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Role Description & Person Profile

	Job Title

	Commercial Director 


	Business

	Germains 

	Location

	Home based with extensive international travel 

	Role Level 

	15

	Team Structure 
Reports to and direct reports
	Reports to Managing Director – Germains 
Leads regional commercial heads (EU, NA), global marketing team, and Product Management function.
Works in a matrix with R&D, Operations, and Finance.
Member of the Germains Executive Leadership Team.


	Budget Responsibility
 
	
Owns global commercial and marketing budget including pricing governance, sales forecasting, and marketing investment allocation.
Accountable for revenue delivery across all product lines and regions.





	Role Overview
Impact Statement 

	Lead the global commercial, marketing, and product strategy for the business, delivering growth, profitability, and strong market positioning while building a high-performing, cross‑cultural organization.


	
Key Responsibilities

	
Strategic Leadership & Commercial Direction

· Develop and execute the global commercial strategy based on market insights, macro trends, and evolving needs in the seed  sector focussed on growth in the high value horticulture sector.
· Make informed strategic choices on market prioritization, portfolio focus, customer segments, and investments.
· Translate long-term market forces (sustainability requirements, consumer pressure, regulatory changes, inflation, data-driven farming) into strategic plans and organizational priorities.
· Ensure strong cross-functional alignment with R&D, Supply Chain, and Finance.

Market Insights, Intelligence & Future Orientation

· Lead the global market insights research to build a deep understanding of customer economics, production systems, feed consumption drivers, and competitor movements.
· Oversee market sizing, segmentation, and opportunity assessment processes for strategic planning.
· Anticipate shifts in global agriculture and provide forward-looking insights to the Executive Team.
· Embed insights into product development, positioning, commercial planning, and pricing decisions.
· Anticipate shifts in seed treatment technologies, regulatory evolution (e.g., EU/US), sustainability demands, new farming practices/horticulture trends.
· Guides Germains’ positioning relative to global competitors.


Commercial Performance & P&L Ownership

· Hold full P&L responsibility for global and regional commercial performance, ensuring revenue, margin, and profitability targets are met.
· Lead annual commercial planning, budgeting, forecasting, pricing, and performance tracking.
· Drive commercial excellence: pipeline discipline, opportunity management, contracting, key account development, margin optimization.
· Ensure consistency in commercial execution across geographies while enabling local adaptation to market realities.
· Optimize product and solution portfolios through lifecycle management and strategic prioritization.

Global Leadership, People Development & Cross-Cultural Management

· Provide strong, inspirational leadership to multicultural teams across sales, marketing, and product champions.
· Build a high-performing organization with clear goals, accountability, and a customer-first mindset.
· Attract, develop, and retain top commercial and marketing talent; manage succession for leadership roles.
· Coach regional leaders and teams on strategic thinking, commercial acumen, negotiation, and cross-border collaboration.
· Foster diversity, inclusion, cultural sensitivity, and psychological safety across global teams.
· Conduct structured performance management processes, development planning, and capability-building programs.
· Lead organizational change with clarity, communication, and alignment to strategic goals.

Marketing & Product Strategy Leadership

· Provide strategic direction to global and regional marketing teams to ensure consistent brand positioning and strong market presence.
· Lead the development and execution of the marketing strategy, including brand development, campaign planning, customer value propositions, and digital communication.
· Oversee Product Management, ensuring clarity on product strategy, lifecycle priorities, and commercial positioning.
· Align product roadmaps with market needs, customer feedback, science/innovation trends, and profitability goals.
· Ensure close collaboration between Marketing, R&D, and Sales to deliver integrated solutions and compelling value propositions.
· Guide the launch of new products and solutions, setting expectations for adoption, pricing, messaging, and go-to-market strategy.
· Foster data-driven marketing and ensure the use of market analytics, customer insights, and competitive intelligence in campaign design.
· Champion customer-centric narratives that highlight technical, nutritional, economic, and sustainability benefits.
· Establish Global Market Intelligence System and Insights Governance 

Customer & Stakeholder Engagement

· Build and maintain strategic relationships with major customers, key accounts, integrators, and industry partners.
· Ensure ‘Voice of Customer’ processes are embedded in marketing, product development, and commercial decision-making.
· Represent the organization as a senior spokesperson at global industry events, conferences, and market forums.
· Strengthen distributor and channel networks through partnership development and structured performance management.

Innovation, Growth & Future Business Models

· Identify and drive innovation opportunities, including digital advisory tools, data platforms, integrated feed solutions, and sustainability-driven offerings.
· Partner with R&D and Product Champions to bring high-impact innovations to market.
· Use foresight and scenario planning to guide long-term growth and investment decisions.
· Encourage teams to proactively explore emerging trends and adopt an opportunity-focused mindset.

Governance, Risk Management & Compliance

· Ensure compliance with all regulatory standards related to safety, quality, labelling, commercial practices and AB Agri/ ABF standards.
· Identify and mitigate risks related to market volatility, disease outbreaks, supply constraints, and regulatory changes.
· Maintain robust commercial policies covering pricing, discounts, contracts, and channel management.
· Support due diligence and risk assessments for partnerships, expansions, or M&A initiatives.


	Other Factors
Travel, shift pattern, working hours, Licence type etc.
	Regular International travel 









	Required experience, qualifications, and necessary knowledge

	Essential
	Desirable

	
· Significant, credible experience in a commercial leadership role within seed, feed, livestock, agriculture, agribusiness, or adjacent sectors.

· Strong financial competency (MBA or executive business education advantageous).

· Proven experience with implementation of CRM system 

· Demonstrated success in global or multi-regional roles.

· Strong strategic thinker with the ability to translate insights into execution.

· High commercial acumen with proven P&L responsibility.

· Business English Language – spoken and written  

	
· Master’s degree in Business, Economics, Agriculture, Animal Science, or related field.

· Proven track record of building efficient cross-regional team 

· Degree or certification in strategic and operational marketing

· Experience in development of new Go-to-market strategy from scratch

· Experience in development of multi-year strategic partnership that delivered sustainable business growth yoy 

· Experience in development and implementation of Customer Experience & Channel Strategy 







	
Key Behaviours

	
· Data-driven decision-maker with strong analytical capability.
· Able to manage trade-offs and make clear prioritization decisions. 
· Skilled at leading diverse, multicultural teams across geographies.
· High emotional intelligence, cultural sensitivity, and adaptability.
· Strong communicator with clarity, influence, and presence.
· Ability to build trust quickly with internal and external stakeholders.
· Deep commitment to understanding customer needs and economics.
· Ability to build long-term strategic relationships at senior levels.
· Strong negotiation skills and a solutions-focused mindset.
· Resilient, accountable, and driven by measurable results.
· Comfortable in fast-paced, changing environments.
· Strong project ownership and follow-through.
· Demonstrates a sense of urgency without compromising quality.
· Ability to inspire, mentor, and grow senior leaders and commercial teams.
· Coaches others to build commercial, marketing, and strategic competencies.
· Balances empowerment with high expectations and accountability.
· Drives inclusion, collaboration, and psychological safety.


	AB Agri High Performance Framework
	Our high-performance framework is a set of guiding behaviours which have been created with people from across our businesses to enable great performance across the organisation.  The focus is on what you can do to demonstrate high performance in your role, as well as the behavioural inputs to assist you getting there.  

Pioneering – Curious, spirited and bold. We lead the right way. 
Excellence – We seek excellence in all that we do.
Growth – We create ways for our people and customers to thrive. That’s how we keep making a difference. 


	AB Agri Leadership Framework
	Our Leadership framework is a set of principles outlining what leaders must know and must do.  It clearly defines the requirements for leadership.  As we have big ambitions for our future, we need to ensure all leaders are pulling in the same direction to help us achieve our business goals.  

· Creates direction and purpose.
· Drives and delivers commercial excellence.
· Engages people.
· Develops self.





Appendix

	
KPI’s include 

· Germains sales budget
· Revenue growth YoY (global / region / product line)
· Gross margin % and margin improvement YoY
· EBITDA contribution vs. target
· Pricing realization vs. pricing strategy
· Portfolio profitability (per product family & segment)
· Sales forecast accuracy (monthly/quarterly)
· Market share growth (by segment)
· Customer retention rate
· Key account growth (volume + margin)
· Campaign ROI & conversion metrics
· Lead generation volume & quality
· Digital engagement metrics (website, social, events)
· Marketing contribution to pipeline
· Product launch performance (adoption rate, forecast accuracy, revenue in first 12 months)
· Product vitality index (% of revenue from products < 3 years)
· Innovation success rate (products launched vs. products meeting targets)
· Pulse engagement score
· S&OP accuracy & alignment score
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