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Executive Summary

Leviton Manufacturing Inc is the largest privately held provider of wiring devices, lighting control systems and network 
devices. Based in the US, it has more than 7,000 employees and operates in over 80 countries. There are several 
divisions, including Residential, Commercial & Industrial and Lighting.

Leviton Network Solutions supports commercial networks and data centres around the globe with a variety of infra- 
structure products and systems. Leviton systems are engineered to the highest of standards and enable end-to-end 
performance and reliability, keeping people connected.

Leviton Network Solutions EU headquarters are located in Glenrothes, where the business manufactures highly 
innovative copper and fibre optic cabling solutions, including custom pre-terminated options. A second production 
facility, based in Leigh, Greater Manchester, specialises in the manufacture of high-performance cabling for extreme 
environments, supplying to the military, rail, automotive, industrial, and aerospace sectors.

Some recent changes and restructuring within the Finance team have created the opportunity to appoint a Pricing 
and Quotations Manager (PQM), to be based in Glenrothes and report into the Senior Finance Manager. This is a 
highly commercial role within the business, providing a crucial link between Sales and Finance. The purpose of the 
role is for this person to take full responsibility for price levels (products, bids and tenders) that Leviton will quote for 
business across its European operations. In ensuring greater consistency and profitability across the business, this role 
will have a very significant and positive impact on the success of the company.

The PQM’s decisions are to be guided by the knowledge of the Product Managers, local Sales Managers, and the key 
financial targets of the business. The PQM will be expected to develop strong relationships with all internal stake- 
holders, a highly detailed knowledge of Leviton products and price positioning, the specifics of local markets and the 
broader competitive landscape.

We are looking to appoint an extremely bright and highly commercial person into this role. We are open minded 
on the type of background this person might come from, but experience of product pricing in a manufacturing, infra- 
structure or construction environment will be of interest. This is a highly analytical role and therefore the PQM may 
come from a finance background, but this is not a pre-requisite. More important will be the numeracy, commerciality, 
and wider business awareness that this person can bring to the role.

Strong personal presence, enthusiasm and gravitas combined with excellent communication skills, a good sense of 
humour and the ability to work well with others will be good attributes to have. Candidates should ideally already be 
operating at this level and be confident in their ability to become a long term, successful appointment for the business.
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Job Description

A senior level and extremely important role within Leviton Europe.

The Pricing & Quotations Manager (PQM) has full responsibility for the price levels that Leviton will quote for 
business in Europe and will therefore have a major impact on the sales and profitability success of the company.

The PQM's decisions will be guided by –

• Strategic price positioning framework set by Product Managers

• Local market knowledge of Sales Managers

• The key financial targets of the business

But the PQM will be required to develop extensive expert knowledge of the price levels required to win orders and 
maximise profitability.

The PQM will need to develop a highly detailed knowledge of:

• The company’s products, how they are used, the different grades available and the logical price positioning 
structures between them.

• The different competitive nature of the various countries around Europe.

• Our competitors’ products and pricing strategy

The PQM will be required to expertly manage multiple sets of data on a daily basis to:

• Evaluate pricing proposals from sales teams

• Manage a data base of product pricing data upon which to reference in decision making

• Project success/failure feedback to assess and modify positioning decisions when needed

This is a new role being created and part of a business process to change and reduce the influence that sales teams 
have on pricing decisions to ensure greater consistency and improved business profitability. The PQM will therefore 
be required to understand strategic direction and create/manage a change plan. The Manager will fully own the 
process and will be required to manage important meetings with key stakeholders to define actions needed and 
listen to input.

The PQM will require a strong character to influence other senior managers in the business in a way that creates 
collaboration and does not alienate. This will be particularly challenging with Sales teams who will be reluctant to lose 
their current power.

They will have responsibility for the management of one Pricing Analyst and be a key player in the broader finance 
team.



3 For the Appointment of
Pricing & Quotations Manager (PQM)

Key Responsibilities 

• Data Management: Creating and maintaining data in relation to multiple global standard price lists, product costs, 
etc

• Providing Guidance: Communicating effectively and timely with sales teams to ensure they have sufficient latest 
information to support pricing decisions

• Setting Targets: Developing clear product price targets based on history, competition and financial improvement 
perspectives and ensuring logical alignment with Product Management defined floor price levels

• Review Quotations: Provide cover or support to review/approve/reject quotations that fall outside standard 
guidelines, based on current, true costings – developing parameters for decision making escalation as needed

• Cross Functional Co-ordination: Working closely with Sales and Product Management teams to ensure that goals, 
challenges, strategies and responses are managed in a fully collaborative and transparent manner

• Reporting: Delivering reports, including Ad-hoc reporting, that help Sales Teams understand price positioning and 
help drive price improvement and consistency

• Problem Resolution: Engage with all parties regularly to identify problems and process improvement opportunities

• Strategic Reviews: Meet with senior management to review process, pricing trends, strategic change proposals etc

• Compliance – Assist as needed with current and any new compliance requirements

Skills

• Strong numerical and analytical skills

• Highly IT literate and proficient with managing and maintaining large amounts of data

• Process minded with a high focus on logic and structure

• Business minded and able to consider and resolve multiple opposing perspectives

• Strong personal strength of character able to defend positions without alienating others

• Excellent communication skills able to articulate complex messages in a simple manner

• Highly adept at reporting and presenting to both team and executive levels

• Ability to work quickly and multi-task in a demanding environment

• Strength of belief to question and drive change in inefficient operating practices

This role requires an individual who has the ability to create structure and quickly resolve problems in a data rich, fast 
paced environment where the cohesion of multiple functions and stakeholders with differing perspectives and ideas 
need to be harnessed in a positive, responsive and resolving manner.
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How to Apply

For further information or a confidential discussion, please contact Graham Burns on:
 
graham@fwbparkbrown.com
 

Or alternatively, you can contact Graham by phone on 07738 182813.



FWB Park Brown 
T: +44 (0)131 539 7087

www.fwbparkbrown.com


