
 

 
 

 

 

IRI have been delivering Retailer Collaboration Gateways across multiple FMCG manufacturers for over a decade, 

primarily within the US business with major retailers.  These solutions provide Retailer specific sales performance 

by product, store and often down to the day of the week, and 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 now provide Gateway solutions to 7 major retailers across the diverse and varied UK supplier base.  

With significant growth delivered last year, and further forecast for this year across new and existing IRI 

manufacturer clients, we now need to expand our dedicated Gateways sales team. Focussed on selling the benefits 

of fast, granular and retailer specific data to the suppliers of the Gateway Retailers, this new Sales Manager 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. 

 

 

 As part of the Retailer Collaboration Gateways sales team, achieve an individual sales target through actively 
prospecting, developing and closing opportunities across a given target list of FMCG and Non-Food 

manufacturers. 

 Establish and execute a sales plan for each target account. 

 Monitor status of leads and opportunities to ensure a pipeline of opportunities is maintained. 

 Maintain in-depth knowledge of all solutions for appropriate cross-sell opportunities. 

 Analyse potential opportunities and develop sales strategies for each customer account. 

 Cultivate strong, long-term relationships with key decision-makers within an account. 

 Create appointments with new accounts to propose and present new or value added solutions. 
 Apply a consultative sales approach to maximise opportunity conversion rate 
 Identification, creation and maintenance of accurate tracking of opportunity pipeline 

 Write compelling proposals and deliver impressive presentations to new accounts. 
 Ability to present and demonstrate the solution to client contacts at all levels, from Board to Junior, 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 cross sell opportunities 

across the prospect list  
 Up to date understanding of both the retailer(s) and manufacturers business to support the value based sales 

process 
 Ability to work independently throughout the sales process 

 



    Contact: 
 Email: UK.Careers@iriworldwide.com  
 Website: https://www.iriworldwide.com/en-GB/company/careers  
      LinkedIn: https://www.linkedin.com/company-beta/3069/  
  
    

This is a New Business “Hunter” role, focused on the end to end process of selling technology based 

solutions to FMCG and Non-Food manufacturers.  To be successful in this role, you will need the 

following skills and experience: 

 Experience of working for a blue chip FMCG manufacturer, most likely in a Field Sales / Key Account Manager 
role, or a Category Development / Supply Chain role looking for a move into a commercial sales role 

 Experience of selling software solutions and services business to business 

 Be an organised and proven networker who has excellent time management skills and a knack for recognising 
and winning new business 

 Proven lead generation skills. 
 Adopts a consultative sales approach, engaging with the client to understand needs and requirements, and 

match those with IRI based solutions 
 High level of PC literacy, combined with an ability to conduct live product demonstrations to prospective clients 
 Self-starter, motivated to drive own actions to drive success, with willingness to work with and as part of wider 

team as required  

 Excellent communication skills, both verbal and written, and ability to interact across all levels of a business 
 Demonstrate belief in message and self, to build relationship and trust with prospect 
 Solid negotiation skills, with experience of dealing with Commercial/Sales Directors and Procurement teams 
 Projecting a credible image with polish and poise, handling questions well in potentially adversarial conditions.  
 Driving license is essential as national travel is required 

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, connect with consumers and deliver market leading growth.

As well as the technical skills, experience and attributes that are required for the role, our values sit at the core 

of our organisation. Therefore we always look for people who can continuously champion our values through-out 

the business within their day-to-day role:-  

 Collaboration:  
The ability to work as a wider team and consider the business as a whole in every action 

 Personal Development:  

Pro-actively seek out new ways to develop your skills and become more effective within your role 
 Executional Excellence:  

Superb attention to detail with the ability to plan effectively for the future 
 Client Growth:  

Natural ability to nurture client relationships and deliver sustainable business growth to clients  
 Innovation:  

Consistently seek out new ways to approach every task/situation 
 Creativity:  

Continuously challenge the way we do things and how we can make our offering different to our competitors
 

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.
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 Long-term career development in a market-leading organisation. 
 Competitive salary and impressive benefit package to match. 

 Working in an international company with opportunities across the UK 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. 

 
 
 

 


