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 Role Description & Person Profile

	Job Title

	Product & Procurement Specialist – Moist and Liquids

	Reports to

	Product, Procurement and Logistics Manager – Moist and Liquids

	Business

	Asterra

	Location

	UK


	Direct & Indirect Reports

	None

	Budget Responsibility
 
	




	Role Overview
Impact Statement 

	Responsible for the commercial performance, procurement, and product management of the Moist and liquid portfolio Working in partnership with Operational Marketing and the D2F/B2B channels, this role ensures products are sourced, positioned, and supplied through the most profitable and appropriate routes to market, balancing supplier performance, product integrity, and customer value.


	
Key Responsibilities

	Own the commercial performance of assigned product areas, with accountability for pricing decisions, ensuring all current and future costs are fully reflected and annual budget targets are met. 
 Manage a diverse product portfolio including but not limited from quotation through to delivery, balancing commercial priorities, operational requirements, and supply challenges. 
Build and maintain effective supplier relationships, negotiating and managing supply agreements and logistics solutions in line with procurement controls and trading frameworks. 
Manage supplier contractual agreements, including payments, complaints, H&S reporting.
Manage haulier SLA completion to Amber/Green status by deadline, encouraging fuel escalator and self-bill arrangements.  Haulage rate negotiation if not signed up to Fuel Escalator and continual management of increases/decreases.
Monitor relevant markets and inputs, translating market insight into informed buying, pricing, and risk management decisions. 
Work collaboratively with Sales and Technical & Quality to ensure product availability, integrity, and profitable growth. 
Contribute market insight and commercial intelligence to support sales strategy and customer decision making. 
Active, customer retention management across product portfolio, including proactive customer contact. 
Identify and pursue opportunities for portfolio growth, including new and current products, suppliers, customers, and routes to market. 
Support the prioritisation and commercial optimisation of strategically important and intercompany products. 
Implement product marketing and growth initiatives in collaboration with Sales and Operational Marketing to drive EBIT performance. 
A degree of cover, support and collaboration is expected across all product areas and roles within the Product ream, as required to meet business need.
Ensure accurate use of CRM systems and adherence to business processes, trading controls, and governance requirements.
· This product portfolio can and will require out of hours contact. Therefore, all team members are collectively responsible for the management of this.  Weekend / Bank Holiday Cover: As part of Out of hours cover, we must provide continuity and support to our customers and suppliers. Within your role, it is expected that you are available to undertake a reasonable amount of work. ‘Available’ means being able to respond to a query using a laptop if required within an hour. It is currently likely that you will be expected to work 1 weekend in 3.
· Manage the onboarding of new supplier/hauliers in line with internal procedures.





	
Key Stakeholders

	
· External: Suppliers & Customers
· Internal:
· Sales Teams
· Product co-ordinator Technical & Quality
· Operational Marketing
· Other Product teams
· Credit Control
· Finance
· Other Asterra businesses 

	Other Factors
Travel, shift pattern, working hours, Licence type etc.
	Driving licence
37.5 hours a week, Monday to Friday 
Out of hours during the week across all product areas - Out of hours weekend cover required.
Working from home and travel required 




















Person Profile

	Required experience, qualifications, and necessary knowledge 

	Essential
	Desirable

	
Commercial experience managing products or categories
· Strong understanding of margin, pricing, and contribution
· Ability to interpret market data and trends
· Strong stakeholder and supplier management skills

	
· Experience in the agriculture or retail sector
· Experience with CRM systems (advantageous)
· FAR training qualification – or willing to work toward qualification.






	
Key Behaviours

	
· Strong analytical and organisational skills
· Strong communication and relationship-building skills, both externally and internally
· Team player with a flexible and collaborative approach
· Proactive, target driven attitude with a focus on ownership and sales delivery
· Ability to adapt and prioritise workload, driven by co product fluctuations.

	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. 








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

Description automatically generated]
image2.jpg




image1.JPG
ol | Jor | | s | 4N | NAF | ase | oD | anso | i | comifl | Komenne

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





