
ROLE PROFILE 

Job Title National Account Manager 
Business Unit ODC BU – WG&S Australia 
Function/Region Commercial / Sales 
Location Australia 
Leader Senior National Account Manager 
People Leadership None 
Job Level 4B 
Role Purpose  
 
To profitably maximise the distribution, promotional activity and sales of the WG&S portfolio through 
the allocated business partners & their On Line business. This will include the development of an annual 
Joint Business Plan with each group. 
 
Accountabilities 
 
 Build effective robust and collaborative relationships with channel partners 
 Protect and grow the position of all WG&S brands within the Australian market via the use of our 

channel partners 
 Maximise promotional programs and measure compliance using both internal and external field 

teams feeding into the Measurement & Evaluation process 
 Collaborate with the channel partners to agree realistic forecasts, ensuring adequate stock cover is 

in place at all times 
 Deliver the channel budget 
 Ensure the company pricing vision is adopted across channel partners 
 Establish a personal profile within the customer base building a network of contacts which supports 

the achievement of the broader WG&S business strategy 
 Plan and conduct meeting and review cycle and facilitate top-to-top meetings managing the trading 

relationship within budgeted spend 
 Management of sales, profit, and value reporting 
 Management of customer discounts and promotional planning 
 Lead the forecasting and budget process 
 Focus on optimising WG&SA branded products availability and visibility within customer stores. 
 Monitor and effectively report competitor activities 
 Continue to drive and embed Route to Consumer fundamentals (Right Place/Right Job/Right 

Skill/Efficiently/Sustainably) 
 Deliver Budget through maximising Third party field teams to drive commercial success. 
 Manage customer base effectively through Route to Consumer, Joint Business plans & regular 

meetings with Key customer Personnel 
 Maximise Net Revenue Management through price, mix, customer discounts and customer programs 
 Contribute to operating rhythm by continuing to Commercial Forum, Sales & Operations Planning, 

Lockdown and Trimester Sales Briefing 

 



Values 
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Skills and Qualifications: 

Essential: 
 Experience and extensive understanding of all channels of the AU liquor industry: Route to Market, 

Field Sales and National Customers 
 An experienced sale professional, with a high level of commercial experience understanding all 

Profit & Loss responsibilities 
 Commercially focused, with analytical & strong problem-solving skills; with the ability to identify 

and optimise commercial opportunities 
 Effective budget management skills, with high executional standards and attention to detail 
 Ability to be adaptable and manage a demanding workload with a wide portfolio of accounts, 

prioritising effectively 
 Creative with an entrepreneurial spirit; to be someone who can effect positive change  
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