
	Barnes Commercial Insurance Broker - Job Description 

	Background
	Barnes Commercial Insurance Broker is a commercial insurance broking business, set up by the Lifesure Group in January 2020.
https://www.barnesinsurancebroker.co.uk/
Our aim is to provide insurance support to specific industries. We aren’t a typical commercial insurance broker; we’ve created our business model so that we are able to assist clients building insurance products and associated services which are appropriate to limit risk. Our focus is to know our industry sectors as experts and know the risks which could be apparent for our clients.



	Job title
	Sales Manager

	Main purpose of the role
	· To support the Managing Director in all aspects of running the sales department and client contact centre
· To lead, develop and support the sales teams whom you are responsible for
· To drive truly exceptional sales performance and an understanding of the correct behaviours across all aspects of the sales floor

· To oversee and maintain the highest levels of customer support and service
· To support with the development of the brand and establishing a position in the market that has longevity and success

	Department
	Sales

	Salary
	£45 – 55k

	Working hours
	Full time position. 9.00am to 5.00pm Monday to Friday.

	Direct reports
	2 Account Executives with more to be added in time.

	Key responsibilities and deliverables 


	Departmental performance
· Set sales targets covering all aspects of sales and income
· Work under the guidance of the board to support all aspects of the sales team which include:

New biz, pipeline, renewals and the sales admin
· Help Sales Managers to use metrics and reporting to identify sales, satisfaction and compliance trends and put appropriate 90-day plans in place to close any gaps in performance

· Highlight areas of business development needed to support the long term health of the company
· Respond appropriately to customer complaints and manage this process
· Prepare, measure and report against your individual sales plan and deliverables in your monthly 121s with the Managing Director

· Prepare and run monthly reports and monthly sales management meetings

· Develop and manage relationships with key stakeholders as required to fulfil your role e.g. internal (senior managers, marketing, business development, finance, admin) and external (suppliers, partners)
· Work closely with the Operations Manager and HR Manager to support the sales teams in developing and achieving success.

· Effectively manage your department’s resources in line with budgets (people, financial)

· Identify and report on market and competitor activity and intelligence

· Ensure you have a low risk, compliant environment to operate within and that your teams are appropriately trained and skilled

· To ensure that your operate within the published policies and procedures
Team management and effectiveness

· Ensure each team member puts the client at the heart of everything they do

· Ensure your team take a “value” and “benefits” approach and steers away as far as possible from discounting heavily and competing on price

· Ensure each member of your team knows exactly what is expected of them (targets and behaviour)
· Agree personal objectives with team members carrying out additional responsibilities/project work

· Coach the sales team to ensure achievement of individual and team targets to agreed standards
· Performance manage your team, identifying any skills and motivation gaps and agreeing plans to address these using Personal Development Plans (all staff) or Personal Improvement Plans (under performing staff) as appropriate
· Hold monthly 121s with team members, quarterly formal performance reviews and annual appraisals

· Ensure that your team leaders and in turn their teams develop the skills to perform effective 121’s and can facilitate all of the departmental 121 meetings

· Participate in quarterly leveling of team members with your line manager
· Ensure all members of your team adhere to the relevant policies in the health and safety handbook
· Develop and share best practice amongst team members, delivering departmental training as and when required
Leadership and personal excellence
· Identify your strengths and weaknesses and take responsibility for your personal development plan and training, reviewing this in your monthly 121 with your line manager
· Always be learning and strive to achieve mastery of the Sales Management role
· Adhere to the relevant policies in the health and safety handbook


	Other responsibilities
	Other duties and responsibilities as may be set by the board of directors

	Behaviours
	· Be a role model for your team: be unconditionally supportive, discreet, responsible, professional and fair
· Foster a culture of continuous and never-ending improvement (CANI)

· Demonstrate the Company Values and work towards the Lifesure Vision and Mission in all that you do

· Inspire people to drive for a common goal

· Always over-communicate



	Essential and Desirable Skills and Experience
	Essential

A minimum of 5 years of working in both sales and sales leadership in a professional commercial broking environment.
A demonstrable background of growing and managing a significant income stream in the commercial broking market.

Detailed knowledge of commercial insurance add ons, renewal practices and administration.

Flexible and professional approach.

An ability to deliver results to tight deadlines.
Strength pf character and a determination to succeed, even when things get tough.

Desirable

A demonstrable network in the commercial insurance broking market.  For example, applicant should be aware of key markets, trends and people of influence.

Previous experience of working in a startup business or in the launch phase of a business.
Additional Information

This is a new business.  The successful candidate will need to build a business with the support of the MD.  This will mean being determined and driven to succeed and to ensuring results happen.  A key to success is understanding the Barnes brand what makes it different in the market and then ensuring that the sales team are living and breathing this in everything they do.

	Date of preparation
	July 2020



