especially, are placing huge emphasis on data 
driven CRM and segmentation. 

Key things to talk about in interviews at this very 
competitive level would include taking on ownership 
of a hands-on marketing role, whether it be a specific 
channel or driving end-to-end marketing activities 
across the broader business. Whilst strategy is definitely 
a key component at this level, hiring managers are 
especially interested in candidates’ abilities to articulate 
specific projects and campaigns, and how they have 
implemented or executed them from beginning to end. 

As companies are becoming more and more flexible 
and collaborative in terms of workplace culture in order 
to retain top performers, hiring managers are putting



Sometimes we all 
forget the basics of 
good interviewing.
Tips for Candidates
Remember the 7 Ps! - Proper Prior Planning Prevents a 
Pathetically Poor Performance!

  Before your interview research the role, the company, 
the industry and the background of the interviewers.

  Basic social interactions – be well presented, use 
positive body language, smile at the person you  
are meeting, shake their hand firmly and maintain  
eye contact.

  Answer questions concisely – situational and 
behavioural responses should be structured around 
providing the following: problem > action > outcome > 
what I learnt.  

  Prepare and ask (a few smart) questions.

  Do state your genuine interest for the opportunity you 
are interviewing for at the end of the interview. Hiring 
managers do place a huge emphasis on the energy 
levels, enthusiasm and attitude of candidates, and 
quite often this tends to be the deciding factor when 
it comes to selecting the candidate.

Tips for Hiring Managers
Good candidates probably have other options.

  Keep feedback timely and hot candidates warm 
– applicants tend to be looking at numerous 
opportunities when they are active. They will assume 
they have not made the cut if there has been ‘radio 
silence’ for an extended period of time.

  Provide good contextual background into the 
organisation, an overview of where the business 
is at present, and the vision for the future. Good 
candidates will want to be assured they are joining 
a company for the right reasons such as long-term 
growth and opportunity.

  Paint a clear picture of what success looks like  
for this role.

  Have a clear interview structure or process of who, 
when & what will happen over the next 2-6 weeks to 
help manage expectations in this fast moving and 
highly competitive environment.

  Sell the opportunity – culture means everything, 
flexibility, development, benefits, etc.
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RECENT ASSIGNMENTS
 Business Development Manager, Digital Agency
 Digital Marketing Manager, International Fintech
 Lifecycle Marketing Manager, Tier 1 FMCG
  Customer Marketing Manager, International  

Lifestyle / Design
  Digital Acquisition Manager, Established  

Startup Fintech
 Social Media Manager, National Edutech 
 Marketing Manager, Leading Financial Services
  Digital Marketing & eCommerce Manager,  

Australian Retail

TIM YU
Principal 
Consultant – 
Digital,  
Sales, and 
Marketing

Tim focuses on mid-level opportunities for digital, 
marketing and analytics focused roles across FMCG, 
Consumer, Technology, Financial & Professional 
Services, and Entertainment & Media. Providing industry 
expertise with Perceptor since 2016.

Tim comes from a Sales & Account Management 
background with a Global Logistics Company, and 
graduated with a Bachelor’s Degree in Commerce 
from UNSW in 2014. He is an expert on working with 
candidates at the junior to mid-market level.

+ 61 2 9227 7727  |  tim@perceptor.com.au



SYDNEY
LEVEL 14, 9 CASTLEREAGH ST

SYDNEY 2000
T: 02 9227 7777

MELBOURNE
LEVEL 27, RIALTO, SOUTH TOWER

525 COLLINS STREET
MELBOURNE VIC 3000

T: 03 9935 2860


