



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 Marketing Manager – Sonos
Department: 
Digital Home
Reporting to:
TBC
Package: 
Dependent upon experience

Purpose of the Job


A senior and key member of the Digital Home team, the Channel Marketing Manager will work closely with the Business Managers, Marketing teams and Sales teams to create and implement channel marketing initiatives/activity designed to drive sell through of Sonos via our trade channel partners.  The role will have a particular focus on key accounts such as John Lewis, Amazon, Comet, DSG, Richer Sounds etc, where co-op channel marketing activity will be critical to our brand presence and sales-out success. We envisage this will extend to more major accounts as the Sonos roadmap continues to develop.
Accountabilities
1. Responsibility for marketing activities and strategy to ensure the achievement of sales and marketing targets set each month.

2. Generate acceptable levels of coverage on targeted vendors through the use of press releases and contacts in conjunction with Sonos.

3. Prepare marketing plans, and forecast and analyse resulting returns on investment

4. To meet regularly with business group manager/external sales teams for a review of the business

5. Meet regularly with sales teams to review marketing objectives, customer marketing initiatives and results

6. Grow turnover within existing accounts by driving demand
7. Create and drive channel marketing plans to ensure the above.
8. Representing CU and Sonos in a professional, creditable manner, which fosters quality long-term relationships between CU, Sonos & our channel.
Job Content and Context

1. Create and implement innovative channel marketing plans and gain buy in from colleagues and channel partners alike.

2. Plan and execute effective channel marketing activities including:
a. effective web marketing 
b. effective in store marketing
c. co-op advertising

d. creation of mailings/catalogues

e. creation of dealer POS

f. dealer sales staff incentives

g. dealer staff training

h. exhibitions and trade events

i. driving PR campaigns to generate demand

3. Liaise with relevant decision makers and executors within our channel partners to achieve the above
4. Communicate with Sonos regularly on plans and results

5. Work with major retail and telco partners to devise marketing plans, including POS, promotions, merchandising and advertising

6. Run events and promotions in conjunction with CU product management and sales, vendors and customers

7. Maintain knowledge of industry trends, dealer channel and competitive products

8. Monitor sales performance against marketing activities – show ROI

9. Utilise marketing funding to best effect and manage marketing budgets.
10. Maintain knowledge of industry trends, dealer channel and competitive products

11. Any ad hoc duties deemed appropriate.
Candidate Profile

Must have:

1. A professional marketer with a solid Channel Marketing background - preferably 8 to 10 years experience
2. A retail background /or is be able to demonstrate a thorough understanding of how to motivate dealer sales staff and drive retail marketing activity

3. Experience in presenting ideas at board level, influencing and communicating to senior managers

4. High level negotiation ability and communication skills, both internally and with external clients
5. Highly numerate
6. Creative but pragmatic (budget conscious)

7. High attention to detail

8. Ambitious and career focussed – this is not a 9-5 role!
9. Proactive and driven
10. A team player but capable of self motivation and working as a solo operator
11. Commercially and financially astute

Desirable:

1. An interest in music and technology
2. People management experience

3. Marketing experience in the CE/Audio sectors

4. Educated to degree level/formal marketing qualifications

