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 JOB DESCRIPTION 
	Job Information

	System Job Title
	International Account Manager 
	Function
	Commercial 

	Working Job Title
	International Account Manager 
	Sub-Function
	Sales 

	Job Code
	
	Team
	

	Location Job is Performed
	Henley-Upon-Themes and/or London
	Reports To
	Customer Controller 




Role Purpose:
As an International Account Manager at Hain, you will lead and manage a portfolio of international markets through a distributor model, driving growth and profitability across key export territories - likely including Benelux and other strategic Western European markets. Acting as the bridge between Ella’s Kitchen and our international partners, you will inspire and empower distributors to live our brand values, deliver strong commercial results, and execute effective local strategies.
You’ll shape and deliver our international growth ambitions by developing tailored route-to-market plans, managing budgets and product ranges, and ensuring each market is set up for sustainable success. A key part of the role is to build deep market understanding—of customers, shoppers, trends, and challenges - to inform strategic decisions and unlock new opportunities.
You’ll also play a pivotal role in shaping our International Baby Strategy, guiding how we bring Ella’s Baby Brands to more families around the world. 

Essential Duties and Responsibilities:
· Know your customers and the markets they operate in – be identified as the market/distributor expert 
· Manage budgets effectively, keeping customer P+L’s on track, communicating performance accurately, + ultimately achieving commercial targets
· Lead cross functional working groups so projects are prioritised and delivered on time to brief
· Educate Ella’s Kitchen about our markets, their cultures and nuances, making sure we think about them in the right way to get the best results
· Play a pivotal role in the strategies, projects, team identity + morale of the Deals teams
· Present clear commercial recommendations to the business on market opportunities and priorities
· Represent the International team in key internal cross functional forums
· Work with our Safely (Technical) team to produce the required documentation to meet market regulations
· Work with our Clockwork (Operations) team to support strong, consistent and efficient service

With Our Customers:
· Negotiate + agree sales + investment budgets by customer, that deliver against our internal commercial targets, setting us up for sustainable growth
· Build + agree amazing annual commercial plans that motivate our customers, excite our consumers + delivers to maximise market opportunities 
· Work closely with our International customers to live + breathe the Ella’s Kitchen brand + values in their market
· Work closely with our Marketing teams so that your commercial plans are supported with strong and relevant marketing and media activation
· Make sure we’re the brand that challenges customers, but isn’t the painful one to deal with – listen, communicate + respond to challenges in a timely fashion 

People:
· Proactively lead priorities to manage workload effectively, be compassionate and empathetic to balance wellbeing + personal development with the needs of the team
· Lead by example by knowing your stuff – internal goings on, numbers, our distributors and the market 
· Be credible internally, with our customers + with the wider Ella’s team
· Be able to take a step back + look at things differently
· If there’s emotion involved, great, but be able to take it out of situations to make sure we’re making the right decisions 
· Share best practice with your fellow Dealers + wider business 
· Be a vital team member – don’t sit back, get involved + share all the great stuff you know to help us all improve + grow
· Take part in any other Ella’s meetings to engage stakeholders + communicate your plans
· Never be afraid to ask for help or want to learn how to do something differently
· Live our values both internally + externally

Education, Experience, Competencies and Proficiency Requirements:
· Have solid experience gained in a commercial, customer-facing role
· Have prior international FMCG account/market management experience, and export knowledge
· Have a good operational understanding of international logistics and operations
· Have awesome relationship building skills
· Have excellent commercial + numeracy skills
· Have an analytical mindset: be able to assess risks/opportunities, make recommendations + to say no if + when it’s needed
· Be a brilliant communicator + networker
· Be a leader + driver of success in your area
· Be an active thinker, able to make the time to think about what we’re doing 
· Be proactive + autonomous, especially when you’re travelling
· Be able to thrive in an entrepreneurial, fast paced environment
· Challenge and Influence others 
· Ability to “never never give up” + find solutions to challenges
· Be a strong project manager + have the tenacity to see projects through to the end
· Have a great grasp of MS Office (Excel in particular)
· Be passionate for the brand + what Ella’s stands for – improving children’s lives through healthy relationships with food.

Conditions of Role:
· Travel Requirements: In this role, you will need to travel around the world to meet our customers – estimated 10 - 15days p/year
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