	SECTION 1 – IDENTIFYING INFORMATION

	Job Title
	Customer Manager (COOP)
	Department
	Sales

	Function
	Sales
	Site
	Home Based with ability to travel to all Hain Factory and Office sites across the UK.

	Date
	March 2026
	Approved by (manager)
	Nick Dawson



	SECTION 2 – JOB SUMMARY

	Reporting to the Customer Controller, this Customer Manager role offers an excellent opportunity for a driven and ambitious individual to take full ownership of key customer accounts.
The role is focused on the day-to-day commercial management of assigned customers, delivering against a defined NSV across multiple categories. This includes leading trading activities such as CPI delivery, annual terms negotiations, promotional planning, forecasting, and ensuring a high standard of customer service.
The Customer Manager holds full P&L responsibility for their customer portfolio and is accountable for delivering sustainable, profitable growth across Hain Celestial brands. The role also supports the Customer Controller and Commercial Director in delivering wider channel objectives.
Operating cross-functionally, both internally and externally, the role leads all aspects of the customer relationship at Buyer level, ensuring strong alignment between customer needs and business priorities.
With evolving customer expectations, the role requires a strong focus on executing the fundamentals, defining what good looks like, and developing a deep understanding of customer strategies and requirements. The individual will leverage extensive category insight and work closely with Category, NPD, Marketing, Demand Planning, Commercial Finance, and Supply Chain teams to deliver effective and commercially robust plans.
The successful candidate will bring strong commercial experience, thrive in a fast-paced environment, and demonstrate excellent relationship-building and account management skills, with a particular strength in trading, negotiation, and commercial planning.
The jobholder must operate in full compliance with Competition Law at all times.



	SECTION 3 – KEY ACCOUNTABILITIES
	INDICATIVE
TIME SPLIT

	Manage the assigned customer portfolio with full accountability for delivering agreed commercial targets, including Sales, Profit, Distribution, New Product Development (NPD) launches, and in-store activation.
	40%

	Develop and maintain robust annual customer plans aligned to the overall business strategy, ensuring clear delivery against Joint Business Plan (JBP) objectives. Regularly review and update plans on a quarterly basis to reflect performance, opportunities, and evolving customer priorities.
	5%

	Own sales forecasting, reporting, and performance analysis against Budget and year-on-year metrics, providing clear insights and recommendations to strengthen forecast accuracy and enhance P&L delivery.
	20%

	Develop and deliver a comprehensive promotional and shopper activation program across the customer portfolio, aligned with the Marketing plan and executed within agreed promotional and A&P guidelines to drive sales and brand performance.
	10%

	Work collaboratively across internal functions, both remotely and at Hain factory and office locations, to ensure effective delivery of customer plans and day-to-day operations. Key cross-functional partnerships include:

Category – analysing market and shopper data to build compelling, insight-led customer presentations and support growth opportunities.
NPD and Marketing – aligning on and delivering new product launches, alongside executing brand and shopper activation plans.
Logistics – coordinating continuity of supply and proactively managing any service risks or shortfalls with the customer.
Commercial Finance – managing and approving all customer-related spend, ensuring accurate tracking and timely processing of invoices in line with agreed budgets.
	25%

	


	SECTION 4 – EDUCATION & EXPERIENCE

	Education Level
	Degree level

	Experience (i.e. Relevant experience, Industry Experience, Management level experience, etc)

	FMCG  sales  background (Ideally  Blue  Chip)  with
experience of agreeing & managing JBPs.

Experience working across ideally both branded and Retail Own Label products, ideally within chilled, ambient, or frozen food categories.

	
Key Capabilities and Characteristics (Interpersonal skills, specific competencies, specific skills, etc.)
	Strong communication and presentation skills, with the ability to engage effectively with both internal stakeholders and external customers.

Results-focused, with a clear drive to deliver against commercial objectives and customer targets.

Well-developed selling capability, with experience applying structured approaches such as the Selling with Impact framework to build compelling customer propositions.

Strong commercial acumen and attention to detail, with the ability to manage performance while identifying risks and opportunities.

Effective negotiation skills, with experience utilising structured negotiation frameworks to deliver mutually beneficial outcomes.

Proficient in Excel and PowerPoint, using data and insights to support analysis, planning, and customer engagement.

Proven ability to build and maintain strong, multi-level customer relationships.

Consistently demonstrates behaviours aligned with the company’s Hain Values.





	SECTION 5 – DIMENSIONS & SCOPE

	Budgetary Responsibility
	Direct budget accountability for Sales Value and Volume across the customer portfolio, including management of all associated trade spend and investments through to Delivered Gross Margin at customer level (NSV c.£10-15m).
Responsible for delivering a positive contribution to the company’s Net Sales Value (NSV) and EBITDA targets, while supporting the achievement of broader Balanced Scorecard objectives.

	Other key dimensions
(e.g. sales, products, skus, reports, invoices, etc.)
	Manage through-the-line and below-the-line spend across the customer portfolio, ensuring all investment remains within pre-agreed budget levels and delivers effective commercial returns.

Approve customer invoices in line with agreed budgets and commercial agreements, ensuring accuracy and financial compliance.

Agree and implement promotional activity in line with Finance, Category, and Marketing guidelines, ensuring alignment to wider commercial and brand objectives.

Prepare and deliver weekly and monthly reporting on customer performance, providing clear visibility of results, risks, and opportunities.

Develop a strong understanding of the customer landscape and competitor activity, sharing relevant insights internally to inform decision-making and strengthen commercial plans.

May include line management responsibility, depending on customer scope, with accountability for supporting and developing team members where applicable.



	SECTION 6 – CONDITIONS OF ROLE

	
State any conditions for role

	
Role will require regular travel to multiple Hain Factory and Office sites, and frequent Customer Head Office and Route to Market visits across the UK.

This role may include overnight stays.



	SECTION 7 – POSITION IN ORGANISATION

	Peer Positions
	
PLEASE ENSURE YOU ATTACH CURRENT ORGANISATION CHART

	Reports to: Customer Controller
	

	Works alongside and in collaboration with:
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	Customer Manager, Category Manager, Marketing Manager, Finance Manager, Commercial Strategy
	

	Line management (dependent on Division / Account portfolio): Customer Executive
	




	SECTION 8 – SIGNATORIES

	Job Holder Signature
	
	Manager Signature
	

	Name
	
	Name
	

	Date
	
	Date
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