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General Manager, Training & Consultancy
Permanent, Full Time
Based Edgbaston, Birmingham with regular travel
Salary £45k to £50k + car + benefits
Nationwide Recruitment Service’s (NRS) Client has been a well-established for more than 90 years.  It combines charitable work with an efficient commercial operation.  A rare and exciting opportunity has arisen for an energetic and charismatic leader to take forward part of Nationwide Recruitment Service’s (NRS) Client’s training and consultancy operation which includes Occupational Safety & Health and Fleet & Driver Solutions.
Reporting to the Deputy Chief Executive, the General Manager, Training & Consultancy will be responsible for leading and motivating Nationwide Recruitment Service’s (NRS) Client’s team of trainers and consultants to ensure the delivery of Occupational Safety and Health solutions to client companies, as well as leading business development across Nationwide Recruitment Service’s (NRS) Client’s extensive portfolio of training & consultancy services.
He or she will run and grow Nationwide Recruitment Service’s (NRS) Client’s multi-million pound OSH operation, raising Nationwide Recruitment Service’s (NRS) Client’s profile, winning business and ensuring seamless delivery. The appointee will be expected to plan budgets and sales campaigns as well as contribute to product development and will be proactive in facilitating sales visits, to ensure repeat and new business. 
The successful candidate may be educated to degree level (or equivalent) or have a diploma in Sales, Marketing or Business and will have previous line management experience within a consultancy operation.  He or she will have already demonstrated commercial acumen as well as a sound understanding of a broad range of training and risk management issues. Ideally, they will also already be a CMIOSH, but this requirement is flexible, not essential, 
Please complete send your CV and covering letter outlining where you have gained the experience when and how and send to Dan Caitlin or Julie Langdon at www.nrsuk.org
JOB TITLE:
General Manager, Training & Consultancy


DIVISION:
Operations
DEPARTMENT:
Workplace Safety

PURPOSE OF JOB:
(Give a brief general statement of the job function)

· To run & grow NRSUKs client’s £3.7 million Occupational Health & Safety and Driver & Fleet Services businesses (open & in-company training, consultancy, audit and products), raising NRSUKs client’s profile, winning business, ensuring seamless delivery and working with other NRSUKs client business units to exploit cross-selling opportunities. This role involves planning budgets and sales campaigns, co-ordination with other departments, product development, sales visits, administration and delivery through a team of NRSUKs client’s own and freelance consultants.

RESPONSIBLE TO:
Deputy Chief Executive


Direct Reports:

Managing Consultants; Client Management Coordinator; National Sales Manager; Head of NRSUKs client Scotland

Administration Team Leader

Indirect Reports:

Commercial Sales Agents; Support staff (Edinburgh); Administrators (Edgbaston); OSH trainers & consultants

RESPONSIBLE FOR BUDGET?
YES
Revenue expenditure within budget up to £2,000


Budget Dimensions:
Set annually

Other Relevant Dimensions:


OSH profit centre manager. Shared responsibility for D&FS profit with Road Safety Policy Adviser. 

Limits of Authority: Staff discipline to final warning level (advice from line manager & HR Dept. recommended).

MAIN CONTACTS:
Internal  and external “Suppliers” as well as Internal  and External “Customers”

Trainers, consultants, administrators (OSH & DFS)
Directors

Product Management/Marketing
Line manager

Safety Advisors
Information Service


IT Department
Finance (management accounts)


Existing & potential NRSUKs client customers
Associate Consultants
Venue Suppliers

Commercial partners (e.g. TMS, Arjo, JD, HF, IOSH, NEBOSH) 

PRINCIPAL JOB ACCOUNTABILITIES:

1. Development and implementation of the OSH business plan and D&FS business plan (shared responsibility with Road Safety Advisor) including setting phased targets for income & costs, working closely with colleagues, subordinates, Deputy Chief Executive and Marketing team.

2. Maintain & grow income by managing the NRSUKs client sales team through the National Sales Manager. Focus on key accounts to maximize business opportunities, visiting customers, submitting, presenting and winning tenders/proposals. Develop opportunities through commercial partners (eg TMS and Arjo).

3. Motivate & manage all OSH staff to seamlessly deliver services to customers through efficient administrative staff/processes, NRSUKs client and freelance trainers/consultants and other specialist organisations. 

4. Monitor customer satisfaction, ensuring market intelligence is captured and reported to line manager via the IMIS system. Use this to develop and drive continuous improvement in administrative systems, customer relationships, new products and to maintain the department’s certification to ISO 9001:2000. 

5. Use customer feedback, market trends and Policy Advisers to develop new products and services. Delete underperforming products/services from the NRSUKs client portfolio.

6. Promote NRSUKs client’s corporate aims & objectives at conferences, exhibitions and when dealing with the media.

7. Work with other members of NRSUKs client’s SMG to develop cross-functional business opportunities.

8. Ensure the health, safety and welfare of all OSH staff. Provide expert staff to help maintain NRSUKs client’s own H&S systems. Ensure environmental risks are adequately assessed and managed.

EDUCATION/QUALIFICATIONS/SKILLS:


Education: 
English/Mathematics GCSE (essential / A level preferred)

Qualifications (To hold or be willing to work toward) CMIOSH (preferred) Sales, Marketing or Business Diploma (preferred)

Skills and Previous Experience:

· Field and telesales sales experience with a demonstrable record of winning business. 
· Sales management experience with responsibility for a telesales team. (required to perform duties satisfactorily )

· Time management & organisational skills.

· Excellent verbal and written communication skills.

· Computer literacy (e.g. Office 2000).

· Ability to plan work, implement new procedures and monitor performance.

· Budget management.
· Ability to train and motivate sales & administrative staff.

· Very organised, results-driven, enthusiastic and resilient.
· The role is office-based with some travel expected for meeting customers.
· NRSUKs client advanced driver to silver grade or above. Flexibility is essential and there may be a requirement to work some evenings / weekends during peak periods.
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