ROLE PROFILE		[image: ]
	Role title:
	Regional Business Development Lead -
	Responsible to:
	Head of Business Development - International (SA, C&B, Aus, NZ)

	Division:
	Commercial- International
	Department:
	Business Development C &B

	Direct Reports and Level:
	1 direct report in region – BDEs



	Scope:
	C&B

	
	
	Scale:
	Income – £5m with high growth strategy

	
	
	Regulated Function(s) Held:
	TBD

	Evaluation Level
	Guide 2
	Role Family
	Member Sales, Service and Advisory




	
Overall Role Purpose

	The purpose of the role is to lead the overall development of the Regional Strategy and deliver plans to engage, win and retain individual members and corporate business in order to maximise market share, maintain member satisfaction and deliver targeted written income and member numbers within the region. All trading practices must be ethical (conduct risk) and deliver fair treatment and outcomes for members.



	
Accountabilities (RACI)
	
Measures of Success/KPI’s



	Operational Leadership
· Provide regional leadership including supporting regional culture and understanding across business development and engagement.

· Deliver on the overall Regional Commercial Strategy ensuring business performance achieves the desired strategic priorities and local targets.
· Achieve the regional corporate objectives by creating a productive, cross functional working environment with commercial focus and on-going development amongst direct reports and the wider Business Development profession.
· Lead the development and delivery of the Strategy within the region. Focusing on the delivery of the gross written subscription as per the approved budget

· Lead where required on assigned projects affecting the region (and other regions where required) ensuring delivery of projects to time, cost and quality and that can demonstrate a return.

· Build and maintain strong relationships with key stakeholders in the region and MPS to drive growth and brand awareness
	
· Financial sustainability Vs plan
· Financial performance Vs plan
· Corporate Strategic priorities Vs plan
· BD&E engagement index Vs plan
· BD&E leadership index Vs plan
· Council feedback.


	Financial
· Work with the Head of Business Development - International to set the regional financial plan ensuring an efficient and effective regional plan which minimises cost and maximises financial sustainability without compromising the quality of output, achievement of volume and income targets and engagement with internal and external stakeholders.
· Deliver income, retention and member growth targets in line with the agreed plan, ensuring disciplined execution across segments and channels.
· Ensure that all spend is managed within organisation policy reporting on variance to budget to the leadership team.
· Ensure accurate tracking and reporting of financial performance, highlighting key drivers and variances.
	

· Operational budget Vs Plan
· Member numbers Vs plan
· Income Vs plan
· Retention targets delivered Vs plan
· Cost of sales Vs plan
· Return on education Vs plan

	Member
· Provide region specific insight to support the annual commercial planning process, ensuring that the regional member voice and local nuances are articulated to ensure prioritised activity plans that balance market challenges with commercial imperatives.

· Proactive competitor monitoring and awareness to ensure a strategic and commercial approach to competitor challenges and known / potential risks etc.

· Establish a culture and capability in continuous improvement to drive operational efficiency and great member experiences and outcomes.

· Monitor member feedback, satisfaction and retention trends, identifying areas for improvement and driving actions to enhance member value.
	

· Net promoter score
· B2B/B2G Pipeline conversion Vs plan
· Conversion / retention targets Vs plan
· Member feedback
· Member satisfaction, complaint or Experience Scores
· Retention performance vs Plan (supporting metric)
· Conversion / retention targets vs Plan
· 


	People 	
· Provide strong leadership to direct reports and indirect reports within International when required to ensure the development, competence, performance and engagement focusses on delivering for members, clarity on accountabilities and compliance with governance, policy standards and processes.

· Contribute to building a strong pipeline of diverse talent and succession across the International Division for the benefit of MPS which will mitigate workforce planning risks, embraces diversity and maximises the performance and potential of employees.
	

· Business Development and Engagement index Vs plan
· Business Development and Engagement leadership index Vs plan
· Delivery people plans Vs Plan 
· Strong Talent and Succession Plans


	Risk
· Create an environment where all colleagues recognise the importance of risk identification and management.

· Ensure appropriate business processes and controls are in place to manage within risk appetite; comply with policies and regulatory requirements (as applicable).

	

· Risk & Control Self- Assessments
· Audit Actions



	
Responsibilities (RACI)

	· Partner with the Head of Business Development – International to shape and inform the Regional Commercial Strategy by integrating deep local market insights, regulatory context, and competitive intelligence. 
· Enable the development of focused, prioritised regional and segment plans that effectively balance market dynamics with commercial growth objectives and organisational targets.
· Lead the development and execution of the strategy by orchestrating cross-functional alignment across Medical, Dental, indemnity and non-indemnity Business Development, Member Services, and Risk Management. 
· Ensure optimal coordination of resources, capabilities, and initiatives to deliver integrated member propositions and high-impact business outcomes, supported by clear governance and accountability frameworks.
· Subject matter lead for the region within a cross-functional MPS team to ensure launch, roll-out, and delivery of all MPS propositions and services, ensuring MPS Brand and member experience is appropriate and relevant in region
· Fraud and risk Prevention; use local knowledge to help identify fraud and non-disclosure to protect MPS’ commercial viability and wider member base.
· Maintain awareness of competitor, member trends and new indemnity/related innovations in the marketplace and bring them to the attention of MPS central teams. 
· Build, nurture, and grow local partnerships to create deep and robust working relationships at all levels within a the region including identifying and exploring future strategic opportunities.
· Drive a cohesive member engagement and value strategy by articulating and delivering compelling member propositions aligned to organisational priorities. 
· Proactively identify, analyse, and resolve member experience gaps, embedding continuous improvement initiatives that enhance satisfaction, retention, and long-term member value within the broader business strategy.
· Manage and support development of colleagues, including performance monitoring, and possibly mentoring and training.
· Represent MPS in meetings with key stakeholders, members and other companies within the region, ensuring that the appropriate SME resource within MPS is engaged and/or utilised as appropriate to deliver the corporate objectives.
· Ensure MPS has an appropriate channels-to-market mix (direct and indirect) that enables the cost-effective generation of targets and performance in line with corporate objectives.
· Undertake other duties and tasks that from time to time may be allocated to the role holder that are appropriate to (the level of) the role.
· Comply with all relevant internal rules, policy and procedures, including those relating to Health and Safety, Data Protection etc.
· Comply with appropriate insurance regulation and have the appropriate qualifications and experience to perform the responsible officer role in region.




	
Key Governance Responsibilities

	· Attendee at CCO International Governance meetings
· Business development monthly sales meeting 




	
Leadership Framework Competencies
	
Level


	Fresh Thinking
	Leading the Organisation 

	Building Capability in Self and Others
	Leading the Organisation

	Influencing Others
	Leading the Organisation

	Collaborating for Results
	Leading the Organisation

	Leading Self and Others
	Leading Others

	Commercial and Risk Thinking 
	Leading the Organisation



	
	Knowledge and Qualifications
	Skills
	Experience

	Essential
	
· Educated to a degree standard or equivalent

	· Accomplished relationship management skills including the ability to talk with senior peers in clinical, policy and government circles, and an established network of relevant contacts

· Problem solving skills: Identify and resolve complex problems in business and product development using member insights, sales results, and member adoption to improve revenue generation and business growth. Solving problems using in-depth local knowledge and expertise.

· Interactions & Collaboration: Ability to work collaboratively with other regional business leads, internal partners as well as key stakeholders in other organisations to develop new product ideas and/or support MPS growth

· Strong interpersonal and communication skills, with the ability to develop strong working relationships inside and outside MPS

· Ability to meet multiple objectives in an entrepreneurial environment without supervision.
	· Business development 
managerial experience within organisations with a focus on growth and retention.

· Experience of B2C & B2B markets within regional financial services markets. 


· Proven ability to successfully manage multiple priorities and focus areas.

· Insurance sales and business development.
 
· Proven track record with high standards of professionalism.


	Desirable
	· Post-graduate business/marketing qualification

	· Ideally have an appreciation of Healthcare in region to understand the changing nature of these markets 

	· Experience working in a global organisation 
· Financial services/insurance in a regulated environment
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