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Job Description

Role:		Business Development Executive – North-East England Public Sector
Location:	Home based
Employer:		SCC	
Reporting to:	Lindsey Hunter	
			
		 		

Minimum Requirements

Qualifications		Ideally degree educated.  Full UK Driving License.	
Industry Experience	10 years’ sales experience, which will include circa 5+ years experience working for an IT Services Provider. Proven experience in new business sales, ideally within technology, managed services, or professional services.

Track record of building pipeline and revenue from a cold or white-space territory.  Experience selling enterprise-scale, complex solutions involving multiple stakeholders.  Strong understanding of managed services, enterprise technology, and professional services-led engagements.  Experience working in or alongside public sector organisations is highly desirable.  Established network within the North East public sector ecosystem is advantageous.
		
Who You Are	A self-sufficient, experienced new business professional who thrives in high-autonomy environments
Comfortable creating opportunity from scratch, not reliant on inherited accounts
A collaborative leader, able to bring together and align virtual teams without direct authority
Team-first in your approach, supportive of peers and focused on collective success
Credible at CIO / senior leadership level, able to challenge and influence constructively
Commercially astute, making decisions based on long-term value for SCC and the customer
Accountable beyond the sale — you take ownership for delivery outcomes and customer experience
Motivated by more than revenue — you are interested in improving public services and outcomes
Resilient, proactive, and comfortable operating in ambiguous, evolving environments			
 
Company Information 

Rigby Group plc is a £3bn pa revenue private family group operating across 6 industry sectors: technology, aviation, airports, hotels, real estate and finance. The group is 100% owned by the Rigby family, has operated for over 45 years and is one of the largest private companies in the UK employing over 8,500 people.

SCC EMEA is a 100pc subsidiary of Rigby Group plc. It is a £2.2bn pa revenue technology business operating across the UK, France, Spain, Romania and Vietnam. It employs 7,000 people. It is the largest private technology company in Europe. 

SCC UK plc is a leading full-service technology solutions provider operating in the large and mid-corporate enterprise segments and public sector both central and local government as well as health, police, security and education.  SCC UK operates nationwide across a regional office network with a major hub in London and the head office and data centre campus in Birmingham. Other offices include Bracknell, Leeds, Manchester & Scotland.


Role Information & Responsibilities 

Overview
This is a new business, territory-building role focused on growing SCC’s presence across the North East public sector.

While this is largely a white-space opportunity, SCC already has a strong reputation, established customer relationships, and significant capability in the region. Your role is to take that story to market — building new relationships, re-engaging existing ones, and creating opportunities where there is clear potential to grow.

You will shape and sell enterprise technology, managed services, and professional services-led engagements, typically complex, multi-stakeholder opportunities such as:

· Enterprise platform modernisation
· Application modernisation
· End-to-end digital workplace design, supply, integration, and management
· Workflow automation and process transformation
· Real-world AI use case development and implementation

Success in this role comes from your ability to create momentum, lead virtual teams, and deliver outcomes for customers — not just close deals.

The role has responsibility for but not limited to:

Responsibilities
· Build and execute a new business strategy across a largely untapped territory
· Generate pipeline through targeted prospecting, networking, and structured engagement plans
· Identify, re-engage, and grow relationships leveraging SCC’s existing regional footprint
· Engage at CIO / senior leadership level, shaping opportunities through early discovery
· Develop and position enterprise, managed, and professional services solutions aligned to customer outcomes
· Take full ownership of opportunities end-to-end — from creation through to successful close
· Maintain accountability post-sale, ensuring alignment between what is sold, delivered, and achieved
· Act as a customer advocate, supporting delivery teams to ensure successful execution and customer confidence
· Lead virtual teams across sales, technical, delivery, and partners to design and deliver complex solutions
· Create alignment, clarity, and shared accountability across stakeholders involved in opportunities
· Build strong internal and vendor relationships to strengthen propositions and execution
· Represent and promote SCC’s capability, credentials, and success in the region
· Maintain a robust pipeline and forecasting discipline
· Deliver against growth and margin targets
· Make balanced, commercially sound decisions based on what is right for SCC and the customer


Personal Attitude 

· Customer-focused, with a strong belief in delivering meaningful outcomes through technology
· Highly self-driven, with the ability to create momentum and opportunity
· A collaborative and inclusive team player, actively supporting peers and contributing to team success
· Strong leadership mindset, able to influence and align virtual teams effectively
· Confident communicator, able to engage, challenge, and influence senior stakeholders
· Logical and creative in approach to problem solving and opportunity development
· High standards of professionalism, ownership, and attention to detail
· Strong sense of accountability and integrity, particularly around customer commitments
· Adaptable and resilient, thriving in a fast-paced, changing environment
· Committed to continuous learning and personal development
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