
    

 

JOB TITLE: Business Development Executive 

BASED AT: 46 Worship St, London, EC2A 2EA  

REPORTS TO: Head of Business Unit 

Background and Job Purpose 

TouchstoneFMS Ltd, part of Touchstone Group plc, is a leading provider of consultancy services and 

software solutions. We are recruiting for a Business Development Executive (BDE) as part of an 

expansion programme across our Spend Management business unit. 

Spend Management covers a wide range of purchasing and procurement disciplines including 

supplier relationship management, sourcing, contract lifecycle management, purchase authorisations 

and accounts payable optimisation. This is currently a very hot topic, with organisations increasingly 

struggling to meet legislative and governance requirements while trying to increase savings via 

improved direct and indirect procurement and looking to become more efficient using streamlined 

processes.    

We are looking for a driven, ambitious, enthusiastic individual to take on prime responsibility for the 

Spend Management te lead generation activities, with a view to planning for transition from BDE 

into a full sales role within 18-24 months. This vacancy has come about through the incumbent making 

the move into a new business sales role within the team, hence the need to continue the succession 

planning. 

The primary job purpose is to identify prospects and produce a steady pipeline of opportunities, all 

the while building experience and knowledge that will form a solid basis for successfully moving up 

into a quota-carrying sales role.  

Key Responsibilities  

Develop and maintain a high level of understanding of a prospects likely business challenges and 

issues in order to build empathy 

 Be able to link those challenges to the solutions we provide and articulate this to prospects in a 
confident, knowledgeable and concise manner 

 Generate sales opportunities through outbound telephone calls, email campaigns, planned webinars, 
networking events 

 Work to develop your own personalised database of prospects either through effective use of 
LinkedIn Sales Navigator to identify and develop contacts or from working from lists / databases that 
Touchstone has already developed or buys in 

 Develop a warming queue of potential opportunities, contacted regularly to move prospects through 
the sales funnel to the point where opportunities are qualified and ready to be passed to Sales. 

 Gain knowledge of the competitive landscape and use this to T advantage 

 Keep our CRM system up to date with all details of prospects, customers, contacts, sales activity and 
customer feedback 

 Keep the diary system up to date with all activities in or out of the office 

 Follow up all sales opportunities and call backs quickly and efficiently 

 Attend and contribute constructively to sales meetings 

 Carry out additional duties as may occur from time to time as instructed and agreed by the BU Head  



    

 

Key Personal Attributes 

 Articulate in speech and conversation 

 Good copy and visual storytelling abilities 

 Strong listening skills 

 Persuasive, persistent yet friendly and personable 

 Ambitious i.e. a desire to learn and achieve beyond this entry role 

Academic Background / Experience (preferred) 

 Educated to A level standard or equivalent 

 Degree in business / technology  

 Experience of sales & lead generation  

 


