NBD/Account Manager – Base Sales

Account Management:

Account Manage nominated exiting customers.  Responsible for both turnover and profitability of the accounts based on agreed forecast/budget.  Report monthly on said customers’ status, including current and future opportunities within the existing customer base.  Understand any threats from competitors and formulate an ongoing strategy that ensures that we maintain business growth.

Budget/Forecast:

Towards the Companies year end formulate proposed sales forecast and present directly to the Managing Director.  

New Business Development:

Working within a dedicated business stream, (Traditional or Speciality) both support and be directly responsible for the development of new business.  A need to be completely compliant with all new products and markets that the Company/Business Stream is focussed on will be important to allow you to become directly responsible and able to sell and achieve your sales targets.  Attend weekly team update meetings where progress is reported and strategy to move forward will be discussed and agreed.

Suspect Research:

Work closely with the Team Sales Manager to identify the Key Decision Makers within the targeted Suspect list.  
Prospecting/Appointment Making:

In consultation with the Team Sales Manager contact Suspects/Prospects and assist in making appointments with confirmed/agreed Decision Makers.  All ‘prospecting’ will be targeted and would need to be reported on at the monthly sales meetings.  Number of calls made and conversion to appointment confirmed would need to be recorded and will form part of the monthly sales report.

Pipeline Management:

All activities relating to new business sales targets and the development/progress of the conversion to order will need to be recorded via a sales pipeline.  The status of the pipeline will then be reported on at the monthly sales meeting.  Pipeline management will be part of this role, however under the direction of the Sales Manager.
Sales Campaigns

Make and present proposals for new sales campaigns with a view to increasing turnover or awareness of new product lines or protecting business against competitive threats.  After gaining approval, manage the successful running of the said campaigns and report on the impact on turnover, profitability etc. at the monthly sales meetings.

General:

Sales order processing.

General enquiries and complaints.
