JOB DESCRIPTION

JOB TITLE:

Channel Marketing Manager 
REPORTS TO:
General Manager, Acquisition, Retention and Channel Marketing
DATE:



LOCATION:


PURPOSE:   Defines and develops channel marketing strategy, programs, and campaigns for all market segments and for all distribution channels, whether direct, indirect and/or web-based, by working in close alliance and partnership with Sales and Segment management to create a total customer experience, increased customer satisfaction and a competitive advantage.
PRINCIPAL ACCOUNTABILITIES/ KEY RESULTS AREA:

· Market Analyses.  Analyzes the market environment to define the most optimal channel structure for both business and residential market segments, including understanding of customer shopping patterns, product needs, requirements for physical locations, as well regional configuration.

· Research and benchmarks. Monitors and analyzes market research such as Customer Satisfaction, Mystery Shopper, competitive analysis, and service delivery reports to formulate recommendations to segment management for sales driving plans, campaigns and/or promotions targeted for a specific segment and/or channel.
· Brand Consistency and Sales Support. Identifies and develops sales collateral materials in line with the Company’s brand identity standards.  Establishes procedures to ensure all points of sales have proper levels of current collateral materials, signage/displays.
· Visual Merchandising and Customer Experience.  In close cooperation with the Marketing Communications Department identifies and develops the elements for visual merchandising materials ranging from signage, posters, and furniture/exhibit cases for both direct and indirect channels to promote a positive customer shopping experience and to ensure a consistent brand image.
· Counter-competitive activities.  Pro-actively provide competitive market facts to all distribution channels that translate into selling points for the company.

· Products, Programs, Campaigns.  Work closely with Sales and Segment management on the development of products, portfolio of services and promotions in order to satisfy customer needs through the appropriate channel, including the creation of campaigns to generate traffic into the shops regardless whether company-owned or dealer networks.
· Produces and Policies.  Counsel and support the development of operating procedures and policies relative to the sales effectiveness within the distribution channels to create a positive customer shopping experience.

· Relationship Management and Cross-functional Alignment.  Become a sales advocate and a key resource to all sales distribution channels, and in particular the Retail teams, Call Center teams, marketing, as well as with external dealers, in order to achieve company’s sales goals and brand consistency.
JOB REQUIREMENTS:

Education:

University degree in Business or Economics and/or equivalent level of work experience.
Work Experience:

A minimum of 5+ years of relevant work experience in managing channel marketing activities.  Additionally, prior work experience in sales would be helpful. 
Knowledge, Skills, Ability:

· Strong interpersonal skills and negotiation skills to accomplish business objectives in a cross-functional management environment

· Demonstrated ability to influence strong alliances and partnerships across all levels of the organization
· Understanding of channel strategy and selling skills

· Experience in planning and implementing marketing and visual merchandising programs across direct and indirect distribution channels
· Strong organizational and planning skills in implementation of campaigns and/or programs
· Proven record of managing multiple priorities, related issues and projects simultaneously

· Pro-active, results oriented, self-starter

· Financial acumen

· Excellent presentation skills

· Proficiency in Microsoft Office and Windows-based applications

· English fluency; oral and written 
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