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JOB DESCRIPTION: Exclusive Brands Local Product Manager
[bookmark: _GoBack]Reports to: Lead Category Manager – National Procurement 
Key Objective
1. Working with the category team, develop and manage a portfolio of locally supplied Exclusive Brands (EB) products that support the category team in to rationalise the ranging in a particular product class, or to generate significantly more profit than is possible with a supplier branded product.
Functional Relationships:
· National Procurement Team Members
· EB Brand Activation Manager
· Branch GM’s
· Branch Sales Managers & Account Managers
· Branch Purchasing Supervisors
· National Account Managers
Core Responsibilities 
1. Develop and implement a category plan that combines both procurement and sales objectives into a clear short, medium and long term strategy.
2. Work with the EB Brand Activation Manager to execute this strategy.
3. Responsibility for sales and marketing initiatives (including claim backs, promotions, branch communication, tradeshow activity, collateral) and administration (including complaints and customer tenders), will be the responsibility of the respective teams (SFS for the products they supply, and the Local Market Product Manager for local EB suppliers), and will link into the wider Bidfood marketing effort, working together with the relevant suppliers (for local market) and Category Managers.
4. The newly created Local Market Product role will be responsible for local market EB products. Ideas for NPD may come from Category Managers and Bidfood branches. The focus will be on opportunities to rationalise range or extract significant additional margin, and will require strategic partnering with local suppliers. This means that many of the current responsibilities of the EB team (including graphic design) will become the responsibility of the local market supplier.

Procurement and range management (Time allocated 60%)
1. Working with the category managers, identify opportunities for locally sourced and supplied EB products.
2. Develop the EB product by following the NPD process set up in Incubid:
a. Research and understand the market, identifying the key players and quantifying the scope of the opportunity.
b. Develop a clear specification for each product.
c. Follow a structured and transparent tender process to identify a supplier and product that best matches Bidfood’s requirements.
d. Obtain market feedback on the selected product through sampling with Bidfood branch staff (sales and procurement) and key customers (users of the product).
e. Negotiate pricing and terms with the supplier.
f. Obtain final sign off from the category manager.
3. Prepare the product for launch:
a. Agree packaging, artwork and labelling with the supplier.
b. Set the pricing in conjunction with the category manager.
4. Manage supplier relationships, with specific emphasis on:
a. Mutually beneficial outcomes
b. Supplier support in sales activity
c. Forecasting and seasonal demand planning to avoid out of stocks
d. Marketing support and trade spend, including discounts and rebates
5. Conduct regular product reviews, both with the category manager and the supplier, with specific emphasis on:
a. Performance relative to the rest of the category;
b. Benchmarking the performance of the product against the reason or rationale for developing the EB product in the first place.
6. Develop an appropriate action plan to address any concerns or take up any opportunities highlighted by the reports.  
a. Where this includes deleting a product from the range, take ownership of the deletion and work with branches to exit the product at the lowest possible cost to Bidfood.
Sales; planning and support (Time allocated 30%)
1. Set and execute a sales strategy for the products in your portfolio. 
2. Develop sales plans with Bidfood branches and the category manager, ensuring they align with the overall category growth strategy.
3. Work with Marketing to support these plans both nationally and regionally.
4. Proactively foster branch relationships; visit & communicate with branches on a regular basis.
5. Assist Bidfood branch procurement teams with their forecasting and planning to ensure branch inventory levels align with their sales growth plans.
6. Assist the national accounts team as required on national contracts and in prospecting for and developing new business.
7. Develop effective communication strategies to keep Bidfood branches and key customers up to date on supply, quality, new product & seasonal or extraordinary factors affecting pricing.
Quality Management and Administration (Time allocated 10%)
1. Ensure that all suppliers (existing & new) adhere and comply with New Zealand bio-security requirements & Bidfood food safety standards.
2. Ensure that the expectation on quality standard, specifications & packaging formats of each product are clearly understood by all parties.
3. Work with the QA team and suppliers to resolve any product complaints or concerns.
4. Ensure that pricing files are correctly maintained and updated, in accordance with Bidfood supplier guidelines.
5. Ensure rebates, MF factors and other terms are correctly loaded, claimed and invoiced.
6. Ensure all documentation required is provided by the supplier, filed and kept up to date.
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