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DRAFT Role Description & Person Profile

	Job Title

	Product Sales Desk Specialist

	Reports to

	Product Sales Desk Lead

	Business

	KW Feeds, Asterra Group

	Location

	Hybrid

	Direct & Indirect Reports

	N/A

	Budget Responsibility
 
	




	Role Overview
Impact Statement 

	Product Sales Desk Specialist will play a pivotal role in the outbound sales team by selling ruminant products and services, whilst participating in campaigns. There will be a strong focus on lead development and warm lead prosecting within the Ruminant industry. This role involves engaging with farmers across various segments, ensuring high-quality service and sales conversion, and contributing to business growth. The Product Sales Desk Specialist will support the Product Sales Desk Lead in executing sales strategies and driving product awareness in the ruminant sector. Success in this role requires a strong understanding of ruminant products, market trends, and customer engagement, with a proven track record of sales delivery.


	
Key Responsibilities

	 Sales & Customer Engagement:
· Ownership of a targeted ledger of customer accounts, delivering sales across a portfolio of product categories.
· Handle inbound and outbound sales calls, primarily focusing on ruminant products.
· Engage with farmers across all segments, ensuring an excellent customer experience and effective product promotion.
· Strong alignment with our field Sales Specialists to ensure a collaborative approach to ledgers.
· Support campaigns by reaching out to target customers, providing product details, and generating interest.
· Develop and maintain relationships with existing customers and potential leads to maximize sales opportunities.
· Customer prosecting from an extensive lapsed user and customer database.
Campaign Support:
· Able to quickly adapt and change to suit business and product priorities as directed.
· Actively participate in campaign call-outs, providing support and sales efforts as defined by the Trading Desk Lead.
· Understand campaign objectives, messaging, and target customers to ensure consistent and effective communication.
· Track campaign results, providing feedback and insights to the Trading Desk Lead to improve future campaigns.
Sales Performance & Reporting:
· Meet or exceed individual sales targets set by the Trading Desk Lead.
· Contribute to the overall budgets of the Asterra business and sales channels.
· Record and report sales data, customer interactions, and performance metrics to help refine sales strategies.
· Use internal systems to track and manage sales opportunities and leads.
Product Knowledge & Development:
· Maintain a strong knowledge of Asterra’s product portfolio and industry trends.
· Keep up to date with new products, features, and market developments to ensure effective selling.
· Participate in training sessions to enhance product knowledge and sales techniques.
· Work with category managers to develop product and services offerings and opportunities.


	
Key Stakeholders

	Internal: Trading Desk Lead, Sales Specialists, Operational Marketing, Finance, Senior Leadership.
External: Farmers, Dairy Suppliers, Industry Partners, Regulatory Bodies, Industry Merchants, Consultants.


	Other Factors
Travel, shift pattern, working hours, Licence type etc.
	Driving licence
37.5 hours a week, Monday to Friday
Working from home and travel required 


Person Profile

	Required experience, qualifications, and necessary knowledge 

	Essential
	Desirable

	
· Previous experience in outbound sales or customer service, preferably in the dairy or agricultural sector.
· Knowledge of dairy products and the dairy industry.
· Strong communication and customer engagement skills.
· Ability to meet sales targets and contribute to team performance.
· Proficiency in data entry and use of sales management software.

	
· Experience with dairy product campaigns or promotional activities.
· Familiarity with the Kite customer base and NMR referrals.
· Understanding of the dairy supply chain and pricing structures.






	
Key Behaviours

	
· Results-focused with a drive to meet and exceed sales goals.
· Excellent communicator, both written and verbal.
· Proactive in seeking out new sales opportunities and nurturing customer relationships.
· Strong team player with a collaborative mindset.
· Adaptable and flexible in response to market changes and business needs.


	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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