	Position Description—Director, Global Business Development	




Arista Laboratories
Arista Laboratories (Arista) is a specialty contract analytical and toxicology services firm focused on helping customers develop new products, meet production standards, and comply with complex regulatory requirements.  Founded in 2000, and based in Richmond, VA with a satellite laboratory in Kingston-upon-Thames, England, a large part of Arista's business today is in the area of smoke constituent testing.  Arista is a wholly owned subsidiary of the UK-based Molins Group.  The company is forecast to grow at double-digit rates in the near term.


The Role
The Director, Global Business Development will work closely with the President and members of the Arista management team to profitably grow the business in both new and currently served markets.  He or she will be responsible for the overall Business Development function at Arista, and will oversee activities such as sales, marketing and new business development, contract negotiation, forecasting/budgeting, and sales staff management.  The successful candidate will be an active participant in the strategic  planning process and an important member of the Arista management team.

Reporting to the President of Arista, the Director, Global Business Development will ideally have 10-15 years of sales experience working in a fast paced, growth oriented business environment.  He or she will have experience in selling outsourced analytical and/or research services to growing, technology-based industries. The successful candidate will have strong interpersonal skills, be a team player, self-starter and independent member of the senior staff.  This position is based in Richmond, VA.  Significant travel will be required—both domestic and international.


Primary Responsibilities
· Manage US and EU business development functions and staff
· Profitable new business development, including entry into new markets
· Customer relationship management
· Participate in the strategic planning process
· Develop and execute business plans and key account plans
· Competitor and market analysis
· Advertising and Promotion, including website and tradeshow participation
· Identify new product/service opportunities
· Develop pricing strategy in collaboration with Finance
· Contract negotiation
· Manage sales/marketing budget
· Monthly and quarterly forecasting
· Develop realistic, stretch growth goals/budgets


Qualifications
Skills and Knowledge
· Strong business partnering, communication, and strategic thinking skills
· Proven ability to significantly grow sales and profitability
· Track record for success in generating profitable growth via entry into new, attractive markets
· Experienced in developing and executing strategic growth plans
· Effective sales management skills
· International sales, new market development and staff management experience
· Demonstrated leadership skills; able to motivate others, including non-direct reports
· Collaborative style—able to build effective professional relationships and deliver results
· Solid computer skills (Microsoft Office)
· Experience using a computer based Customer Relationship Management (CRM) system


Education and Experience
· Bachelor's degree; MBA preferred
· 10-15 years sales/business development and management experience; ideally in a technology based field and preferably analytical and/or research contract services
· International sales/business experience

	2
	



