Role Overview
National Account Manager USA
Responsible for achieving sales, trade spend and P&L budgets by aggressively seeking new business opportunities with designated key customers through strategic account planning, sales presentations, introducing new products, negotiating constructive business agreements and rallying organizational resources. 

Responsible to maintain and grow designated key customers by providing high level of customer service. Build rapport with key decision makers by networking the account at multiple levels to generate business and sell products to achieve account budgets. 
Recruit Brokers/Agents where needed to manage key regions and key accounts.  Manage Broker/Agents to ensure they follow company administrative processes and corporate policies and provide all the fundamentals of account management.
Develop account specific sales targets and promotional plans while respecting Brand Key Performance Indicators (KPI’s) and fiscal guidelines/spending parameters.

Provide Sales Administration with appropriate documentation to support plans and validate account claims and reconcile spending as dictated by corporate Policies and Procedures.

Responsible for keeping key internal stakeholders updated on all aspects of the account through detailed post appointment notes and accurate and up to date promotional plans.

Responsible for creating and executing against customer budgets and business plans by managing accounts, maintaining tools to track the existing business, conducting in-depth analysis of sales numbers (both shipments and POS) to forecast sales volumes, setting realistic goals, and building action plans to deliver budgets.

Work as liaison between accounts, Customer Service and Sales Administration to help eliminate pricing and delivery obstacles.


Responsible for providing the retail team & brokers accurate and up to date information regarding quarterly priorities, listing/delisting updates and promotional plans.
Responsible to report competitive developments including new products, pricing, packaging and promotional activity changes.

Responsible to report any head office changes and store conditions that may impact the selling potential of company products.

Skills/Knowledge Required:

· An effective knowledge of the Consumer Products Industry, the retail environment and the principles of Category Management.

· Must possess positive, self-starter, solution-oriented personality.

· Must possess effective negotiating and communication skills.

· Strong computer skills required in Microsoft Office along with customer based platforms.

· Ability to read and report sales data and construct sound business plans.
