
[image: image1.wmf]
Business Development Lead – Support 
Job Reference:



UKIS135

LM People Job Code:



E4295
Location:



Havant

Programme / Functional Group:
Business Development

Recruiting Manager:



Phil Shaw
Description of the business environment:

This team is focused on winning business in the MoD and other related markets concentrating on 3 areas: 

1. Delivery of total CLS for LM UKIS programmes where through life sustainment costs and performance are major factors in determining programme success.
2. Provision of key support elements to programmes being pursued or implemented by other LM entities in UK or Europe.
3. Collaboration with other agreed partner companies to provide logistic support elements in accordance with workshare agreements.

Duties / Responsibilities:

The jobholder will lead Lockheed Martin's business pursuits in the Logistic Support area and take responsibility for ensuring that the company does everything possible to win business through their own personal endeavour and through providing direction to the business teams involved.  

· Lead the BD and marketing activities and provide direction to the business capture, engineering and logistics teams, and ensure implementation of capture campaigns to win key strategic programmes.

· Build relationships with key customer communities within MoD and other related Government departments and entities, especially those developing future support concepts.

· Develop strong relationships with the customer to:

· Shape the customer requirement and competitive environment to maximise the probability of winning business.

· Ensure that the company fully understands the customers’ needs and the balance between cost, risk, In Service Dates and User Requirements etc

· Ensure that this knowledge is integrated into and directs the company’s offer to the customer to provide the strongest competitive position. 

· Build relationships with current or potential industrial and commercial partners. 

· Develop relationships and partnerships between LM UKIS (Havant) and other Lockheed Martin entities to create a joint approach to supporting UK programmes that create value for all the partners.

· Coordinate and develop the company’s approach, integrated with the Lockheed Martin Corporate office.

· Working as a member of the BD and Marketing team, provide guidance and mentorship to other team members to build capabilities and skills in winning business in the MoD and related markets. 

· Ensure that robust and executable forecasts, plans and strategies are developed, implemented and achieved. 

· Identify Price to Win and complete the Business Capture Process in accordance with company policies and procedures.

Essential Skills:

· A recognised leader with a good reputation in the UK logistic support areas. Able to command credibility and respect throughout the MoD customer community, industry and within Lockheed Martin. 

· Proven experience in dealing with either the MoD or major, high technology civil customers in specifying, developing and implementing complex support systems.

· Good working knowledge of industry standard logistic toolsets.
· Ability to travel extensively in the UK and the USA. 

· Have the necessary residency requirements to achieve security clearance at the appropriate level for this position.

Desirable Skills:

· A proven record of success in major capture campaigns including those that reach national importance, broad government involvement and political significance, including:

· Development and refinement of win strategies. 

· Creation and refining of major proposals.

· Creation and presentation of tailored key messages to diverse customer and partner communities including MoD, Defence Export Services Organisation, Department of Trade and Industry and Industry.

· Monitoring of competitor activities and strategies.

· Interaction with the media.

Job Descriptor:

Evaluates and reviews consumer research, point-of-sale and syndicated data. Reports findings for major marketing, distribution, and manufacturing proposals and their impact on the sales function. Participates in the central development and implementation of new products, re-launches, new business building programs, sales rationale, etc. May also participate in presales or sales meetings to review proposed plans. Functions as liaison between regional sales and marketing function. Provides and/or initiates sales analysis affecting distribution, spending as it relates to volume, brand promotional strategy, and selling tools. 
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