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	Job Title
	On Trade Controller -  HoReCa (Hotels, Restaurants and Caterers)

	Business Unit
	FDB

	Location
	Field Based

	Job Group
	3B

	Key Relationships

	Reports to:
	Head of On Trade

	Responsible for:
	Account Management of own portfolio of On Trade HoReCa Groups with 2 Business Managers and 1 National Account Manager direct reports.


	Any other key relationships:
	Customer Marketing, Regional Managers.

	Job Purpose

	To optimise brand activation and profiled visibility in HoReCa via own accounts, direct reports accounts and lead the virtual team.


	Key Responsibilities & Critical Success Measures

	· Lead, motivate and develop a team of Account Managers to deliver brand and commercial objectives in retail managed and leased groups.

· Responsible for developing sub channel strategy to maximise opportunities and deliver the brand building agenda. 
· Integrates Brand and Account Plans to ensure appropriate brands and investments are targeted in line with the segmentation model.

· Lead and direct the ‘Virtual Team’ of Commercial, Customer marketing and Category to implement brand and customer strategies. Continually improve and develop this virtual team approach.
· Monitor and review account plans with the virtual team to ensure that the brand building agenda is appropriately applied in Premium outlets.

· Drive strategic customer meetings in key accounts.
· Develop relationships with key internal stakeholders and external senior retail trade contacts.

· Work with the Strategic On Trade Manager to develop / evolve the database for Managed Retail that tracks brands, ownership, fascias, outlets, brand headroom and evaluates activation.
· Continually update HoReCa KAMs on national groups that can be activated locally and those with may stock listings that can be converted to must stock. 
· Review business proposals with the team and commercial finance to manage the individual brand P&L’s.

.

	Functional Competencies
	Function:         
	Sales

	· Commercial Excellence

Uses commercial knowledge to drive profitable business growth

· Customer Commitment
Knowing, understanding and delighting internal and external customers

· People Management

Demonstrates skills in leading and managing individuals and/or teams
· Business Awareness
Has a comprehensive understanding of own business area and its impact on the wider organisation 



	Values                                                                       

	Be Supportive

· Provides clear feedback to help others improve.

· Shares knowledge and skills with others.

Be Better

· Offers ideas or makes improvements to business outcomes.

· Improves self through personal development.
Be Pioneering

· Is positive and responsive to unconventional approaches that create value.

· Embraces change.

Be Accountable

· Delivers on what he/she promises.

· Knows and promotes our brands.

Be Enthusiastic

· Brings energy, passion and commitment to work.

· Celebrates success, recognises achievements of individuals and teams.

	Knowledge, Skills and Experience

	· Strong leadership and coaching skills and experience.
· Proven track record of delivering JBPs and brand building initiatives via a ‘virtual’ team including experience in Convenience, Grocery or On Trade.
· Ability to be adaptable and manage a demanding workload, prioritising effectively.
· Comprehensive understanding and working knowledge of brand building with the ability to balance commercial delivery.
· Experience of using category management to form persuasive commercial propositions that drive value and volume growth.
· Strong negotiation and influencing skills.
· Analytical with strong financial awareness and commercial judgement.

· Strong strategic thinking and the ability to create strategic plans.

· Educated to degree level or equivalent.


	Personal Characteristics

	· Ability to lead a team towards a high performance culture.  

· Ability to demonstrate professionalism, credibility, trust and respect both internally and externally

· Creative with an entrepreneurial spirit and passion to build and develop the on trade business.
· Strong relationship management skills with the ability to network across functions and influence at a senior level internally and externally
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