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	Function: 
	Sales 

	Position: 
	Head of Sales Sports & Stadia 

	Job holder:
	N/A

	Date (in job since):
	N/A

	Immediate manager 
(N+1 Job title and name):
	UK Sales Director 

	Additional reporting line to:
	UK Growth Director 

	Position location:
	4 days based at venues across the UK 1 day working remotely. 

	

	1.  Purpose of the Job

		As part of the UK Sales Leadership Team, the Head of Sales – Sports & Stadia will lead the proactive sales direction and activity across all stadia and racecourse venues within the UK.
This role will focus on 40% proactive account management and 60% venue support, driving sales performance, pipeline growth, and market positioning within the MICE (Meetings, Incentives, Conferences and Events) sector.
You will support and guide venue-based sales managers and Business Development Managers (BDMs) to achieve sales targets, maximise revenue, and ensure a consistent, high-performing sales culture across all venues.
Key Responsibilities
Sales Leadership and Strategy
· Lead proactive sales activity across all UK stadia and racecourse venues in line with the national sales strategy.
· Work collaboratively with the UK Sales Leadership Team to set and deliver against annual sales and growth targets.
· Develop and implement sales business plans and strategies to drive revenue growth and margin improvement.
· Create and manage venue recovery plans for underperforming venues, setting clear objectives and monitoring progress.
· Promote a high-performance culture, ensuring consistency and accountability within the sales team.


Account Management
· Grow the portfolio of MICE accounts, delivering strategic account management to develop, maintain relationships.
· Work closely with the reactive sales team, proactive sales team, and operational team to ensure seamless delivery from enquiry to execution.
· Develop and implement strategic action plans for key and prospect accounts, with monthly progress reporting to the wider team.
· Identify and secure new event business to build a robust future pipeline, focusing on both short-term revenue and long-term opportunities.
· To achieve defined sales objectives through a targeted sales plan and proactive management of key account performance and activities.
· To work on the UK Sales Strategy and promote a high-performance sales culture within the C&E venue sales team in the UK, ensuring targets are reached and increasing margins more consistently.
Venue Sales Support
· Support venue sales managers and BDMs to drive performance, provide coaching, and hold regular performance reviews.
· Conducted team training and development to ensure compliance with Sodexo Live sales standards.
· Work with General Managers and Marketing Managers to deliver joined-up sales and marketing campaigns for each venue.
· Conduct regular venue visits to review performance, support action plans, and provide strategic direction.
Market Engagement and Business Development
· Represent Sodexo Live! as the face of the brand within the MICE and sports events markets.
· Attend and present at industry events, exhibitions, and partner meetings to promote the venue portfolio.
· Conduct client appointments, powerful site inspections, and familiarisation trips to drive market penetration.
· Undertake targeted sales trips to strengthen existing relationships and secure new business, with a particular focus on corporate and agency markets.
People Management
· Directly manage BDMs, including:
· Annual leave approval
· Sickness and absence management
· Mandatory training and compliance
· Performance appraisals, KPIs, and SLAs
· Take ownership of performance management processes, addressing underperformance promptly and effectively.
Sales Tools and Reporting
· Maximise use of company sales systems such as Salesforce and Tyhnk to track key accounts, assess growth opportunities, and report on progress.
· Provide accurate forecasting and contribute to quarterly and annual business reviews.
· Ensure data integrity and consistent usage of sales tools across all venues. 
Skills, Experience and Attributes
· Proven track record in senior sales leadership within the MICE, hospitality, sports or venue sector.
· Strong experience in strategic account management and business development.
· Excellent leadership and people management skills, with the ability to inspire, support and hold teams accountable.
· Commercially astute, with experience in developing and implementing sales strategies to deliver revenue growth.
· Confident communicator and presenter, with strong influencing skills across multiple stakeholder groups.
· Highly organised, analytical and target-driven, with a focus on results and continuous improvement.
· Proficient in CRM and sales reporting tools such as Salesforce and Thhnk. 



· 

	

	2. 	Dimensions 

	
	· Revenue - £14 million across all venues
· Geographic Region – UK
· Number of direct reports – 1
· Number of indirect reports – 11 



	3. 	Organisation chart 
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	4.  Context and main issues

	Service Client & Guest Care
· Adhere to Sodexo and Sales Team values, standards and procedures at all points and ensure they are accurately implemented within the team. To be actively monitoring such to ensure all criteria is met
· To support and encourage a high performing sales culture with a focus on the guest and service excellence creating a motivating and exemplary sales experience for all clients at all points 
· Ensure that company standards of performance is adhered to at all points and support and coach junior members of staff in such as and when required
· Seek every opportunity to sell our portfolio of venues, thinking creatively and generating new ideas, in order to grow the business and enhance revenue and profitability.  
· Ensure the outbound sales pipelines is utilized accurately and the outcome of each lead is maximised at all points
· Create and execute a strategic sales plan and all sales activities
· Record all customer interactions and insight into Salesforce for us to understand our customers better 
· Maintain accurate records, and report on individual pipeline and BOB on a weekly basis, and manage customer data and prospects via the CRM
· Be knowledgeable about all other Prestige venues & events sites to cross sell and efficiently communicate with peers in the company to maximise sales opportunities.  
· Be an active part of the UK events market and community and attend such events to promote the business and make connections.

Leadership and People Management:

· To encourage and support the enforcement of a motivating sales environment for the team in order for us to achieve a high performing sales culture within the business
· Working closely with the wider sales team to ensure good working relations are maintained and that the best interests of the company are always a priority 
· Comply with all statutory and company policies and procedures to enhance employee engagement and retention and ensure the Company retains Investors in People accreditation.
· Maintain excellent and professional relationships with all internal and external clients at all times 
· Carry out any other duties as may be required under the direction of your manager, which is reasonably within your scope and commensurate with your status and duties. Including working some out of normal office hours when required
· Behave properly and professionally at all times as a representative of Sodexo Live. 

Quality and Detail:

· Fully comply with all Company and client policies, site rules, statutory regulations and working practices.
· Establish a close working relationship with the other sites teams to ensure that sales activities and promotions are profitable, in the best interest of the business and also maximises on further business opportunities
· To understand the dynamics of the UK market and the demand generators, and the effect this has on profit and our business and react to such information in a pro-active way
· Adhere to all sales budgeting and ROI targets set out
· Fully participate in team management meetings in order to ensure effective communication is maintained between the teams

Financial Management:
· Achievement of budgeted venue sales targets and KPI’s
· To maximise revenue and profit through the implementation of a sales activity plan by proactive selling through a sales platform and use of commercial management techniques
· Analysis of the results by market sectors; service, nationality and other appropriate measures, including narrative identifying trends
· Ensure excellent knowledge of all venue, including operating costs for each style of event to ensure commercial and profitable selling
· Complete accurate monthly forecasts and action plans to ensure budgets are met
· Ensure all required reports are submitted in a timely and accurate manner 
· Ensure all profit calculating tools are implemented at site and used consistently.  
· Be aware of venue profit performance at all times and address any under selling



	5.  Main assignments 

		Achievement of Budgeted Sales Targets and KPIs
• Set individual sales targets and KPIs for the proactive sales team, monitoring performance monthly to ensure goals are met.
• Implement a comprehensive sales strategy and action plan aligned with venue budgets, keeping the sales team focused and performance-driven.
• Plan the annual sales activity calendar, incorporating FAM trips, cultivation events, exhibitions, networking, and other revenue-generating initiatives.
• Record and report on the return on investment (ROI) for all sales activities.
• Drive and execute targeted proactive sales initiatives, including calls, appointment setting, site visits, and networking activities.
• Identify and implement sales initiatives to boost revenue during underperforming periods, ensuring swift and effective action.
• Develop and maintain strong, long-term relationships with internal and external clients and stakeholders.
• Consistently deliver performance that meets the company’s qualitative, financial, and operational standards.
• Comply with all company and client policies and procedures, as well as statutory regulations and legislative requirements (including employment law, health and safety, hygiene, cleanliness, fire safety, and COSHH).
• Achieve agreed personal and venue-specific KPIs, as determined with the Line Manager.
• Produce accurate and timely reports as required.
• Foster a proactive and motivational sales environment.
• Lead monthly sales and marketing meetings with individual venues.
• Motivate the wider sales team to consistently achieve their monthly targets.
• Review the venue dashboard weekly to identify potential risks, pipeline gaps, and emerging trends.
• Hold weekly meetings with the UK Sales Director to provide updates on performance figures.
• Collaborate with all Heads of Sales across HPL through monthly meetings to encourage cross-selling opportunities.
• Work closely with the marketing team to develop collateral and tools that enable the sales team to sell effectively to clients.












	6.  Accountabilities 

	· Achieve sales targets and deliver against agreed KPIs.
· Prepare and present weekly and monthly reports covering top-line sales performance, pipeline activity, and overall sales progress.
· Contribute to the development and execution of effective sales strategies and action plans to drive business growth.
· Proactively identify and pursue new business opportunities to increase revenue and market share. 

	



	7.  Person Specification 

	· Experience 3-5+ within a senior regional role. 
· Excellent business relationship skills
· Proven success in achieving sales targets
· Working with key stakeholders internally and externally to achieve targets and attending internal and external review meetings to present the sales strategy and ongoing activity and results
· Proven success in developing and executing pro-active sales initiatives with the desired results
· Previous experience in venue sales
· Strong MICE background 
· Experiences of direct personnel management
· Financial reporting and commercial understanding
· Detailed knowledge of the London events market
· Strong personal industry networking, including corporates and agencies
· Excellent negotiation skills
· Ability to create excellent client relationships
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