JOB DESCRIPTION

JOB TITLE:

Trade Marketing Manager 
REPORTS TO:
Marketing General Manager
DATE:



LOCATION:

Corporate Center
PURPOSE: Develops and after approval implements the Channel Marketing Strategy and action plan vis-à-vis customers in the direct and indirect trade, in order to meet the Company’s objectives.

DIMENSIONS: 
PRINCIPAL ACCOUNTABILITIES/ KEY RESULTS AREA:

· Formulates the Trade Marketing Strategy, with particular emphasis on enhancing availability and visibility of company selling propositions, in line with the overall Marketing Strategy and Company’s strategic objectives.
· Establishes and agrees the most effective trade marketing structure for both direct and indirect channels, the level of manpower and the size of financial resources required to achieve the company's trade marketing objectives. 

· Develops and maintains the Company’s brand identity and supports the distribution roll out through promotional activities in order to increase visibility of the brand. 

· Works closely with dealers nationwide to increase their loyalty through designed programs, incentives and bonuses in order to grow their business with company products and identifies new potential dealers as to expand the existing network. 

· Supports the marketing team in developing marketing material tuned to the national needs and facilitates implementation of above the line brand communication. 

· Cooperates closely with GM Marketing in order to develop and implement consumer focused structures and policies which allow the achievement of sales and distribution targets. 
· Continuously manages collation, analysis, evaluation and transmission of market and Trade Marketing data as to improve maximum competitive advantage by developing the most appropriate bundle of company products and portfolio of services in order to satisfy specific customer needs. 
· Develops and manages an efficient Trade Marketing Department with high levels of know-how and motivation, to ensure that trade marketing representation is superior to competition in respect of both core and added value services, and more.

· Ensure that the Trade Marketing team builds successful relationships with Key & Large Accounts Sales, Retail teams and Call Center teams throughout the Company, as well as with external dealers, in order to achieve company’s goals.
