Senior Business Development Executive (Managing Associate)
Location: London (Hybrid)
Help shape the future of leadership and performance
At RADA Business, we believe better human performance creates better organisations.
Every day, we help leaders, teams and organisations communicate with greater confidence, build stronger relationships and perform at their best. Our clients include some of the world's most recognised organisations, all looking to solve complex leadership and performance challenges.
As we enter an exciting new phase of growth, we're building a new kind of commercial team.
One part of our business focuses is creating a scalable, technology-enabled commercial engine that helps thousands more people experience RADA Business (‘Scaled’ engine). The other is developing deep, long-term partnerships with our most strategic clients (‘Strategic’ engine). 
As a Senior Business Development Executive, you'll sit across both – owning and nurturing key commercial opportunities in the ‘Scaled’ engine; supporting account development in our largest strategic accounts in the ‘Strategic’ engine.
You’ll apply your experience of consultative selling, business development, commercial sales processes, and strategic account management while refining these skills alongside experienced commercial leaders, supporting globally recognised clients and helping shape the future of one of the world's leading leadership and performance organisations. 
About the role
The Senior Business Development Executive role combines business development and strategic account support, giving you broad commercial experience from day one.
Approximately 60% of your time will be spent owning a portfolio of inbound opportunities, converting enquiries into longer-term client relationships. 
The remaining 40% of your time will be spent partnering our Strategic Team to grow some of our most important client relationships through account planning, proposal development, procurement / tender responses and wider business development activities.
You'll also help improve our commercial processes and support the development of newer members of the team.
What success looks like
To be successful in this role, you'll:
· Know the business: Develop a deep understanding of our clients, services and commercial approach to become an exceptional business development professional.
· Grow the business: Convert new prospects into clients to consistently deliver against commercial targets
· Build relationships: Build trusted relationships with prospects and clients to generate repeat business, referrals and long-term account growth
· Drive commercial excellence: Champion commercial discipline, improve sales processes, maintain high-quality CRM data and embrace technology to improve performance
· Develop others: Share best practice, support newer colleagues and help build a high-performing commercial culture
· Manage key contracts: Lead the day-to-day management of key framework agreements and support team members with procurement and contracting processes
· Support strategic clients: Partner with the Strategic Team on account planning, proposal development and the growth of our highest-value clients
Key responsibilities
Lead commercial opportunities
· Lead discovery conversations to understand business needs and shape the right solutions
· Convert enquiries into high-quality proposals across our leadership programmes, coaching, frameworks and team development services
· Own more complex commercial opportunities from enquiry to close
· Shape compelling commercial proposals that create long-term value 
· Lead procurement, tender and contracting processes, ensuring a smooth and professional client experience
· Manage opportunities through our CRM and deliver an outstanding buying experience from first enquiry through to handover
Build client relationships
· Develop trusted relationships with prospective and existing clients
· Recognise opportunities with long-term strategic potential
· Nurture relationships to generate repeat business and referrals
· Work closely with Marketing to maximise lead conversion and client engagement
Partner on strategic growth
· Partner with the Strategic Team in the growth of key client relationships 
· Assist with account planning and business development activity
· Prepare proposals, presentations and client materials
· Coordinate meetings, actions and follow-up communications
· Contribute to the successful delivery of strategic account plans
Drive commercial excellence
· Champion CRM discipline, forecasting and reporting 
· Improve commercial processes and scalable client experiences 
· Embrace new technology, automation and AI tools to improve productivity
· Identify opportunities to improve the efficiency and effectiveness of how we sell
· Share client insight and feedback to help improve our services and commercial approach
Manage key contracts
· Lead the day-to-day commercial management of our key framework agreements 
· Coordinate high-quality tender responses, delivering to challenging deadlines
· Navigate commercial contracts and procurement processes with confidence 
· Deliver complex contracting activity with pace, accuracy and attention to detail
About you
You'll probably have at 4-6 years' experience in business development, sales, customer success, recruitment, hospitality or another client-facing commercial role.
More importantly, you'll already know how to:
· Build rapport and establish trust quickly. 
· Communicate confidently with a wide range of people. 
· Listen well, ask thoughtful questions and understand client needs. 
· Stay organised while managing multiple priorities. 
· Work confidently with CRM systems and digital tools. 
· Collaborate effectively with colleagues and contribute to team success. 
You'll also be someone who:
· Is ambitious and motivated by achieving results. 
· Learns quickly and enjoys developing new skills. 
· Puts clients at the heart of everything they do. 
· Takes ownership and follows through on commitments. 
· Brings a positive, collaborative attitude. 
· Thrives in a fast-paced environment and embraces change. 
Why this role?
This is a rare opportunity to build a commercial career that's different.
Rather than spending your days cold calling or working in a high-pressure sales environment, you'll learn consultative selling, business development and strategic account management while working alongside experienced commercial leaders in one of the world's most respected leadership and performance organisations.
You'll gain exposure to every stage of the commercial lifecycle—from converting new enquiries into clients to supporting long-term partnerships with globally recognised organisations. Along the way, you'll develop the skills, confidence and commercial judgement to become an exceptional business development professional.
With the Royal Academy of Dramatic Art as its sole shareholder, RADA Business sits at the extraordinary intersection of globally significant clients, world-class training and arts leadership.
If you're looking for a role where you can make a genuine impact, learn from experienced colleagues and build a long-term career in commercial growth, we'd love to hear from you.
