ROLE PROFILE
	Role Title
	National Account Manager – C&C Brands
	Location
	Home-based

	Business Unit
	C&C
	Job Family
	Commercial

	Reports to
	Channel Director – Beer and Cider
	Sub Family
	


	Purpose

	A unique opportunity to play a pivotal role in the commercial team across C&C Group has become available, in the role of National Account Manager – C&C Brands.  
Within C&C Group we have a portfolio of fantastic brands, including Magners, Orchard Pig, Menabrea, Heverlee and Tennent’s Lager.  Whilst we know how great these products are, we are looking for an experienced salesperson to be their strategist and spokesperson.  You will aim to understand the characteristics of each one inside and out, working closely with stakeholders throughout C&C Group to magnify the strengths of each product and lead with a robust sales strategy across the GB Off Trade.  Collaborating with various stakeholders across the business, you’ll use your analytical skills to track performance, make data-based decisions, identify commercial opportunities and deliver against projections.
This is a senior position that requires a ‘hit the ground running’ kind of talent, helped along by your exceptional knowledge of the drinks industry.  Whilst previous experience working with brands would be advantageous, it is more important that the successful candidate exudes a genuine passion for focusing solely on our products and the exciting task of growing our market share.  As you’ll be faced with situations of ambiguity, you’ll need to possess an entrepreneurial flair, a ‘self starter’ mentality and the ability to make big decisions fast.  If you’re currently working within a wholesale focus but are interested in moving into a branded arena then this is the role for you.  There’ll be a particular focus on cider and beer, so a strong interest in these products is also key.  


	CORE ACCOUNTABILITIES

	· Develop a robust sales strategy for C&C’s own brands and implement this accordingly
· Maintain a clear and regular communication channel with key stakeholders for Off Trade 

· Build and manage strong cross-functional relationships internally

· Performance & KPI tracking updates to management team

· Build & implement strategy aligned to company objectives

· Deliver customer specific brand/marketing activities
· Regular analysis of customer outlet base to understand category information and align with Market Trends



	CONTACTS/ KEY RELATIONSHIPS & NATURE OF INFLUENCE

	Internal: 

· Cross-functional across all departments, incl. Brand Marketing, Customer Marketing, Finance, Sales Operations, etc. 
External:

· Key stakeholders within Grocery, Wholesale and Convenience


	KNOWLEDGE/  EXPERIENCE/ SKILLS

	· Experience in sales with a proven track record of success managing multiple national accounts

· A strong career track record in Consumer Goods / FMCG 

· Data-driven with great mathematical and analytical skills

· Demonstrable sales and negotiation skills 

· Advanced Microsoft Excel

· Strong knowledge of beer and cider, other drinks catgeories an advantage 



	 PROFESSIONAL QUALIFICATIONS & EDUCATION

	· Qualification(s) in drinks would be advantageous, but demonstrable experience and success within sales is paramount.


	TRAVEL

	Available to travel throughout the UK as per business requirements.


	ROLE DIMENSIONS

	No of Direct Reports
	0
	Financial Impact (Direct)
	N/A

	Total Team Size
	6-8
	Financial Impact (Indirect)
	N/A

	No of Locations
	
	Other/ People Manager (yes/ no)
	No


