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Job purpose:

The Regional Commercial Director is accountable for the overall commercial performance of an assigned business unit, portfolio of framework projects, or a significant single project within the Region. This includes delivering the annual turnover and site profit budget while ensuring long-term sustainability.

Key Responsibilities

· Work alongside the Regional Operations or Project Director and collaborate with functional departments to manage all commercial and operational aspects of the assigned business area.
· Business planning, risk mitigation and opportunity maximisation.
· Lead and manage a senior commercial team, acting as the primary escalation point for internal and external stakeholders.

· Where risks are significant, undertake project-specific work, including preparing, negotiating, and agreeing complex claims and variation accounts both upstream and downstream.

· Demonstrate behaviours aligned with company values, maintain an excellent team environment, and ensure compliance with company policies and procedures.

· Act as a business leader and focal point for regional communication, supporting or leading the delivery of Group and this unit-wide strategies, initiatives, and mandates.

· Ensure effective management, development, coaching, and mentoring of direct reports and wider commercial teams, including accountability for recruitment, succession planning, and performance management



Main accountabilities: List of the major (but not exhaustive) activities, or functions necessary to achieve the
job’s end results and the timescales for delivery of these accountabilities.
	Main accountabilities
	Delivery timescales (daily, weekly, monthly, annual or annual
[bookmark: _bookmark0]+) (Info)

	1
	Develop, gain approval for, and implement a commercial strategy in satisfcation of and aligned with the wider Regional strategy.
	Annual

	2
	Utilise a comprehensive understanding of internal and external market place procurement strategies to identify work-winning opportunities that align with company expectations whilst providing a clear, cost-effective route to contract.
	Monthly

	3
	Ensure full compliance with contractual obligations. Identify
and communicate key risks to project teams, and ensure these risks are monitored, reviewed, updated and effectively managed throughout the project lifecycle.
	Weekly

	4
	Ensure the delivery of all commercial aspects of the assigned business unit, portfolio of framework projects, or a significant single project - from work-winning and entering contract, through to delivery of the works, final accounting, and defect rectification. This
will include taking the lead on complex or high-risk matters, including claims, dispute resolution, and issues that may impact the Regional or wider business.
	Daily
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	5
	Manage the preparation and submission of accurate, timely reports on business unit or project performance against annual budgeted turnover and site profit targets.
Communicate these reports together with the identification of risks and opportunities, effectively to the Commercial Director and Regional Managing Director ahead of management account presentations.
	Monthly

	6
	Build and maintain strong working relationships with subcontractors, customers, consultants and internal stakeholders through clear and effective communication to
support team performance, project delivery and future work-winning opportunities.
	Daily

	7
	Act as the escalation point for critical decisions or actions requiring involvement from the Commercial Director or Regional Managing Director to achieve desired outcomes or ensure governance, in line with the Group Delegated Authorities Matrix.
	Weekly

	8
	Undertake monthly Contract Review Meetings with project teams, comprising detailed
reviews of operational and commercial performance for each project within the assigned business unit, portfolio of framework projects, or significant single project.
	Monthly

	9
	Ensure efficient and proactive communication across the business units within the Region to ensure decisions benefit the Region as a whole.
	Daily

	10
	Demonstrate strong leadership and uphold company values across all
commercial and operational activities.
	Daily



Communicating and Influencing: Give details of what is to be communicated, to whom and how:

· Collaborate closely with the employer’s management teams to ensure clear communication and a shared understanding of priorities.
· Influence subcontractors, employers and internal stakeholders to achieve mutually beneficial outcomes.
· Communicate commercial and financial positions, along with key risks and opportunities to the Regional Managing Director and Commercial Director in a clear and timely manner.
· Provide project teams with visibility of wider business context, including how their work contributes to overall success, upcoming opportunities and business performance results.
· Cascade key business messages effectively to ensure alignment and engagement across the business unit.

Financial responsibility: Detail any revenue, operating or capital budgets for which the role is accountable:
· As per the Group Delegated Authorities Matrix where applicable. As a general guideline, accountable for the commercial performance of an assigned business unit, portfolio of framework projects, or significant single project with annual turnover of £80m+.
· Deliver site profits in excess of 3%.

People responsibility: Indicate the no. of employees for which the role has supervisory / management responsibility (inc. direct and indirect reports):
· Lead and manage a team of commercial professionals, including senior and highly experienced direct reports such as Regional Commercial Managers and Commercial Managers.
· Provide oversight of indirect reports as required, depending on the structure of the assigned business unit, portfolio of framework projects, or significant single project.

Specific SHEQ accountabilities:
· Promote health and safety culture throughout subcontract procurement and all commercial operations.
· Ensure commercial activities fully support compliance with SHEQ standards and actively contribute to safe, high-quality project delivery.

Knowledge, qualifications, skills and behaviours: Describe the knowledge, skills and behaviours required for the job. Include the need for any academic, vocational training or professional qualifications.
1. Knowledge:
· Strong knowledge of the local marketplace, including potential clients and key decision-makers.
· Expert understanding of procurement strategies and tendering processes specific to M&E works.


· Comprehensive knowledge of companies strengths and unique selling propositions (USPs) to position the business for success.
· In-depth knowledge of standard forms of contract (e.g. NEC, JCT) and their application in M&E projects.
· Full understanding of upstream and downstream contract administration, with a focus on effective delivery.
· Experience in dispute avoidance and resolution techniques, including available options and best practices.
· Awareness of common and project-specific industry risks and opportunities.
· Detailed understanding of construction law and its practical implications.
· Ability to apply different communication methods effectively, with self-awareness of when each approach is appropriate.
· Sound understanding of accounting principles and how business unit or project finances impact company management accounts.
· Strong knowledge of people management techniques to lead and develop high-performing teams.
· Detailed understanding of leadership models and emotional intelligence to foster effective team dynamics.
· Proven experience in communicating key messages efficiently to senior leadership teams (SLT) or company boards.

2. Qualifications:
· Degree in Quantity Surveying, Commercial Management, Construction Law or equivalent level of knowledge by another route.
· CMI or equivalent leadership diploma, desirable.
· Membership of a relevant professional body (e.g. RICS, CIOB) desirable.

3. Skills:
· Proven ability to line-manage large teams, maximizing performance while treating people with respect.
· Strong leadership skills to engage and inspire commercial teams within a business unit.
· Advanced financial reporting and commercial forecasting capabilities, with clear and confident communication of results.
· Expert negotiation skills in complex, multi-stakeholder environments, influencing supply chain partners, employers, and internal colleagues.
· Creative and strategic problem-solving abilities for complex challenges.
· Proficiency in crisis management, ensuring effective resolution under pressure.
· Comprehensive commercial management expertise across all project stages.
· Exemplary professional behaviours, setting a standard for others to follow.
· Strong contract management skills, with a solid understanding of construction and common law to provide sound commercial and contractual advice.
· Excellent management of people and workstreams, ensuring efficiency and accountability.
· Confident and effective communicator, capable of building and maintaining strong relationships with clients and their advisors.

4. Behaviours:
We care
· We care about performance and aspire to a broader view of what is possible.
· We are responsible for places, the planet and people.
· We are committed to our customers, partners and communities.
We are fair
· Inclusive, respectful and collaborative – we see everyone’s point of view.
· We are open and transparent.
· We recognise performance.
We look for a better way
· We are inquisitive, entrepreneurial, and excited about new ideas and technologies.
· We give our people the best tools to do the job in new, more efficient ways.
· We are constantly pushing to perform brilliantly.


