Sponsorship Sales Executive/ Manager
The Sponsorship and Exhibition Sales Executive will have ownership of a portfolio of at least 15 global conferences including at least 1 Large Scale Event. The events will be a mix of established repeat events as well as new topics in developing markets.
Informa Agra is a specialized conference business with 30+ annual events. Event topics cover a variety of industries within the Food, Commodity, Agriculture and Biofuel Sectors. Many of these topics are complex and highly technical in areas such as bio-packaging,renewable chemicals and food technology.   

Requirements:

· Consultative sales experience in Food, Commodity, Agriculture and Biofuel Sectors
· Proven success in a sales role dealing with senior directors for multi-national corporations such as Cargill, Coca Cola, Shell.
· Use of multi-media to maximize opportunities with potential clients, face to face, telephone, social media etc etc. 

· Experience of developing a global client base, including in Europe, Latin America and Asia
· Account management, with the ability to advise and persuade senior decision-makers and develop client-specific creative marketing solutions. 

· Ability to work on up to 7 different products at any one time.
· Experience at managing marketing, logistics and customer services deliverables.
· On site event management.

· Prior experience in selling conference sponsorship is essential.

· Ability to contribute to the strategic direction of the team, identifying new target markets and new conference topic areas.

Key responsibilities:

· Liaising with the sponsorship manager and conference producers to identify appropriate prospects and target markets.

· New business development – creating high value clients across individual market sectors. It is expected that 40% of business will come from new sponsorship clients.
· Continuously improving your understanding of the needs of potential sponsors and working with them as a "consultant", advising on the best sponsorship opportunities available for them.
· Account Management, continuously improving existing relationships with major clients and establishing new relationships. 
· Cross selling across all events, maximizing client revenue.
· An awareness of competing events and how they compare to what you are offering potential clients.
· Maintain sales database, reporting activities and preparing contracts.
· Preparing proposals and supporting documentation for pitch.

· Attending face to face meetings and networking at events.
· Working to predetermined targets.
· When necessary manage and implement sponsorship deliverables according to the contracts.
To apply for this opportunity please send a CV and covering letter quoting reference ‘Sponsorship Sales’ to IBIrecruitment@informa.com
