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	Role title:
	Business Development Manager (South Africa) 
	Responsible to:
	Head of International

	Division:
	Commercial International
	Department:
	Business Development - International

	Direct Reports and Level:
	Circa 4 direct reports 

	Scope:
	South Africa and Namibia

	
	
	Scale:
	Direct reports


	
	
	Regulated Function(s) Held:
	No

	Evaluation Level
	Implement 1
	Role Family
	Member Sales, Service and Advisory



	Overall Role Purpose

	The purpose of the role is to deliver the South African commercial plan through effective execution of agreed strategy, with accountability for income, retention and member growth across defined segments and channels. The role translates strategic direction into market delivery, working in close collaboration with the Head of International and leading the BDE team to drive performance, partner engagement and operational alignment to ensure commercial activity converts into realised income.



	Accountabilities (RACI)
	Measures of Success/KPI’s

	Operational Leadership 
· Provide leadership to the South African Business Development function, ensuring delivery of the agreed commercial strategy, achievement of performance targets, and reinforcement of a high-performance, commercially focused culture.
· Translate strategic direction into clear, executable plans across defined segments and channels, ensuring alignment with international priorities and local market dynamics.
· Lead the delivery of segment and channel performance, ensuring that activity, pipeline and conversion are effectively managed to achieve income, growth and retention targets.
· Drive a strong cross-functional working environment with Operations, Underwriting, Member Services and Marketing to ensure effective delivery of commercial outcomes.
· Support execution of business development initiatives within the South African market, ensuring delivery to time, cost and quality with clear linkage to commercial outcomes.
	· Corporate Strategic Priorities vs Plan
· South Africa Commercial Plan delivery vs Plan
· Delivery of segment and channel plans vs Plan
· Delivery of business development initiatives to time, cost and quality
· South Africa engagement index vs Plan
· South Africa leadership index vs Plan
· Business Development and Engagement engagement index vs Plan
· Business Development and Engagement leadership index vs Plan
· Delivery of people plans vs Plan

	Financial
· Deliver income, retention and member growth targets in line with the agreed South African plan, ensuring disciplined execution across segments and channels.
· Support the Head of International in the development and delivery of the South African financial plan, ensuring that commercial assumptions, risks and opportunities are clearly understood and actioned.
· Drive effective management of cost of sales through optimisation of channel mix, resource allocation and partner performance.
· Identify and proactively manage financial risks and variances to plan, implementing corrective actions to maintain delivery of commercial targets.
· Ensure accurate tracking and reporting of financial performance, highlighting key drivers and variances.

	· South Africa Income vs Plan (in-month and YTD)
· South Africa Income vs Plan (ex-FX)
· South Africa Member numbers vs Plan
· South Africa Retention vs Plan
· South Africa New Business vs Plan
· South Africa Cost of Sales vs Plan
· South Africa Return on education vs Plan
· Financial variance attribution (new business, retention, MTAs, cancellations, write-offs)
· Accuracy and timeliness of reporting

	Member
· Provide structured market and member insight to support execution of the South African commercial plan, ensuring that local dynamics and member needs are reflected in delivery.
· Maintain a strong focus on member experience and outcomes, ensuring consistency of service and engagement across all channels and touchpoints.
· Monitor member feedback, satisfaction and retention trends, identifying areas for improvement and driving actions to enhance member value.
· Support the delivery of relevant and competitive member propositions in collaboration with central teams, ensuring alignment to market expectations.
· Maintain awareness of competitor activity and member behaviour, ensuring timely response to emerging risks and opportunities.

	· Net Promoter Score (NPS) vs Plan
· Member Experience / Satisfaction Scores vs Plan
· Member Feedback trends and resolution
· Retention performance vs Plan (supporting metric)
· Conversion / retention targets vs Plan
· Evidence of member insight informing commercial activity

	People
· Provide leadership to the Business Development Executive team, ensuring clarity of accountabilities, delivery against targets and alignment to commercial priorities.
· Lead performance management across the team, setting clear activity, pipeline and conversion expectations and holding individuals accountable for delivery.
· Build capability within the team through coaching, development and ongoing support, improving overall commercial effectiveness and consistency.
· Foster a high-performance, commercially focused culture that reinforces accountability, ownership and delivery.
· Contribute to broader talent and succession planning within the Business Development function, supporting long-term capability development.

	· Business Development and Engagement engagement index vs Plan
· Business Development and Engagement leadership index vs Plan
· Delivery of people plans vs Plan
· Team performance vs income, retention and activity targets
· Strong talent and succession plans in place
· HR metrics – attrition, absence

	Risk
· Identify and escalate commercial, operational and conduct risks within the South African market, ensuring timely mitigation and resolution.
· Ensure adherence to all relevant governance, regulatory requirements and internal policies, maintaining appropriate oversight of business activities.
· Support the maintenance of effective controls and processes to manage risk within appetite, particularly in relation to member outcomes and financial exposure.
· Maintain awareness of potential reputational risks arising from commercial activity, partner engagement or service delivery.
· Contribute to risk reporting and governance processes, ensuring transparency and accountability across the function.

	· Risk & Control Self-Assessments (RCSA) completion and quality
· Audit actions delivered to plan
· Compliance with governance and regulatory requirements
· Conduct risk indicators / member outcome measures
· Timely identification and escalation of risks



	Responsibilities (RACI)

	· Execute South Africa commercial strategy in alignment with the Head of International, ensuring clear translation of priorities into actionable plans.
· Lead and manage the BDE team to deliver against defined income, retention and growth targets, ensuring disciplined execution and performance management.
· Manage key partner and scheme relationships, ensuring alignment to commercial objectives and delivery of measurable outcomes.
· Drive execution of group and institutional opportunities within agreed parameters, supporting scalable growth across segments.
· Ensure an effective channel-to-market mix (direct and partner), optimising conversion, efficiency and cost of sales.
· Work cross-functionally with Operations, Underwriting, Member Services and Marketing to resolve operational blockers impacting income and retention.
· Maintain awareness of competitor activity, pricing dynamics and market trends, ensuring timely response to risks and opportunities.
· Provide clear, data-led performance insight and reporting, with focus on key drivers of income, retention and operational leakage.
· Undertake additional duties aligned to the level and scope of the role as required.



	Key Governance Responsibilities

	· Business development monthly sales meeting 
· Participation in relevant commercial and performance forums






	Leadership Framework Competencies
	Level

	Fresh Thinking
	Leading Others 

	Building Capability in Self and Others
	Leading Others

	Influencing Others
	Leading others

	Collaborating for Results
	Leading others

	Leading Self and Others
	Leading others

	Commercial and Risk Thinking 
	Leading others


	
	Knowledge and Qualifications
	Skills
	Experience

	Essential
	
Educated to a degree standard or relevant experience 
	 


	· Strong stakeholder management and influencing capability across internal and external environments
· Ability to interpret commercial data and translate insight into actionable outcomes
· Strong execution capability with ability to manage multiple priorities in a dynamic environment
· High level of commercial acumen with focus on income, retention and cost management
· Strong interpersonal and communication skills with ability to build effective working relationships
	· Proven commercial experience within financial services, insurance or healthcare environments
· Experience managing sales or business development teams with accountability for performance
· Track record of delivering income growth, retention and commercial targets
· Experience operating in a multi-stakeholder, cross-functional environment

	Desirable
	Knowledge of South African healthcare markets 
	
	· Experience within South African medical indemnity or healthcare markets
· Understanding of scheme / affinity / association-based distribution models
· Experience in group or institutional deal execution
· Experience operating within a regulated financial services environment
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