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Job Title   Commercial  Sales  Manager  

Reporting to: Vice President of Sales 

Hours of work: 7:30am to 4:30pm, Monday through Friday 

Responsible for: No direct reports 

 
Job Purpose:  
The primary purpose of this position is to promote the company and its products in order to drive revenue growth 
and build strong customer relationships. This role supports business development through effective communication, 
identifying sales opportunities, and managing existing customer accounts while contributing to the overall financial 
goals of the company. 
 
Expectations: 

1) Always promote the company and its product catalog in a positive manner and establish a greater presence 
within the marketplace 

2) Collaborate with all teams and individuals within the company including quality assurance, purchasing, and 
production 

3) Contribute to the sales strategy and planning process for the company, setting and achieving weekly, 
monthly, quarterly, and annual sales targets 

4) Maintain accurate sales records including customer information, forecasts, and contracts using CRM 
software 

5) Maintain and develop relationships with existing customer accounts while also identifying and establishing 
new accounts 

6) Creating customer quotes ensuring sustainable margins are balanced with competitive pricing in order to 
increase market share 

7) Supplying product information and sample shipments to existing and prospective customers 
8) Act as the liaison between the customer and the other departments within the company to resolve any 

disputes or product related issues 
9) Identify and attend local, national, and international sales meetings, promotional events, and trade shows 
10) Conduct regular market research and competitor analysis to monitor industry trends and develop proactive 

solutions in order to maintain prominence within the industry  
11) Collect customer feedback in order to provide insights to internal teams regarding opportunities within the 

market, product development, and other areas in need of potential improvement 
12) Maintain a deep understanding of the company’s product offerings including nutritional benefits, production 

processes, and various applications 
13) Engage in effective communication through various channels including virtual and in-person meetings, 

email, and phone 
14) Be reasonably available outside of normal business hours to meet and exceed customer expectations 
15) Coordinate logistics together with internal teams to ensure timely delivery of products and services 
16) Regularly and accurately forecast sales together with the entire sales team to ensure that the pipeline 

remains full regardless of industry or customer cycles 
17) Strictly adhere to all Health & Safety, Food Safety, and Human Resource policies and procedures 
18) Perform other duties as assigned by the Vice President of Sales 

 
Qualifications: 

1) Possess an outgoing, positive, and relationship-focused personality; must be able to connect with people 
across cultures and in a variety of different environments 

2) Proven ability to develop sales strategies, negotiate contracts, and close deals 
3) Self-motivated and results-driven with strong time management skills 
4) Ability to communicate technical product information effectively to customers according to their application 

requirements 
5) Problem-solving mindset and ability to adapt to rapidly changing circumstances 
6) Proficient in market analysis and strategic planning with a detail-oriented approach 
7) Experience in an agricultural sales role with an understanding of the grain and/or food ingredient industries 

is preferred 
8) Experience with CRM software, Microsoft Office Suite, and AI-powered data analysis tools 
9) Willingness to travel locally, nationally, and internationally; approximately 25% expected 
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What We Offer: 

• Full-time, permanent position in a growth-focused company 

• Regular business hours of 7:30am to 4:30pm, Monday through Friday 

• Opportunity for advancement within the organization 

• Ability to contribute to the world’s food supply chain in a meaningful way 

• Uncapped compensation structure consisting of a base salary plus commission  

• Comprehensive benefits package and group pension program 

• Company-paid sick days, personal days, and any travel expenses related to the position 
 
This is an in-office position though a hybrid arrangement may be considered for the right candidate. We thank all 
those who apply however only those chosen for an interview will be contacted. 
 
 
  
 




