Job description
Job Title: Head of Business Sales

Location: Abingdon, Head Office

Department: Business Sales

Position Reports To: Chief Marketing Officer

Company Overview
Gigaclear is a fast growing, game changing builder and provider of pure fibre broadband services to
residential customers and businesses in England. We have an ambition to make a significant difference
to the broadband landscape in rural England and improve our customers lives through the provision of
world class broadband services.
We have ambitious plans to grow Business (B2B) market penetration, as a key part of our overall
business strategy. We will win in business with improved propositions, new sales channels and market
leading customer service.

Purpose of the job
The Head of Business leads Gigaclear’s B2B strategy and Business Services Team to grow our market
share. This is a new, high-profile leadership position that is part of Gigaclear’s senior management team
and will work with teams across the company to deliver the objective of B2B growth. The role however
is hands on and will require significant personal commitment to delivering the plan.
This Head of Business will build and lead a new team to deliver proposition development, pricing, direct
and indirect sales channels, and dedicated business customer support. They will also work closely with
Build teams who are developing the network to deliver more ‘ready for service’ business premises.
The Head of Business will champion the needs of B2B customer across Gigaclear and building
organisational expertise and understanding of the B2B market.

Key Accountability & Responsibilities
•
•
•
•
•
•
•
•

Setting B2B strategy and communicating this effectively across Gigaclear
Lead the development of B2B customer and market insight to drive strategy
Leading a team of B2B sales, service and propositions manager effectively deliver the strategy
Design and develop portfolio of B2B propositions than make maximum use of Gigaclear’s full
fibre network to meet customer’s needs, from micro businesses, SMEs and Enterprises
Collaborate with Build and Install teams to ensure that the Gigaclear network is ready to serve
B2B customers in current and future build, and fixing any historic build issues
Collaborate with the Networks team to ensure major customer opportunities are addressed in
the design of the network.
Lead B2B ‘go to market’ strategy, collaborating with Marketing, Finance and Install team to
maximise the penetration of business premises served by the network.
Accountable for delivering B2B sales targets through direct and indirect channels, driving
channel performance and return on investment
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•
•
•
•
•
•

To lead commercial relationships with 3rd party product and sales channel partners engaged to
deliver the B2B growth strategy.
Accountable for B2B ARPU and gross revenue targets, which will play a key role in Gigaclear’s
overall financial performance.
Deliver a premium experience to Gigaclear business customers, collaborating with teams
across the business to manage the end to end customer experience.
Understand business customer net promoter score as the B2B customer champion, and
develop proactive plans to deliver market leading NPS
Lead team recruitment, coaching and performance management
Build key relationships with internal stakeholders to encourage a positive and collaborative way
of working

Knowledge & Skills
•
•
•
•
•
•
•
•
•
•

Proven experience in leading B2B services, ideally in telecoms
Team and cross functional leadership experience
Strong interpersonal skills allowing effective communication with internal and external
stakeholders at all levels
Personal sales and business development skills, with track record of driving sales performance
and closing deals
Track record of delivering high-quality end to end customer service, championing the business
customer experience at every opportunity
Solutions focussed with a methodical approach to problem solving and decision making
Proven ability to lead complex multi-functional projects to deliver business goals
Strong commercial acumen including P&L management and ability to develop and manage 3rd
party commercial relationships
First class analytical skills, with ability to interpret multiple sources of data and insight to form a
strategy or plan
A team player who will lead by example and be hands on in executing as well as devising the
strategy.

Our Values
Find a way - we will work together to deliver market-leading solutions and provide customer service
excellence to our communities
Do the right thing - we always base our decisions on what we believe is fair, considerate and in the
best interest of our customers and our colleagues
Be committed - we are all accountable for our actions and work relentlessly with our many customers
to deliver on our promises
Keep it simple - we take potentially complex and confusing information and we make it easy for
everyone to understand

This job description is not intended to be exhaustive. The post holder will be expected to adopt a flexible
attitude to the duties which may be varied (after discussion), subject to the needs of the business and
in keeping with the general profile of the role.
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