		[image: Simplyhealth logomark RGB]
New Business Development Executive (Denplan)

	

	Job Family:
	NA
	Line of Business:
	Denplan Sales – New Business

	Reports to:
	New Business Lead
	Team size:
	NA

	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

	
To drive new business growth for Denplan by identifying, engaging, and converting new business across the portfolio of Denplan products, building a strong pipeline of opportunities, and supporting the expansion of Denplan’s customer base through consultative, value-led selling.

	Key Responsibilities & Accountabilities:

	Sales Targets
· Achievement of new business sales results across the range of products and services as set out in the business targets and plans
· Maintaining a strong and sustainable sales pipeline to support delivery of individual and team targets
· Accurately forecasting performance and highlighting risks or opportunities to delivery

New Business Generation and Conversion
· Proactively generate and manage a pipeline of the size and quality to deliver the new business sales results and effectively respond to incoming new business opportunities
· Secure meetings, lead broad fact-finding conversations, co-ordinate relevant functions/specialists and present high quality tailored proposals
· Lead negotiations and convert to new wins
· Deliver presentations and proposals that result in the successful onboarding of new practices
· Proactively follow up on leads and opportunities in a timely and professional manner to maximise conversion

Working Collaboratively
· Develop and maintain quality-working relationships across the organisation, in particular your peers and the wider Denplan Sales team
· Lead best in class new business processes and robust handovers of clients to Business Development Consultants, ensuring new business wins are successfully converted into long term clients
· Work closely with Marketing to support campaigns, events, and lead generation activity
· Partner with internal stakeholders (e.g. onboarding, customer support, compliance) to ensure smooth handover of new customers
· Share best practice, insight, and learning with peers to support team performance and continuous improvement

Proposition, Market Expertise and Commercial Awareness
· Develop and maintain an in-depth knowledge and understanding of our products and services, the benefits they deliver to clients and end users, and our differentiators
· Have strong knowledge of our competitor products and how we differentiate to them
· Articulate commercial benefits clearly to customers, linking Denplan solutions to practice outcomes
· Adapt sales approach in line with market conditions and customer feedback

CRM Reporting
· Ensure management and accuracy of CRM data tools by keeping accurate and detailed records of interactions with prospects ensuring an accurate view of pipeline progress at all times
· Use CRM insights to prioritise activity and improve conversion rates

Market and Customer Feedback
· Share market, competitor and customer feedback with team members and the wider business to inform our proposition development and to proactively consult clients
· Identify common objections, trends, and opportunities and feed these into the Product teams
· Act as the voice of the customer within Denplan, supporting continuous improvement

Quality, Safety and Compliance
· Ensure systems and processes are followed with regards to risk management, health and safety, clinical, quality, compliance and successfully complete all 2mandatory learning/training as required by the business



	Key Experience & Skills:

	
Proven experience in a sales or business development role, ideally within healthcare, financial services, or subscription-based services
Experience of, and expertise in, creating new leads directly with clients 
Proven successful track record of commercial delivery and business development
Ability to deliver against short-, mid- and longer-term targets
Excellent client relationship building and stakeholder management skills
Consultative selling skills
Effective communication skills, both verbal and written
Resilient, self-motivated, and target-driven with strong influencing, and presentation skills
Strong planning and organisational capability
Knowledge of dental plans, healthcare products, or regulated environments
Experience using CRM systems (e.g. Salesforce)


	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
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