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JOB DESCRIPTION

Job Title: 

Head of Sales & Marketing
Department:

Sales & Marketing
Reporting to:

Chief Operating Officer
Responsible for: 
Commercial Manager 




Fan Engagement & Ticketing Manager
Hours of work:
35 hours per week.  However, the nature of the post will require a high degree of flexibility involving evenings and weekends as dictated by operational requirements of the business.
Duration: 

Permanent 

PURPOSE OF THE JOB:

To lead and develop the commercial function of Irish FA, with responsibility for the generation of commercial revenues, operational delivery of the strategic plan and enhancing the brand image of football in Northern Ireland
MAIN DUTIES AND RESPONSIBILITIES:

1. Communicating effectively ensuring that the optimisation of the new CRM database through consistent data collection to manage existing client engagement and track progress through a target client base. Develop and deliver sales presentations to prospective sponsors to accelerate commercial revenue and proactively attend and participate in external corporate networking events. Manage and communicate effectively with current partners and sponsors to ensure the highest level of service is delivered, negotiating current agreements to maximise commercial revenue.
2. Planning and organising the delivery of the commercial strategy translating high level objectives into operational delivery. Ensure that sales & marketing activities are planned and executed in a professional manner and that there is a culture of accountability and innovative thinking across the team. Deliver and execute the retail & licensing partnership model within the Irish FA ensuring the operational plans for our partners in this space are delivered in full and on time.
3. Create commercial offerings to accelerate new football and non-football revenue streams. Ensure that ticket sales, corporate hospitality and the commercialisation of the stadium is utilised to maximise commercial revenue. Proactively seek non-football related revenue by working with our stadium team and its partners. Deliver a brand marketing campaign in conjunction with the communications team to improve the brand image of the Irish FA. be-spoke solutions for clients and partners that delivers against your key success metrics and use insights and analysis determine the most cost-effective solutions to achieve net profit objectives. Develop contingency plans to mitigate financial risk
4. Working with key stakeholders such as the Director of Communications & Strategy to ensure the optimisation of marketing, PR and media around the profile of the Irish FA, the national team and the promotion of football in Northern Ireland developing a multi-channel strategy. In partnership with the Director of Football Development, ensure the optimisation of potential funding or income generation. Collaborate with Football Development to create and sell programmes within the IFA Foundation and partner with agents or third parties to achieve key success metrics. Contribute to engagement with funding partners including Department for Communities (DfC) & Department of Education (DE) to build strong and mutually beneficial funding opportunities. 
5. Deliver the financial objectives set by the Chief Operating Officer and proactively develop strategic financial plans and scenarios to over-come financial risk. Compile all commercial contracts in full and on time, working with legal to ensure there is no financial risk to the IFA. Ensure that all financial payments are invoiced and paid on time and in full
6. With a strategic mindset, deliver the commercial strategy through operational planning and execution. Develop a departmental revenue forecast for financial submissions. Identify revenue streams to ensure that the Irish FA is maximising its revenue potential, brand impact and effectiveness of spend. Continually review the sales & marketing plans to ensure that are relevant for the marketplace and environment in which we operate.
7. Set measurable and realistic key performance indicators, work standards and expectations for all your team based on the operational plan, regularly communicating progress against this and taking prompt corrective action where appropriate. Provide excellent standards of guidance, assistance, training, support, direction and mentoring to your team. Create and sustain an environment of team spirit and co-operation to ensure that your team operates effectively and that their activities are complimentary and aligned with departmental and company objectives. 
8. Proactively participate in training and development opportunities, staff performance appraisals and reviews as required.
9. Comply with Data Protection Policy about safeguarding sensitive customer information at all times.
10. Perform the job in accordance with the company’s policies and procedures, especially the Equal Opportunities and Harassment Policy and Procedure.
11. Adhere to and actively support always all other company policies, procedures, processes and working practices, including adhering to best practice.
12. Perform any other duties as may reasonably be required from time-to-time. 
This job description is not to be regarded as exclusive or exhaustive. It is intended as an outline indication of the areas of activity and will be amended in the light of the changing needs of the business.  

PERSON SPECIFICATION: 
HEAD OF SALES AND MARKETING
Essential 

a) Third level qualification in a sales or marketing discipline 

b) 3 - 5 years’ experience in middle management / senior management commercial or sales management roles that primarily incorporates business to business sales. 

c) Experience of managing, motivating and leading a team of people 

c) Strategic thinker with experience of developing advertising campaigns or sponsorship plans that deliver against customer strategic objectives 
d) Demonstrable experience in engaging senior stakeholders and presenting and pitching complex business propositions. 

e) Good understanding of Customer Relations Management (CRM), the principles of market segmentation and targeted direct marketing. 

f) Proven ability to drive results, deliver change and build a highly commercial culture in a complex environment. 

g) Strong organisational and time management skills with the ability to work functionally across communications, marketing and PR. 

h) Commercial acumen with the ability to think laterally and seek out new opportunities. 

Desirable

a) Post graduate degree in a Sales & Marketing related discipline 
b) Experience in managing a commercial / sales team that generates substantial total annual revenues (£1m +)

c) A background in corporate advertising or sponsorship sales with a venue, destination or stadium environment.

ADDITIONAL INFORMATION

Shortlisting: Only those applications which clearly demonstrate the requirements set out in the personnel specification will be shortlisted. Please note that the Association reserves the right to implement all or some of the desirable criteria in addition to the essential criteria for shortlisting purposes.

Offer of employment: Please note any offer of employment is subject to the receipt of two satisfactory employment references, proof of eligibility to work in the UK and proof of any required qualifications.

Reserve list: A reserve list of suitable candidates may be maintained for the purpose of any similar vacancies (temporary or permanent) that may arise within twelve months of the completion of the recruitment exercise. 

The Irish Football Association is an equal opportunities employer and welcomes applications form all sections of the community. All appointments will be made on the basis of merit.

Approved: February 2019
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