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Sales Support Executive

	

	Job Family:
	Sales
	Line of Business:
	Health Plan


	Reports to:
	Sales Operations Lead
	Team size:
	5

	Our Purpose & Vision

	For over 150 years, Simplyhealth has improved access to UK healthcare, long before the NHS existed. Today, as a certified B‑Corp, we continue to modernise in ways that matter deeply to our c.2.5 million members, our customers, and our people.
Our purpose is simple and ambitious: to improve access to healthcare for all in the UK. Through affordable health and dental plans, we help people manage their everyday healthcare needs and live healthier lives. With NHS pressures and the cost‑of‑living crisis making access to care harder, our mission is more critical than ever.
Our vision - We aim to democratise healthcare by making it more affordable and accessible for everyone in the UK.

	Your Role

	The Sales Support Executive role combines onboarding and renewal pricing support, product implementation, and end-to-end sales support to ensure seamless delivery of both new business and renewals.
Acting as a key operational enabler, you will support sales teams from quote creation through to client onboarding and renewal completion, while also managing product and pricing changes across core systems. You will be a first point of contact for technical product queries and will work cross-functionally to ensure accuracy, compliance, and an excellent customer experience at every stage.
You will take ownership of your work, recognising that every back-office process impacts internal stakeholders, external clients, and business growth.

	Key Responsibilities & Accountabilities:

	Sales Support & Client Onboarding
· Prepare, generate, and distribute accurate quotes for new business opportunities.
· Provide a concierge-level onboarding service to new corporate clients, ensuring a smooth transition into service.
· Manage corporate application forms, ensuring timely and accurate completion and processing.
· Facilitate seamless account handovers between sales teams and account management to ensure continuity of service.
· Maintain and update contact and account information within Salesforce.
· Handle information security questionnaires to support client compliance requirements.
· Share and manage sales collateral via Showpad, ensuring materials are current and accessible.

Renewal & Pricing Operations
· Support the implementation of corporate renewal pricing within agreed SLAs.
· Create, issue, and amend sales quotations in Salesforce to support renewal and retention conversations.
· Process all renewal pricing accurately and within defined timescales.
· Create and maintain new pricing within core policy management systems once approved by underwriting and commercial teams.
· Track and monitor renewal statuses, ensuring business is renewed on the most current offering where possible.
· Analyse renewal trends, group wins and losses and provide insight and feedback to management.
· Work with management to develop and implement strategies to mitigate the risk of losing profitable business.
Product & System Implementation
· Load new products and product changes into relevant systems.
· Work with IT, Change Management, and testing teams to schedule product changes in line with agreed priorities.
· Manage the implementation of simple product launches and support more complex changes alongside Product Managers and New Product Development.
· Challenge, negotiate, and escalate where necessary to ensure delivery against agreed timelines.
· Maintain and manage a product implementation status report covering timelines and progress.
· Support the creation and sign-off of product implementation documentation (e.g. product launch checklists).
· Implement agreed product rationalisation plans in collaboration with Product Managers.

Market & Competitor Insight
· Track and monitor competitor activity at both new business and renewal stages.
· Analyse competitor behaviour and report insights to mitigate competitive risk.



	Key Experience & Skills:

	· Strong working knowledge of operational processes, systems, and procedures relevant to sales, renewals, and product implementation.
· Understanding of how individual responsibilities integrate with wider team and business objectives.
· Ability to follow defined procedures while selecting appropriate solutions through sound judgment and factual analysis.
· Proactively identifies opportunities to improve processes, performance, and cost efficiency.
· Escalates issues appropriately and works within defined priorities while managing ambiguity.
· Demonstrates curiosity and understanding of how the role contributes to the wider business.
· Takes ownership of personal performance and development.
· Confident operating within role boundaries while stretching beyond comfort zones when required.
· Focused on achieving personal and team objectives.
· Builds strong, positive relationships with colleagues and stakeholders.
· Open to feedback and committed to continuous improvement.
· Confident contributing ideas, opinions, and insights in meetings.

	Our Culture 

	
Simplyhealth’s cultural ambition can be summarised as doing the right thing: by its customers, its people, its communities and our planet.  It seeks individuals who have passion and energy, who believe in a commercial agenda but who also believe the outcome of Simplyhealth’s commercial endeavours can lead to a better life and a healthier planet. 


	Our Values 

	
	Courage and Curiosity
	Trust and Kindness
	All Together Healthier

	Creates a learning culture
	Develops our humility 
	Living our brand 

	· We are ambitious and push boundaries to deliver great results for our customers and our business 
· We speak up for what we believe in to make a difference and tell it like it is
· We have an intense desire to understand our customers, drive efficiencies and imagine new possibilities for our business. 
· We are hungry to learn and love to experiment, embrace change and seek out new ideas. 
· We are inquisitive, creative and always challenge the status quo.
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	· Trust is at the heart of everything we do. We act with humility and work hard to build trust with colleagues, customers and partners to get the best results.
· We have a legacy of selfless acts and will continue to enhance society, the health of our customers and the planet.
· We treat everyone as individuals, embracing diversity and inclusion.
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	· We are here to help others live their best lives. We are proud to develop healthcare solutions which meet the needs of our customers.
· We work together to innovate, driving and embracing change with growth mindsets so we can provide the best healthcare for our customers.
· We need to perform at the top of our game, and that starts with self-care. We invest in the health and wellbeing of all our colleagues, so we are always at our peak.
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· This is an Andover based role, with a requirement to regularly attend meetings at our Hampshire based head-office but we have a ‘smart working’ policy with flexible remote working
· Some UK travel and overnight stays
· Reasonable role and task flexibility expected 
· May be required to join other business activities or projects in other parts of the Simplyhealth Group





image1.png




image2.png




image3.png




image4.png





      Sales  Su p port   Executive    

 

Job Family:  Sales  Line of Business:  Health Plan    

Reports to:  Sales Operations Lead  Team size:  5  

Our Purpose & Vision  

For over 150 years, Simplyhealth has improved access to UK healthcare, long before the NHS existed. Today, as a certified  B - Corp, we continue to modernise in ways that matter deeply to our c.2.5 million members, our customers, and our people.   Our purpose is simple and ambitious: to improve access to healthcare for all in the UK. Through affordable health and  dental plans, we help people manage their everyday healthcare needs and live healthier lives. With NHS pressures and the  cost - of - living cr isis making access to care harder, our mission is more critical than ever.   Our vision  -   We aim to democratise healthcare by making it more affordable and accessible for everyone in the UK.  

Your Role  

The Sales  Support Executive   role combines onboarding and renewal pricing support, product implementation, and end - to - end sales support to ensure seamless delivery of both new business and renewals.   Acting as a key operational enabler, you will support sales teams from quote creation through to client onboarding and  renewal completion, while also managing product and pricing changes across core systems. You will be a first point of  contact for technic al product queries and will work cross - functionally to ensure accuracy, compliance, and an excellent  customer experience at every stage.   You will take ownership of your work, recognising that every back - office process impacts internal stakeholders, external  clients, and business growth.  

Key Responsibilities & Accountabilities:  

Sales Support & Client Onboarding      Prepare, generate, and distribute accurate quotes for new business opportunities.      Provide a concierge - level onboarding service to new corporate clients, ensuring a smooth transition into service.      Manage corporate application forms, ensuring timely and accurate completion and processing.      Facilitate seamless account handovers between sales teams and account management to ensure continuity of  service.      Maintain and update contact and account information within Salesforce.      Handle information security questionnaires to support client compliance requirements.      Share and manage sales collateral via Showpad, ensuring materials are current and accessible.     Renewal & Pricing Operations      Support the implementation of corporate renewal pricing within agreed SLAs.      Create, issue, and amend sales quotations in Salesforce to support renewal and retention conversations.      Process all renewal pricing accurately and within defined timescales.      Create and maintain new pricing within core policy management systems once approved by underwriting and  commercial teams.      Track and monitor renewal statuses, ensuring business is renewed on the most current offering where possible.      Analyse renewal trends, group wins and losses and provide insight and feedback to management.      Work with management to develop and implement strategies to mitigate the risk of losing profitable business.   Product & System Implementation      Load new products and product changes into relevant systems.      Work with IT, Change Management, and testing teams to schedule product changes in line with agreed priorities.  

