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Role Description & Person Profile

	Job Title

	Dairy Performance Specialist


	Business

	Direct to Farm

	Location

	Field-based, UK

	Job Level

	10/11

	Team Structure
Reports to and direct reports
	Reports to Regional Sales Manager 
No direct reports

	Budget Responsibility
 
	Accountability for territory performance, sales targets and customer ledger




	Role Overview
Impact Statement 

	Responsible for delivering commercial growth, customer retention and relationship management across a defined geographical territory. Acting as a trusted nutritional adviser to dairy farmers, the role combines the strengths of both sales and nutritional consultancy to deliver value-led solutions using the full portfolio of Asterra businesses, including KW Feeds, NMR, Feedlync and associated services.
Working closely with ruminant customers, prospects and key industry stakeholders, the role will develop long-term relationships, drive sales performance, identify growth opportunities and ensure customers maximise value from products and services ranging from nutritional solutions and feed programmes to milk recording, health testing, herd performance and genomic services. 
The role requires a highly commercial, solutions-focused individual who can translate farm data and business insight into practical dairy performance recommendations, deliver against territory targets and champion the wider Asterra proposition within the farming community


	
Key Responsibilities

	       Consultative Farm Support
· Use farm performance data, business insight and technical knowledge to support informed customer decision-making.
· Deliver value-based recommendations that improve farm performance, productivity and profitability.
· Translate technical and performance information into practical customer advice
· Stay informed on industry developments and emerging trends impacting customers.
· Support best-practice sharing across the customer base and wider business	Comment by Doug Carmichael: I'd have this listed first in the key responsibilities. 
Customer Relationship Management
· Build, maintain and grow long-term relationships with customers throughout the territory to ensure customer focus and building value for customer is at the forefront of what we do.
· Conduct regular customer reviews to assess satisfaction, identify opportunities and ensure customers achieve maximum value from services.
· Act as the primary point of contact for customer enquiries and issue resolution.
· Work closely with service and support teams to deliver an exceptional customer experience.
· Support onboarding of new customers and ensure effective adoption of products and services.
· Assist customers in understanding service outputs, performance data and business opportunities.
· Ensure customers meet recording, testing and programme requirements	Comment by Doug Carmichael: I'd list this second in the key responsibilities	Comment by Doug Carmichael: I'd also add in a first bullet point amendments around 'customer focused' 'customer value' etc
Industry Engagement & Stakeholder Management
· Actively participate within the farming and agricultural community across the territory.
· Build and maintain strong relationships with industry influencers and stakeholders.
· Represent Asterra businesses at industry events, meetings, farm walks, customer events and forums.
· Organise and participate in technical and customer engagement activities, including herd competitions, farm walks and product demonstrations.
· Develop collaborative relationships with colleagues and partner businesses to deliver joined-up customer solutions
· requirements where applicable.

       Commercial Growth & Sales Delivery
· Deliver against agreed territory sales, revenue and retention targets.
· Develop and execute a strategic regional business plan aligned to wider commercial objectives.
· Build and maintain a healthy sales pipeline of existing customer opportunities and prospective new customers.
· Drive growth through customer retention, upselling, cross-selling and new business acquisition.
· Promote the full Asterra portfolio, including feed, milk recording, health testing, genomic services, consultancy and other value-added solutions.
· Develop compelling, integrated solutions-based proposals that deliver measurable customer value.
· Own and maintain accountability for the commercial performance of the territory and customer ledger
Campaign Activation & Cross-Business Collaboration

· Support and deliver local and national commercial campaigns.
· Drive awareness and uptake of Asterra initiatives and solutions.
· Collaborate closely with KW Feeds, NMR, Kite Consulting, Feedlync and wider commercial teams.
· Identify and communicate market opportunities, customer needs and emerging trends to the wider business.
· Share best practice and contribute to national commercial success.
 
CRM, Data & Reporting

· Utilise customer and farm data effectively to support commercial conversations and demonstrate value.
· Maintain accurate and timely CRM records for all customer interactions and opportunities.
· Ensure customer data quality standards and KPIs are met.
· Track and report sales performance, pipeline activity and market intelligence.
· Provide regular updates on territory performance, customer feedback and growth opportunities.


	
Key Stakeholders

	
Internal
· Regional Business Managers
· Sales Managers
· Head of Sales
· Customer Service Teams
· Service Managers
· Area Coordinators
· Product Specialists
· Marketing
· Credit Control
· Technical and Consultancy Teams
External
· Farmers and Farm Business Owners
· Industry Influencers
· Agricultural Partners and Suppliers
· Kite Consulting
· Feedlync
· Other Asterra Partner Businesses and Networks


	Other Factors
Travel, shift pattern, working hours, Licence type etc.
	· Territory-based field role. 
· Frequent travel within the UK. 
· Occasional overnight stays required. 
· Full UK driving licence essential. 
· Normal business hours Monday to Friday, with flexibility required to meet customer needs and attend industry events.





	Required experience, qualifications, and necessary knowledge 

	Essential
	Desirable

	· Proven success in agricultural field sales, business development or account management. 
· Strong consultative and solution-based selling capability. 
· Commercially astute with strong negotiation skills. 
· Excellent relationship-building and stakeholder management skills. 
· Experience within feed, dairy recording, animal health, genetics or agricultural services. 
· Ability to interpret and communicate performance data to customers. 
· Strong understanding of dairy and/or livestock farming systems. 
· Understanding of farm business drivers and profitability measures. 
· Excellent communication, presentation and influencing skills. 
· Strong organisational and time management capability. 
· Ability to work independently while contributing to wider team objectives. 
· Experience using CRM systems and managing customer pipelines. 
· Strong customer focus with a passion for delivering value and service excellence




	· Degree, HND or equivalent qualification in Agriculture, Animal Science, Business or related discipline. 
· Understanding of milk recording, disease testing, genomics and herd performance analysis. 
· Experience delivering customer service reviews and tailored farm business solutions. 
· Established network of industry contacts and influencers within the agricultural sector. 
· Practical farm management, livestock or husbandry experience.








	
Key Behaviours

	  Builds trust and credibility with customers and colleagues. 
  Delivers against objectives and commercial targets. 
  Demonstrates strong ownership and accountability. 
  Communicates confidently and effectively at all levels. 
  Uses insight and data to inform decisions and drive customer value. 
  Works collaboratively across business units to deliver integrated solutions. 
  Demonstrates resilience, adaptability and a positive approach to change. 
  Identifies opportunities and proactively drives growth. 
  Maintains high standards of customer service and customer advocacy. 
  Shares knowledge and best practice to support team success. 
  Balances commercial priorities with long-term relationship development. 
  Acts as an ambassador for the Asterra brand and culture.


	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. 
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