
For the last 30+ years our client has found solutions for agri-businesses to be more productive, efficient, and accurate in 
the collection and implementation of data driven marketing programs. They are a full-service, data-centric solutions 
provider for manufacturers, distributors, and retailers of all sizes and are looking for a new National Account Manager. 
Bring your experience selling through the full enterprise sales process within large corporate accounts to this home-
based position. This unique sales opportunity will be responsible for achieving quarterly sales goals, managing key 
accounts, and identifying new business opportunities. 
 

National Account Manager 
Western Canada (Home office) 

 
Reporting to the Vice President – Head of Sales, you will: 

- Establish, manage, and grow a client base of major agriculture product manufacturers by identifying key 
decisions makers and providing solutions that solve business needs specific to the account 

- Develop, maintain, and leverage relationships with customers to ensure long-term success, while achieving 
annual sales and revenue targets working closely with internal teams to ensure clients’ needs are met 

- Liaise with Sales and Product Management departments to set and implement strategies for new products 
- Stay up to date with internal and external developments in the agriculture industry, collect and analyze sales data 

and trends, and develop and present compelling sales presentation to drive client prospecting and sales results 
- Develop and maintain formalized account plans, negotiate all client agreements, and maintain high customer 

satisfaction ratings, according to company standards 
- Effectively utilize Sales Force CRM to capture all customer related information, pursue leads, deal strategy, and 

timing, to enable all aspects of the sales process across the organization  
- Influence customer’s key decision makers to bridge the gap between operational teams and the executives who 

drive strategy by mobilizing new concepts and adapting sales plans to a changing marketplace 
- Prioritize tasks efficiently, collaborate effectively, and leverage data analysis to build strategic plans and provide 

recommendations to the leadership team to drive revenue and bookings  
 

Your background includes: 

- A Bachelor’s Degree, preferably in Agriculture, Animal Health, or related field. An MBA is an asset 
- 10+ years Enterprise sales experience, ideally in Agriculture, with knowledge of performance metrics (close rates, 

loss analysis/post-mortems) and demonstrated experience in negotiating large multi-year deals 
- A complete understanding of the sales process to include pipeline build and coverage, value proposition 

articulation, value-based sales presentations, negotiating and closing, and all associated contracting  
- Operational knowledge of Sales Force CRM and MS Office (Outlook, Excel, Word) 
- A High degree of communication skills (written, verbal and presentation) with a strong attention to detail 
- Ability to lead and motivate team members, and a highly motivated self-starter who can work independently with 

minimal supervision 
- Excellent analytical and organizational skills, Proven active listening skills, Concise and persuasive communication 

skills 
 

This is a work from home opportunity with travel primarily within Alberta, elsewhere in Canada for trade shows and 
meetings, and from time to time to the United States as required. 

 
. 

 
 

To learn more about this position and our client, contact Brook Coatsworth at bmc@litherlandco.com or by phone at 
416-868-4888 Ext. 5 quoting “Territory Sales Manager - 210422” 

 
Litherland & Co. is dedicated to fair and equal opportunities for all applicants. Candidates are selected upon the highest level of equity, diversity, 

and inclusion across the organization and throughout its hiring process. If you are selected for an interview and require accommodations, 
arrangements will be made for your convenience throughout the recruitment 


