
POSTED – December 30, 2019 
           
New York, NY 
 

 
Job Title         Experience Level     Type 

 
Off-Premise Head of Beer Sales       Experience Preferred      Part-Time/Flexible 
 
 
HARLEM BLUE is actively seeking an enterprising, outgoing, self-starter to grow with our company as 
we drive off-premise sales for the upcoming launch of NEW products. This is a part-time position that 
will be measured by brand-led strategy goals with an opportunity to become full-time. 
 
Harlem Blue is an early stage locally brewed premium beer company, producing hand-crafted 
approachable beers that celebrate the grinders, hustlers and dreamers of our city.  To date, we have only 
been available on draft at select bars and restaurants throughout NYC.  As we release our brews in 
sustainable aluminum cans for the first time ever, it will be an exciting opportunity to position the brand 
for maximum availability to meet brand goals. 
 
Job Description 
 
Specifically, we are looking for an individual to provide meaningful collaboration, oversight and 
disciplined execution skills, as we position our off-premise retail rollout in the New York City area. This 
individual will report directly to the company CEO, and work hand-in-hand with our strategy team and 
local distributor.  Harlem Blue will be releasing three style SKUs, approachable in taste and ABV levels.  
This is a travel-focused position in and around the five boroughs. 
 
Here is a sample of what you’ll be doing: 

• Mature a brand-led package release plan that includes target accounts and sales goals 
• Seek and secure new retail opportunities for off-premise distribution 
• Work closely with local distributor manager and distributor partner to achieve goals 
• Leverage brand assets and POS across the off-premise channel to promote the brand and maintain 

proper positioning  
• Be a student of negotiating tactics by leveraging price points and variations within channels 
• Utilize sales database to review account purchase history  
• Track Key Performance Indicators (KPIs) and territory progress 
• Be over-responsive to communications from accounts and internal weekly recaps and follow ups 
• Execute roles and responsibilities within allocated budget 
• Complete all administrative tasks within outlined deadlines 
• Ensure compliance of all alcoholic beverage regulations 

Here’s what a successful candidate should look like: 

• 1-2 years experience in outside sales role 
• Beverage (Beer) experience preferred 
• Ability to combine experience and insight to determine how to best meet brand goals 
• Bachelor’s Degree preferred 
• Must live in New York, NY 

Compensation 

• Compensation is commensurate with experience. 
• Salary structure is base + commission, with equity options available based on performance.  


