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FOODS

About the Role

This is a key position based in the Chicagoland area on our sales team focused on growing
our dairy and value-added products to national chain accounts. This position will focus on
larger foodservice customers with complex needs and customized products. The scope of
products and services include commodity dairy, dairy and non-dairy-based, sauces and
spreads, and other food innovations. Other solutions include risk management services,
packaging solutions, etc. We are moving to becoming a flavor and ingredient company that
is a go-to partner for menu innovation at large chain accounts.

To be successful as the Director of National Accounts you should have good interpersonal
skills and the ability to drive company and customer success. Ultimately, a top-notch
Director of National Accounts should have an in-depth knowledge of the market and
competitors, along with excellent customer service and communication skills.

Key Responsibilities

Customer Relationships: Primary responsibility is defining and executing relationship
building strategies and sales goals for assigned accounts. Deliver customer insights
(strategy, decision-making, and tactics) to the company leadership. Develop deep and
trusting relationships with current and targeted accounts. Prior experience with the
largest national chain accounts is essential to success in this role.

Planning: Collaborate with cross functional team to develop achievable annual growth
plans and sales targets. Deliver on annual growth and strategic plan.

Negotiation: Negotiate sales of products in line with company profitability targets.
New Business Development: Effectively work with company leadership & internal
teams to identify, develop and commercialize new products, accounts and channels that
have a strategic fit within our current and future capabilities.

Communication: Communicate regularly and effectively on account activity to internal
teams.

Key Attributes

Sales experience - proven track record of building relationships, negotiating, and
discovering opportunities with customers.

Identifying where improvements can be made and developing sales plans and strategies
to achieve company goals and objectives.

Requires technical knowledge of food science and functional ingredients utilized in the
food manufacturing process.

Understanding of food manufacturing — products, supply chains, and go-to-market
strategies for food solutions.

Business acumen and problem-solving skills — demonstrated ability to assess complex
situations, make tradeoffs, and deliver complex solutions.

Demonstrated influence, persuasion, communication and interpersonal skills.
Demonstrated relationship development strengths and track record of negotiating and
problem solving in various customer cultures.

Strong integrity and moral principles.
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Qualifications

Minimum 10 years of relevant sales experience to national chain accounts
Significant knowledge of proprietary development and customer product development
processes

Passion for food

Entrepreneurial attitude and drive

Conceptual understanding of Financial/Commercial/Margin Management
Demonstrated communication, leadership, and interpersonal skills

Willing and able to travel up to 70% of the time

Bachelor's degree

MS Office proficiency

Proven sales process training

Must be based in the Chicagoland area

About Rubix Foods

Rubix Foods is a full-service product development house with end- to-end manufacturing
capabilities. We blend culinary creativity, food science, and consumer intelligence to fuel
innovation for the industry’s most exciting, high-momentum brands. From concept to
commercialization, we streamline and accelerate the entire product development journey -
delivering white-glove service, disciplined execution, and consistent results that raise the
bar every time.

Our Vision: To be the food industry’s first call - known for our speed, trusted for our quality,
and chosen for our reliability.

Our Mission: To solve the food industry’s toughest problems - creatively, collaboratively,
and with unrivaled speed and execution.
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