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Role Description & Person Profile

	Job Title

	KW On-Farm Sales Specialist

	Business

	Direct to Farm  

	Location

	Field-based (regionally aligned)

	Job Level

	10/11

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

	Budget Responsibility
 
	Budgetary responsibility and accountability of own ledger.





	Role Overview
Impact Statement 

	Working alongside the wider Asterra business, you will grow and maintain a sales ledger, creating long term relationships whilst being supported by the most progressive feed company in the industry.

The customer experience is central to everything at KW. As well as offering credible solutions to customers and prospects, you will work with the customer service and wider KW team to ensure that the highest standards of customer service are delivered.

You will plan and execute a dynamic sales plan, engaging with both internal and external stakeholders to deliver the Asterra model on farm, whilst actively looking for any new opportunities to promote both KW and Asterra both within your area and across the country.

Being part of a close-knit team, you will share best practice working towards a common goal. Continuous CPD will be provided by both internal and external experts, as well as regular wider market training and updates.

Being part of KW and the wider Asterra group gives you the opportunity to offer your customers and prospects exclusive and tailored solutions to build the long-term relationships. This is as well as being part of the most forward-thinking feed company with true national reach.

	
Key Responsibilities

	· Deliver against budget.
· Create and maintain a credible strategic regional sales plan, feeding into the wider national sales plan.
· Develop relationships with stakeholders across KW and Asterra
· Be proactive at identifying opportunities, and communicating these efficiently to the wider business.
· Maintain and fulfil the CRM system to help create the best possible customer service.
· Engage and deliver Asterra campaigns.

	
Key Stakeholders

	Kite
NMR 
KW Product Leads
Customer Service Team
Marketing 
Credit Control 

	Other Factors
Travel, shift pattern, working hours, Licence type etc.
	Travel within the UK will be required.
Requires full driving licence.
Normal office hours are Monday to Friday, 8:30am to 5pm.





	Required experience, qualifications, and necessary knowledge 

	Essential
	Desirable

	
· Strong ‘Solution based’ Selling skills, attributing value to customer benefits. 

· Good commercial negotiator, with experience in an agricultural D2F sales role. 

· Analytical with strong commercial awareness. 

· Able to communicate effectively at all levels. 

· Good organisational and time management skills. 

· Have a progressive network with industry influencers within the designated area. 

· In depth understanding of the fundamental drivers of the UK ruminant industry. 

· Numerate with the ability to understand performance data. 


· A strong desire to succeed and an absolute can do attitude. 

· An understanding that the workload is not even paced whilst having the ability to prioritise and delegate where necessary. 

· Strong industry specific on farm husbandry/management experience. 

	
· 

· 





	
Key Behaviours

	
· Ability to foster influential relationships at all levels, both internally and externally. 

· Task orientated; able to deliver against agreed objectives and targets. 

· Excellent communication, interpersonal and presentation skills with the ability to sell concepts in a compelling way. 

· Understanding of business drivers with the ability to translate that knowledge to cohesive plans. 

· Strong personal commitment to drive growth to optimise business delivery. 
· Strong commercial and financial acumen with the ability to prioritise business focus and resources. 

· Ability to be pragmatic, resilient, and innovative in problem solving and issue resolution. 

· Commitment to advocate and embed the Asterra culture and work collaboratively with commercial and functional colleagues. 


	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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