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		ROLE PROFILE 

	Job title
	Marketing & Sales Executive
	Date
	March 2026

	Business
	Ginsters

	Department
	Marketing / Commercial

	Location
	Royal William Yard, Plymouth

	ROLE SUMMARY 

	You will play a vital role within the Ginsters Commercial team, supporting the Brand Team and Sales Team with the delivery of the Ginsters brand growth strategy. You will report into the Senior Brand Manager in the Ginsters Brand Team and will be working across the total portfolio, and will work closely with the Customer Team, Shopper & Trade Marketing Manager and Social Media Manager, and specifically leading the marketing plans for our online customers. You will be involved in a huge breadth of marketing and sales activity, supporting with the activation of in store execution, internal and external communications, shopper marketing and social media, Trade Shows and analysis and reporting, as well as leading projects where appropriate and with support of the cross functional teams.

	REPORTING STRUCTURE

	Reports to
	Senior Brand Manager

	Deputy
	N/A

	Direct & indirect reports
	None

	Key internal stakeholders
	Brand Team, Sales / Commercial Team, Category Team, Finance Team, Leadership Team

	Key external stakeholders
	Online & other Customers, Field Sales Team, Charity Partners, Third Party Suppliers

	KEY ACCOUNTABILITIES  AND RESPONSIBILITIES 

	Your role will involve a breadth of projects and activities across the marketing mix and Trade and Commercial activity, supporting the Brand Team and broader Commercial Team with the delivery of Ginsters growth plans. You will be exposed to data analysis, setting strategy, creating compelling consumer and customer plans and activations to name a few areas of focus. You will be given coaching and support to fulfil your role, allowing you to build your marketing capabilities whilst delivering a meaningful contribution to the growth of the brand. We will work together to develop your skills and enable you to fully deliver in this role and support your ongoing career development within a Marketing or Commercial pathway.

Areas of responsibility are as follows

· Data Analysis:
· Ownership of monthly competitor tracking. Use Nielsen and Kantar data to analyse & report on competitor performance and activity to identify challenges and opportunities. Lead adhoc competitor product sample panels
· Ownership of regular online review monthly reporting and tracking – identifying trends in consumer feedback or recommending opportunities to enhance or optimise review ratings and visibility within the online channel
· Support the Social Media Manager with monthly social reporting to mine data and insight using the social reporting tools to determine success of specific activity, as well as ongoing channel performance
· Support the Shopper and Trade Marketing Manager with monthly reporting of instore marketing campaigns and adhoc evaluations and reporting to identify opportunities and learnings

· Product Management:
· Support with annual and long-term planning for the Ginsters portfolio, identify opportunities and threats to be addressed to drive growth
· Work to support the Brand Managers with key projects across the portfolio for Ginsters in order to drive growth
· Lead the coordination of all sample requests across the brand and commercial teams for customer meetings, marketing activity, innovation days and adhoc requests
· Lead regular product award entries to hero product quality & taste across the Ginsters portfolio, writing submissions and sending product samples, liaising with the Brand Managers 

· Activation Plans:
· Support the Shopper & Trade Marketing Manager to manage the creation of campaign assets during key campaign periods, and take the lead in the delivery of Shopper & Trade Marketing assets for our Food To Go and Independent customers
· Support the Social Media Manager with the creation of organic social media assets, including involvement with shoots, liaising with agencies and compiling samples and giveaways for influencers and consumers (including supporting with the delivery of our very own ‘Pastry Club’)
· Support the Brand Team to deliver BTL activity such as social and PR activation programs as planned. Liaising with agency partners, organising samples, arranging meetings, providing feedback as required and leading aspects of the activation as agreed during planning stage
· Support the brand team in activity wash up sessions. Mining insights and collating learnings.

· Brand Sell Ins & Trade Events:
· Lead the delivery of sell in materials and theatre for twice yearly brand sell meetings. Including samples and buyers’ boxes for new listings and Innovation and other adhoc merchandise requests during the year
· Lead the delivery of Trade Shows and Trade events, working closely with the Shopper and Trade Marketing Manager and Customer Team to plan and run events, including booking, trade stand design and coordination of logistics and samples, as well as attending key events to represent Ginsters

· Website & E-Commerce:
· Working closely with the Customer and Commercial Team, act as the brand lead for our Online customers and own the creation of relevant e-commerce assets and marketing activity, using platforms such as Citrus, and driving best practice activation through SEO and other tools
· Lead the creation and optimisation of new BrandBank image assets and copy for the brand for use in e-commerce, ensuring they are up to date and that the Ginsters brand guidelines are followed and upheld 
· Take the lead on the day-to-day upkeep of the Ginsters branded website, ensuring up to date information and assets are regularly added
· Creation of any bespoke competition or landing pages on the Ginsters branded website, as needed to support campaigns or social media

· Working with external partners and agencies:
· Working closely with the South West Community Team at Samworth Brothers Cornwall, act as the brand lead in the coordination of our community and charity partnership with Plymouth Argyle FC and The Argyle Community Trust, delivering Project 35 PR and social content across the year, and support with ongoing adhoc events and activity
· Working closely with the Customer and Commercial Team as the brand lead supporting in the delivery of activity and reporting with our Field Sales agency, Logobrand, to ensure that the Ginsters brand always shows up on shelf to a high standard

· Customer Care and Quality:
· Lead the day to day management of an external customer care agency team, acting as the point person for queries on consumer complaints and questions into the brand and technical teams, escalating where appropriate
· Share regular brand updates with the Customer Care agency team to ensure up to date brand knowledge on our products and marketing plans
· Lead daily, weekly and monthly reporting of customer complaints and comment data, highlighting opportunities and trends to the brand and technical teams

	QUALIFICATIONS, EXPERIENCE, TECHNICAL SKILLS / KNOWLEDGE

	Ideally you will have…
· A Business or Marketing Degree or similar Marketing Qualification up to Level 2
· A passion for brands and a deep curiosity of people and their motivations
· Basic awareness of core marketing competencies (in particular within Insight & analysis and In Market Activation)
· Some experience or interest in retail and FMCG to understand the dynamics and relationships between brands and retail customers 
· Be a real foodie and a champion of savoury pastry. Someone who keeps an eye on emerging trends in food
· Good organisational skills with an eye for detail and someone who sees things through to completion
· Be an independent self-starter, with strong collaboration skills 
· Be open to learning and getting stuck in!

	CORE COMPETENCIES, ATTRIBUTES & BEHAVIOURS FOR SUCCESS

	Competency
	Descriptors

	Insight & Analysis
	Demonstrates a basic awareness and understanding of consumers and shoppers and understanding of retail channels and customers. Understands the key metrics for our customers and how we assess performance against these
Able to show experience of regularly tracking performance of a brand and identify key performance indicators.

	In Market Activation
	Demonstrates a basic awareness of the 6P levers of the marketing mix and understands the role of the brand team and sales team in engaging with Category and customers to optimise availability and visibility. 

Demonstrates an awareness of the key data sources and tools available for tracking performance and the key levers that drive penetration, consumption, trial and repeat.

	Values People
	Demonstrates the belief that people are our most important asset and central to the success of the organisation. Everybody should be treated with dignity and respect at all times.

	Customer Focus
	Demonstrates the understanding that the satisfaction of our internal and external customers is the foundation of our success

	Collaborative Team Working
	The willingness to act as part of a team and work towards achieving shared objectives through adopting best practice in line with PQP and Federalism.

	Flexibility & Adaptability
	The ability to change and adapt own behaviour or work procedures when there is a change in the work environment, for example as a result of changing customer needs.

	Initiative & taking ownership
	Steps up to take on personal responsibility and accountability for tasks and actions in line with PQP and Federalism.

	Drive for Excellence
	Knows the most effective and efficient processes for getting things done, with a focus on continuous improvement.

	Resource Management
	Effectively manages resources and cost drivers to achieve sustainable productivity and profitability.

	Self-Management
	Uses a combination of feedback and reflection to gain insight into personal strengths and weaknesses, so that own time, priorities and resources can be managed to achieve goals.



1

image1.png
Samworth Brothers

QUALITY FOODS

W My
7 Quatiy

ﬁ is a way \©
I"'-ligf{#i.kl-k




