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Do you love blueberries? 
 

For more than 35 años Fall Creek Farm & Nursery  has cultivated exceptional blueberry plants for 
customers all over the globe. We propagarte, grow, sell, and ship millions of plants every single year. 
Our products are second to none, in part, because we have high standards, superb growing 
conditions, and most importantly, good people. 
 
Our vision: To be the premier provider of select plants and solutions that improve the health of 
humanity. 
 
We have and exciting opportunity for a COMMERCIAL MANAGER  in our nursery located in 
Aznalcazar, Seville. 
 

COMMERCIAL MANAGER 
 
POSITION SUMMARY:   
This position is primarily responsible for the development and successful execution of the company 
sales strategy in core territories.  
 
ORGANIZATIONAL FIT:  
This position reports to the Corporate Director of Sales & Marketing with dotted line relationship with 
General Manager in Europe as well, supervising the sales team and independent contractors for the 
Europe, Middle East and defined African territories. This position collaborates with other managers 
and departments in the Company and has frequent interactions with customers, visitors and guests of 
Fall Creek.  This position is a member of the Fall Creek Global Sales Team and represents the 
company to commercial customers, associations and other industry groups. 
 
ESSENTIAL FUNCTIONS: (Other duties may be assigned) 
 
Strategic Accountabilities: 

1. Responsible for the development and successful execution of the commercial sales 
strategy in territories in line with the overarching corporate strategic sales plan. 

2. Synthesizes key account strategies and needs with the FCFN Corporate DOS and 
corporate marketing manager’s goals.   

3. Collaborates with the Business Development department on new opportunities for 
expanding business in the assigned territories. 

4. Gathers information on competitors, customers, and trends and makes 
recommendations to the General Director and Corporate Director of Sales to take 
advantage of market opportunities. 

5. Plans and implements educational seminars for growers and customers in the 
assigned region as needed. 

6. Represents the region in delivering input and recommendations for new products and 
varieties for the territory and contributes to their commercialization and acceptance in the 
regional marketplaces.  

7. Supports, perpetuates and enhances Fall Creek’s core values and corporate culture 
representing the company at meetings, tradeshows and industry events. 

 
Operative Accountabilities: 
 

8. Coordinates sales activities as measured against plan and is accountable for 
achieving those sales goals. Manages inventory risk and speculation.   

9. Reports to  Corporate Director of Sales (DOS) to deliver the annual sales budget for 
the territory and the monthly sales forecasts for the region. 
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10. Is the ‘gatekeeper’ of the crop forecast and manages the inventory for the territory and 
ultimately is accountable for ensuring markets are properly served.  

11. Manages inventory speculation and obsolescence risk.  Collaborates with the 
Corporate DOS to manage the global inventory obsolescence risk.    

12. Manages key commercial account relationships in the assigned territory. Anticipates 
needs and delivers solutions. Communicates directly with key account leadership and 
Corporate DOS on a regular basis with updates on our global key accounts.   

13. Responsible for providing input and delivering the crop forecast to the production 
planning team and the Corporate DOS. 

14. Prepares expense budgets for the sales territories, operating within the approved 
amounts.   

15. Monitors intellectual property (IP) concerns. Works closely with the IP and Business 
Development departments to develop recommendations on managing infringements 
that may occur.   

16. Collaborates with the marketing team on planning and execution of advertising and 
marketing plans in covered territories. 

17. Coordinates with the technical support team to provide support to customers. 
18. Plans and implements educational seminars for growers and customers as needed. 
19. Responsible for scheduling and managing visits to the nursery from existing and 

prospective customers. 
20. Assures the highest level of confidentiality on sensitive matters concerning the 

customers and the business. 
 
Managerial Accountabilities: 
 

21. Drives understanding of the FCFN mission, vision and long term strategic plan within 
the team. 

22. Leads, trains, and motivates Sales Team and independent contractors. Facilitates 
communication, sharing and collaboration among team members and with customers. 

23. Promote a Preventional Risk culture among Sales Team. 
 

 

REQUIRED EDUCATION, KNOWLEDGE, SKILLS AND TRAINING ☺ MUST HAVES 
 

24. Industry background ( 10+ years) , knows the fresh produce business  in the 
following capacities; marketing & retail sales, distributor sales, channel management,  
ideally nursery sales of starter plants. Experience with market analysis, logistics, 
pricing, budgeting, sales forecasting and program management. 

25. Proven track developing a strategy and executing a sales plan. Competent in 
seeking key information about the business to develop sales plan.  

26. Customer focus: able to build strong relationships with customers using business 
acumen  and demonstrating cultural agility. Have Excellent verbal communication 
skills and interpersonal skills in persuasion, negotiation, conflict resolution and 
teamwork.  

27. Accustomed to manage teams ( build & develop) that makes collaborative decision in 
a humble leadership style but is able to demonstrate Managerial Courage when 
necessary. Promote values  as honesty, humility, passion, and cultural & learning 
agility.  

28.  Language Abilities: 
a. Must be Fluent in English and spanish (both spoken and written). 
b. Multi-lingual with ability to speak and write in other key European languages 

beyond English and Spanish, strong preference for French. 
29. Comfortable travelling internationally 50% of the time. 
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DESIRED QUALIFICATIONS: 
 

30. Master degree in Business Administration, Sales & Marketing, Economics, Law or 
related field.   

31. Technical expertise in soil fertility, water chemistry and irrigation management, plant 
disease mechanisms, crop protection products and their on-farm use, or other basic 
agronomic practices. 

32. Previous experience working with an ERP system, preferably SAP. 
 

 


