
 

 

 

JOB TITLE:    Sales Manager  

EMPLOYMENT TYPE:  Permanent 

DEPARTMENT:   Client Growth Delivered, Retail 

LOCATION:   Bracknell, Berkshire, UK 

 

ABOUT IRI 

IRI is a leading provider of big data, predictive analytics and forward-looking insights that help 

FMCG, healthcare, retailers and media companies to grow their businesses. With the largest 

collection of purchase, media, social, causal and loyalty data, all integrated on an on-demand 

cloud-based technology platform, IRI guides its clients around the world in their quests to remain 

relevant, capture market share, connect with consumers and deliver market leading growth. 

Our UK Head Office is based in Arlington Square, Bracknell. This is just a  

short drive from the M4 and a 10-15 minute walk from Bracknell Train Station. 

 

SALES MANAGER  

Overview of the role: 

Within the IRI organisation, we have been delivering collaborative portals across multiple 

manufacturer organisations for over a decade, primarily within the US business with major 

retailers.  These solutions are proven to drive sales growth for both manufacturer and retailer and 

once embedded into an organisation become the standard way of working to achieve growth 

through collaboration and effective joint business planning. 

In the UK we have the opportunity to deliver portals for several major retailers across the diverse 

and varied UK supplier base.  With aggressive targets to get these solutions embedded across new 

and existing IRI manufacturer clients, we need a dedicated sales team to lead the way. 

This sales role will be critical in IRI meeting its 2017 targets and will be part of a wider sales team 

who will deliver significant growth and ensure that the UK business demonstrates excellent 

execution of a fantastic sales opportunity. 

Each sales person will be given a target client list and will be responsible for achieving monthly 

targets using a value based sales approach.  To be successful the candidate will need to be 

resilient, resourceful and able to learn fast in order to ensure the highest possible opportunity to 

sale conversion rate. 

 

Main role responsibilities:  

 As part of the Collaborative Portals sales team achieve an individual target through developing 

leads across a given target list. 
 Apply a value based sales approach to maximise opportunity conversion rate 
 Maintenance of accurate tracking of opportunity pipeline 



 Ability to present and demonstrate the solution to client contacts within formal and informal 

scenarios 
 Work collaboratively with the wider sales team and team leader to ensure that feedback from 

the sales process is acting upon and built into future client engagement 

 Develop good working knowledge of the wider IRI business in order to identify wider 
opportunities across the prospect list  

 Up to date understanding of the retailer(s) business to support the value based sales process 
 Ability to work independently throughout the sales process 

 
 

Skills and Experience required:  

Collaboration and Teamwork 

 Working collaboratively across the business leveraging existing skills, developing new insights 

whilst addressing conflict to ensure a win-win outcome.  

 Brings people together from different IRI departments unifying them around a common 

purpose 
 Understand team dynamics; builds constructive and effective relationships with one’s peers 
 Exercise diplomacy in difficult interpersonal situations and in public forums 
 Facilitate consensus among multiple stakeholders with opposing viewpoints on critical issues 

 

Interpersonal skills and Communication 

 Effectively use body language to enhance verbal communication skills. 
 Demonstrate belief in own message and build rapport with audience. 
 Present a compelling and convincing case, using interpersonal skills to promote confidence. 
 Negotiates skillfully being adept at understanding different perspectives people have and how 

these affect the way things get done 
 Projecting a credible image with polish and poise, handling questions well in adversarial 

conditions.  
 Has the courage of his/her convictions. Is willing to be fully accountable for any decisions 

made 

 

Drive for Results 

 Utilize the skills or expertise of others to achieve greater results. 

 Effectively identify, confront and overcome problems to achieve success even in complex and 
changing circumstances. 

 Satisfy the interests of multiple stakeholders. 
 Overcomes obstacles and barriers to success with a relentless desire to make things happen.  

 

Customer Focus 

 Always aim to exceed customers’ expectations and anticipates customers’ needs. 

 Provide strategic value to customers, such that one is invited to contribute to their strategic 
planning processes. 

 Provide solutions that have an impact on the customer’s business and / or processes. 

 Stays in tune with customer trends and customer demands which will impact upon the 
business.  

 Aware of competitor activity and constantly looking for ways to keep IRI ahead in meeting the 

needs of our customers.  
 Investigating and analyzing external environmental factors to predict customer future needs 

and initiating actions to meet these 
 Creates a customer culture where IRI people look at their roles through the eyes of their 

customers and understand what they must do to add value.  
 



Decision making and Judgement 

 Regularly makes sound decisions based on a commercial basis.  
 Displays a detailed knowledge of the separate divisions within IRI and has a good 

understanding of how any decisions that are made might impact commercially 

 Involves people in issues that might affect them commercially.  
 

Creativity and Solutions Generation 

 Identify the long-term, future needs and opportunities for the business 
 Uses ‘entrepreneurial spirit’ to draw workable and adaptable elements from innovative or 

ambiguous ideas 

 Taking decisive decisions in the most complex of situations where there are few precedents 
available 

 

Planning and Organisation 

 Can manage his / her time effectively 
 Ensure that an engagement and strategy plan is in place for all prospective clients.  
 Displays a pragmatic approach when faced with challenges, analyzing information before 

making recommendations for action 
 Feed into wider business plans for development opportunities. 

 

Business and Commercial Acumen 

 Highly focused on revenue activity and sustaining commercial advantage.  
 Brings together project and market knowledge to achieve best value for clients.  
 Stays abreast of and anticipates important competitor activities and trends that could 

potentially impact the business 
 Provides strategic value to customers so that IRI becomes an indispensable business partner.  
 Understands the impact of commercial decisions on different stakeholders. 
 Educated to degree level or equivalent 

 Proven extensive experience in B2B Sales and/or FMCG Commercial Account Management. 
 Business awareness – internal and client organisations 

 Experience in managing cross-functional bid-teams 
 A broad exposure to Sales and Marketing teams 
 Proven commercial acumen 
 Ability to demonstrate examples of leading successful sales activities from lead generation to 

closure. 

 
 

WHAT WORKING FOR IRI CAN DO FOR YOU 

 

 Long-term career development in a market-leading organisation. 
 Competitive salary and impressive benefit package to match. 
 The opportunity to work with exciting, big-name clients. 
 Working in an international company with opportunities across all UK departments and 

globally. 
 Bespoke training to suit your individual needs and development. 

 Friendly working environment with regular social events planned by our internal social 
committee through-out the year. 

 
 

 


