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Key Responsibilities 

1. Health and Safety – Ensure the Health, Safety and Welfare of our employees, customers and others. Develop and maintain a good working knowledge of the Health, Safety and Environment Management systems, policies and rules.

2. Compliance – Ensure that all relevant Group and Company policies and procedures, including those relating to Health and Safety, Product Safety, Data (including GDPR or equivalent regulations), the Environment and People, are effectively promoted and implemented.

3. Business Development – Drive the B2B strategy for the sale and distribution of Homelifts for Home Accessibility across the globe excluding North America. Identifying new market opportunities and developing markets for future acquisitions and growth.  Challenge existing processes and design an efficient process to find, select, onboard and upskill new distributors.

4. Account Management – Ensure all customer communications and contact points achieve the highest standard of customer care.
5. Collaboration – Work closely with the B2B Head of Sales and owned market teams to optimise margins, avoiding friction between routes to market and maximising the opportunities for strategic partnerships with a direct sale first mindset.

6. Financial – Working with UK Accounting Manager, Finance Business Partner, Global B2B Director and Uplifts Director to prepare annual budget and regular forecasting of future performance. Work with senior team within scope of responsibility to maintain operations within budget.
7. Operations – Work with Heads of Operations, Uplifts to enable the outsourcing of installations to distributors and dealers as and when required.

8. Product – Work with the product team to ensure that the voice of customer is central to future product development.

9. Travel – Undertake national and international travel based on business requirements.

This list is not exhaustive, and the jobholder will be expected to undertake any duties within their capacity to meet the needs of the business and/or the Commercial function.

Skills and Experience
· Ability to develop a deep knowledge of Stannah group business ventures and services, competitors, relationships with customers, clients and suppliers, market evolution
· Astute commercial acumen
· Proven experience managing a multinational team and willingness to travel abroad as required
· Proven sales experience and meeting or exceeding targets
· Proven ability to influence all levels in the organisation up to the C-Suite
· Demonstrable experience developing coherent global and national sales strategies for third party sales (B2B)
· Ability to personally use the IT hardware, system, and software relevant to the role
· Full and Clean Driving Licence
· Excellent numerical and literacy skills

Personal Attributes and Behaviours

· Strategic thinker with the ability to see things through to delivery 
· Leads by example
· Calm & effective under pressure
· Dynamic and have a positive can-do attitude
· Solution focused and creative thinker when problem solving
· Well organised and strive to work smarter not harder
· Committed to actively improving own skills, knowledge, business awareness and performance through ongoing personal development
· Clear, concise communication skills required to communicate sales figures and potentially sensitive information

Managerial and Supervisory Responsibility

· Global Distributors

Relationships

Internal

The jobholder will be expected to maintain close and effective personal working relationships at all levels of the organisation. The communication skills required include the ability to communicate technical complex and sensitive information

External 

External agencies including suppliers, trade partners and customers

Document id x

image1.jpeg




