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Role Description & Person Profile

	Job Title

	Key Account Manager (Horticulture)

	Business

	Germains Seed Technology

	Location

	Netherlands

	Job Level

	12

	Team Structure
Reports to and direct reports
	Head of Commercial Horticulture Europe

	Role Overview
Impact Statement 

	The Key Account Manager (Horticulture) at Germains plays a pivotal role in driving strategic partnerships and commercial success with leading European seed breeding customers, fully aligned with Germains’ horticulture strategy. This role is responsible for growing the horticulture business, acting as the primary commercial interface for defined key accounts and developing long-term partnerships around Germains’ technologies and products for the horticulture segment. By leveraging deep market insights, strong relationship-building skills, and commercial acumen, the Key Account Manager ensures the delivery of shared value and long-term growth through a value-based selling approach. They translate market and customer needs in Europe into opportunities for new products, concepts, and service models in collaboration with product development, operations, and marketing, while managing customer product portfolios and delivering mid/long-term forecasts. Effective communication, leadership, and adaptability are essential for influencing senior stakeholders, identifying new market opportunities, and fostering a solution-oriented environment. Their impact is seen in exceeding revenue targets, developing innovative partnerships, and ultimately contributing to Germains’ reputation and growth in the horticulture sector.




	
Key Responsibilities

	Strategic Partnership Development: Manage and develop strategic partnerships with European key customers. Collaborate on partner agendas for shared value and future business growth. Own a portfolio of accounts including account planning, opportunity pipeline, price/margin management, and contract negotiations.
Commercial Delivery: Achieve or exceed budgeted revenue and margin targets. Forecast sales and report progress against targets.
Portfolio Management: Manage and develop the product portfolio with key accounts, integrating new products (with support from Product Management). Generate business cases that drive (new) product development based on market needs and insights in line with Germains strategic business directions. 
Market & Opportunity Analysis: Identify market growth opportunities and monitor trends. Provide feedback on competitive advantages and market needs. Collect and share structured market intelligence on technologies, regulatory developments, and customer strategies to support portfolio and strategy decisions.
Stakeholder Engagement: Maintain quality dialogue with key customers and stakeholders at multiple levels. Prepare and deliver presentations to senior management. Map decision makers and influencers across breeding, production, supply chain, and commercial/marketing teams. Build multi-level relationships that secure Germains’ position in seed-applied solutions.
Demand Creation & Technical Support: Drive demand creation by organizing technical visits, demonstrations, trials, and events in cooperation with technical specialists to demonstrate performance of treatments and new solutions. Ensure high service levels: follow up on quality, logistics, and technical issues, coordinating internal stakeholders to resolve problems and protect relationships.
Internal Collaboration: Work with Customer Service for order processing, documentation, and logistics. Coordinate for technical support and trial execution. Liaise with Product Management for portfolio development and product launches. Be an active participant and input stakeholder as part of the S&OP process
Leadership & Teamwork: Motivate and develop colleagues, foster a results-oriented environment. Be a leader in driving the goals set within the Key Account plans and align these with internal stakeholders. Address and resolve conflicts to achieve objectives.
Health & Safety: Support and always promote best practice Health & Safety with accordance to Target Zero goals

	
Key Stakeholders

	· EU Customer Service Manager
· EU Planning and Compliance Manager
· Local Customer Service members
· EU Head of Manufacturing and Technology
· Local Site Production Managers
· EU Finance Business Partner
· EU Product & Marketing manager




	Other Factors
Travel, shift pattern, working hours, Licence type etc.
	Traveling within Europe to attend industry events and customer visits will a part of the role, approx. 20%-25% of the time. Regular attendance at our locations in Aalten (NL) and Enkhuizen (NL) will be required. As well as regular attendance at Germains other locations in Europe. This role requires full time availability. 



	Required experience, qualifications, and necessary knowledge 

	Essential
	Desirable

	· > 5 years’ experience in key account management within horticulture, agronomy, seed tech or agriculture sector;
· Strong familiarity with European horticulture ecosystem (breeders, distributor, plant raisers, growers, consumers)
· Demonstrated track record of achieving/exceeding commercial targets and partnerships
· Experience in value-based selling and negotiating with senior stakeholders
· Bachelor’s degree or higher in horticulture, agronomy, business, or related field
· Strong understanding of horticultural/agronomy practices and seed technology
· Knowledge of market trends, growth opportunities, and competitive dynamics;
· CRM discipline, forecasting accuracy and structured reporting to support S&OP and commercial decision-making 
· Familiarity with supply chain processes and value-based selling
· Language skills, Dutch native, English professional
	· Experience managing customer product portfolios 
· Experience working in cross-functional teams (e.g., finance, customer service, product mgmt.)
· Additional certifications or training in sales, account management, or agribusiness
· Advanced degree (e.g., MSc, MBA)
· Awareness of health & safety best practices in the horticulture industry
· Technical understanding to support portfolio development
· Language skills, German and/or French proficient






	
Key Behaviours

	· Customer-Centric Approach: Consistently prioritizes customer needs and focuses on building long-term, value-driven partnerships. 
· Strategic Thinking: Proactively identifies market trends, growth opportunities, and competitive advantages to inform business decisions. 
·  Effective Communication: Maintains clear, persuasive dialogue with senior stakeholders and internal teams; delivers impactful presentations. 
· Relationship Building: Establishes and nurtures strong, multi-level relationships with key customers and internal stakeholders. 
· Collaboration: Works closely with cross-functional teams to ensure seamless customer experiences and successful project execution. 
· Commercial Focus: Demonstrates strong commercial acumen, S&OP experience, and negotiation skills to achieve revenue and margin targets. 
· Leadership: Motivates colleagues, resolves conflicts, and fosters a solution-oriented, results-driven environment. 
· Adaptability: Responds effectively to changing market conditions and evolving customer needs. 
· Analytical Mindset: Monitors performance, forecasts sales, and uses data to drive decisions. 
· Technical Curiosity: Shows interest in horticultural practices and seed technology, supporting product development. 
· Commitment to Health & Safety: Promotes and supports best practices in health and safety within all activities.

	AB Agri High Performance Framework
	Our high- performance framework is a set of guiding values which have been created to enable our business to achieve our strategic ambition. 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.
· Responsibly: We do not comprise on health, safety or quality. We do what we say we will. We care about our impact on people, community and the environment.
· Collaboratively: We start with trust and respect. We leverage our own strengths and those of others to reach our shared goals. 
· Courageously: We are prepared to challenge and be challenged. We try new things and we push boundaries.  We are not afraid to take risks. 
· With purpose: We are clear about what we need to achieve and why. We are passionate about finding ways to deliver it.




Page 1 of 2
Page 1 of 2
[image: A group of logos with text

Description automatically generated]
image1.jpg




image2.jpeg
g A
germains

seed technology

We Maximise Nature’s Potential™




image3.JPG
ol | Jor | | s | 4N | NAF | ase | oD | anso | i | comifl | Komenne

m ‘ ﬁ -] ‘ @ ‘ NMF\O‘ Ypex | obsain | . uv/\LT/\‘ ee ISI’.'L"!'“ “Sesmdne





