Used Truck Sales Manager

Role Purpose

As Used Truck Sales Manager, you will take responsibility for the development and growth of the used truck business across Marshall Truck & Van’s Area of Influence, covering our Fareham, Nursling and Andover operations.
The role is responsible for proactively identifying, developing and converting opportunities for used Mercedes-Benz Trucks, while maximising the commercial opportunities associated with each transaction through finance, repair and maintenance and extended warranty products.
You will be responsible for the complete used truck sales process, from sourcing and acquisition through to pricing, stock management, customer engagement, sale and delivery. You will maintain a strong understanding of market conditions, competitor activity, vehicle values and customer demand to ensure the business remains commercially competitive and maximises return on stock.
The Used Truck Sales Manager will also work closely with the New Truck Sales team to identify opportunities to support new truck transactions, including the competitive acquisition and disposal of customers’ existing vehicles as part of the new vehicle sales process.

Key Responsibilities
Used Truck Sales & Business Development
1. Take ownership of the used truck sales performance across the Marshall Truck & Van Area of Influence.
1. Proactively prospect for new and existing customers and develop relationships with operators across the territory.
1. Identify, qualify and convert used truck sales opportunities.
1. Develop and maintain a strong pipeline, ensuring opportunities are actively managed through to completion.
1. Develop existing relationships and identify opportunities for repeat business and additional vehicle requirements.
1. Achieve agreed annual sales, finance and aftersales targets.
1. Promote and sell associated products including finance, Repair & Maintenance and extended warranty products.
1. Maintain a high level of customer service and ensure a professional handover and aftersales experience.
Used Truck Stock Management
1. Take full responsibility for the management of the used truck stock portfolio.
1. Identify suitable vehicles for acquisition through part-exchange, customer purchases, trade purchases and other sourcing channels.
1. Manage the bidding, buying and acquisition process, ensuring vehicles are purchased at commercially viable values.
1. Accurately assess vehicle condition, specification, marketability and expected resale value when acquiring stock.
1. Establish appropriate pricing strategies based on market conditions, vehicle specification, age, mileage, condition and competitive positioning.
1. Monitor stock ageing and proactively manage vehicles to achieve agreed stock-turn targets.
1. Identify and implement appropriate strategies for aged or slow-moving stock.
1. Work closely with internal departments and external suppliers to ensure vehicles are prepared and presented to the required standard.
1. Ensure used truck stock is accurately represented and professionally marketed across appropriate sales channels.


New Truck Sales Support
1. Work closely with the New Truck Sales team to identify opportunities where the acquisition of a customer's existing vehicle can support and strengthen a new truck sales proposal.
1. Provide competitive and commercially viable valuations for customer vehicles as part of new truck sales transactions.
1. Identify opportunities to purchase vehicles directly from customers where appropriate, creating additional used truck stock while supporting the new truck sales process.
1. Develop a strong working relationship with New Truck Sales Executives to maximise opportunities across both new and used truck operations.
1. Ensure used truck opportunities generated through the new truck sales process are actively managed and converted.
Market Intelligence & Commercial Analysis
1. Maintain a detailed understanding of the used commercial vehicle market and remain ahead of changes in market demand, values and customer preferences.
1. Monitor competitor activity, pricing, stock availability and market trends.
1. Regularly analyse market data to identify opportunities and risks within the used truck portfolio.
1. Use market intelligence to inform acquisition, pricing and stock disposal decisions.
1. Maintain awareness of changing customer requirements, vehicle specifications and emerging market trends.
1. Provide regular market and performance updates to the Head of Sales.
Customer & Account Management
1. Build and maintain strong relationships with truck operators, fleet managers, business owners and other key decision-makers.
1. Develop a structured approach to customer and account management across the Area of Influence.
1. Identify opportunities for additional vehicle sales, finance and aftersales products within existing accounts.
1. Maintain regular contact with key customers and prospects to understand future fleet requirements.
1. Represent Marshall Truck & Van and Mercedes-Benz Trucks professionally at all times.
Person Specification
Essential
1. Proven experience in commercial vehicle, automotive or a related sales environment.
1. Demonstrable track record of achieving sales and financial targets.
1. Strong understanding of used vehicle sales, valuation and stock management.
1. Commercially astute with the ability to assess vehicle values, market demand and profitability.
1. Strong negotiation and influencing skills.
1. Highly proactive approach to prospecting and business development.
1. Excellent customer relationship and account management skills.
1. Strong understanding of finance and associated vehicle products.
1. Ability to analyse market data and translate market intelligence into commercial decisions.
1. Highly organised with the ability to manage multiple opportunities and priorities.
1. Full UK driving licence.
Desirable
1. Previous experience within the HGV or commercial vehicle sector.
1. Existing relationships with truck operators, fleet customers or commercial vehicle dealers.
1. Experience of buying, bidding and remarketing used commercial vehicles.
1. Knowledge of Mercedes-Benz Trucks and the wider Daimler Truck product portfolio.
1. Experience selling Repair & Maintenance and/or extended warranty products.

Personal Attributes
The successful candidate will be:
1. Commercially driven – focused on achieving sales, margin and stock objectives.
1. Proactive – comfortable creating opportunities rather than waiting for enquiries.
1. Entrepreneurial – able to identify opportunities to buy, sell and maximise the return from used stock.
1. Customer focused – capable of building long-term relationships with operators and fleet customers.
1. Analytical – able to use market information, pricing data and performance metrics to make informed decisions.
1. Collaborative – works effectively alongside the New Truck Sales and Aftersales teams.
1. Accountable – takes ownership of the used truck operation and its commercial performance.
The Opportunity
This is a key commercial role within Marshall Truck & Van, with responsibility for developing the used truck proposition across the business and contributing directly to overall sales and profitability.
The successful candidate will have the autonomy to develop their customer base, source and acquire used stock, influence pricing and identify new opportunities, while working closely with the wider Daimler Truck sales operation to maximise both new and used truck sales.
The role offers an opportunity for an ambitious commercial vehicle professional to take ownership of and grow a dedicated used truck business within an established Mercedes-Benz Trucks operation.

