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	1. Job specifics

	Job Title:
	Business Development Executive

	Reports to:
	Sales Manager

	Location:
	Brewery Wharf Leeds

	Department:
	Sales



	2. About the role

	What you’ll be doing?
	You’ll grow existing customer and partner relationships to deliver against specific, measurable targets across a broad spectrum of products and services.

	Key Responsibilities
	Identify and liaise with key stakeholders/decision makers for existing customers/partners through business development and client referral.
Strong online presence via platforms such as LinkedIn to grow contact network and QA marketing reach.
Effectively facilitate client meetings to discuss relevant solutions in order to maximise sales opportunities
A level of client control in order to make sure client projects are delivered in scope and QA targets are delivered on time.
Prepare quotes and proposals to deliver high quality presentations in line with customer/partner requirements
Input, analyse and interpret all relevant sales management information to strategically prioritise your sales pipeline/cycle in order to consistently achieve and exceed targets
Deliver high levels of customer service that lead to long-term commercial relationships
Develop an in-depth understanding/knowledge of your product offering to ensure accurate positioning within the defined market space
Uncover revenue opportunities through thorough exploration of clients problem/need
A wide lens view of OneQA opportunities and the ability to have initial dialogue across our portfolio.

	KPIs & SLAs
	Generate revenue and/or margin in line with individual/team target
Grow customer base
Grow QA product footprint 

	Key Working Relationships
	Sales, Scheduling, Finance, Bids, SME’s, and Delivery teams


	

	3. About You

	Your Competencies
1: Working Level 
2: Advanced Level
3: Expert Level

	Core
Results Driven – 2
Taking Ownership – 2
Collaboration – 2
Continuous Learning – 2 
Role Specific
Customer Focus – 2 
Influence & Persuasion – 2
Resilience – 2

	Your Experience
	Track record of achieving sales targets 
B2B sales experience 
Working to tight deadlines where high level of accuracy are required
Experience of resolving or offering solutions to queries
Proficient in using IT systems e.g. Client Relationships Management systems

	Your Knowledge
	Understanding of consultative sales techniques
Understanding of procurement processes
Knowledge of how to build initial rapport and establishing relationships with decision makers at a strategic level.
Strong knowledge of the sales cycle from initial contact/prospecting to purchasing service offerings
Full understanding of how to deliver great customer service

	What you’ll bring to QA
	Customer centric with an entrepreneurial attitude
Strong personal values that align with QA’s
Willingness to undertake DBS, BPSS, SC, DV, Disclosure Scotland or similar if required for the role
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