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	Job Title
	On Trade Controller - Wholesale

	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 RTM Accounts and 3 Business Manager reports.


	Any other key relationships:
	Customer Marketing, Regional Managers.

	Job Purpose

	Create and lead the On Trade Wholesale strategy optimising sales, visibility, NSV and contribution for First Drinks Brands within agreed budgets and business guidelines.


	Key Responsibilities & Critical Success Measures

	· Create and lead sub channel strategy that maximises opportunities and achieves brand building objectives.
· Develop relationships with key wholesalers to share strategy and gain support. Through the yearly plan and matrix, maintain the agreed level and frequency of contact with all key contacts within the customer’s organisation.
· Produce channel promotional guidelines and drive the brand building agenda via the segmentation tool. Work with Customer Marketing and Category continually improve activation in the route to market channel.
· Maximise the distribution of company products in line with KPIs in own designated accounts and the broader wholesale accounts via the team. 
· Support the Wholesale BAMs at key relevant customer meetings especially accounts with JBPs to achieve the brand building agenda. 

· Align commercial trade terms and JBPs to ensure wholesalers support our brand building agenda.
· Support the Pricing Manager to recommend and implement pricing and investment models that maximise availability and profitability. Liaise with colleagues in broader wholesale channel to ensure commercial alignment.
· Own the P&L of the wholesale channel and drive indirect account reviews to ensure the accuracy of forecasting both volume and investment spend.

.

	Functional Competencies
	Function:         
	Sales

	· Commercial Excellence

Uses commercial knowledge to drive profitable business growth
· Influencing
Demonstrates and ability to persuade, convince others to follow a course of action
· Customer Commitment
Knowing, understanding and delighting internal and external customers
· 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 within on trade wholesale.

· Broad knowledge of UK on trade wholesale operations and strong commercial experience.

· 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.
· Strong problem solving skills and able to identify sales/ product opportunities.
· Strong good numeric ability and able to identify insights from data. High level of IT skills.


	Personal Characteristics

	· A resilient and pragmatic leader who has capability to manage own portfolio of accounts whilst supporting and directing others. 
· 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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