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Role Description & Person Profile

	Role 
	

	Job title
	NA & ANZ Commercial Director

	Division
	AB Vista

	Department
	Sales

	Location
	Home based

	Team Structure 
Reports to, direct reports, etc.

	Reports to Global Commercial Director
Direct reports: Commercial/Sales Managers



	Description
	

	
Impact Statement 
The contribution of the role to achieving the overall business objective. Span of impact. 
Main purpose, focus of the role.





	The NA & ANZ Commercial Director is a leadership role accountable for the overall commercial performance, strategic growth, and long-term market development of AB Vista across the North Asia and Australia New Zealand region, including South Asia.
The role has commercial regional P&L accountability and is responsible for translating global commercial strategy into high-impact regional execution. The position plays a critical role in shaping market positioning, building sustainable customer and distributor partnerships, and ensuring alignment between commercial, technical, operational, and support functions to deliver profitable growth across all product lines and business units.

	
Role Objectives 
The key responsibilities and key accountabilities of role. (5 to 10 areas)



















	  Regional Commercial Strategy & Growth
· Develop, own, and execute a comprehensive NA & ANZ commercial strategy aligned with AB Vista’s global business objectives.
· Drive sustainable revenue, margin, and market share growth across all key markets, customer segments, and product portfolios.
  P&L Ownership & Financial Governance
· Full accountability for regional commercial financial performance, including Net Sales, Gross Contribution Margin, and commercial operating expenses.
· Support Global Finance team on annual budgeting, quarterly forecasting, and long-range financial planning for the region.
· Monitor performance against budget, proactively manage variances, and implement corrective actions as required.
  Market & Customer Leadership
· Create deep, long-term market and customer insight across priority NA & ANZ markets.
· Identify emerging trends, risks, and growth opportunities to inform strategic decision-making.
· Lead strategic account management for key customers and partners, ensuring strong value propositions and long-term relationships.
  Distributor & Partner Management
· Define and execute a clear distributor strategy, including selection, performance management, capability development, and succession planning.
· Build high-performing, mutually beneficial partnerships with distributors and strategic allies across the region.
  Sales Leadership & Capability Development
· Lead, coach, and develop regional sales organization with a strong performance and accountability culture.
· Set clear sales targets, quotas, and KPIs aligned to regional  objectives.
· Drive consistent sales excellence through training, onboarding, and continuous capability development.
  Cross-Functional Colaboration
· Ensure strong collaboration between commercial, technical, marketing and operational teams to deliver integrated customer solutions.
  Operational & Performance Management
· Oversee regional sales planning, forecasting, reporting, and CRM discipline.
· Ensure accurate and timely reporting of sales, profit, and pipeline performance to global stakeholders.
  People Leadership & Talent Management
· Lead all aspects of talent commercial management, including recruitment, succession planning, performance management, and engagement.
· Foster a collaborative, inclusive, and high-engagement culture across the teams.
  Risk Management & Governance
· Ensure adherence to all company policies, ethical standards, and regulatory requirements.
· Protect and enhance AB Vista’s reputation across all markets.
  External Representation
· Act as a senior ambassador for AB Vista in the region, represe
                events, conferences, and strategic customer engagements

	
Key Stakeholders 
What are the challenges of the relationships, communication strategies required, etc 




	· Global Commercial Leadership Team
· ASPAC Regional Leadership and Sales Teams
· Technical, Marketing, Supply Chain, Finance, Legal, and HR functions
· Distributors, key customers, and strategic partners
· Industry bodies and external stakeholders
Stakeholder Challenges & Communication Requirements:
· Navigate across, multicultural environments in NA & ANZ.
· Adapt leadership and communication styles to local cultural, regulatory, and business contexts while maintaining global consistency.

	Scope
Depth, breath of knowledge application, ability to innovate, complexity of tasks, budgetary responsibility.
	· Responsible for a regional NA & ANZ budget of $14M Net Sales and $6M GCM.







	Person Profile
	
	Essential or 
Desirable

	
Knowledge
Consider experience, any formal qualifications genuinely necessary or any key areas of knowledge.

	· Proven senior commercial leadership experience within the feed, livestock, animal nutrition, or feed additives/ingredients industry.
· Demonstrated success managing multi-country, culturally diverse sales organizations.
· Strong strategic planning, financial acumen, and P&L management capability.
· Track record of delivering sustained revenue growth and profitability.
· Advanced leadership skills with the ability to inspire, engage, and develop high-performing teams.
· Strong analytical capability with experience using KPIs, ROI analysis, and CRM systems.
· Excellent communication, influencing, and stakeholder management skills.
· Willingness and ability to travel extensively within the region.
· Bachelor’s degree in Business, Sales, Agriculture, Animal Nutrition, or a related field.
· Formal professional sales or leadership training.
· Postgraduate qualification (MBA or equivalent).
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Key Behaviours
Consider which of our Guiding Principles are particularly relevant and also any role specific behaviours.

	
· Drives Performance: Sets clear expectations, holds teams accountable, and relentlessly pursues excellence.
· Builds Pride & Passion: Leads with energy, optimism, and commitment, fostering engagement and ownership.
· Excellence at Speed: Makes sound, timely decisions and adapts quickly to change.
· Protects & Enhances Reputation: Acts with integrity and ensures compliance with all company and legislative standards.
· Works as One Team: Champions collaboration, knowledge sharing, and collective success across regions and functions.
· 
	



	
Other Factors 
Travel, shift working, HGV Licence, etc.

	
· Significant overseas travel required (approx. 50-60%).
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