COMPANY’S  WEBSITE  POSTING

TITLE:    STRATEGIC  SALES  MANAGER
DUTIES:  Responsible for developing and executing sales plans, expanding services and products to existing clients and establishing relationships with potential customers on a regional basis. Responsible for overseeing and leading the whole selling process from start to end. Involved in all aspects of the business development and sales organization, including allocating resources, developing production schedules, managing the supply chain and setting prices. Responsible for account management of existing and new accounts, including sales development, promotional planning, and new product launches. Serve as focal point of contact between the company and customers responsible for negotiating contract terms with purchasers with respect to volume, logistics and pricing. Partner with brokers to reach out to potential new accounts, maintain constant communication with customers and foster good business relationships through meetings and focus groups. Review market research data and identify opportunities to acquire new products and determine statistics on buying trends and new patterns in consumer behavior. Participate in food fairs, trade shows and business meetings representing the company to expand customer base. Responsible for revision of company’s products exposure in the market, characteristics and prices of the competition, and the awareness of sales and promotions in the market. Analyze current assortment and potential new opportunities (price points or products), undertake market research for product data/development. After assessment and analysis, present business opportunities to ensure higher exposure/visibility of company’s products. Responsible for interacting directly with customers making sure they receive outstanding services. Make periodical presentations about new products and service improvements and coordinate logistics. Coordinate and oversee brokers activities to ensure business development. Review and approve required documentation for trade regulations and compliance. Review and analyze sales reports, make presentations showing current sales figures to corporate executives and support business decisions. Create and manage annual sales budgets. Optimize the company’s logistics and supply chain processes. Develop and improve inventory management procedures for warehouse operations and sales distribution.
REQUIREMENTS: Bachelor’s degree in Business Administration, Marketing, or related discipline or U.S. equivalent, and two (2) years of experience in the job or as Regional Business Lead, Country/Product Manager, Strategic Market Lead, or closely related occupation(s) within the Latin America region, responsible for developing strategic business plan targets and sales/marketing programs for multinational companies, including managing sales/promotional budget and market share. Must have experience leading and successfully managing multiple sales projects, in particular market access and new product launch in Lat/Am and the U.S., as well as developing and leading sales/marketing teams, direct and indirect sales activities, pricing and volumes negotiations, and commercial policy development internationally. Experience must include monthly/annual sales management, budget and inventory management. Must have significant business negotiation and market research/analysis experience and in-depth understanding of consumer behavior and insights interpretation.
Hours/Week:    40 hrs/wk -  (Mon – Fri)  -  9:00 am – 6:00 pm
Job Location:
1110 Brickell Avenue, Suite 302, Miami, FL 33131
CONTACT:  
Claudia Bermudez, Manager


Pampa Beverages, LLC






1110 Brickell Avenue, Suite 302, Miami FL 33131


Tel/No:   305-365-9652  //   786-817-5644





E-mail: humanresources@beefeaters.com  

