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Key Account Manager


	Position Title: Key Account Manager
	Hay Job Grade: 16

	Job Family Group: Sales & Marketing
	BU/Location: New Zealand

	Job Family: Sales
	Date: April 2022

	Job Category: Key Account Manager
	Approved by: Jackie Richards

	Normally Reports to : NZ Sales Manager
	Approved by: Marc Fisk (NZHRM)

	

	1. Job Overview

	Briefly summarise the job’s primary purpose (why the job exists).

	To retain, increase sales revenue and increase profitabilityby driving customer intimacy, renegotiating contracts, increasing share of wallet and value engineering with existing accounts and securing new business.



	2. Job Dimensions

	Indicate the significant dimensions of the job, e.g. Revenue, Budget, Expenditure, Number of co-workers directly reporting to this job.

	Financial: Revenue $123m
Plants: 5 x Manufacturing FacilitySales Director ANZ
NZ Sales Manager 
Key Account Manager (x7)

Customer: External and Internal Customers
Staff: No direct reports


	









	

3. Principal Accountabilities

	What are the key accountabilities and tasks for this role?

	Strategic Sales Planning / Developing Growth Opportunities/ New business acquisition 
· Use data from sales performance, customer orders and reviews to assess trends (declines and increases) and discuss such variances with the customer and Sales Manager.  Take any actions necessary arising from such variances.
· Build a relationship matrix for each account and manage through SFDC.
· Devise call strategy, to enhance customer intimacy for each customer account (by site).
· Monitor and analyse market trends and competitor activity within customers specified market segments.
· Monitor and plan for existing customer contract renewals well in advance of process commencement.
· Develop business plan for the assigned accounts within SFDC.
· Develop and manage ongoing strategy plan with input from stakeholders within the relationship matrix.
· Develop, review and gain approval of plans for assigned customers.
· strategic individual account plans.
· indicative long term plans.
· call plans and call strategy for each customer & site.
· prepare and present Account Reviews across customer portfolio.
· Prepare and review sales against the budget and forecast for assigned customers.
New Business Development
· Assess market 
· Identify new opportunities
· Create opportunity plan by product requirements
· Execute sales process to secure business, utilising the CRM tools within the business
Build relationships and maintain existing client accounts
· Call on main customers sites on a regular cycle basis (to be determined based on size, value and potential growth). Establish and maintain relations and understand their needs to ensure an Amcor solution is meeting their requirements and assist where possible to continuously improve customer service, Value engineering and Share of Wallet (SOW) opportunities. 
· Understand and respond appropriately to customer needs, transitioning query to customer service as required.
· Conducting regular relevant sized BRAD reviews with the customer.
· Receive queries and notification of issues from customers and handover to customer service for resolution
· Coordinate technical support, value engineering audit, quotes and samples to present to customer in the generation of customer solutions, innovation projects or value engineering projects 
· Negotiate customer solution and contract (including pricing, within delegated levels) in line with the Sales strategy that strikes a balance between providing sound arrangements for the customer but does not compromise profit targets of AFP.
· Analyse each opportunity based on alignment of customer needs with Amcor capabilities and strategy as well as an assessment of opportunity value to determine Account Prioritisation.
· Look for every opportunity for Cross Divisional Selling. 
· Manage the transition of allocated new accounts to existing account base.
· Invite customers to relevant Amcor and industry events and social activities.
Support company strategy, team and stakeholder communication 
· Liaise with appropriate cross-functional team members and support personnel to share information and assist them in the effective utilisation of their time and the development of other team members' knowledge and skills.
· Identify and manage stakeholders and decision-makers within Amcor and Customer operations.
· Gather post-deal feedback on opportunities and existing customer projects.
· Embrace the philosophies, principles and objectives of Value Plus, driving profitability and key enablers for success.
Administration
· Manage, Monitor and gather customer masterdata and ensure accuracy at all times, including pricing. 
· Participate in BRAD reviews, monthly sales meetings and cross regional standardisation meetings to feedback territory data and present where necessary.
· Maintain an active profile in the region and broader relations with the trade as a whole and keeps abreast of industry trends to enhance knowledge, trusted advisor status and depth of understanding. 
· Provide reports regarding team function as required.
· Participate in company’s performance management system and sales training sessions.
· Update the relevant systems with call result and any customer intelligence and maintain SFDC with base mandatory fields depending on account value.


	4. Major challenges & complexities

	Describe the most difficult types of problems and/or major challenges faced in performing the job.

	· Identifying and negotiating growth opportunities for an existing account through innovation and value engineering.
· Maintain existing accounts through competition and contract renewal processes.
· Maintaining internal relationships while spending the majority of time out of the office.
· Develop new business portfolio.



	5. Relationships

	List the titles of individuals, departments and organisations with which the job has the most frequent contact.  This should include contacts both inside and outside the organisation.

	Internal
	External

	· Sales Manager
· Marketing/Communications
· Finance and Operations Manager
· QSE Manager
· R&D Manager and team
· Manufacturing Manager
	· Customers
· Industry segment bodies/associations





	6. Qualifications/Requirements

	6.1 Formal Qualifications and Experience

	
Knowledge and Experience
· Sales and/ or marketing and supply chain experience (preferably in a manufacturing environment).
· Experience in managing customer relationships (large multi-site customers).
· Experience in developing relationships at multiple levels of an organisation (from receptionists to CEOs).
· Previous experience in the New Zealand and/or Global flexibles packaging or distribution industries is desirable.

Education and Certifications
· Tertiary qualification with a Commerce-related endorsement.


	6.2  Knowledge/Skills/Abilities/Behaviours

	Please also refer to the core competencies reflected in the Amcor Leadership Framework (Appendix 1) in addition to defining any key technical skills or other key attributes specific for this position.

	
Job Specific skills and abilities 
· Commercial key account management experiences within a manufacturing environment.
· B2B sales. 
· Has the functional / technical knowledge & skills to do the job at a high level of accomplishment (B2B and manufacturing).
· Strong financial/commercial acumen i.e. ‘commercial perspective’ and the commercial ‘value chain’.
· Ability to recognise situations that require the use of appropriate negotiation techniques, and the skills to persuade others to reach mutually beneficial agreements.
· Demonstrated skill in creative thinking, problem solving and conflict resolution.
· Strong leadership skills and ability to drive cross-functional projects successfully.
· Sound report writing skills.
· Evidenced analytical aptitude  - an ability to deduce matters or trends of commercial significance from complex sets of data.
· Strong working knowledge of Amcor’s Commercial Excellence programme.
· Strong organisational awareness; knows what internal leavers to pull to access information & decision-makers.



	7. Occupational Health, Safety & Environment (OHS&E) Responsibilities & Authority

	This is an essential requirements for all Position Description

	
· Take reasonable care for own health and safety and of those around them.
· Take reasonable care for the health and safety of persons who may be affected by their acts or omissions at a workplace.
· Follow safe working instructions and procedures at all times.
· Co-operate with employer representatives with respect to any action taken by Amcor to comply with any legislative requirements.
· Not intentionally or recklessly interfere with or misuse anything provided at the workplace in the interests of OHS&E.
· Inform the company of any medical conditions that may impact on their health and safety.
· Report any OHS&E issues.
· Report all injuries and incidents, including near miss incidents to immediate manager.




Appendix 1

The Amcor Leadership Framework 

[image: ]



	AMCOR LEADERSHIP FRAMEWORK 

	COMPETENCIES
	INDICATE LEVEL REQUIRED FOR THIS ROLE ()

	BUSINESS LEADERSHIP
	MANDATORY
	IMPORTANT
	LESS RELEVANT

	LEADING SELF
	
	
	

	Command Skills
	
	· 
	

	Drive for Results 
	· 
	
	

	Managerial Courage 
	· 
	
	

	LEADING TEAMS 
	
	
	

	Building Effective Teams 
	
	
	· 

	Influencing Others 
	· 
	
	

	Interpersonal Savvy
	· 
	
	

	Managing Diversity 
	
	
	· 

	Motivating Others 
	
	· 
	

	Nose for Talent 
	
	
	· 

	Organisational Awareness
	
	· 
	

	Process Management 
	
	· 
	

	LEADING THE BUSINESS 
	
	
	

	Business Acumen 
	· 
	
	

	Creativity 
	
	· 
	

	Customer Focus 
	· 
	
	

	Dealing with Ambiguity 
	
	· 
	

	Innovation Management 
	
	
	· 

	Learning on the Fly 
	
	· 
	

	Managing Vision & Purpose 
	
	
	· 

	Strategic Agility 
	
	
	· 

	OPERATIONAL LEADERSHIP
	MANDATORY
	IMPORTANT
	LESS RELEVANT

	OPERATIONAL EXECUTION
	
	
	

	Conflict management
	
	· 
	

	Delegation 
	
	
	· 

	Developing Direct Reports 
	
	
	· 

	Directing Others
	
	
	· 

	Functional/Technical Skills
	· 
	
	

	Managing & Measuring Work 
	
	· 
	

	Organising 
	· 
	
	

	Priority Setting 
	· 
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