Job Description


	Job ID:                                           Grade 
	Main Purpose of Job

	Job Title :
	Trade Marketing Exec.
	· Plan and organise promotions, including points of sales, in order to stimulate the sales of Romdrinks products and to achieve a better reputation / image towards our external partners.

· Ensure a continuous flow of information between the Sales and Marketing Departments 

· Provide / ensure the essential tools and information to the Sales Department (POSMs, Sales Force Tools, etc.)

	Reports to:
	Trade Marketing Manager
	

	
	Key Interfaces

Sales Channel Manager, Key Account Manager, Brand Manager, Financial Controller, Supply Chain Executive.
	

	Main Responsibilities
	Dimensions / KPIs

	ROLE AND ACTIVITIES

· R - Initiate, develop and follow-up effective trade promotions

· R - Develop and run an efficient flow of information between marketing and sales.

· R - Develop regular information system for the Sales Representatives including the current Marketing activities such as promotions, advertisement campaigns, etc.

· R - Develop expertise in terms of channel/ category specific needs, and translate this into actionable initiatives for the sales force.

· R/C - Support the Trade Marketing Manager in driving the process of channel strategies development.

· A/R - Represent channel/ customer/ category requirements throughout business planning processes, and ensure that category and brand plans reflect the channel and customer needs.

· R - Actively support Channel Manager for the achievement of channel volume, value & RIG targets. 

· A/R - Identify business opportunities or gaps for the channel in terms of distribution, pricing, shelving, merchandising and promotional activities.

· R/C-Develop expertise of channel/ category dynamics and needs by actively participating in sales operations.
· A/R - Monitor and report on key competitor activity in the channel/ category, providing insight to plan for future competitive advantage.

· R/C - Support Trade Marketing Manager with the development of channel strategies in line with category and brand objectives, by providing relevant performance information and insight.

· R/C - Assist in development of  point of purchase strategy for the channel/ customer.

· R/C - Develop trade specific and  tailor-made promotions in line with Category and Brand objectives and promotion guidelines at channel and customer level.

· A/R - Monitor sales during promotional periods and recommend course of action if needed.

· A/R - Conduct post evaluation of sales and promotional activities, and communicate overall promotion performance back to Sales & Marketing. 
· R - Develop trade launch plans and communicate these to sales force (assigned by the TM Manager).

· A - Support the preparation of sales kit for new product launches.
· R/C - Participate in the forecast process, giving input on the initiatives impact on the volume objectives.
· R - Select POSM offers from multiple suppliers
	1. The  volume objective.

2. The evaluation of promotions effectiveness and the required corrective actions.

3. The sales planning accuracy and evaluation of the line sales execution capacity



	
	Key Competencies / Skills

	
	Attitude

· HD - Team Player

· D - Tenacity

· H/D - Self-motivated

· S - Creative / Innovative

S = Standard

D = Developed

H/D = Highly Developed
	
	Skills

· S - Analytical and strategic thinking   

· D - Good communication & interpersonal skill

· S - Decision making capability  

· HD - Team work oriented

· D - Good computer skills

· D - Good command of English

Knowledge

· S - Category management

· S - Space / Shelf management

· S - Channel development

· D - Customer dynamics / requirements

· D - Competitive environment

	
	
	

	
	Required Qualifications

· University degree 

· 2-3 years sales experience in area sales/ key account management positions.

· Exposure to Key Account Sales 

· Brand Management a plus 



