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JOB DESCRIPTION

Job Title:
Business Development Manager
Reporting to:


Head of UK Sales 
Summary of Main Duties and Responsibilities:

Operating as the primary contact for our key accounts you will manage and develop strong successful relationships to drive sales, increase distribution and achieve product mix targets. You will take the lead on major contract activity, prospecting and developing new business opportunities. You will also occasionally deputise for the Head of UK Sales.
This role is field based with approximately 40% of time spent travelling to different customer locations and at least 20% based at head office. 

· Review/Develop and execute strategy plans to drive/grow sales in our key accounts 
· Develop and present range plans, reviewing on a seasonal basis, to develop sales through optimum stock profiles, presentation and display. 
· Ensure the optimum presentation of Farrow & Ball in store through close liaison with counterparts in our key accounts.
· Closely manage returns levels, credit limits, financial issues and other operational and logistics issues as required
· Deliver business presentations to our key customers and at internal meetings

· Working with the marketing team, plan and execute marketing activities to agreed budgets and timescales. 
· Work cross functionally with other internal departments, ensuring outstanding communication and project planning 
· Identify new sales opportunities and develop strategies to maximise their potential 

· Implement plans to increase technical knowledge and understanding of our products, ensuring that F&B products are considered when projects are specified. 
· Prepare for and attend regular customer and head office meetings 

· Monitor and report on market and competitor activity

· Provide regular updates to the UK Sales team (and other departments as required) of projects and developments within the key account channel. 

· Evaluate and report activity to the Head of UK Sales on a regular basis to include; profitability assessment, new business development, sales analysis, market trends, objectives achieved and action plan for the month/quarter ahead.

· Set new budgets and forecasts with the Head of UK Sales.

Key result areas: Sales volume, revenue and market share within accounts, forecasting accuracy, product mix, performance vs. quarterly and annual target, competitor benchmarking, on-shelf availability.
Behaviours/Skills/Knowledge
· Proven track record of sales achievement

· Strong strategic commercial outlook

· Great relationship builder 

· Self starter with a high level of initiative

· Excellent analytical skills with high numerical and forecasting/planning ability 
· Sound business acumen and personal gravitas
· Outstanding communication and interpersonal skills 

· Highly organised and strategically minded

· Solid influencing and negotiating ability

· Great presentation skills 
· 2 years+ account management experience
· Industry knowledge is desirable
This is an outline Job Description and employees are expected to undertake other duties as directed. 

Must be prepared to work as part of a team and assist or carry out other duties during periods of high workload, sickness, holidays and emergencies.

