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	Job Specification 

	Job Title 
	Business Development Manager- Private Services 

	Reports to 
	Private Services Leadership Team

	Direct Reports
	N/A

	Matrix Reports
	N/A

	Location

	London with options for remote working (with primary outreach across the South and Southeast of England)

	Key Stakeholders
	Private Services Leadership Team, Operations Teams, Clinical Leads and wider Spire Healthcare colleagues 

	Role Purpose 
What service does this Role Provide?

How does it support the business?
	The Business Development Manager will play a key role in driving growth by identifying and securing new opportunities and partnerships across our private clinics, with a particular emphasis on promoting our GP and Physiotherapy Services. 
 
The Business Development Manager will support the business by building existing and prospective relationships, and in turn, grow our Private Services revenue targets and our long-term success as a primary healthcare provider (specialising in Physiotherapy and GP services). 

This role is hybrid, with the expectation to support new business opportunities across our private clinic locations, primarily located within London, as required. Travel and overnight stays may be required for effective new business and partnership building.

	Key Responsibilities

Day-to-day tasks

Key activities in their remit

What and who is the incumbent responsible for?

What are the daily/monthly/annual key outcomes?
	· Referral Generation: Proactively generate and drive Primary Care referrals into the service, to include Physiotherapy, GP, health screens, dermatology and mental health, by building and maintaining strong relationships with external stakeholders. 
· Relationship Development: Identify and engage with local businesses, sports clubs, gyms, and community partners to create referral pathways and strategic brand partnerships.
· Professional Networking: Coordinate and attend meetings with HR Managers, Orthopaedic Consultants, GPs, and other medical professionals to promote our services.
· Competitor Analysis: Act as the subject matter expert to understand key competitors and develop a proposition which meets the patient needs. 
· Commercial Strategy: Input into commercial strategy planning for private clinics. 
· Event Coordination: Represent the service at local events and plan local engagement sessions to attract new partnerships and referrals. 
· Performance Tracking: Track performance of growth against targets and provide accurate reporting on an agreed frequency. 
· Other Duties: carry out any other duties that reasonably falls within the scope of this role. 

	Candidate Requirements (Essential and/or desirable skills, experience and qualifications)

	· Previous experience working in a competitive, commercial environment. 
· Demonstrate understanding of data, reporting and analysis. 
· Using a CRM tool / collating stakeholder account. 
· Event management/coordination.
· Experience working towards KPIs/Targets.
· Valid UK driving licence and willingness to travel across London and the South and Southeast of England as required.

	Behaviours and Characteristics (Traits and attributes that supports an individual’s ability to deliver in the role)

	· Strong sales and communication skills with emphasis on partnerships and affiliates. 
· Ability to network confidently with clinical professionals and community stakeholders.
· Highly organised with excellent planning and time management abilities.
· Approachable, reliable and detail orientated. 
· Take personal ownership and responsibility to deliver solutions. 
· Comfortable working independently and managing a regional outreach area.

	Knowledge Required 

	· IT Literate – intermediate level minimum. 
· Knowledgeable of sales techniques such as upselling, cross selling and enhancing product offers.
· Awareness of Project Management Techniques to support competing organisational demands.
· Knowledgeable of business development and market trends in healthcare sector.

	Our Values

	
Clinic Values:
· Caring is our passion 
· Driving clinical excellence,
· Doing the right thing 
· Delivering on our promises 
· Keeping it simple
· Succeeding together

Private Services are proud to be an equal opportunities employer and are fully committed to EDI best practice in all we do.  We have several initiatives in place to achieve this including our Zero Tolerance Policy, Code of Conduct, Freedom to Speak Up Guardians, and more. We believe it is the responsibility of everyone to ensure their actions support this goal with all internal and external stakeholders. 
· Be aware of the impact of your behaviour on others.
· Ensure that others are treated with fairness, dignity, and respect.
· Maintain and develop your knowledge about what EDI is and why it is important.
· Be prepared to challenge bias, discrimination, and prejudice when possible, and raise with your manager, the EDI & Sustainability team, or the Freedom to Speak Up Guardians.
· Encourage and support others to feel confident in speaking up if they have been subjected to or witnessed bias, discrimination, or prejudice.
· Be prepared to speak up for others if you witness bias, discrimination, or prejudice.
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