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Welcome

Thank you for your interest in working with the RCR. I hope that you will find the information in this Candidate Pack 
useful, in addition to the content on our comprehensive website: www.rcr.ac.uk

The last few years at the RCR have seen much growth and development. We have improved the range and quality 
of the services and support offered to our membership. We have grown the external profile of the RCR’s work and 
increased awareness of the value of our medical specialities to patients and the public. We are ambitious to continue 
this success and build into the future.

Our Strategic Priorities from 2019 are:

Workforce
Support excellent, safe patient care by working collaboratively on team-wide standards across imaging and 
oncology. Define our doctors’ professional needs for the future and shape sustainable workforce models for our 
patients and our specialties to realise them.

Be the experts
Highlight to the public and stakeholders the contribution our specialties make to safe, evidence-based and cost-
effective patient care. Contribute meaningfully to the debate on the future of healthcare both in the UK and overseas.

Professional learning
Develop our educational offer to support our doctors to meet the challenges of practice, working with others where 
appropriate, sharing ideas where possible. Adopt new educational models rapidly to ensure continuing equity of 
access to high-quality products.

Membership value
Support all members and Fellows to deliver the best care for patients, for their entire career regardless of where or 
how they practice.

Our College
Shape a College that is demonstrably agile and responsive, accountable and open, supporting our specialties and 
the patients we treat.

The RCR  has a major change programme over the next year and beyond. Our Transform programme will change 
the way we work with and for our membership, will focus on high standards of service, will offer even more flexible 
ways of working, will implement an environmental/green agenda and will exploit the opportunities offered by 
new technology systems. These will be underpinned by a continuing commitment to develop and support all our 
employees. 

We are a London Living Wage Employer (www.livingwage.org.uk) not only for our employees, but also in respect of 
our contractors. 

The RCR welcomes talented people who share our ambition, commitment who will enjoy working with and for 
talented professionals.

I look forward to hearing from you.

Yours sincerely

Business Development Executive 

Salary: £39,248 per annum, increasing to £43,380 following two years continuous working, plus excellent 
benefits 

Location: Central London, with flexible working 

Hours: Full-time/ 35 hours per week

Contractual status: Permanent 

Closing date for applications: midnight Sunday 4 December 2022.

Interview date: Shortlist interviews are scheduled for 7 December and selection interviews are scheduled 
for 12 December 2022.

About The Royal College of Radiologists

The RCR leads, educates and supports doctors who are training and working in the medical specialities of clinical 
radiology and clinical oncology. The RCR is the UK professional, membership body responsible for clinical radiology 
and clinical oncology with a total membership of over 11,300 worldwide. Further information about the RCR’s activities 
can be found at www.rcr.ac.uk. The RCR is a registered charity, registration no 211540.

We are committed to diversity and equality and we value the benefits a diverse workforce brings. So that we can 
assess our performance in this area we actively encourage you to complete and submit our diversity monitoring form 
with your application.

The RCR welcomes 
talented people 
... who will enjoy 
working with 
and for talented 
professionals.

http://www.rcr.ac.uk 
http://www.rcr.ac.uk
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Job description

Job title: Business Development 
Executive 

Responsible to: iRefer Operations Manager 
Responsible for: N/A
Contract terms and hours: Permanent/ full time
Location: 63 Lincoln’s Inn Fields, London 

WC2A 3JW with the ability to work 
remotely for up to 60% of the 
working week. 

The role

Overall purpose
The purpose of this role is to support the business development strand of the commercial strategy for iRefer, as the 
iRefer products become increasingly global facing and also are of increasing importance nationally. The Business 
Development Executive will work alongside the iRefer Operations Manager to gather information to inform the 
business development strategy and then assist with putting these plans into action, converting leads into new 
customers and growing and maintaining existing commercial relationships.

Main areas of responsibility
a. Supporting new customer acquisation 

b. Customer relationship management 

c. Administration and general

Responsibilities
a. Supporting new customer acquisation

1. Support the iRefer Operations Manager to generate leads by identifying and engaging potential customers 
for the iRefer website, API and CDS through working independently to make recommendations for the 
future direction of travel in the business development strategy carrying out research and immersing 
themselves in the global health-tech landscape, to assist in effectively exploring opportunities 

2. Meet sales targets and KPIs as discussed and agreed with the Project Manager and the wider College 
Directorate 

3. Convert leads into customers by assisting with the administration and production of documents and assets 
during negotiations, sales presentations, etc.

4. Research and identify new geographies and emerging technologies to support the goal of establishing 
iRefer as the global leader for the deployment of imaging referral guidelines. 

5. Establish and execute a process to qualify, engage and convert leads including conducting primary and 
secondary research, as well as creating a sales funnel.

Working for the RCR

The RCR is a membership body and a registered charity. The trustee board (Council) is mainly made up of 
practising clinical oncologists and clinical radiologists and is accountable to the membership at large. Each 
specialty has its own Faculty which agrees policy and the range of support, advice and guidance offered to 
doctors in the specialty. The executives of the RCR are the eight Officers (doctors) who work closely with the senior 
management team (the Chief Executive and Executive Directors for Education, Professional Practice and Finance 
and Resources) supported by about 70 other employees.

The Education & Professional Practice Directorate/iRefer Team
This is an exciting opportunity to join The Royal College of Radiologists (RCR) and help expand the footprint of one 
of our flagship publications;  the iRefer radiology referral guidelines .iRefer is one of the most valued and enduring 
sets of RCR guidelines and these provide significant benefit to clinicians and patients in ensuring referral for the 
right test first time. They are available through website subscription and The RCR also works with technology and 
other partner organisations to deliver iRefer through Clinical Decision Support software (CDSS). 

To build upon the success of a national roll-out for the products and growing global presence, we need a brilliant 
business development executive to support with the qualification and conversion of  existing leads and generation 
of new leads, solidifying iRefer’s position as the global leader for imaging guidelines. 

The successful candidate will be an excellent communicator possessing excellent levels of business acumen 
and interpersonal skills, able to work collaboratively with various stakeholders, colleagues, and senior members. 
They will also have excellent administrative and organisational skills and the ability to plan and prioritise a varied 
workload. It is important that the successful candidate has a commitment to providing a professional, positive and 
responsive service and has a meticulous eye for detail.

You will be joining a dedicated, growing team right at a pivotal point for the iRefer products, which are becoming 
increasingly nationally and internationally known and important, this small team is passionate about iRefer, its 
current status and its future potential, and the exciting challenge of taking the RCR’s important work to a global 
audience. You will have the opportunity to improve your  relationship management  skills and drive the product 
development roadmap; and to be part of the development of a respected publication that makes a positive impact 
on patient outcomes and efficiency within the NHS and healthcare systems around the world.

Where the job fits
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Key working relationships

Internal working relationships
 � Colleagues in the iRefer team, in particular the iRefer Product Manager and iRefer Project Manager, to create and 

execute business development and promotional strategies, and with administration support team members

 � Deputy CEO and CEO, in order to target key customers that are identified through their networking and 
engagement activities

 � Global partnerships manager, to align with and support the RCR’s global strategy

 � The broader College, including the Marketing and Finance Teams

External working relationships
 � iRefer Customers

 � Design and marketing agencies

 � CDSS technical partners and other partner organisations that wish to license or consume the guideline content 

 � Network of contacts to be developed in the heath-tech space

 � Government agencies relevant to national healthcare and ionising radiation safety

6. Develop and review  of the documents needed during the business development process (e.g., MOUs, 
quotations, licenses etc), keeping track of version history, working with team members to ensure 
documents are circulated, signed, returned and filed as appropriate

7. Regularly analyse partnerships within similar organisations, noting opportunities for collaboration or 
development

8. Proactively identify sales (opportunities) and make recommendations to colleagues on those to pursue 
actively, to allow us to meet team KPIs

9. Track the sales pipeline and ensure agreed milestones are met and parties are kept informed of progress.

10. Represent and promote iRefer’s brand, products and services at conferences and events, through asset 
and document production, and event attendance as needed.

b. Customer relationship management 

11. Engage with existing partnership customers by supporting account management activities, providing 
regular updates on account performance, business improvements and product development

12. Ensure a high standard of customer satisfaction by acting as the primary point of contact for any issues a 
customer might face or requests that they may have, resolving these or escalating as required

13. Provide data and information to customers as requested, such as website usage data, contribute to annual 
update meetings, complete tender applications for renewals 

14. Maintain standards of excellence in account management administration, through ensuring emails are 
tracked and responded to, meetings are arranged and minuted and that users have a main point of contact 
to rely upon, meeting their needs or escalating as appropriate.

15. Utilise information from website sales noting particular areas of interest to input into future sales targeting 
and maintain keep track of trends in purchasing.

16. Act as an escalation point for web site customers requiring additional support 

17. Work closely with the global partnerships team to ensure opportunities for business development are 
identified and realised.

18. Work closely with the business analyst to understand and track iRefer data, converting it to meaningful 
statistics to help with business development activities. 

c. Administration and general 

19. Work with iRefer administrator, the iRefer Project Manager and where appropriate, external legal advisors 
to create assets and documents required in the business development journey such as proposals, sales 
presentations, MOUs (memorandums of understanding), development contracts, commercial contracts 
etc. In the process, consolidate and generate a repository of templates that can be used for similar future 
needs

20. Assist with product and business strategy development by contributing to activities around understanding 
market needs, particularly around potential future partnerships, gathering customer feedback, and 
working closely with the Product Manager and Project Manager to create and deliver these.

21. Undertake such other duties appropriate to the level of the post holder’s qualifications and experience as 
may be required by the College from time to time.
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The person

Essential (E) or desirable (D)
Knowledge, qualifications and experience

Educated to a high standard with relevant in business development / management or 
related subject, or other relevant experience e.g. business development and/or sales

E

Experience of contributing to the creation and delivery of presentations, negotiating 
and managing contracts

E

Experience in business development at a similar level, gained during working in a 
comparable field (for example, but not limited to,  health tech, health care sector 
publications)

E

Experience with healthcare information/technology products or Software as a 
Service (SaaS) products

D

Skills and abilities

Accurate use and understanding of English. E
Effective interpersonal skills and  skilled at networking,  with the confidence and 
credibility to engage with varied internal and external stakeholders and ability to 
provide a professional, friendly, and reactive service to colleagues and external 
contacts

E

Excellent organisational skills including ability to manage own time efficiently and 
prioritise own work across a range of activities and deliver to tight timescales, with the 
ability to work independently and take initiative

E

Data literate, with the ability to create stats that will help impact positively on business 
development activities.

E

Confident in use of software packages from the Microsoft suite, including, 
PowerPoint and Excel

D

Capability of using CRM to track sales processes D

Other Requirements 

-  Candidates must have the right to work in the UK to 
be able to apply for positions at the RCR. 

Passion for networking and developing interpersonal 
relationships

Demonstrated history of providing high levels of 
customer satisfaction

Enthusiasm for learning and development and taking 
on new tasks

Committed to own continuing professional 
development

Occasional requirement to attend conferences and 
other events which may require an overnight stay 

Scope and limits of authority

Decision making level  � Account management as directed

Financial resources  � Delegated supervisory responsibility for fulfilment of iRefer 
website sales (value approx. £100k per annum) and shared 
responsibility with the Project Manager and Product Manager 
for an Income target of £ £4m per annum by 2025

 � Travel and sustenance allowances
Other resources  � Research information that supports the iRefer business 

development strategy

People management  � N/A

Legal, regulatory and compliance 
responsibility

Compliance with:

 � RCR’s Human Resources (HR) policies

 � The Scheme of Financial, Contractual and Human Resources

 � RCR’s Health and Safety Policy

 � RCR policies and procedures for data protection

I find the work I’m 
given interesting, 
varied and 
challenging. I’m given 
lots of opportunities 
to develop in my role.
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Behavioural competencies
The RCR’s Competency Framework defines the behavioural competencies required from all staff to 
contribute effectively in their role and within the wider organisational team.

Communicating effectively

The success of the College depends on how it communicates with its membership and other stakeholders. 
Employees need to know their audience(s) and communicate with them in a way which meets stakeholder needs 
and expectations as far as possible.
Working together

The College’s effectiveness and reputation depends on efficient and collaborative working, both within and 
beyond the team. This includes all employee colleagues, Officers, other Fellows and members and often others 
outside the College.
Personal effectiveness

The College is most effective when employees take ownership of their work, understand the context of that 
work, deliver effectively to achieve required results and demonstrate a positive attitude to taking on additional 
responsibilities or learning new skills.
Customer focus

We should all provide excellent services to all customers but notably to the membership and staff colleagues. 
Focusing on those and other customers, and understanding and responding appropriately to their needs, is key to 
the success and sustainability of the College.
Embracing change

We must all play a part in ensuring that the offer the College makes continues to be effective and relevant in 
meeting customer needs. This will involve changes to what we do and how we do it. We all need to play our part 
in embracing change.

Our values

People focus 
We treat everyone fairly and with respect, actively listening and responding appropriately, while recognising 
individual differences.

  
Integrity
We are open, honest and transparent. We strive to reflect and learn from experience in every area of our work to 
deliver the right outcome.

  
Making a difference
We strive for excellence. We make a difference by setting standards and empowering our membership and our 
staff through personal development and lifelong learning.

  
We recognise that patients’ best interests underpin everything we do.
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How to apply

The closing date for applications is 4 December 2022.

Please submit a CV and a covering letter, together with a completed Diversity Monitoring Form.

It is important that your covering letter includes a clear statement in support of your application, which 
demonstrates how you meet the essential (and, where applicable, desirable) cirteria described in the table entitled 
‘the person’.

We expect you to meet the points listed under ‘‘other requirements’’ of the Person Specification as a pre-requisite 
for applying for this position.  However, you are not required to address these points in your written statement.  We 
will explore them further if your application is taken to the next stage(s) of the recruitment process.

Applications should be emailed to jobs@rcr.ac.uk

If you have not heard further from the RCR within a fortnight of the closing date, you should assume that you have 
not been shortlisted for interview on this occasion.

Shortlisted candidates will be invited to attend first stage interviews on 7 December 2022.

If you consider yourself to have a disability and require a hard copy pack or a different format, for example large print, 
please contact the HR team at jobs@rcr.ac.uk

Equality and diversity statement

The RCR is committed to equality and diversity in its role as an employer, valuing the benefit a diverse workforce 
brings. It is our intention not to discriminate on the grounds of age, disability, gender reassignment, marriage and 
civil partnership, pregnancy and maternity, race, religion or belief, sex or sexual orientation (Equality and Diversity 
Policy: www.rcr.ac.uk/equality-diversity-policy).

How we value our people

We recognise that our people are central to our ability to deliver high-quality and professional services. We offer a 
welcoming working environment, and a commitment to good people management, including our performance and 
development review process. 

Learning and development
We are committed to supporting all employees’ learning and development. Ensuring every employee has a learning 
and development plan is part of our annual performance development process.

Working environment
We are a friendly team, located in a quiet and attractive square in central London, close to transport links, in a well-
resourced, light and airy building.

Wellbeing support
We provide a range of benefits to support staff wellbeing: employee assistance programme, assistance with eye 
test costs and lenses if related to the role, and flexible working hours for staff after completion of their initial period, 
including the possibility of some working from home. We also provide staff with free tea, coffee and fruit juice while 
in the office.

Pension and life assurance provision
All employees are eligible for the statutory provision, and additionally we provide a good pension scheme with 15% 
employer contributions (employee contribution is 5%) no later than three months after the start of employment.

The RCR has a life assurance and personal accident policy covering all current employees.

Other benefits
 � Generous holidays starting at 25 days per annum, and increasing with service.

 � Closure days between Christmas and New Year.

 � Interest-free season ticket loan.

My colleagues and peers are great fun to 
work with and I enjoy working alongside 
lots of different people to deliver my job.

https://forms.office.com/Pages/ResponsePage.aspx?id=SCiRhABWxE6hzD1aegSXFiHq8Wa3_e1Cu1lQTWuHNO9UNjRVRURTV0RVRUNIRTUzQjFFVDJSVVM1MC4u
http://www.rcr.ac.uk/equality-diversity-policy
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The Royal College of Radiologists

63 Lincoln’s Inn Fields 

London WC2A 3JW

+44 (0)20 7405 1282

enquiries@rcr.ac.uk 

www.rcr.ac.uk

 @RCRadiologists

A Charity registered with the Charity Commission No. 211540

© The Royal College of Radiologists, February 2018.


