



About Computers Unlimited

Computers Unlimited is Europe’s #1 distributor specialising in products and accessories for everything Apple, the Digital Home, and Creative Professionals. The business is headquartered in London with operations in Paris and Barcelona. We work in partnership with, and supply our products via more than 3,000 retailers, VARs, and etailers across Europe.

Established in 1985, Computers Unlimited (legal name Janson Computers plc) has developed into a pan-European business, staffed by 160 enthusiastic professionals across 3 countries, with an annual turnover in excess of £100 million. 
We have carefully built a 'best of breed' range of software, hardware and accessories, sourced from more than 100 leading manufacturers and publishers including market leaders such as Adobe, Apple, Epson, Griffin, Incipio, Nemetschek, Sonos, Wacom, and Western Digital.

Well known for our focus on the Apple (iPhone/iPod/Mac), Home Entertainment, and Professional Creative markets, many of our products also appeal to a broad range of customers including those seeking general business and education solutions.

Our sales channels include major retailers, value added resellers, boutique retailers, & etailers. Key customers include Amazon, Apple Store, Carphone Warehouse, Conran, fnac, Kesa, and hundreds of APR’s (Apple Premium Resellers).

We pro-actively select and develop the most appropriate channels for our various product categories and suppliers, with a medium/long-term view of the requirements of our brands. Our team is backed up by sophisticated IT systems, a great logistics engine, and deep inventories.

Computers Unlimited are proud to be accredited Investors In People. Following a comprehensive induction period all staff join a training development programme linked to their role. CU strongly supports professional development and career progression and encourages staff to gain professional qualifications.

The culture at CU is very much work hard and play hard. There is ample opportunity for social interaction through company events, end of month celebrations and vendor/dealer hospitality.

Job Description

Job Title:
Channel Development Manager – Digital Home
Department: 
Field Sales

Reporting to:
Digital Home Sales Manager

Package: 
Dependent upon experience

Purpose of the Job


To be responsible for the relationships with a defined set of dealers, and maximise the business opportunity for CU. With the combination of a strong knowledge of our products and our customers’ business, spot the opportunities, and make the business happen. Deliver the best customer service that positions Computers Unlimited as the leading Value Added Distributor in the industry.

Accountabilities


1. Achieving sales & marketing targets set each month.

2. Grow turnover & penetration within existing accounts.

3. Prospect & increase dealer breadth.

4. Creating and driving plans to ensure the above.

5. Specific objectives set by your manager.

6. Customer and vendor satisfaction.

7. Behave in a way that fosters quality long-term relationships between CU & our dealers

8. Introduce All Digital Home and other appropriate vendors to all relevant accounts.

9. Personal professional conduct.

Job Content and Context

1. Achieving sales targets set each month by Sales management.

2. To pro-actively seek new business in the specified product range by targeting a combination of CU’s existing customer base and prospect accounts.

3. Lead, motivate and influence the sales teams within CU’s dealer accounts throughout the UK. Ensure CU’s range of products achieve a high level of mindshare, and sales.

4. To be your customers “champion” inside CU. To set and drive high service levels for the customer that adds tangible value added service.

5. To optimise the level of e-commerce between CU and the named customers on all transactions – sales, returns, invoicing etc.

6. Build and maintain excellent relationships with key buyers and senior staff within an agreed portfolio of large customers

7. Maximise sales GP by continually expanding orders and up-selling/cross-selling on all customer interactions.

8. Daily liaison with your business group citing any developments in your portfolio, ensuring great team relationships and communications.

9. Assist Product Management to recruit dealers to attend events & seminars, provide the Sales team with information/training on the specified product range, and on occasion, assist with product pricing.

10. Ensure that customer complaints, issues and queries reach a successful and appropriate conclusion. Where relevant, such matters must be escalated to the Internal Sales Supervisor.

11. Manage and maintain any authorisation schemes relevant to our products.

12. Ensure that the rest of the Sales team are kept informed of any developments relevant to their accounts.

13. Ensure the rest of the Sales team are kept informed of developments within your product range.

14. Meet and exceed the agreed performance objectives.

15. Feed back to the product management team issue that can help make our offering more compelling.

16. Perform any ad hoc duties deemed appropriate by Sales Management.

Performance Standards


1. To attend product training as arranged by Sales Management.  

2. To achieve qualitative and quantitative team and individual targets as set by Sales Management within time frame agreed.

3. Maintain an agreed level of proactive contact (1:1 visits, phone calls, e-mail, etc.) with existing and new dealers throughout the UK.

4. All written reports required by the General Sales Manager and Business Manager, are delivered on schedule.

5. To keep in regular contact with specialist dealers and with your BGM/PMs and relevant Sales persons.

6. Maintain a professional standard at all times.
7. To be punctual, maintain dress standards, and be polite and courteous to customers at all times.
8. To achieve and maintain comprehensive product knowledge to a standard where Sales staff can be trained.

9. To regularly achieve set objectives.

Candidate Profile

You will have a successful track record selling into the Consumer Electronics/Home Automation/HiFi sectors, with ongoing account management experience.

Must have:

1. Experience in a Field Sales role, minimum 3 years.

2. Experience in the Consumer Electronics market with a vendor, distributor or corporate reseller.
3. Sound commercial and business awareness.
4. Ability to act in 'consultative way ' to CU & advise CU how to optimise these channels.

5. Can demonstrate a good level of negotiation and communication skills, both internally and with external clients.
6. Can provide evidence of working within an industry competitive, target related environment.
7. Can demonstrate their ability to go the extra mile, to exceed expectations.
8. Excellent at building customer relationships and can evidence this.
9. Ability to present in a professional manner.
10. Proficient in influencing, selling & communicating to senior managers & directors.

Desirable:

1. 5+ years experience in a Field Sales/Channel Development role.

2. Understands/knowledge of CU’s Digital Home products & marketplace, key ones being Sonos & Canton.
3. Experience of working with Home Automation or HiFi sectors.
4. Experience of implementing marketing campaigns with dealers.
Qualifications/Training

 Must have:

Desirable:
