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PART 1 – Senior Revenue Development Manager, Commercial 

Development, Slough   

  
You are an experienced Proposals Manager with a strong background in Clinical Research who is 

passionate about drug development and seeking a challenging and rewarding career in a commercially 

focussed role. You are highly numerate with a detailed insight into how clinical trials are designed and 

delivered. 

 

We are an ambitious organisation, expanding our international, full service, boutique CRO; growing by 

bringing together the best possible people, healthcare professionals and drug developers from all areas 

of clinical development.  

 

Reporting into the Head of Revenue Development, this is an important role in the growth of Simbec-

Orion Group. 

 

This role is focused on ensuring that we offer to our clients’ studies that deliver their development 

needs in an efficient and elegant manner and that are profitable and rewarding for us. You will take 

responsibility for managing and coordinating the costing of proposals across the full spectrum of clinical 

phases from Healthy Volunteer FIH to Phase IV and developing win-win payment schedules. 

 

You will provide your expert input and participation in the development of new proposal strategies as 

well as ensuring that change orders are developed accurately, clearly and in a timely manner. Your 

experience dealing with short deadlines and quick turnarounds should bring a sense of calm to our team.  

 

 

This job is for you if: 

 You are a self-starting, numerate, problem solver who proactively seeks solutions to complex 

challenges.  

 You can work a strategy from a blank sheet of paper to delivery and focus on getting jobs done 

properly.  

 You enjoy working in a collegiate manner with senior management and subject matter experts.  

 You thrive on pressure, maintaining a level-headedness when deadlines are looming and letting 

nothing fall through the cracks.   

 You can matrix manage subject matter experts to deliver the desired product for our clients 

 You are an excellent proposal development and budgeting professional, with a persuasive 

personality.  

 You are an effective communicator with personnel from all levels of an organisation.  

 You are a starter-finisher. 

 You want to join a rapidly growing and successful company. 

 You are ambitious and want to help build a better mousetrap! 
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PART 2 – EXPERIENCE, QUALIFICATIONS AND ATTRIBUTES  
QUALIFICATION   

Required Desired Measured 

Degree or equivalent level qualification in 

life sciences/related area 

 CV 

 Clinical research related degree 

Higher degree in life sciences 

CV 

EXPERIENCE   

Required Desired Measured 

Experience in developing budgets for 

complex, multi-centre, multi-national, 

multi-service offering Phase II & III 

oncology/Rare Disease studies 

 CV 

Negotiation of complex change orders 

with clients and delivery of win-win 

solutions 

 Interview 

CRO employment experience  CV 

 Experience in working for major and middle 

bracket CRO 

CV 

 Experience with managing CRO-sponsor 

relationships 

 

CV/Interview 

 Experience working within biotech/pharma 

companies 

CV 

   

COMPETENCE   

Required Desired Measured 

Rigorous attention to detail and ability to 

QC own work to the highest standards 

 CV / Interview / 

References 

Excellent knowledge of Microsoft Excel  Interview / Testing 

Meet client requests on time and 

precisely, complying with internal review 

requirements 

 Interview 

Can work to deadlines and prioritising a 

varied workload 

 Interview 

Organisational skills to manage multiple 

projects 

 Interview 

Commercial awareness on a national and 

international scale 

 Interview 

Effective and persuasive communicator – 

including with high level internal 

stakeholders 

 Interview 

Budget tool experience and understanding 

of industry drivers. 

 Interview 

Self-starter  Interview 

Starter-Finisher   

English language – fluent, written and 

spoken 

 Interview 

 Experience with managing CRO-sponsor 

relationships 

 

 Experience mentoring peers and junior staff 

on budget development principles 

 

 Use of a Customer Relationship 

Management System 

(CRM) 

 

 Clinical Operational Experience  
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Simbec-Orion Group – Job Description 
 

JOB TITLE Senior Revenue Development Manager 
ROLE HOLDER  
DEPARTMENT Business Development 
DIVISION Orion Clinical 
LOCATION  Slough, UK  
CONTRACT TYPE Permanent Full time (1.0) FTE 
REPORTING TO Head of Revenue Development 
DIRECT REPORTS None 
INDIRECT REPORTS None 

 

 
ROLE HOLDER TBC 

 

Date:  

LINE MANAGER Head of Revenue Development 

 

Date: 

NEXT REVIEW DATE  

 

 
JOB PURPOSE 

As a senior member of the Revenue Development team, the role plays an important 

contribution towards the profitability of the organisation through development of 

budgets, contracts and payment mechanisms in order to control revenue. 

The two areas of focus for the SRDM role are primarily the development/management 

of client budgets upon receipt of RFP and notifications of changes in scope and latterly 
the analysis of the company’s underlying costs to facilitate the development of 

innovative pricing strategies and mechanisms to facilitate accurate assessment of 

resourcing and revenue forecasts.  

The role will serve as a point of contact within the company, supporting commercial, 

financial and operational functions with matters concerning revenues. A high degree 

of collaboration with staff members across these functions is required in order to 

facilitate communication and to evaluate and improve systems and tools. Revenue 

development principles, policies and general best-practice will be delivered across the 

company either by formal training, steering committees and scheduled reporting. 

 
PRINICPAL DUTIES  

1. Assume responsibility for client budgets, including scope of work, assumptions, 

payment schedules and revenue forecasts to support Proposals Development and 

Contracts Development functions. 

2. Analyse and interpret budget and financial information to feed into company revenue 

forecasts. 

3. Negotiate internally with Heads of Department and Senior Management to achieve 

approval of client budgets and payment schedules. 

4. Negotiate complex budgets and their contractual implications with clients, liaising by 

telephone, email or face-to-face, as required. 

5. Act as a point of contact for both internal and external customers for all tasks 

concerning revenue development. 

6. Support the commercial development and operations teams with timely management 

and realisation of project out of scopes. 
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7. Contribute to the development of department tools, systems and processes to 

improve efficiency and quality. 

8. Ongoing review and proactive assessment of areas of revenue control risk including 

assessment of cost/areas for cost reduction, pricing strategies, forecasting and 

exchange rate assessment. 

9. Work in a collegiate manner with the rest of the commercial team to ensure all team 

members represent the company in the best light.  
 


