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ABOUT ABE
ABE is a not-for-profit skills development specialist and awarding organisation.
We provide internationally recognised learning, credentials and quality
assurance in the fields of business, entrepreneurship and employability.
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We exist to empower people to transform their lives and communities by
gaining high-quality business, management and entrepreneurial skills.

HOW WE WORK
We work with a network of international education partners to develop skills
that support businesses, empower individuals, reduce gender inequality and
tackle extreme poverty.
Our post-school qualifications are delivered through a network of high-quality
accredited TVET centres (colleges and training providers). Our qualifications
enable people to become professionally qualified business practitioners at any
age or stage in their career, frequently providing their sole pathway to higher
education.
Our work with schools develops business and entrepreneurial know-how in
children and helps them prepare for a more sustainable future.

WHY WORK WITH US
When you join ABE, you’re part of a small but dedicated team committed to
our social mission. Our culture is friendly, inclusive, hard-working with a cando attitude. People are willing to do whatever it takes to achieve our objectives
and help each other out.

EQUAL OPPORTUNITIES
We are committed to equal opportunities in employment and service
delivery. The policies and practices of ABE aim to promote an environment
that is free from all forms of unlawful or unfair discrimination and they
value the diversity of all people.

Partnerships Manager (UK Schools)
Reports to:
OTE:
Base salary:
Travel allowance:
Based:

Head of Marketing
£42,000 pa
£30,000 pa
£4,200 pa
Flexible. The postholder will be home-based and
peripatetic. They will be expected to travel frequently
Contract type:
Full time - 5 days per week
Direct reports:
0
Budget responsibility: Yes

Job Purpose
Reporting to the Head of Marketing, the Partnerships Manager will be
responsible for developing, growing and maintaining a client base for ABE
products in the UK schools' market, predominantly independent schools
and multi-academy trusts.
This is primarily a sales role, although there is also an emphasis on client
relationship building, ensuring that clients renew and grow, and where
relevant facilitating clients’ involvement in ABE’s Global Impact
Programme, a ‘twinning’ initiative with schools based overseas, and also
with ABE’s Future Entrepreneur competition. There will also be an element
of B2B partnership building and fundraising, particularly over the summer
months.
This role offers an excellent commission and therefore would suit a selfstarting, well-organised individual, who is motivated by beating targets
and enjoys making new connections.
We also offer a £4,200 draw-down facility for travel expenses, and access to
ABE staff benefits.

Key tasks, accountabilities and
responsibilities:
Develop a sales plan for the UK schools market based on pre-agreed targets
and expectations with the Head of Marketing and Director of Finance &
Operations.
Initiate sales calls and close deals through direct consultative selling, both
face-to-face, and utilising videoconferencing technology as appropriate.
Work closely with the Head of Marketing to plan timely e-shots, articles,
campaigns and events. Regularly analyse feedback from a range of internal
and external sources including customers, and provide accurate feedback to
Marketing and Product teams.
Maintain ABE’s operational relationships with relevant stakeholders.
Support the international Business Development team with the process of
‘twinning’ UK schools with overseas schools and actively facilitate the
onboarding, review, and evaluation of international partnerships.
Work with marketing to promote engagement in the Future Entrepreneur of
the Year competition, and facilitate the onboarding, review, and evaluation of
clients into the competition.
Seek, build and secure partnerships with private companies, foundations,
donor organisations to support the funding and/or promotion of the ABE for
Schools offer.
As required, attend events and conferences/expos to promote and sell the
ABE for Schools offer.
Plan and manage time effectively, achieving a good balance between
planning/prospecting, sales calls, key account management, stakeholder
relations and evaluation.
Maintain a pipeline of prospects and log all customer information on ABE’s
CRM system in a timely and accurate manner
Support ABE’s wider business in terms of other tasks as and when required at
the level and scope of the role.

Person Specification
Essential:
Educated to Level 5 or equivalent experience of the job role
Minimum 2+ years’ experience in relationship sales
Ability to build and maintain a strong network of useful contacts
Energetic, enthusiastic, and ambitious
Results-focused and energised by hitting targets
Willing and able to travel frequently, with current valid UK drivers
licence
A self-starter, extremely well organised
Commercially literate and astute
Affinity with ABE’s values and social mission
Efficient in using Microsoft Office
Effective and persuasive communicator
Able to collect data, establish facts and draw valid conclusions
Able to establish and build productive working relationships with
external consultants, including academics, teachers and industry
professionals, other key stakeholders, both internally and externally
across different cultures
A proficient and effective user of social media as a marketing and sales
tool
Customer-focused, maintaining an equal focus on internal and external
customer demands, ensuring that decisions focus on improving
customer experiences
Deliver and facilitate goals in a changing environment, enthusiastic
about the need for continuous improvement, identifying opportunities
for improvement, and supporting the implementation of change where
it meets the objectives of ABE and the needs of its customers
A life-long learning philosophy and be able to comfortably juggle
multiple tasks and priorities
Demonstrate an ability to show initiative and take responsibility for
designated tasks, possess a ‘can-do attitude’

Desirable:
Experience working for an awarding body
Experience of teaching at KS3
Experience of working with the UK independent school sector
Experience of working in international education markets
Experience in corporate fundraising
A strong writer of articles and editorials
A ‘live’ network of schools or donor organisation contacts
An interest in entrepreneurship
An interest in the United Nations’ Sustainable Development Goals
The job holder is also required to demonstrate appropriate levels of competence
and behaviours in line with ABE’s organisational values, in particular always act in
line with: The ABE Way
Accountable: self-motivated to help ABE evolve, improve and pioneer new ways
of serving customers and committed to continuously improving skills and
expertise that will make a difference the organisation.
Quality of work: always acts with the highest integrity and with the customer
experience in mind
Openness: curious, willing to learn, honest, works across departments,
everyone's ideas are valuable
Clarity of purpose: spends time focused on things that are critical and
important, understands ABE goals and values
Embraces uncertainty: effectively cope with change, risk and uncertainty, thinks
ahead and is anti-fragile
Acts with integrity: engaged, communicative and collaborative, driven and full
of energy.
This job description is not exhaustive, the holder is expected to show positive
behaviour towards any stretch and challenge projects this role may require.
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