ROLE PROFILE
	Role Title
	Account Director
	Location
	London (Home-based)

	Business Unit
	Bibendum Off Trade
	Job Family
	Sales 

	Reports to Role Title
	Commercial Director
	Sub Family
	Account Management


	Purpose

	Account Director has full P & L responsibility for your customer, delivering targeted profit and sales deliverables and managing the sales team members within your portfolio


	CORE ACCOUNTABILITIES

	Developing and executing a business plan with your customer
Networking across a number of stakeholders in your customers business including buyers, technical managers, range planners, project managers and senior team members. 

Managing, coaching and developing other team members within your account base
Regular reviews of ranges utilising category insight and market trend data to provide market leading category understanding as standard
Developing wine product solutions and presenting branded propositions & activations , working in conjunction with marketing & the supply base
Reviewing sales reports, planning and negotiating corrective action with your team and the account to ensure that you track in line with budget.
Growing our key own label business with a focus on quality & technical delivery
Reviewing weekly logistics reports to monitor stocks/sales of all lines and ensure best in class service levels.
Visiting suppliers with customers where required to include in depth preparation and follow-up

Ensuring that you and your team follow the agreed ways of working and processes in the business unit


	CONTACTS/ KEY RELATIONSHIPS & NATURE OF INFLUENCE

	Internal: 

Buying – engagement with all buyers, technical and supplier management team 
Marketing – Insights and marketing teams
Finance – commercial finance close relationship and regular dialogue with credit control team.
Operations – weekly joint review meetings and regular contact to ensure a high level of customer service is achieved. 

External:

Customer buyers - main contact for buying function in your customer
Winemakers – dialogue with customer winemaker in order to sign off blends

Network of other contacts as necessary within your customer to ensure high levels of service
Suppliers/producers/brand owners – interaction with supply base to develop customer propositions and execute plans in market. 


	KNOWLEDGE/  EXPERIENCE/ SKILLS

	ESSENTIAL:

Demonstrable, developed analytical skills

Strong people management, coaching and development skills

Ability to prioritise effectively

Good negotiation and sales skills

Highly organised and efficient

Outstanding interpersonal skills, confident, professional and conscientious

Ambitions to grow and develop within a rapidly expanding business

Exceptional Team Player

Demonstratable ability to develop strong relationships and credibility with the buying team and category manager
Considerable FMCG National Account Management 
Excel Skills

PREFERRED:

Multiple Grocer experience
Knowledge fo wine category



	 PROFESSIONAL QUALIFICATIONS & EDUCATION

	ESSENTIAL:
Wine & Spirit Education Trust (WSET) Level 2 

PREFERRED:

Honours degree

WSET L3


	TECHNICAL/  BEHAVIOURAL/ PERSONAL COMPETENCIES

	Strong interpersonal influencing competency

Receptive to new ideas and ability to act on initiative
Understanding of our legal commitments around quality & food safety and ability to translate this to team members.
Strong character in order to deal with complex situations with retail buyers & strong negotiation skills
Very able to manage confrontation well (face to face or on the phone)

Pro-active & self starter
Problem solving
Diligent and meticulous

Attention to detail

Ability to manage workload and adhere to multiple deadlines


	VALUES REQUIRED

	

	BUSINESS SPECIFIC REQUIREMENTS (Optional Section)

	OPERATING ENVIRONMENT & CONTEXT:

TRAVEL & OTHER REQUIREMENTS

National or international travel is required as an element of the role


	ROLE DIMENSIONS

	No of Direct Reports
	2
	Financial Impact (Direct)
	

	Total Team Size
	15
	Financial Impact (Indirect)
	

	No of Locations
	1
	Other/ People Manager (yes/ no)
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