Job Description Head of FM 

	DIVISION:
	Hygiene Commercial

	LOCATION:
	National 

	REPORTING TO:
	Head of Key Accounts

	DIRECT REPORTS 
	4 x Senior Key Account Managers, 1 x Customer Engagement Manager


	JOB ROLE

	ROLE 

OVERVIEW
	Strategically driving activity in core market sector this role focuses on the management and growth of a portfolio of high value, valuable contracts. Leading a team of Senior, Key and National Account Managers, you will need to develop an in depth understanding of your customer’s businesses, their needs, and expectations, to successfully retain and grow our coverage in these specific sectors.


	ROLE AND RESPONSIBILITES



	KEY ACCOUNTABILITIES

	Key Tasks
	· Achieve an annual new business growth and margin target from the portfolio of Strategic accounts in your core market sectors
· Retain and secure the pool of business in your sector to ensure a strong foundation for growth in the future

· Create innovative, strategic development plans for customers in your core sector ensuring they add value for the customer and satisfy phs commercial requirements 
· Work with other management heads and KAM’s to implement a tiered approach to understand client organisations and build strong working partnerships across all areas of the business
· Create and develop supporting procedures and reporting that add value to the customer and phs
· Set the standards for effectiveness, efficiency and quality of sales and account management activity to maximise return, especially regarding framework agreements

· Work closely across internal functions to ensure a single, joined up approach is in place so that customers experience the best and most appropriate level of support and service.  

	Continuous Improvement
	· Drive a performance culture through regularly and consistently measuring and managing performance against sales plan and KPI’s

· Always looking to improve the Sales Process and ways of working
· Lead and involve people in process improvements
· Encourage, recognise, and reward a culture of improvement, listen to the team, and try their ideas
· Facilitate change whilst managing the impact on performance 

· Focus on root cause analysis to solve problems

	Sales / Customer Culture
	· Champion the Sales strategy ensuring the customer is at the heart of what we do
· Promote a culture of excellence in respect of customer service, quality, and improvement

· Work closely with the Marketing teams to develop compelling, and well-timed campaigns and case studies to unlock the growth potential in the market

	People Development
	· Coach and develop Senior and Key Account Managers to foster a performance and coaching culture 
· Develop the capability of teams through structured learning and development plans and strong performance management processes

· Recognise and develop talent with solid succession plans

	Leadership
	· Lead by example 
· Set the tone for the function regarding appropriate values and behaviours

· Focus on communication to ensure teams are heard, informed, and supported

· Drive an energetic and positive working environment where people feel they can be the best they can be

· Forging and building excellent working relationships across the wider organisation and inspiring a sales / customer culture

	PERSON SPECIFICATION

	Summary
	The right person will lead by example acting as a role model in the Field Sales function. They will be outgoing and self-motivated with the ability to bring positive energy and focus to peers & members of the team inspiring a high performance and commercial culture. Open to change they will continually drive improvements to generate revenue and give the customer the best possible experience.
Confident and calm under pressure but assertive when needed, they will set the tone for their teams. They will be skilled and comfortable at dealing with people at all levels throughout the organisation, stakeholders, and customers

	Education
	· Graduate level or equivalent education

	Skills

	· Strategic thinking

· Continuous Improvement 

· Problem solving and decision-making ability 
· Change management
· Excellent communication and interpersonal skills



	Experience
	· A proven history of operating within sales and service B2B environment (service or consumables) at a senior level
· Experience in managing and leading a team

· Highly developed communication skills with both external and internal customers and with the interpersonal skills to influence other parts of the business and team

· Excellent strategic planning and day to day organising skills and problem-solving skills

· Excellent level of understanding of the sales process, large accounts process and buying behaviours



	The right person
	· Has high energy and pace

· An enthusiastic and innovative people manager

· High professional and personal standards

· A commercially savvy analytical thinker

· Can be decisive and resilient

· A skilled change manager and influencer 

· Someone who can challenge, respectfully, constructively, and effectively
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