
Tomorrows Company - Commercial Director Role and Person Description 
 

The Organisation 
 

Tomorrows Company (TC) is a business-led think-tank that promotes the role of business as a force for good in society. It can point 
to a track record of impact over twenty years. Founded 20 years ago, the organisation is moving into an exciting new phase under 
new leadership with an agenda defined under our 2016 report “UK Business - What’s wrong? What’s next?” 
 

Outline 
 

This is a significant commercial leadership role in a unique not-for-profit organisation. The essence of TC is the way it brings 
together companies, investors, policymakers and civil society into a research and dialogue process that shares research, tests 
ideas, and develops agendas that lad to  lasting change. The primary route to participation in this community is through corporate 
membership. The person in this role leads the search for and initial engagement of potential new members, and, working closely 
with colleagues, facilitates the engagement and renewal of existing members, thereby  building the community up to  80+ 
companies.. 
 

The Role 
  

Reporting directly to the CEO, this is a permanent position. Success in the role will mean the achievement of high retention of 
existing members, who feel a steadily stronger sense of belonging to the organisation and its loyalty to its purpose, while also being 
the catalyst for the recruitment of a steady flow of new members who can then engage as appropriate with specialist colleagues 
Alongside this role are colleagues leading Research and Policy, Development including Advisory, Events  and Communications. 
Collaborative teamwork across these and the usual back-office functions are  pivotal to the future success of the organisation.  
The function and capacity will grow as funds allow. Volunteers are available. In due course under this role there would need to be 
additional capacity - possibly a membership and engagement post, to monitor member account plans and ensure delivery. 
 

 
 

Accountabilities 
 

1. Target £½M membership income by financial year end 2018-9, with 60-80 members (double current) 
2. New membership sales-prospecting and the sales initiation process should generate a minimum of 10 new prospect meetings 

per month with a minimum 15% conversion rate 
3. Existing members - strategic and professional account management; client satisfaction measured and managed; clear goals 

on both sides defined and agreed, including retention rates and multi-year recurring income 
4. Marketing and brand development and events programme – strong influence (delivery with Communications & Events) 
5. Rigorous sales process, further development of corporate CRM system 

6. Key relationships institutionalised i.e. not dependent on  any one individual 
7. Supporting role (without the same bottom-line responsibility) in helping fundraising colleagues in their raising of charitable 

income from individuals trusts and foundations. 
8. Supporting role to help colleagues develop opportunities for   advisory projects and commissioned research which draws on 

our past work and knowhow.  

 

The role will require astute use of the CEO and Research Director and other colleagues,  knowing when and when not to call for 
their support. We hope to provide a brief handover with the existing interim post holder. 
 

 

The Person 

 
The sort of person who will succeed in the role is likely to have most of the following attributes: 
 
1. An intuitive understanding of, and a passion for, the TC agenda. ,  
2. Credible and comfortable with and around business leaders, with– sufficient experience to be able to command respect and 

stimulate interest in conversations with current and prospective members  
3. Excels in communication, able to engage, influence and persuade at all level and a  good listener, capturing feedback, ideas 

and market intelligence to feed back into the organisation.  
4. Commercial approach, understand the revenue necessities of TC and able to monetise a range of opportunities.  
5. Be professional in every aspect of client engagement (we serve some of the most influential business leaders in the UK) 
6. May be someone used to selling professional services, membership services, consultancy, business development or similar 
7. Have a clear understanding of issues around governance and sustainable investment culture and leadership 
8. Intellectual rigour, analytical, numerate, excellent presentation, gravitas 
9. Track record of dlivering value to clients and achieving sales targets, ability to accurately forecast revenue 
10. Live out TC values and behaviours 
 

Terms and Conditions 
 

The salary will be related to experience. For a more experienced candidate it could rise to between  
 £60-£70k pa. There is a 6% pension scheme, 25 days annual leave. The role is based at our headquarters in the City of London.  
 
 


