Responsibilities and Duties of an AMS Consultant 
(In no particular order)

Sales

1. Answer questions that salesman and customers have about products.

2. Assist salesmen with sales calls to provide good customer understanding of the product they are purchasing.

3. Develop and follow-up on AMS marketing plan. (i.e. Ensure that specific items are being completed like demonstration of AutoTrac to all 8030 Series Tractor owners.

4. Attend dealership sales meetings to give regular updates on status of marketing plans, product changes, order program status and/or customer issues.
5. Work regularly with salesmen to develop target customer lists for each AMS product. 

6. Keep up with ever-changing AMS product line. Be the central point in the business to manage complexity. Make salesmen more efficient by freeing them from having to each keep up with the complexity of the product.

7. Work w/ local NRCS office to understand conservation programs available to customers in AOR.
Promotions

1. Manage all advertising of AMS products including direct mails, TV/Radio/Billboard and in-store signage and displays.

Demonstrations

1. Manage AMS demo inventory and coordinate customer on-farm demonstrations of guidance and documentation products. Follow up with salesmen to ensure targeted customers receive demonstrations.
Clinics/Training

1. Plan, organize, promote, and deliver guidance clinics before and during selling season. 
2. Deliver training on Apex desktop software. Collect revenue for one-on-one training.

3. Manage AMS training credits/attendance for all of dealership. Re-deliver necessary technical training to technicians. Re-deliver sales training to salesmen.

4. Train customers on tools available online at StellarSupport.

Support

1. Deliver all AMS product to customers, and provide initial one-on-one training.

2. Provide technical assistance for machine-down issues like identifying “root cause” of customer issues and identifying failed components.

3. Provide “Follow-up After the Sale” for all AMS components.

4. Develop/Organize a "User's group" for customers to get together, share info and best practices, and a time for the dealer to provide "mass" training to users.
