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Group Business Development Executive   
Full job description

About the role
The Business Development Executive plays a central role in driving Group growth by identifying and
engaging prospective clients, creating qualified opportunities and securing meeting activity that
enables strong conversion. This role builds early-stage relationships, showcases our value across
health, complex care and justice markets and ensures a consistent pipeline that supports 
sustainable revenue delivery. The postholder represents the Group with confidence and purpose, 
raising awareness of our impact and opening doors that enable long term partnerships. while 
demonstrating empathy, emotional intelligence and an authentic, values -led approach to 
engagement.

The role also requires early understanding of social-care commissioning pathways, brokerage 
processes and placement requirements to ensure conversations are accurate, ethical and aligned 
to real service capability.

Key Responsibilities:
• Onboarding & Development (First 12 Months.)
•  Participate in a structured rotation across Prometheus, Complex Care Services and other Group 

service lines.
• Complete commercial, market and systems training during the first six months, including formal 

competency checkpoints.
• Demonstrate applied understanding of each business area through call-quality assessments, 

scenario -based evaluations and knowledge reviews.
• Gain foundational understanding of regulated environments, safeguarding responsibilities and 

the commissioning/placement landscape.

Sales Outreach and Lead Generation
• Deliver structured and high quality outreach across calls, email and social channels.
• Meet and exceed daily and weekly activity and engagement expectations.
• Create qualified meetings for Business Development Managers and senior colleagues.
• Position Group value compellingly to secure interest and meaningful first conversations.
• Apply emotional intelligence and authenticity to build rapport quickly in conversations with 

commissioners and placement makers.
• Respond to placement and referral enquiries promptly, understanding urgency and context 

within the relevant service pathways.
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Pipeline and Opportunity Management
• Maintain a disciplined, accurate and active pipeline in the CRM.
• Track progress against targets and core performance metrics.
• Support follow up from campaigns, events and inbound enquiries.
• Drive opportunity flow across multiple service lines and operating businesses.
• Prepare concise, insight-rich handover notes to enable BDMs to progress opportunities 

efficiently and without duplication.
• Capture relevant information relating to needs, risk, complexity, safeguarding considerations 

and commissioning pressures to inform BDM decision-making.

Client Relationship Development

• Build rapport quickly and communicate with confidence and credibility.
• Use strong questioning to understand needs, priorities and context.
• Capture insight to strengthen preparation for senior commercial colleagues.
• Contribute to nurturing early-stage relationships to support long term growth.
• Tailor discussions to reflect different service lines (e.g., complex care, justice, clinical pathways) 

and commissioner requirements.
• Conduct person-centered, ethical and sensitive communication reflective of the health and 

social care environment.

Collaboration and Team Enablement
• Work closely with Group sales and marketing to align proposition and messaging.
• Share feedback on market themes and conversion drivers.
• Support wider commercial initiatives and contribute to a performance driven and purpose led 

culture.

CRM and Performance Reporting
• Log all outreach, pipeline movement and contact activity same-day with accurate details, stage 

progression and outcomes.
• Maintain CRM as a single and accurate source of truth, capturing activity, contact details, 

pipeline stage and conversion outcome.
• Provide regular updates to sales leadership on performance, pipeline movement and lead 

quality.
• Follow Group sales processes and contribute to ongoing process and system enhancement
• Use data and insight to refine targeting, call quality and message effectiveness.

Group Business Development Executive   
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Success Measures
• Consistent delivery of outreach and contact targets.
• High quality qualified meetings generated for senior sales colleagues.
• Strong call quality, professionalism and feedback from stakeholders.
• Accurate and complete CRM records and pipeline discipline.
• Evident contribution to pipeline strength and revenue growth.
• Demonstrate high-quality discovery conversations, evidenced through insight captured for BDMs 

and strong conversion from initial contact to qualified meeting.

Experience, Skills and Knowledge

Essential
• Experience within telemarketing, telesales, inside sales or client outreach environments.
• Proven ability to achieve contact, engagement and conversion activity targets.
• Strong communication, listening and questioning skills.
• High standards of professionalism and customer service.
• Competence in using CRM and digital communication platforms.
• Ability to manage time effectively, prioritise workload and maintain momentum in a fast paced 

environment. 
Desirable
• Experience working within health, care or justice markets.

Exposure to business to business service based environments with complex decision pathways.

Behaviours and Personal Attributes
• Protects and enhances the Group’s reputation by meeting commercial expectations without 

projecting a hard-sales culture, using authenticity, empathy and insight-led communication to 
build trust.

• Confident in engaging senior stakeholders and decision makers
• Resilient and motivated by achieving target driven outcomes
• Energetic, proactive and growth minded
• Strong attention to detail with a commitment to high quality delivery
• Represent each Group business confidently and consistently, tailoring messaging to reflect 

different service lines and commissioner needs
• Collaborative, supportive and aligned to Group values and purpose

This role represents a significant opportunity to influence the success of the Group commercial 
strategy by shaping first contact engagement, opening new relationships and enabling sustainable 
revenue generation through exceptional sales discipline and client focused behaviour.
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