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Role Description and Person Profile

	Role Description
	

	
Job title:
	NAM Regional Commercial Director

	Reports to:
	Global Commercial Director

	Location:
	 U.S. (Home Office)

	Direct & Indirect Reports:
	NAM Sales Managers & AMCAS Customer Service Team

	Overall Purpose:
	The NAM Regional Commercial Director is a senior commercial leadership role accountable for the execution and performance of the company’s Monogastric and Aquaculture commercial strategy across the United States and Canada.
The role owns regional revenue and profit delivery, leads strategic customer, distributor, and agent relationships, and ensures the effective translation of global commercial strategy into regional execution. Acting as a key interface between customers, partners, and internal stakeholders, the position drives sustainable growth through disciplined commercial governance, cross-functional leadership, and market-led decision-making.
This role requires deep industry expertise, strong financial and commercial acumen, and the ability to influence across a matrixed organization to deliver long-term business objectives.



	















Key Responsibilities:
	Account Management & Commercial Growth
· Provide full commercial leadership for the US and Canada, delivering Monogastric and Aqua revenue and Profit in line with or exceeding annual corporate targets.
· Lead the strategic management of direct key account relationships (approximately 65 accounts), including commercial strategy, pricing, contracts, and long-term partnership development.
· Develop and execute differentiated key account strategies by aligning technical, marketing, and commercial initiatives to drive both short-term performance and long-term value creation.
· Provide senior leadership and direction to two US agent organizations and two Canadian distributors, setting clear performance expectations and driving accountability against revenue targets.
· Review and optimize regional commercial expenditure to improve efficiency, return on investment, and profitability.
· Ensure consistent communication and execution of commercial strategy across direct sales teams and channel partners through structured engagement, tools, and performance reviews.
· Deliver robust sales and Profit by account, identifying variances to budget and forecast, and defining corrective or defensive strategies as required.
· Lead, in collaboration with Marketing and Technical teams, the introduction and development of new technologies, services, and solutions in the NAM market.

Commercial Execution, Pricing & Governance
· Execute the company’s commercial strategy in alignment with global objectives, ensuring disciplined and consistent regional implementation.
· Own and govern pricing strategy across US and Canadian agents and distributors, balancing competitiveness, margin optimization, and market dynamics.
· Lead the implementation of price adjustments in response to raw material volatility, tariffs, regulatory changes, and other external factors.
· Oversee customer rebate structures, accruals, and credit management in close partnership with Finance and Customer Service.
· Provide commercial leadership to the Customer Service team on pricing accuracy, account support, and service execution.
· Lead the development of customer bids, proposals, and value propositions to secure new business and expand existing relationships.
· Oversee all contract negotiations, renewals, and extensions for strategic accounts and partners.
· Partner with Marketing and Technical teams to execute structured launch and development plans for new technologies and services.

Cross-Functional Leadership & Collaboration
· Provide commercial leadership and direction to Regional Technical and Marketing teams, ensuring alignment around shared growth priorities.
· Partner closely with Supply Chain to support demand planning, inventory optimization, and service level performance.
· Collaborate with Global Finance on pipeline, risk, and opportunity reviews, ensuring transparency and commercial discipline.
· Lead the Customer Service team on pricing governance, account support, credit limits, and delivery issue resolution.
· Work cross-functionally with Quality, Regulatory, and Operations teams to resolve customer issues and protect service excellence.
· Coordinate regional execution of sales plans, marketing initiatives, and product launches.
· Actively contribute to Senior Leadership Team and LUT meetings, providing commercial insight and regional perspective.
· Ensure communication strategies are culturally appropriate and effective across the US and Canadian markets.

Market Intelligence & Strategic Insight
· Maintain close engagement with customers, channel partners, and the NAM team to generate actionable market insight and trend analysis.
· Monitor competitive activity and anticipate market shifts to inform both short-term tactics and long-term strategic planning.
· Identify evolving customer needs and translate them into differentiated solutions, services, or CAPEX-supported programs in collaboration with Marketing, Technical, and Services teams.
· Support innovation and new product development by providing timely, relevant market intelligence to global stakeholders.
· Partner closely with the Regional Marketing Manager to analyze market dynamics and identify priority growth opportunities.
· Proactively inform Global and Regional Technical leadership of market developments that may impact product and service portfolios.

Reporting & External Representation
· Lead regular structured engagement with regional technical and marketing leadership to capture evolving customer needs and market signals.
· Prepare and present monthly performance reports, forecasts, and market updates to the Global Commercial Director and regional leadership teams, highlighting risks, opportunities, and variances.
· Represent the company as a senior commercial leader in key customer meetings, industry forums, and trade events.
· Lead quarterly business reviews with agents and distributors to assess performance, pipeline development, product launches, and capability development.

	
Budgetary Responsibility:
	Fiscal Year 2026 Responsible for net sales & GCM of $59M $17.2M respectively with a growth vs. FY25 of 20% (+$9.8M) and 9% (+ $1.6M) on sales and GCM, respectively.







	Person Profile
	
	Essential or 
Desirable

	









Qualifications/
Experience:
	
Degree in Nutrition, Agriculture, Business, or a related discipline; or equivalent senior-level experience within feed or feed ingredient markets.

Minimum 10+ years’ experience in senior commercial, sales, or technical roles within the animal nutrition or feed industry.

Demonstrated success in introducing new products, services, or technologies to expand market share.

Strong analytical and financial acumen, with the ability to evaluate market trends, sales performance, and territory opportunities.

Excellent interpersonal, communication, and stakeholder management skills.

Deep understanding of feed and livestock production systems.

Self-motivated, results-driven, and highly organized, with a practical and innovative approach.

Fluent in written and spoken English.
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Key behaviours:
	
Results-Driven: Relentlessly focused on delivering sustainable revenue growth and profitability.

Strategic & Decisive: Makes sound, timely decisions grounded in data and commercial insight.

Customer-Centric: Builds trusted, long-term partnerships with customers and partners.

Collaborative Leader: Influences effectively across functions and geographies to achieve shared outcomes.

Analytical & Insight-Led: Leverages data and market intelligence to guide strategy and execution.

Innovative & Adaptive: Embraces change and drives continuous improvement.

Team-First Mindset: Leads by example, fostering collaboration, accountability, and engagement.
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	Other factors (Travel, shiftworking):
	
 Willingness to travel within the U.S., Canada, and internationally.
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