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POSITION DESCRIPTION



	Position Title:
	National Account Executive

	Reporting To:
	National Account Manager – Coles

	Department:
	Cheese Division

	Supervisory Responsibilities?
	N/A
	Review Date:
	10.02.2025



	Position Purpose



This position is responsible for supporting the Cheese Sales team with all the commercial and administrative aspects relating to the management of the product portfolio. These responsibilities include the achievement of the set financial, category, strategic, marketing and sales plans and objectives for the Cheese categories with the respective accounts.

This role is expected to be the specialist in the account that this position is responsible for, and will incorporate a significant component of internal stakeholder management, and administrative duties to support the National Account Managers deliver critical commercial, brand and strategic objectives. 

	Key Accountabilities



· To assist the National account managers in delivering their key financial KPIs: 
· $ Market Share
· Volume
· Net Sales
· Trade Spend % of GS, 
· Marginal Contribution 
· Analyse sales data and perform PQA analysis as to contribute towards range review process and ensuring all necessary paperwork is submitted and samples are ready in line with meeting timelines
· Assist the account manager with ad hoc data analyse as requested.
· Supporting the National Account Manager through promotional clash management, and submissions of aligned promotional program via the preferred retailers submissions platform in line with Lactalis promotional guidelines
· Liaise with the assistant category managers on the retailer side to maximise catalogue features and promotional vehicle tie up for all Lactalis promotions.
· Ensure APO (SAP forecasting system) and TPM (Trade Promotions Management) is up to date and accurately reflects correct ranging and promotional programs
· On a weekly basis update the Coles or Woolworths sales trackers with the necessary data and ensure all links are functional and correct 
· Complete necessary reporting responsibilities in a timely manner - including relevant commentary on results
· Processing of Claims for the respective account to ensure adherence to internal financial policies.
· Field Team Budget management to ensure spend is within budget targets
· Market Insights through weekly pricing reporting
· Account Management of a smaller account (candidate dependant)
· Support the wider Commercial Sales team with maintaining and updating critical business templates including but not limited to price files, products lists, clash grids, competitor intelligence files etc.
· Activations planning and management in conjunction with Brand Experience Manager – including retailer trade shows, retailer store walks, retailer strategy workshops, range review execution plans.

The following accountabilities are common to all positions:
· Complete all tasks and duties as reasonably requested by your leader.
· Pro-actively seek continuous improvement opportunities within the business.

	[bookmark: _Hlk39573307]Health, Safety and Environment (HSE) Accountabilities


· Promote and participate in the Safety Management System and develop a proactive safety culture.
· Be a role model for working safely and promoting a safe working environment.
· Adhere to safe work procedures and systems in consultation with elected OH&S Representatives and team members.
· Proactively contribute to the identification and resolution of workplace hazards.
· Work safely at all times.
· Comply with all relevant environmental legislative requirements.
· Actively contribute to reducing waste, conserving water and energy and other sustainability initiatives.
· Comply with environmental management systems.
· Actively participate in understanding your environmental responsibilities.

	Values and Core Competencies


	
Our culture is underpinned by a set of common values, which set the standard for employee behaviour. They should be translated into every aspect of work from relationships with customers and colleagues, to the way employees conduct themselves on a daily basis.

	Values
	Core Competencies
	Key Behaviours

	Ambition
	· Performance
· Continuous Improvement
· People Development

	· Set high goals and drive for performance
· Seek all opportunities for continuous improvement
· Identify areas for developing oneself and others


	Engagement
	· Loyalty
· Accountability
· Tenacity
· Entrepreneurship

	· Support positively and protect the company
· Account for his/her own activities and accept responsibility for them
· Overcome obstacles
· Demonstrate an entrepreneurial mind-set


	With Simplicity
	· Pragmatism
· Transparency
· Accessibility

	· Work in a practical and effective manner (with common sense)
· Act and communicate with clarity and transparency
· Ensure relationships are based on accessibility, modesty and proximity




	Minimum Requirements




	


	Formal Education and
Statutory Requirements

	· University – Bachelor’s Degree in business, marketing or related fields (preferred)

	Essential Skills and 
Knowledge 
	· Minimum 2 years’ experience in FMCG sales/marketing including account management experience at either a National or State Level
· High level of computer literacy in Microsoft Office (excel), iRI, Quantium & SAP
· Strong - Microsoft Excel skills (demonstrable)
· Strong - analytical and communication skills
· Strong - attention to detail
· Intermediate - Negotiation skills
· Intermediate - Presentation skills
· Preferred - Competitive Environment knowledge – Category & Channel
· Preferred - Category Management understanding – Principles and leavers
· Preferred - Market activation knowledge
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