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	Role Title 
	Commercial CRM and TechStack Manager


	Function & Dept.

	Sales / Revenue Operations

	Career Growth Level
	Leading & Contributing / Strategic Delivery 


	CGP Descriptor 

	Experienced senior experts or leaders, play a critical role in directing resources and driving projects, policies, and practices to meet the needs of internal and external customers. They may also manage people and focus on achieving results that boost SCC’s revenue and portfolio growth.
Additionally, these positions are recognised as holding organisational authorities in their respective fields, actively shaping policies, objectives, and procedural standards to benefit stakeholders. Their influence extends to contributing to SCC’s strategic direction, often in positions such as Directors, members of the Senior Leadership Team (SLT) Heads of Department or Departments, Managers of larger teams or Leads within their specialised fields.

	Team 
	Revenue Operations (Transformation and Enablement)


	Reports to
	Director Rev Ops


	Role Purpose 

	Having invested heavily in a market leading CRM system and supporting Sales Toolsets, SCC are looking for a seasoned individual to design and manage the continuous development and adoption of our Sales TechStack strategy; optimising business value, useability and insight, enhancing user engagement and formulating a strategic roadmap to maximise our investments, reporting on the business benefits the platforms bring. The expert will play a critical role in aligning our Dynamics 365 environment with business goals and ensuring long-term sustainability, as we drive Sales Transformation throughout our business.  The role will be accountable for ensuring SCC’s CRM provides a reliable platform for improving pipeline visibility, forecast confidence, sales productivity and data quality.


	
	

	Key Responsibilities 


	1. Own the commercial sales technology roadmap across Dynamics 365 and associated sales tools, ensuring platforms are integrated, adapted, governed and aligned to SCC’s GTM priorities

2. Conduct a comprehensive and continuous review of our existing Dynamics 365 setup, identifying areas for improvement, prioritising change, managing backlog, establishing a governance framework with stakeholder input, and tracking overall benefit of the platform
3. Act as the commercial business owner for CRM and related sales platforms, translating sales requirements into prioritised technical and process improvements, in partnership with data teams and third-party providers 
4. Lead initiatives to drive user adoption, including training and best practices and be a central presence across the sales organisation for feedback and input into the development roadmap.

5. Collaborate with stakeholders across departments to understand requirements and ensure seamless integration and/or adoption of the CRM and other Sales Toolsets, for example Tussell, LinkedIn Sales Navigator
6. Provide expert guidance on leveraging Dynamics 365 to support key business initiatives.
7. Build a detailed roadmap for system and toolset enhancements, future developments, and continued optimisation, aligned to business requirements and initiatives, including identifying opportunities to use automation, AI and embedded intelligence within the CRM to improve seller productivity and management visibility 
8. Offer recommendations on best practices, industry trends, and innovative approaches within the Dynamics 365 ecosystem.
9. Manage a small team of CRM specialists/admins, setting objectives and coaching for peak performance 
10. Data Governance & Quality: Define and enforce data‐entry standards and data management, partly with the use of automated data-health dashboards (completeness, accuracy, activity levels) and drive remediation cycles


	
	

	Person Specification 


	1. 5 yrs+ of proven experience leading a CRM (ideally Dynamics 365) optimisation, adoption and strategy development in a B2B/VAR/tech environment
2. Experience in CRM Product ownership, Sales process design data governance and change adoption

3. Strong understanding of business processes and how a CRM system can enhance them
4. Excellent stakeholder management skills, with the ability to collaborate across multiple teams and at a senior exec level

5. Experience driving user adoption through training and engagement initiatives and excellent change-management skills to support
6. Priori management of a team, including but not limited to CRM administrators and/or analysts

7. Strategic mindset with the ability to develop long-term plans for system enhancement
8. Strong problem-solving skills and the ability to work independently.




	Key 

Competencies
	
	Level 

	1.
	Strategic Thinking
	2

	2
	Influencing and negotiating
	2

	3.
	Communication Skills
	2

	4.
	Relationship Building
	2

	5.
	Planning and Organising
	2

	6.
	Facilitation Skills
	2

	7.
	Quality Ownership
	2

	8.
	Continuous Improvement
	2

	9.
	Stakeholder Relationship Management
	2


	Management 

Competencies
	
	Level

	1.
	Leading, Developing and Managing People 
	4

	2
	Problem Solving and Decision Making 
	2

	3.
	Influencing Others 
	4

	4.
	Embracing the need for change
	3

	5.
	Thinking & Acting Strategically 
	3

	6.
	Planning & Analysis
	2

	7.
	Performance Management
	3

	8.
	Employee Experience 
	3

	9.
	Resourcing
	2

	10.
	Competency Assessment 
	2


	Value Behaviours 


	
	Level

	1.
	Responsibility 
	

	2.
	Passion 
	

	3.
	Customer First 
	

	4.
	Agility 
	

	5.
	Family 
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