[image: image1.jpg](B 3P GROUP





JOB DESCRIPTION
ROLE: Hospital Sales Representative
SALARY AND BENEFITS: Negotiable
WORKING HOURS: Monday to Friday, 9:00 to 18:00
The B & S Group is a privately owned pharmaceutical company which manufactures and distributes pharmaceutical and healthcare products to the UK market. Established in 1999 we offer a wide range of products and services which includes specials, generic drugs, branded medicines, parallel trade and over-the-counter (OTC) medicines. Our customers range from independent pharmacies, buying groups to hospitals.

Our Vision is to have the strengths and financial disciplines of a big company combined with the leanness, agility and warmth of a small company. Being a family run business, we have grown at a phenomenal rate, from just four people to over 1000 in a short space of time and still growing! Investing in our people has been the key to our success; enthusiasm and passion are the key traits we look for. If you are looking for a rewarding career there is no better time to join.

For more information on the group please visit: www.bnsgroup.co.uk

 
PRIMARY RESPONSIBILITIES

The company are in search for a experienced individual to grow the Hospital Business Development Team further. We are keen to attract people with a proven track record within Hospital Pharmacy Sales along with a mentality that craves challenges and pushes for development.

The role will require the successful candidate to hit the ground running in temrs of lead generation and establishing meetings with decision makers. There will be a settling in period to understand the business area and structure. 

SECONDARY RESPONSIBILITIES
    Present and sell company products and services to current and potential clients face to face and

     over the phone
· Lead generation through historical contacts or cold calls

    Prepare action plans and schedules to identify specific targets and to project the number of contacts

     to be made. 
    Follow up on new leads and referrals resulting from field activity. 
    Identify sales prospects and contact these and other accounts as assigned. 
    Develop and maintain sales materials and current product knowledge. 
    Establish and maintain current client and potential client relationships. 
    Manage account services through quality checks and other follow-up. 
· Strong knowledge of the NHS structure and environment.
    Prepare a variety of status reports, including activity, closings, follow-up, and adherence to goals on
     the Companys’ bespoke software
    Communicate new product and service opportunities, developments, information, or feedback gathered through field activity to appropriate company staff. 
    Other duties as assigned. 
 
 
ESSENTIAL EXPERIENCE
· Previous hospital pharmacy sales experience desirable
· Pravoen track record of Business development with Pharma sector
· Pharmaceutical knowledge would be desirable
· Ability to use own initiative
· Ability to work in a team

· Clear communication skills, written and verbal
· Delivering results through Key Performance Indicators
· Driving Performance
· Managing Relationships across all levels
· Selling skills – including telephone based
· Negotiation – including telephone based
· Customer Focus
· Judgement, decision making and problem solving
· Fully competent in MS Office
 
 
For more information on our company please visit www.bnsgroup.co.uk
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