Job Title: Business Development Manager North East
The Company:
Supra UK Ltd T/A The Key Safe Company has been established since 1995 and is the
market leading provider of access solutions, particularly in the care market by introducing
the concept of storing keys securely outside a property. The main product range is the
Supra KeySafe™ manufactured by UTC Fire & Security and is exclusively distributed in
the UK by The Key Safe Company.
The Supra KeySafe™ is a small metal vault fixed outside a property to allow access to
authorised visitors and facilitate the effective provision of care and emergency medical
treatment. In August 2010, Supra launched a new police approved KeySafe™ called the
C500 and have sold over 300,000 C500’s since launch. For more product information see
www.keysafe.co.uk. There are more than 2.5 million Supra KeySafe™ products in use
throughout the UK, which enable companies to be more efficient in terms of time, creating
millions of pounds worth of savings in the process. More importantly, they save lives.
The Key Safe Company is acknowledged as providing excellent service and excellent
products. These assets combined with our outstanding team have been the cause of
consistent sales growth and we are now looking to recruit a Business Development
Manager(s) into our Sales division.
The role:
The Business Development Manager will be the main interface with predominantly
corporate and local authority clients who provide care and Telecare solutions for their
clients. In addition, the BDM will be required to work with various other markets such
as; Housing Associations, Health and Security, as well as identifying new markets. The
BDM is to work with existing customers and make approaches to new customers to win
new business. The role operates throughout a set geographical area.
This is a Field Based role with travelling to appointments, and therefore some time away
from home will be required to deal with the geography, meetings at Head Office in
Worcestershire and other training and events as required.
Key responsibilities:
The overall judge of success will of course be maximising sales results to achieve set
targets. This growth will be achieved using the following format:






Responsible for selling the Supra range of mechanical key safes into a wide spectrum
of established markets and new markets
Strategic and tactical business and territory planning including forecast tracking
Maintain and develop a computerised system and prospect database (ACT)
Make regular contact with existing customers
Identify potential customers and make contact in order that a sales proposition can
be made







Respond and follow up sales enquiries received
Collecting customer feedback and market research
To attend or host any promotion events as required
Conducting product and / or installation training for both existing and new customers
Report on competitor activity

The candidate:




















Must possess experience in generating new business and be capable of a consultative
approach working with customer to sustain ongoing active relationships
Proven experience of delivering against objectives and the provision of outstanding
customer service and care
Must possess an outstanding track record of sales success with evidence of that
success
Experience of B2B sales together with an understanding of the basics of sales,
negotiation, customer relationship management and telephone sales
Able to provide product technical advice
Excellent communication, presentation and influencing skills
Must possess a full and clean driving license
Proactive and able to operate within a fast paced environment encompassing a can
do attitude
Able to work in cross functional teams
Highly motivated, driven and enthusiastic
Must be able to travel within the UK and ‘flex’ their working hours as required
Strong project management skills
Able to deal with shifting priorities together with the ability to adapt and change
Must possess high level of integrity, commitment and flexibility
IT literate with excellent organisational skills
Excellent networking, prospecting and research skills
Numerate and analytical with good budgetary control skills
Excellent problem solving and decision making abilities
A background in security would be an advantage but not essential

Territory:
North East, the ideal candidate would therefore live on or close to this territory.

