
 

JOB TITLE: LCV & Specialist Vehicle 

Centre Manager 

DATE COMPLETED: February 2021 
 

TYPE: Full-time, Permanent – Office 

Based 

LOCATION: Leeds, West Yorkshire 

 

 

DEPARTMENT: Branch  

 

RENUMERATION: Significant package - dependant 

on experience  

 
 

ORGANISATION STRUCTURE 
 

Reporting to the Director/Stakeholders 

 

 
ABOUT G3 VEHICLE AUCTIONS 
 
Established in 2009, G3 Remarketing t/a G3 Vehicle Auctions Limited is one of the UK’s fastest growing vehicle 
remarketing and disposal management specialists. 
 
With a new purpose-built industry leading facility which launched in January 2021, the business continues to reshape 
the expectations of physical and online auctions. The new centre will complement our existing centre, providing two 
professional centres within the West Yorkshire region but serving a national audience.  
 
With the addition of a totally new operational platform and client interfaces launching later this year, G3 will become 
the benchmark for all other independent auction businesses throughout the UK and Europe. 
 
These new services and facilities provide significant foundations to assist the successful candidate in delivering on the 
requirements of the role, which is a key building block for the business. 
 

OVERVIEW 
 
Reporting directly to the Board, the successful candidate will be responsible for overseeing the daily business 
operations of our recently launched LCV & Specialist Vehicle Centre, located near Leeds, West Yorkshire. 
 
The centre will host weekly sales including WAV (wheelchair accessible vehicles), LCV (Light Commercial Vehicles), 
Motorbikes, Non-running and ad-hoc plant and machinery. Having already recruited a specialist WAV Account 
Manager, the ideal candidate must have a current working knowledge of one of the remaining sectors, ideally LCV. 
 



 

Working with the support of the stakeholders, but with the objective of building a new team from industry experts, 
the candidate will create and deliver strategic financial growth with existing and new partners to ultimately deliver 
maximum volume throughput whilst maintaining service levels. 
 
A significant element of the business’s future succession planning objective, you will be expected to leveraging 
existing relationships with senior automotive decision makers, evaluate their needs and fulfil requirements whilst 
ensuring overall profitability targets are achieved. A gauge of your success will be in terms of volume, financial returns 
and overall customer engagement. 
  
You will need to possess and demonstrate an outstanding current track record within the LCV/motorbike remarketing 
sector. Commercially aware and financially astute, your experience of recruiting and managing a broad spectrum of 
automotive clients is essential, together with the proven ability to support the external sales team in delivering 
optimal operational and customer focused business relationships that deliver outstanding commercial results.  
 
Possessing drive, leadership, and enthusiasm, combined with exceptional gravitas your skill set will also include a 
strong, clear communication style, excellent motivational techniques and a collaborative approach to delivering 
against challenging targets and business objectives.  
 
A highly organised individual who can quickly evaluate business needs and commit personal resource when required 
without being distracted from the central commercial, operational and business goals. 
 
Delivering financial overviews to the Board, clients and the wider team is essential along with focusing on set 
milestones to help support all departments within the business. 
 
Ultimately responsible for ensuring the new centre delivers its unit and profitability targets over the short, medium 
and long term to enable further investment and growth.  

Daily/Weekly/Monthly Tasks (including but not limited to): 

MAIN RESPONSIBILITIES  
 

▪ Manage all elements of the LCV & Specialist Vehicle Centre including stock generation (supported by 
external sales), day to day operations, suppliers and sales. 

▪ Contribute to the preparation of the annual budget projecting unit sales, gross profits, expenses, and 
operating profits for the branch. 

▪ Provide solutions to issues e.g. loss of business, employee conflict, decline in income/profitability. 
▪ Work closely with the external and internal sales departments to establish monthly & annual objectives 

for unit sales, PPU targets and KPI’s and to understand client requirements. 
▪ Collaborative approach to new-client on-boarding ensuring that the service deliverable requirements are 

successfully delivered alongside sales department input.  
▪ Maintaining relationships with 3rd party partners, monitoring KPI’s and service levels which may include 

some commercial negotiations, ratified by the Board. 
▪ Chair weekly team update meetings ensuring goals, challenges, objectives, and deliverables are shared 

with the wider team.  
▪ Ensuing objectives are reported, agreed and delivered against 
▪ Attend monthly board meetings to provide branch updates including monthly variances/forecasts, SLA 

deliverables/failures, market trends and highlight any challenges or opportunities.  
▪ Monitor market conditions, buyer and vendor current and past sales tracking. 
▪ Keep abreast of customer complaints to ensure high level of customer satisfaction is delivered by the 

relevant departments (supported by Head Office Compliance Officer & Buyer Services Manager) 
▪ Staff 1-2-1’s, development and retention program including ongoing staff training and monthly staff 

update meetings. Monitoring department head 1-2-1 progress and outcomes 
▪ General facilities management – ensuring the operational premises is represented correctly regardless of 

the pressures of resources. 



 

▪ Maintain a professional appearance both internally and externally. 
▪ Identify new opportunities and increase business from our existing client portfolio. 
▪ Establish and implement procedures ensuring best practices throughout the business for the collection, 

valet, refurbishment, inspection and auction of motor vehicles. 
▪ Monitor departmental and Client KPI’s and SLA’s 
▪ To be responsible for the personal development and multi-skilling of the team including motivational 

aspects and job satisfaction 
▪ Autonomy to create a new team to ensure the businesses entry into this market is a success. 

 
PRINCIPAL CHALLENGES/DIFFICULTIES 
 

▪ Working within an extremely competitive marketplace 
▪ Working for an independent business which competes against multinational entities with much larger 

budgets. 
▪ Balancing profitable vendor and buyer recruitment 
▪ Yorkshire-based geographical location supported by 30 satellite delivery locations throughout the UK, but 

appealing to a national audience (both vendor and buyer) 
▪ Working within a fast moving, pressurised environment where objectives can change depending on client 

demands and business needs. 

 

EXPERIENCE & SKILLS 

▪ Minimum of 5 years’ experience working in a busy auction environment within the specific sectors at senior 
management level. 

▪ Minimum of 3 years’ experience of budget management and cost controls 
▪ Auctioneering and vehicle valuation experience (preferred but not essential) 
▪ Confident, quick thinking whilst maintaining a calm persona. 
▪ Ability to communicate effectively at all levels. 
▪ Ability to train, manage and motivate a team whilst not getting submerged in one element and losing sight of 

the bigger picture. 

PERSONAL ATTRIBUTES 

▪ Must have a professional demeanour and an ability to communicate effectively at director level. 
▪ Excellent telephone manner equally confident face to face 
▪ Good networker, strong influencing skills 
▪ Strong organisational skills with the ability to lead and organise a team. 
▪ A passion for quality and excellence 
▪ Hunger for success 
▪ Eye for detail, methodical thinker 

 

OTHER REQUIREMENTS / QUALIFICATIONS / TRAINING 

▪ Ideally educated to a minimum of A-Level standard (or similar) and beyond however practical experience and 
the proven ability to deliver is as important. 

▪ Impeccable references from previous employment 

 



 

 
CAREER PATH 
 
On leaving this position, a job that would be considered a promotion is:  
 
General Manager/Specialist Auction Director/Operations Director 

 
POSITION & RENUMERATION 
 
The successful candidate will receive: 
 
Basic salary will be based on experience. 
PRP 
Car Allowance 
Mobile 
Laptop 
Pension Scheme & Life Assurance 
4 Weeks Holiday plus Bank Holidays 
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