NATIONALTRADE MARKETING MANAGER

Alternative name of the position: 


Reports to:  Sales Director 

Job summary:

Supports marketing objectives and implementation of the marketing strategy through maximizing product visibility through in store advertising and awareness at the place of purchase.

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

· Develop plans to achieve category leadership in trade according to market share goals.

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

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

· 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.

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

Main activities: 

· Identify business opportunities for the existing and new channels in terms of distribution gaps, ranging, pricing, display and promotional activities. Lead the development of marketing activities within trade channels. Propose customer specific research to understand purchasing behaviour of consumers

·  Provide clear direction in terms of trade and channel insight, including the development and communication of the trade launches.

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

· Develop the merchandising guidelines. Develop, coordinate and execute in store advertising and visibility programs in line with marketing plans. 

· Develop and manage generic and trade specific POSM related activities, including evaluation of its effectiveness at the point of sale. Coordinate all aspects of marketing POS with marketing and sales management. Production and distribution of all marketing materials for sales (sales folder, product sheet, specific category sheet, arguments, samples, POS materials, etc).

· 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.

· Work with brand managers on new products concepts and ideas; contribute to long-term plan for product categories, coordinating the brand activities with sales.

· Work closely with category manager in ensuring marketing objectives are met in terms of gaining visibility and impact on shelf.

· Control and follow up trade marketing budget within agreed limits.

Required Qualifications & Skills
· University degree.
· 2-5 years sales experience in sales channel/ national key account management positions.

· 1-2 years Trade Marketing experience or Brand Management experience is a plus.

· Sound project management skills linked with effective communication and the ability to effectively co-ordinate multiple activities

