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	Job Title:
	Business Development Executive - Americas
	Job Holder:
	[TBA]

	Function:
	Business Development Directorate
	Market Sector:
	Defence

	Grade:
	Exec 1
	HR Reference:
	


THE COMPANY
SEA is a successful and growing mid-tier company specialising in the design, development, and manufacture of proprietary maritime defence products for domestic and international customers. 
[bookmark: _Hlk153874366]SEA is a wholly owned subsidiary of Cohort PLC, and operates as an independent, agile, and responsive international business, with a subsidiary in Canada and customers in the UK, Europe, Far East, The Americas, and Australasia.
ROLE PURPOSE
The primary purpose of the Business Development Executive - Americas (Canada & South America) will be to develop and grow SEA's defence business across Canada and South America in line with the company business strategy.
Reporting directly to the Business Development Director, the BDE will define and deliver a regional growth strategy, build and maintain a qualified pipeline of opportunities, develop key stakeholder relationships and ultimately achieve the allocated order intake targets for the Americas region.
The role will be responsible for raising SEA's profile across the region, identifying and capturing new business opportunities and ensuring the voice of the customer informs SEA's business strategy, product development and business winning activities..
RESPONSIBILITIES
Regional Growth Strategy
· Define, own and deliver a strategy to grow business for Canada and South America in line with the company’s business strategy.
· Ensure there is a sufficiently strong pipeline of qualified opportunities that can achieve the regional order intake target and support the company’s growth aspirations.
· Identify potentially profitable market needs and championing internal changes to match company capability to those needs.
· Developing and championing strategies, plans and budgets that meet or exceed company objectives.
· Agree KPIs to demonstrate progress towards achieving the outcome of the strategy and report progress through the Integrated Business Planning process and , specifically, at the Quarterly Market Review.

Sales Order Intake
· Achieve the allocated order intake target for the region and support the achievement of the overall company order intake target.
· Build business winning propositions that align with company strategy and product development road maps, matching company capability to market needs and which differentiate SEA from the competition.
· Progress qualified opportunities to Gate 1, ensure adherence to company governance processes.
· Maintain accurate order intake information on company systems (principally, FocalPoint) and report progress on order intake performance through the Integrated Business Planning process.

Key Relationship Management
· Develop and own stakeholder relationships throughout Canada and South America to support the achievement of sustainable regional growth.
· For critical / key relationships, develop a strategy to promote the principals of Key Account Management.
· Set out a clear strategy to develop relationships to achieve growth outcomes through the Quarterly Market Review.

Voice of the Customer
· Act as the voice of the customer to inform and influence company road maps and feed directly into Mission Roadmaps to influence product development.
· Elicit customer budget information and provide a 'customer's view' of acceptable pricing to inform capture plans / win strategies.
· Ensure bids and proposals reflect the needs of customers, challenging win strategies and technical proposals to maximise the probability of success.

EDUCATION, QUALIFICATIONS & EXPERIENCE
· Be an experienced business developer with a strong track record of success in selling complex maritime combat system equipment.
· Have a sound technical understanding of naval combat systems and equipment, able to engage with engineers internally and externally.
· Knowledge of the global defence market
· Experience working internationally (particularly Canada and South America)
· Spanish and / or Portuguese language skills are not essential but would be advantageous
[bookmark: _Hlk72311874]PERSONAL CHARACTERISTICS
· Promote a consistent high standard of performance which demonstrates good teamwork, effective communication, positive results, continuous improvement and efficient ways of working.
· Be a high-energy, self-driven and highly motivated individual capable of operating autonomously across a large geographical region.
· Possess the gravitas and confidence to engage effectively with senior naval, defence, government and industry stakeholders.
· Demonstrate awareness of cultural and business differences across Canada and South America and adapt engagement approaches accordingly.
· Be organised, resilient and capable of developing and executing strategic business development campaigns.
· Have strong written and verbal communication skills.
· Be a confident and persuasive presenter.
· Be willing to travel extensively throughout Canada and South America, with periodic visits to the United Kingdom.
· Understand and implement the company Environmental, Health & Safety Policy.
· Set a strong personal example regarding health, safety and company values.
COMPANY VALUES
All employees may be required to carry out any other duties that are within the employee's skills and abilities whenever reasonably instructed and are required to act in a manner that is wholly supportive of our values of:
Safety First: 	We operate safely and responsibly, protecting each other and the environment. 
People Focussed: 	We develop, reward & empower our people, prioritising a healthy work-life balance.
One SEA Team: 	We are in this together.  One team, working ethically, respectfully & professionally.  We take responsibility and challenge each other constructively.
Delivery Excellence: 	We exceed our commitments by delivering timely, quality outputs whether that’s for each other or our clients and partners.  We are always looking for ways to innovate and continuously improve.
Trusted Partners: 	We partner strategically, collaboratively, and always with integrity; whether that is between us inside SEA or externally.
WHAT SUCCESS LOOKS LIKE 
· Sustainable growth across Canada and South America through effective execution of the regional growth strategy.
· Order intake meets or exceeds annual budgets and forecast commitments.
· A healthy pipeline of qualified opportunities supporting short, medium and long-term growth.
· Strong customer and partner relationships across the Americas region.
· The voice of the customer is clearly represented in business decisions, proposals and product roadmaps.
· SEA's profile and market presence increase significantly throughout Canada and South America.
· The jobholder exemplifies SEA's values and is recognised as a trusted representative of the business.
JOB LOCATION
The role will be based at SEA's Ottawa office, Canada and will require regular travel throughout Canada and South America, together with periodic travel to the United Kingdom. The jobholder must be willing to travel internationally as required to support business development activities, customer engagement, exhibitions, demonstrations and contract pursuits. 
REPORTING
This role reports into the Business Development Director

	Job Holder Declaration:
I accept the purpose and accountabilities of my role with SEA are as outlined above.
Signature:_____________________________  Date: _______________

	Line Manager Declaration:
I confirm that the purpose and accountabilities of this role are as outlined above have been agreed with me as line manager.
Signature:______________________________  Date: ______________
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