CBIl

HEAD OF COMMERCIAL
PARTNERSHIPS

JOB DESCRIPTION

Role Summary

This role is responsible for the management of the CBI’s sponsorship team based in London. The team sits
within the Commercial Directorate and sells sponsorship opportunities to Members, managing sponsorship
relationships for all national activities, including the flagship Annual Conference.

Reporting into the Commercial Director, the Head of Commercial Partnerships will develop and own the
sponsorship strategy and be focused on identifying, establishing and managing a number of value-added
partnerships with member and non-member companies so that an annual revenue target is achieved (e.g. in
2019 the target is £1.7m). There is an emphasis on securing significant income and growing the offer, while
managing relationships, and ensuring all sponsorships are delivered to the highest standard.

The individual will lead a team of two based in London and will work closely with colleagues across the CBI.
Key Responsibilities

e Manage the sponsorship team to ensure it meets all its financial targets and provides well researched,
professional advice on all aspects of commercial development and sponsorship across the business

o |dentify and develop appropriate new sponsorship opportunities for the CBI, growing the income,
maximising the strength of the brand and the potential of its external communications channels

e Manage and deliver a growing income budget of £1.7m (£1.6m in 2018)

e  Work with colleagues to develop propositions, scope proposals and oversee the ‘go-to market’ strategy
for national sponsorships and then coordinate delivery to the highest standard

o Ensure exceptional value for sponsors across all activities and champion high-quality account
management across the team

o Develop the regional events sponsorship strategy and plans and oversee implementation, which may at
times be delegated to the regional team.

e Provide expert advice and coaching to the regional team as needed

o Act as a key member of the Annual Conference project team, to ensure commercial opportunities are
maximised and that the event delivers excellent ROI for partners

e Oversee the development of all member relationships linked to sponsorship and project working,
including contractual negotiations

e Maintain a clear understanding of the CBI’s Business Plan and how the prevailing political and economic
climate both nationally and internationally are impacting on the organisations ability to deliver for
members

o Day-to-day management and development of a multi-disciplinary team of two commercial partnership
managers and project team working with other colleagues across the business, such as marketing ops
and social media teams

e Work with the Director and other senior managers to set the vision for the team identifying new
sponsorship opportunities, especially those beyond events and including the new digital assets
Take a data-driven approach to decision making
Represent the CBI in external meetings with senior executives from other companies
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Financial Target: £1.15m events sponsorship income and £586k non-events sponsorship

Internal Contacts: Works with all departments at all levels across the organisation. In particular a very
close working relationship with the events team both centrally and regionally

External Contacts: CBl members, government officials and other policy influencers, suppliers and

Knowledge & Experience
What an individual must know or understand to be able to fulfil the role’s requirements

Commercial flair with ability to spot and capitalise on profitable opportunities

Experience negotiating complex multi-channel partnerships at senior level

Knowledge and interest of business, political and policy environment

An understanding of how business works and impacts of the political and policy agenda
Strong understanding of marketing and sponsorship and events role within the marketing mix
Experience managing multiple partnerships relationships between competing stakeholders
Excellent knowledge and understanding of commercial contracts

Strong understanding of budgets and financial controls



Skills

Below are the CBI skills and levels of skills expected for this role based on the pay band it sits within. View
the CBI Skills Framework for further information, including descriptions and indicators of each skill.

Planning & Research & Interpersonal Strategic & Communication Managing

organisation using business & leading
information thinking others
Advanced Advanced Advanced Practitioner | Advanced Practitioner

Additional role specific skills

The practical actions required to be able to fulfil the role’s requirements.

e The gravitas required to get buy-in at the most senior level

o Excellent people management skills, leading and managing a team, setting clear objectives and
managing performance

o Excellent communication skills, both written and oral, able to communicate in an engaging way with
account managers and members

e Exceptional account management and client liaison skills

e Proven project management skills to deliver projects and programmes on time and on budget

¢ Ability to manage departmental budgets

e Interpersonal and networking skills, comfortable dealing with senior members of the organisation
and C-Suite member contacts

¢ Ability to understand business strategy and how the current political and economic environment can
either support or undermine a company’s business objectives

e Creative and imaginative approach to problem solving

e Commitment to work as part of a team

e Strong interpersonal, influencing skills, flair creativity and entrepreneurial spirit

e Ability to influence at all levels in complex stakeholder environments

e Tenacious, determined and realistic

o Aclient/member first focused approach

e Financial acumen

e Strong negotiating skills

Behaviours

The behaviours and characteristics required to be able to fulfil the role’s requirements.

o Collaborative — uses team members’ strengths, emphasising support and challenge, role model
interpersonal skills, adapts style to build consensus and trust, proactively manages relationships

o Taking ownership — owns the team’s results and outputs, delegates work clearly and effectively,
motivates the team towards shared goals, facilitates the development of their team

o Agile — ensures the team receive information at the right time, engages opinion from the team and
makes timely and informed decisions, ensures team are motivated and supported through change

e Commercial — manages budget effectively, pursues commercial opportunities to generate revenue
or reduce costs, adjusts plans to align to the CBI strategy

¢ Innovative — encourages and values new ideas, provides team with risk free space to be creative,
consistently thinks about approaches with the view to improve, strives to continuously improve their
own and their team’s performance

e Analytical — sets out the team’s framework but allows freedom to develop the details, Role model
and challenges using evidence-based behaviour, challenges ‘group think’ mentality, using insight to
support



