Job Description


	Job ID:                                              Grade
	Main Purpose of Job

	Job Title :
	Trade Marketing Manager
	· To achieve Romdrinks objectives

· To improve teamwork between Sales and Marketing and to fill in the gap that is covered by neither



	Reports to:
	General Manager (functionally to Sales Director)
	

	
	Key interfaces

Sales Director, Marketing Manager, Sales Channel Managers, National Key Account Manager, Group/ Brand Managers, Financial Controller, Supply Chain Manager.
	

	Main Responsibilities
	Dimensions / KPIs

	Role:
· A/R - “Own” the definition of the sales fundamentals (distribution, pricing, shelving, merchandising) as the foundation of the volume targets achievement by the sales force.

· A/R - Develop plans to achieve category leadership in trade according to market share goals.

· A - Lead the definition of the Trade Marketing budget needed to ensure objectives and monitor the progress of the business plan vs. objectives.

· A/R - “Own” the Sales & Marketing meeting and align the brand initiatives according to trade needs and sales execution capacity.

· R - Develop outstanding knowledge of category, brand features/ benefits, competition, pricing, trade structures, and use this knowledge to support first class customer programs.

· A - Lead category/ sales department initiative schedule and analyse results to achieve sustainable measurable growth.

· R - Develop channel strategies and prioritise initiatives in line with the line sales execution capacity, to ensure that we maximise our potential to influence the consumer/ shopper.

· R/C - Actively participate in business planning process providing trade, channel, distributor, customer, and shopper insights and knowledge. 

· A/R - Select, lead and manage staff and actively develop them as individuals and as part of Trade Marketing Team.

· R/C - Support and facilitate the achievement of Nestlé Romania business objectives by delivering value added inputs and sales tools that provide the strategic focus of sales force. 
Main activities: Building the business

· A/R - Develop the channel strategy in terms of delivering a channel vision and objectives, and support the strategies in line with the business planning process.  

· R - Achieve the channel volume/ value and RIG targets by category. 

· A/R - Develop trade programs that ensure the Nestle products presence and visibility in trade. 

· R/C - Provide appropriate and timely sales knowledge & insight for Business Planning.

· A - Provide sales performance tracking against objective, sales activity evaluation, and overall business health check in terms of channel and category trends.

· R/C - Initiate and align with Marketing the development of point of purchase strategy per channel and recommend channel/ trade priorities.
	1. The volume objective.

2. Suitability of Strategy Recommendations. 

3. Capacity to train and promote the subordinates 

	
	Key Skills / Behaviours / Knowledge

	
	Attitude

·    D - Team Player

·    D - Tenacity

·    HD - Initiative

·    D - Creative / Innovative

S = Standard

D = Developed

H/D = Highly Developed


	
	Skills

· HD - Planning / Organisation

· D - Strategic thinking

· D - Influencing

· D - Strong leadership & interpersonal skills

· D - Strong decision making capability

· D - People development & Teamwork

· HD - Strong communication & presentation

· HD - Good analytical skill

· D - Good command of English
Knowledge

· S - Category management

· S - Channel development

· D - Customer Management

· D - Operating plan delivery

· D - Market Dynamics

	
	Required Qualifications

· University degree.
· 4-5 years sales experience in sales channel/ national key account management positions.

· 2-3 years Trade Marketing experience

· Brand Management experience a plus.

	Main Responsibilities
	

	· A/R - Identify business opportunities for the existing and new channels in terms of distribution gaps, ranging, pricing, display and promotional activities.

· R/C - Provide clear direction in terms of trade and channel insight during the I&R projects, including the development and communication of the trade launches.

· R - Support the sales force by creating fact-based selling stories for new products and other SKUs that are identified as priorities for the channel and/ or customer.

· A/R - Communicate effectively with Sales, Marketing, Supply Chain and Finance to maximise opportunities across channels and facilitate input across departments.

· R - Develop the merchandising guidelines.

· A/R - Develop and manage generic and trade specific POSM related activities, including evaluation of its effectiveness at the point of sale.

· A/R - Develop and manage trade promotions, including post evaluations of the activities, and ensure that the key learning are communicated to the company in a timely manner.

Main activities: Building the organisation capacity

Manage and develop staff including:

· A/R - Plan and manage the workload in line with the business priorities.

· R – Set the objectives in line with organisational  targets and priorities.

· A/R - Continuous review of staff performance against objectives and competencies. 

· A/R - Formal appraisal and assessment of staff  in line with HR guidelines. 

· R - Identify development needs of staff and ensuring appropriate actions are taken to address these.

· R - Provide well developed staff ready for further career moves within and across departments.

A – Accountable – The individual who is ultimately accountable includes yes/no and power of veto

R – Responsible – Individual(s) who perform an activity – responsible for action/implementation


	 



