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Position Description:

National Account Manager
Reports to:


Business Manager, National Accounts
National Account Mission

“Providing innovation and inspiration that strengthens all partnerships”

National Account Vision

“To provide the best foodservice experience in New Zealand”

National Account Strategy – key pillars
· Sell more profitably
· Develop our people
· Utilise technology to grow business
· Collaboration/coordination with branches
· Sustainability
Role purpose: The National Account Manager is responsible for leading Bidfood’s strategic relationships with key national customers, positioning Bidfood as their preferred foodservice partner. The role maximises commercial performance by delivering strong account management, engaging regional teams, and driving channel growth initiatives that expand Bidfood’s influence and market penetration. You will act as the central connection between customers, Bidfood branches, suppliers, and internal stakeholders, ensuring exceptional service, commercial value, and long‑term partnership success
Initial scope and ongoing key responsibilities:

Key Focus Areas

· Strategic Account Management – Lead national customer relationships and deliver profitable, sustainable growth.

· Regional Sales Engagement – Support and align regional sales teams to deliver consistent service and growth across the network.

· Channel Development – Shape Bidfood’s position in the market by partnering with suppliers, marketing, and category teams to drive innovation and influence.


Key Responsibilities

1. Strategic Account Management

· Build strong, trust‑based relationships with key national customers and position Bidfood as their preferred supplier.

· Deliver commercial proposals that demonstrate an understanding of customer needs and deliver mutually beneficial outcomes.

· Understand customer business models, market priorities, and growth strategies to develop tailored commercial solutions.
· Maximise category penetration across Foodservice, Fresh, Butchery, Logistics, and other Bidfood divisions.

· Stay ahead of industry trends and use insights to enhance customer service and innovation.

· Ensure national service levels are clearly defined, communicated, and consistently met across all branches.
· Support customers’ procurement practices and minimise non‑standard activity to improve efficiency and profitability.
· Maintain accurate system documentation to ensure commitments are correctly reflected.

· Collaborate with operations, customer service, procurement, and logistics teams to deliver seamless supply and rapid issue resolution.Monitor fulfilment, DIFOT, product availability, and pricing accuracy to maintain service excellence.

· Manage national pricing files, promotional programs, menu roll‑outs, and product transitions.


2. Commercial Performance Management
· Develop and execute medium-to-long term strategic plans that align company goals with customer needs to drive mutual growth.
· Review customer data and market trends to identify category opportunities and competitive threats.

· Analyse sales, pricing, rebate structures, and supply chain efficiencies to identify commercial opportunities.

· Negotiate customer agreements, supplier support, and joint business plans to maximise value.

· Track KPIs and deliver quarterly/annual performance reviews with clear insights and recommendations.
· Partner with Category Managers and suppliers to develop targeted product ranges and secure preferential support.

· Engage industry influencers and partners to strengthen Bidfood’s profile as a market specialist and leader.

· Collaborate with Marketing to develop targeted campaigns, initiatives, and promotions that support channel growth.
3. Regional Alignment of National Account strategy
· Act as the central link between customers, suppliers, and internal stakeholders nationwide.
· Standardisation of Service: Ensure brand consistency and service excellence across all regions so that a national customer receives the same experience at every location.
· Coordinate cross-functional projects such as national tenders, menu changes, product launches, and supply chain efficiencies.
· Performance Monitoring & Reporting: Establish systems to monitor regional sales data and emerging risks, ensuring that site-specific performance aligns with national contract expectations.

· Cross-Functional Briefing: Create templates and guides that outline customer plans, and promotional guidelines for branch sales teams teams to use when interacting with National Account customers
· Complaint Escalation & Resolution: Serve as the final point of escalation for complex regional service issues, working with local operations to resolve complaints before they impact the national relationship.

· Stakeholder Engagement: Conduct regular "trade visits" and regional business reviews to understand local market dynamics and maintain relationships with regional influencers.

· Training & Motivation: Lead and direct "virtual" or direct regional reports, ensuring they are trained on new product launches and motivated to meet account-specific targets
· Build strong relationships with suppliers to create competitive advantage through pricing, innovation, and joint planning.
Essential Skills & Qualifications

· Commercial Acumen: Strong financial literacy with experience in, forecasting, and managing trade budgets.

· Negotiation Excellence: Proven track record in complex B2B contract negotiations, pricing management, and margin optimisation.

· Industry Expertise: Deep knowledge of the foodservice landscape, wholesale distribution channels, and national chain account structures.

· Strategic Thinking: Ability to translate market insights into actionable long-term growth plans and compelling business cases to balance long‑term value with day‑to‑day operational priorities.

· Proactive, solutions‑focused, and capable of managing multiple complexities.
· Communication & Influence: Exceptional presentation skills and the ability to influence senior-level stakeholders both internally and externally.

· Tech Proficiency: Advanced skills in CRM platforms , Microsoft Excel, and data analysis 
· Strong planning, organisational, and problem‑solving capabilities.


Key Performance Indicators (KPIs)

· Revenue & Volume Growth: Achieving annual sales and top-line growth targets.

· Profitability: Meeting gross margin and net revenue objectives through effective trade spend management.

· Retention & Satisfaction: Maintaining high customer satisfaction and securing contract renewals.

· New Business Wins: Delivering on specific new account acquisition targets within strategic channels. 
· Regional Alignment & Performance: Ensuring regional sales teams effectively execute national strategies, maintain local service levels, and meet site-specific performance metrics for national accounts.
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