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	Function:
	Schools & Universities UK & Ireland
Sales Function

	Job:  
	Partnership Manager – Schools & Universities (S&U)

	Position:  
	

	Job holder:
	

	Date (in job since):
	

	Immediate manager 
(N+1 Job title and name):
	Growth Director S&U

	Additional reporting line to:
	

	Position location:
	Mobile Worker – National Remit

	


	1.  Purpose of the Job – State concisely the aim of the job.  

	The Partnership Manager will be responsible for leading formal retention activity, retaining profitable business for Sodexo within the S&U segment. This will involve development and delivery of a sub-segment retention strategy to retain existing clients. The role holds primary accountability for retention growth and the E2E process within the segment on behalf of the segment Sales Director.  

Working directly with Sales Director for Schools & Universities the role is pivotal in the overall leadership and co-ordination of retention activity to deliver a winning solution for both Sodexo and the client.   



	


	2. 	Dimensions – Point out the main figures / indicators to give some insight on the “volumes” managed by the position and/or the activity of the Department.

	Revenue FY:
	€tbc
	EBIT growth:
	tbc
	Growth type:
	n/a
	Outsourcing rate:
	n/a
	Region  Workforce
	tbc

	
	
	EBIT margin:
	tbc
	
	
	
	
	
	

	
	
	Net income growth:
	tbc
	
	
	Outsourcing growth rate:
	n/a
	HR in Region 
	tbc

	
	
	Cash conversion:
	tbc
	
	
	
	
	
	

	Characteristics 
	· Tenacity, resilience, team player, emotional intelligence, integrity and openness


Draft.  Version:  27-03-2014

	3. 	Organisation chart – Indicate schematically the position of the job within the organisation. It is sufficient to indicate one hierarchical level above (including possible functional boss) and, if applicable, one below the position. In the horizontal direction, the other jobs reporting to the same superior should be indicated.

	Growth Director  
Schools & Universities









Partnership Manager 











	4. Context and main issues – Describe the most difficult types of problems the jobholder has to face (internal or external to Sodexo) and/or the regulations, guidelines, practices that are to be adhered to.

	· Develop and maintain relationships with clients, sector stakeholders and influencers to strengthen relationships, build trust and uphold the Sodexo brand 
· Deliver on retention targets through implementation of end-to-end sales processes, leveraging relationships of identified clients and strategic targets
Work collaboratively 
· To actively engage with S&U Sales and Operational peers to leverage collective performance
· With Operations, Service platforms and Support functions to sell and implement competitive solutions within the segment
· Strategically work with Marketing, Food Development and relevant support functions to continually evolve the segments Offer based on insight gained



	5.  Main assignments – Indicate the main activities / duties to be conducted in the job.

	

Bid Solutioning / Conversion
Leadership of retention activity, drawing on the skills of segment resource and shared bid solutioning capability so as to deliver winning bids as identified within the prioritised UK&I portfolio
Proactively lead and support the business with major re-tenders and organic growth bids within existing contracts
Have accountability for solutioning winning Bids which evidence delivery to client requirement, delivery to Sodexo requirements and evidence competitive advantage as a result of the Sodexo proposition
Generate holistic solutions that are a compelling proposition to the client by addressing their business and consumer needs and differentiating Sodexo from our competitors while being balanced with commercial requirements. 
Manage the broader engagement and inputs of a variety of stakeholders, involving contributions from workstream leads, finance, commercial, legal and operation in support of delivery of the compelling bid. 
Ensure best practice is delivered working with other departments and country entities in solutioning the best offer for Sodexo and the client

E2E Sales Process
Create a retention plan to retain existing clients working closely with Operations and utilising the Account Development Plan
Meeting regularly with clients and sector influencers to discuss and understand concerns and improve overall satisfaction with Sodexo’s services
Writing of formal tender responses and having overall responsibility for the written submission
· Supporting operations with the creation of all non-formal retention documents and client facing material
Securing the advocacy of operational colleagues and central functions in the process
Ensure feedback is collated and actioned following each bid submission to understand key positions of strengths and weaknesses to act on
Ensure Sodexo governance and control standards are adhered to for all assigned Bids e.g. UKIC and risk register etc. 
Ensure all solutions produced are in line with both Sodexo and Client commercial models revenue / profit expectations
Ensure that all existing clients and tender opportunities are qualified for building long term growth for Sodexo 
Maintain on-going relationships with clients and internal personnel after award of contract to build on the Clients for Life philosophy
Work closely with the clients for Life (CFL) team to ensure the CFL process is followed 	Comment by Author: 

Develop and execute appropriate recording/reporting processes for SoForce (CRM) and other business development/retention tools
Ensure high quality handover criteria is in place and acted upon as Bids covert and move into the mobilisation phase of the sales cycle
When required support Sales peers in wider S&U new business activity




	6.  Accountabilities – Give the 3 to 5 key outputs of the position vis-à-vis the organization; they should focus on end results, not duties or activities.

	Strong retention conversion rate of 1 in 2
Support the achievement of the regions retention rate
Competitive bid submissions on time and within budget 
Compliance to all company processes and procedures
Retention of existing material contracts
Support with additional service delivery within existing clients
Profitable organic growth
Greater understanding of and deeper relationships with clients and sector influencers such as consultants
Develop a three-year retention pipeline with key milestones for proactive retention which is deployed, recorded and measured




	7.  Person Specification – Indicate the skills, knowledge and experience that the job holder should require to conduct the role effectively

	Essential
Experienced in working with senior management to align retention strategies and solutions
Must have experience of working in a sales and client relationship focused environment whilst being able to understand client’s quality drivers
Operate in a fast-paced environment with a results-oriented approach
Excellent negotiation skills, proven track record of successfully retaining business
Proven track record of increasing revenue through generation of leads
An excellent communicator with the ability to influence at a senior level
Excellent presentation skills
Confident, ambitious, and energetic with a persuasive manner and the ability to use your initiative
Commercially aware with solid business development and financial management skills
Proven capacity to effectively manage complex proposal development processes, as well as manage and mentor staff with various levels of skills and experience. 
Demonstrated achievement in the design and implementation of new business development systems, policies and procedures. 
Strong organisational skills and ability to manage complex teams, precise scheduling and multiple and shifting priorities.
Deep understanding and experience of multiple service, multiple site, multiple stakeholder opportunities.



	8.  Competencies – Indicate which of the Sodexo core competencies and any professional competencies that the role requires

	
	Growth, client and customer satisfaction
	Rigorous management of results

	Leadership & people management
	Innovation & change

	Brand notoriety
	Project/Bid management






	9.  Management Approval – To be completed by document owner

	
	Version
	V1
	Date
	

	Document Owner
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