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	Job Title
	NHS Services Director (Regional)

	Reports To
	Director of NHS Services

	Scope
	UK 

	Department
	NHS Services 

	Job Family
	Sales & Marketing

	Grade
	B2 / Aon 7 / CAM020  S4-14

	Behavioural 
Competency Level
	3


	Our Mission 

	To give patients control of their health through knowledge, choice, convenience, and connection.


	Your Job Family Purpose

	This family is dedicated to revenue generation from both new business and existing accounts. They own and manage all direct sales channels and the bid and marketing activity required to support delivery of targets through those channels.

	Your Role Purpose 

	To exceed the NHS Service Income target by delivering effective market access and mobilisation strategies to increase service penetration, to improve service line profitability and to improve NHS advocacy and engagement (NPS) across a regional footprint. 

	Our Values 
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	Your Key Deliverables 

	· Ownership and delivery of agreed sales metrics, including but not limited to patient volume, SI, yield, delivery cycles, debt, etc and the regional NPS target

· Creation and execution of the annual sales and marketing plans (account plans, education/awareness programs, and tactics; brand plans, digital innovations, marketing programs, and tactics) to meet regional and business unit goals and revenues

· Ensure sales and marketing resources are adequate to ensure optimal competitive advantage on all commercial fronts and to achieve short, mid and long-term P&L targets 

· Build a sales pipeline of NHS opportunities that will ensure targets will be met.

· Keep accurate records on CRM of progress with potential clients as they move through gateways e.g. from contact to proposal to securing/winning business.

· Prepare robust strategic and tactical plans for translating potential leads into business growth, consistent with objectives and targets

· Make effective use of information from direct marketing, networking and telesales channels (where appropriate) to focus time on accounts with the greatest potential for new business

· Create and nurture long term trusted relationships with NHS stakeholders including expansion in trust and ICB clinical and senior management across a defined regional footprint 

· Meet with new and existing customers to launch new service or enhancement of existing services to drive penetration and market share 
· Identify and respond to tender opportunities via Bids and Tenders team.
· Work with financial lead to develop cost models which deliver against company agreed margins.

· Work alongside clinical, finance and operational colleagues in the development and improvement of new and existing services to ensure Sciensus are provisioned to provide agreed services such as confirming adequate clinical staff are available and ensuring IT systems and processes are in place for new clients.
· To negotiate the most advantageous terms and conditions for new business with clients (following agreed approval process) with Legal.
· Research and gather tangible data on specific measures of success such as financial savings and improved patient outcomes, which could be used to break down barriers to success.
· Work in partnership with the NHS Operations Team (NHS Account & Mobilisation Managers) to ensure that all regional activity and communications are effectively deployed

· Chair monthly internal meetings to discuss underperforming regional accounts, create action plans for recovery and oversee service turn around

	Our Regulatory Responsibilities

	· Adhere to (CQC/ GDP/NMC/GPHC / ICO) standards relevant to role 

· Chair / Attend all relevant committees aligned to remit of the role 

· Be aware of all responsibilities relating to Infection Prevention and Control



	Your Skills and Knowledge 

	Education/ Skill/ Abilities: 
· Finance and budgetary management skills, including strong sales forecasting skills. 

· Well-developed leadership and people development skills

· Ability to influence people at all levels internally and externally and to help shape the development & improvement of services 

· Strong communication skills (written, oral, presentational and interpersonal) and a team player that builds strong relationships with others both within and outside the business 

· Able to manage time effectively, multi-task, and prepare sound tactical plans; strong planning & organisational skills 
· Managed a diverse portfolio of clinical and logistical services 

· Previous successful customer account management experience; proven track record of customer relationship management, owning issues and managing through to resolution

· Business management qualification preferred

	Your Accountability

	Size of the unit
	· Management of £15-20m Service Income budget (Regional)
· Contributing Group EBITDA performance 

	Direct Report units
	· 0 

	Indirect Report units
	· 1 - NHS Account Manager 
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