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		ROLE PROFILE 

	Job title
	Revenue Growth Management Analyst
	Date
	March 2026

	Business
	Ginsters

	Department
	Sales

	Location
	Ginsters, Royal William Yard

	ROLE SUMMARY 

	
The RGM Analyst plays a key role in supporting profitable, sustainable growth by delivering high‑quality insight and analytics across the core RGM levers: pricing, promotions, mix & assortment, pack/price architecture, and customer terms. 

An integral member of the Ginsters Commercial Team, the RGM Analyst will work closely with Sales, Finance, Marketing, Category and Insight teams, the role turns complex data into clear, actionable recommendations that strengthen commercial decision‑making in a fast‑paced FMCG environment. 

This role also contributes to the development of reporting, tools and processes that embed RGM principles within planning and execution.


	REPORTING STRUCTURE

	Reports to
	Head of Revenue Growth & Planning

	Direct & indirect reports
	None

	Key internal stakeholders
	Sales team, Finance team, Marketing team, Category team and Sales Operations Manager

	Key external stakeholders
	 Research Agency Partners & Data Providers (e.g. Nielsen) 

	KEY ACCOUNTABILITIES AND RESPONSIBILITIES 

	
The principal aspects of the role are:

1. Pricing & Pack Architecture (PPA) 
a. Support pricing and pack architecture analyses using internal and external data sources (e.g. EPOS, Nielsen, Kantar). 
b. Evaluate ARP, £/kg, and VOD metrics to identify pricing opportunities and safeguard margin.

2. Promotional Effectiveness 
a. Conduct pre‑ and post‑event evaluation of promotional plans. 
b. Work with head of RG&P to Identify optimal mechanics, depth, frequency and guardrails to improve ROI. 
c. Maintain and enhance promotional reporting dashboards.

3. Mix & Assortment 
a. Analyse product and channel mix to highlight risks and opportunities across the portfolio. 
b. Track distribution, rate of sale and mix trends, translating insights into recommendations for customer and channel plans. 
c. Support the sales team with implementation of plans or optimal adjustments in year.

4. Customer Terms & Investment 
a. Undertake consistent customer P&L modelling, utilising existing data sources to provide regular performance summaries.
b. Support customer P&L inputs through analysis of investment structures, margin impacts and optimisation scenarios. 
c. Feed RGM insight into joint business planning and customer negotiations. 

5. Reporting, Insight & Tool Development 
a. Own and improve elements of the RGM reporting suite, ensuring data is accurate, timely and actionable. 
b. Support development of dashboards, tools and models to build RGM capability across the commercial team. 

6. Cross‑Functional Collaboration 
a. Work with Sales, Finance, Marketing, Category and Insight teams to embed RGM principles in annual planning and in‑year decision making. 
b. Provide clear, concise insights that help stakeholders understand performance drivers and future opportunities.


	QUALIFICATIONS, EXPERIENCE, TECHNICAL SKILLS / KNOWLEDGE

	
1. Experience
· Proven experience working with large, complex datasets in a commercial, finance, category, insight, or RGM function within an FMCG environment. 
· Practical exposure to retailer dynamics, category performance drivers and the commercial levers that influence revenue and margin. 
· Experience partnering cross‑functionally (e.g. Sales, Finance, Marketing, Supply Chain) to translate analytical outputs into commercial actions. 
· Demonstrated ability to support pricing, promotions, pack architecture or customer investment analysis using industry‑standard data sources (such as Nielsen, Kantar, Dunnhumby or retailer EPOS). 
· Experience contributing to planning cycles, performance tracking or building reporting suites that improve decision‑making quality.

2. Technical and Analytical Skills
· Strong data manipulation skills with the ability to structure, clean and analyse large datasets efficiently. 
· Advanced proficiency in Excel, including complex formulas, pivot tables, scenario modelling and data visualisation. 
· Working knowledge of BI tools such as Power BI, including building dashboards, visualisations and automated reporting. 
· Ability to interpret pricing metrics (e.g., ARP, £/kg, VOD), promotional ROI measures and mix analysis to identify margin, revenue or efficiency opportunities. 
· Comfortable working across multiple data inputs and systems to create accurate, coherent analytical outputs and recommendations. 




3. Personal Capabilities
· Ability to translate complex datasets into clear, concise and commercially relevant narratives for non‑technical stakeholders. 
· Strong problem‑solving mindset with a proactive approach to identifying issues, testing hypotheses and generating solutions. 
· High attention to detail, ensuring accuracy in reporting, modelling and insight outputs. 
· Effective communicator with confidence to challenge assumptions, influence decisions and support stakeholders in understanding performance drivers. 
· Organised, structured and able to manage multiple priorities in a fast‑paced environment with changing commercial demands. 
· Collaborative team player who contributes to building RGM capability and embedding revenue‑focused thinking across the business


	CORE COMPETENCIES, ATTRIBUTES & BEHAVIOURS FOR SUCCESS

	Competency
	Descriptors

	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
	Is passionate about quality, striving to continuously make a positive difference for our customers and our consumers.

	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 our purpose statement and Company values.

	Flexibility & Adaptability
	The ability to change and adapt your 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 personal responsibility and accountability for tasks in line with our purpose statement and our Company values.

	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.

	Technical Expertise
	Has the skills, knowledge and experience required to excel in own area of specialism and the willingness to further grow and develop.

	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.
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ABOUT SAMWORTH OUR OUR WORK OUR OUR
BROTHERS BUSINESSES PRODUCTS FOR US RESPONSIBILITIES NEWS CONTACT

At Samworth Brothers our business is food with our quality
chilled and ambient products enjoyed by millions of people
every day. We are a fourth generation family business
employing over 9,000 people, operating from well-invested
and modern food manufacturing and retail sites across the
UK. Our consumer brands include the No 1 Cornish pasty

favourite, Ginsters, the iconic malt loaf, Soreen, the West

Cornwall Pasty Co. and sports nutrition brand, SCI-MX. Other
brands include the pie specialists Walker & Son and Dickinson

& Morris.

Samworth Brothers

QUALITY FoODS

Our People Our Quality, Work For Us

Our people define us - loyalty and We describe our culture as being We offer a wide variety of employment
dedication contribute to the continuing centred around People, Quality and opportunities across our 18 businesses
success of the company. We also value Profit (PQP). For us, that means using and our staff enjoy good benefits. View
their expertise - read about some of our the best ingredients in modern, well- our job listings to see our latest
specialists from around the Group who invested sites and having great people vacancies.

are experts in their particular field. who are committed to our customers.

Show deskiop.





