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BSAVA ROLE DESCRIPTION

	
Job title
	Commercial Director

	
Line Manager
	This role reports to the COO

	
Leadership
	
Member of the Executive Leadership Team (ELT)

	
Hours
	37.5 hours per week



	BSAVA’s Vision  
A world where the small animal veterinary profession and professionals can thrive. 
 
BSAVA’s Mission 
Champion the profession by providing veterinary professionals with the knowledge, resources, and community that empower them to deliver exceptional care, sustain fulfilling careers, and achieve the best outcomes for animals and their owners. 




	[bookmark: _Hlk118807047]Job Purpose: 

Turning BSAVA’s trusted expertise, professional community and charitable purpose into educational products, experiences, partnerships and sustainable income that help the small-animal veterinary profession thrive.
The Commercial Director is accountable for ensuring that BSAVA’s charitable mission is underpinned by a financially sustainable, insight-led and margin-aware commercial model. The role brings together product and portfolio strategy, marketing, sales, partnerships, and events into one coherent system for creating professional value, impact and income.
Working across the Association, the Director will translate member and customer insight into strong propositions; improve and scale established products; develop new offers; and ensure that pricing, routes to market, investment and performance decisions are grounded in evidence, return on investment, accessibility and mission alignment.
As an enterprise leader, the Commercial Director has accountability for commercial outcomes but contributes beyond the functional remit to the BSAVA’s strategy, operating model, culture and North Star: increasing the proportion of the profession that is represented, engaged and deriving value from membership. To this end, the Commercial Director will work closely with the Director of Association to ensure a joined-up approach to content, product and membership acquisition and engagement.



	All BSAVA staff are expected to uphold and promote the Association’s values. The Commercial Director will lead by example in always maintaining and promoting our values, which are to:
· Nurture and support our communities
· Aim for excellence in all that we do
· Strive to be bold and innovative
· Be accountable and trustworthy
· Be rigorous and evidence led




	Staff management responsibility: 
The role has executive accountability and oversight for functional leadership across the Commercial Portfolio of the BSAVA, including Education, Publications, Partnerships and Events and Product Development. This includes oversight of academic and editorial governance, professional standards and quality assurance, with specialist responsibility retained by the Associate Director of Education Innovation and Head of Publishing.

Accountability:
Commercial strategy, product portfolio, partnerships, and sustainable income.



	Special conditions:
Your work location will be outlined in your employment contract. You will be required to attend the office or any other location(s) as necessary for meetings or to receive training.



	Performance measures

	Success looks like:
· A clear, prioritised and balanced portfolio aligned with BSAVA’s charitable purpose, strategy and financial objectives.
· Sustained growth in income, engagement, membership retention and customer satisfaction.
· A stronger, more coherent and joined-up customer journey across content, education, events and digital services.
· More recurring and scalable income, with a healthy mix across membership, products and services, partnerships and events.
· Confident, evidence-based decisions to invest, improve, scale, combine, partner or stop.
· Commercial, product and customer capability embedded across teams, supported by reliable systems and data.

	Measure
	Evidence of success

	Portfolio
	Revenue and contribution; portfolio balance; benefits realised; proportion of significant offers with current plans and measures.

	Customer and member
	Acquisition and retention metrics.

	Growth
	Income growth; recurring income; pipeline value and conversion; partnerships.

	Delivery
	Time to validate and launch; evidence-based investment decisions; supplier performance.

	Impact
	Reach, learning outcomes, member value and contribution to charitable objectives.

	Leadership
	Team capability, cross-functional delivery, quality of reporting and progress against strategic priorities.


	Main Duties and Responsibilities

Commercial, product and portfolio strategy
· Set and deliver a multi-year commercial, product and income strategy aligned with BSAVA’s mission, business plan and North Star.
· Define the audience, proposition, lifecycle, route to market, economics and measures of success for each significant product, service and income stream.
· Maintain a balanced portfolio across education, publications, events, partnerships and emerging opportunities.
· Use portfolio evidence and scenario planning to recommend where BSAVA should invest, grow, redesign, combine, partner or withdraw.
· Develop a formal strategy for the use of AI within the BSAVA; lead on the integration of AI across all product and Content as well as the wider BSAVA portfolio and be responsible for its quality assurance and governance.
· Establish clear product ownership and decision rights across the organisation.
Customer, member and market value
· Put members and customers at the centre of product, service and investment decisions.
· Manage audience segmentation, value proposition development and customer lifecycle design.
· Improve the end-to-end experience across discovery, purchase, access, use, renewal and support.
· Work with the Director of Association to strengthen community, voice and professional connection.
· Ensure offers are accessible, inclusive, clearly positioned and appropriate for different career stages, professional groups and markets.
Growth, marketing, sales and income
· Own annual and medium-term income, contribution and customer-growth targets across the commercial portfolio.
· Lead an integrated go-to-market approach working closely with the Marketing function and bringing together events, partnerships, direct and indirect sales, sales enablement and digital engagement.
· Drive awareness, acquisition, conversion, engagement and retention through insight-led, multi-channel activity.
· Take a hands-on approach to business development and sales, proactively identifying and converting commercial opportunities, developing customer and partner relationships, and driving income growth across the portfolio.
· Establish disciplined pipeline management, sales forecasting and performance reporting.
· Develop pricing, packaging and discounting principles based on customer value, accessibility, market evidence, cost and required contribution.
· Work with the Finance team to guide investment, risk and resource choices.
Partnerships and Events
· Evolve one organisation-wide partnership model covering corporate, industry, academic, regulatory, affiliate and technology-enabled relationships.
· Lead senior commercial negotiations and ensure partnerships deliver mutual value through income, cost offset, capability, reach or sector impact.
· Develop the audience proposition, pricing, sponsorship and commercial performance of events, working with delivery teams to ensure quality and operational success.
· Represent BSAVA credibly with members, volunteers, partners, suppliers and external stakeholders.
Product development and innovation
Provide strategic leadership and oversight of product development and innovation, working through the Product Development Manager to ensure:
· New opportunities are identified, tested and validated before significant investment is committed.
· Product discovery, business case development, prioritisation, launch, lifecycle management and benefits realisation are effectively coordinated and aligned with BSAVA's strategic priorities.

Commercial governance and performance
· Own product- and income-level reporting across revenue, contribution, engagement, satisfaction, reach and impact.
· Require robust business cases addressing customer need, strategic fit, investment, capacity, risk, income and benefits.
· Manage relevant budgets, suppliers, delivery partners and contracts responsibly.
Intellectual Capital and Content
· Responsibility for and stewardship of ensuring the BSAVA's professional knowledge and content are appropriately developed, maintained, governed and reused across products, services and channels.	
Perform other such duties as reasonably required and that are within the scope of your role.



	Executive Team Additional Responsibilities
As a member of the Executive Leadership Team, the Commercial Director is expected to contribute beyond their functional responsibilities to the strategic direction, priorities and effective leadership of the whole Association. This includes working collaboratively across functions, developing high-performing teams, making evidence-led decisions and supporting BSAVA's values, culture and continued development.

All Executive Leadership Team members contribute to BSAVA's Power of Association; the collective value created by bringing the profession together to share knowledge, shape standards and strengthen the future of small-animal practice. Working as "One BSAVA", executive leaders share responsibility for delivering the Association's strategy and advancing its North Star: increasing the proportion of the profession that is represented, engaged and deriving value from membership.

The Commercial Director contributes to the North Star by:
1. Ensuring BSAVA's professional knowledge, products and services deliver accessible, relevant and sustainable value.
2. Driving audience awareness, acquisition, engagement and retention through effective commercial and product strategies.
3. Embedding commercial discipline, product innovation and performance accountability to support long-term financial sustainability and professional impact.

The ELT are also expected to act in accordance with BSAVA's charitable objectives, values, policies and delegated authorities, promoting inclusive, responsible working practices and the effective management of people, resources and organisational risk.




Person Specification

	
Essential requirements

	
Desirable requirements

	· Proven experience leading multidisciplinary teams or portfolios, with a demonstrable track record of bringing people with them - building shared vision and direction, achieving outcomes through the commitment of others.
· Excellent communication and influencing skills, with the ability to operate credibly across functions and at executive level.
· Direct accountability for revenue, contribution, margin, growth and return on investment at senior executive level.
· A strong record of leading and developing a substantial product and service portfolio through different stages of maturity.
· Experience joining up product, marketing, sales, partnerships and customer activity around shared outcomes.
· Strong product-management expertise spanning discovery, prioritisation, roadmaps, lifecycle management and benefits realisation.
· Proven experience of personally generating commercial income through business development, sales and negotiation, alongside broader strategic commercial leadership.
· Commercial and financial judgement across pricing, propositions, business cases, investment choices, forecasting and risk trade-offs.
· Experience improving established offers and successfully launching and scaling new propositions.
· Ability to operate credibly across professional, charitable, operational, technical and commercial disciplines.
· A values-led approach that balances charitable impact, professional trust and financial sustainability.

	· Charity, membership association or other professional bodies.
· Management of third-party suppliers, delivery partners and commercial contracts.
· Working effectively with volunteers, committees and professional experts.
· Ability to provide strategic oversight of specialist education, publishing and knowledge-led portfolios, balancing commercial performance with professional integrity, quality and charitable impact.








Personal Qualities

	· Able to articulate a compelling direction, inspire confidence and commitment, and bring teams, volunteers and stakeholders together around shared objectives, particularly during periods of change.
· Commercially astute and externally focused, with the ability to anticipate market developments, identify opportunities and balance commercial ambition with professional integrity and long-term sustainability.
· Intellectually curious and adaptable, balancing long-term vision with short-term agility and responding confidently to complexity without losing sight of outcomes.
· Thinks and acts in the best interests of the whole Association, making enterprise-level decisions and prioritising shared success over individual functional interests.
· Comfortable challenging assumptions and making well-judged decisions, balancing evidence, commercial considerations, empathy and pragmatism.
· Credible, calm and inclusive, leading by example to build a high-performing culture, providing constructive feedback, holding self and others accountable, and fostering trust and psychological safety.
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