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Job Description

Role title: 	Head of Bids
Reports to: 	Director of Client Engagement
Sector:		Group Services
Division:	Client Engagement Group

Purpose / Scope of role

A world class environmental consultancy, The APEM Group possesses a unique blend of high standard capabilities that allow the business to operate alongside large multidisciplinary consultants and for international corporations and governments; by maintaining trusted relationships with our clients and offering agile consulting solutions to solve complex challenges.

The Head of Bids plays a pivotal role in driving APEM’s growth strategy, being seen as a strategic leader influencing commercial growth and client acquisition. This role is responsible for shaping a high-performing team that delivers compelling, client-focused bids aligned with our commercial ambitions that operate as a trusted partner to our stakeholders.

We’re looking for a progressive leader who can unlock the full potential of an existing team – this is a rare opportunity to develop a high-performing team by cultivating a culture of excellence, continuous learning, and shared success. The bid function is a key contributor to the success of APEM Group’s commercial performance, and the Head of Bids will have a unique opportunity to position APEM Group as the preeminent environmental consultancy.

Equally important is a commitment to operational excellence—defining what great looks like, streamlining processes, and embedding a mindset of continuous improvement. You’ll lead from the front, identifying opportunities to enhance efficiency and drive consistency, cultivating strong, collaborative relationships with stakeholders to support strategic business priorities and build scalable practices that empower the bid team to deliver exceptional results time and again.

What success looks like in this role

You’ve transformed APEM Group’s bid function into a strategic engine of growth.

Three years from now, you're recognised across the business as a trusted commercial partner and critical enabler of APEM’s ambitious trajectory. You've built a high-performing, future-ready bid function that not only delivers exceptional win rates, but shapes the way we pursue, position, and secure work.

Your leadership has redefined how the bids team operates; bringing structure, clarity, and confidence to a once-variable process. Through scalable systems, insightful performance reporting, and a culture of excellence, your team now runs as a seamless, professional unit with clear value to stakeholders across the Group. You’ve embedded an opportunity assessment model that ensures we bid smart, and your commercial insight has helped steer senior leaders towards the right pursuits with the right propositions.

Internally, your team is known for its energy, quality, and cohesion. Externally, our bids reflect the strength of a unified brand and the depth of a business that understands its clients. Your content library is not just up to date; it's a core asset, helping teams across the Group deliver persuasive, client-focused submissions that reflect our collective voice.

With this solid foundation in place, you're now thinking ahead. Whether it’s smarter data use, cross-regional collaboration, or predictive market positioning, you’re already shaping the future of bidding at scale.

Key Responsibilities

Strategic Leadership & Team Development
· Provide leadership and line management to the bid team, fostering a high-performance culture through mentoring, coaching, and clear goal setting.
· Define and track team KPIs and individual objectives to drive accountability, growth, and continuous improvement.

Bid Strategy & Pipeline Management
· Develop and maintain a robust bid pipeline aligned with business priorities, ensuring proactive planning and resource allocation.
· Establish and embed a framework for opportunity assessment to prioritise high-value, strategically aligned bids.

Commercial Approach & Management
· Drive a commercially focused approach to bid management—ensuring alignment with business objectives, pricing strategies, and client value propositions to maximise win potential and profitability.
· Provide commercial insight and challenge throughout the bid process, balancing risk, value, and strategic fit.

Operational Excellence & Governance
· Oversee the end-to-end bid process, ensuring bids are delivered on time, to a high standard, and in full compliance with internal governance and client requirements.
· Maximise the efficiency and effectiveness of bid operations through process optimisation, workload management, best practice implementation and development of agreed SLAs.

Performance Reporting & Continuous Improvement
· Lead the reporting of bid performance, including win rates, quality metrics, and lessons learned and embed a culture of learning and continuous improvement.
· Diagnose past performance to refine current bid approaches using insights to inform strategy and enhance future outcomes.

Content & Knowledge Management
· Oversee the development and maintenance of a high-quality, centralised bid content library to support consistency, efficiency, and brand integrity across submissions.

Stakeholder & Client Engagement
· Build strong, collaborative relationships with internal stakeholders and Group Services teams to ensure alignment and shared ownership of bid success.
· Develop trusted partnerships with procurement teams at key client organisations to strengthen positioning and influence future opportunities.

Skills/Knowledge/Experience/Qualifications

Skills
· Exceptional leadership and people management skills, with the ability to inspire, mentor, and develop high-performing teams.
· Strong strategic thinking and decision-making capabilities.
· Excellent written and verbal communication skills, with a sharp eye for detail and persuasive storytelling.
· Advanced organisational and project management skills, with the ability to manage multiple priorities and deadlines.
· Strong analytical skills, with the ability to interpret data and performance metrics to drive improvement.
· Confident stakeholder engagement and relationship-building skills across all levels of an organisation.
· Proficiency in bid management tools, CRM systems, and content management platforms.

Knowledge & Experience

Essential
· Proven experience leading a bid or proposals function in a complex, fast-paced environment.
· Demonstrated success in developing and implementing bid strategies that drive win rates and revenue growth.
· Experience in managing governance frameworks and ensuring compliance with internal and external standards.
· Strong understanding of procurement processes and experience engaging with client-side procurement teams.
· Track record of developing and maintaining high-quality bid content libraries and knowledge bases.
· Experience in diagnosing past bid performance and embedding continuous improvement practices.
· Familiarity with cross-functional collaboration, particularly with commercial, legal, finance, and operational teams.
· Strong Excel skills and experience with data analysis tools e.g. Power BI Dashboards 
Desirable 
· APMP certification or equivalent professional qualification in bid/proposal management (desirable).
· Evidence of ongoing professional development in leadership, strategy, or commercial disciplines.

Our Values 
Our most important assets are our people who work here. We all work as one team and rely on each other. We wish to create a working environment to which our people are proud to belong, by maintaining our values at the forefront of everything we do. These values are:

· Integrity – We do the right thing
· Quality – Quality in everything
· People - We care
· Forward thinking – We focus on the future
· Positivity – We believe we can
· Fairness – We champion equality 

Our WOW Factor

When home became work, we learned that flexibility, understanding and balance allowed us all to move forward and grow together. So, no matter where you’re based, the hours you keep, the toddlers you have to entertain, or outside interests that help with your wellbeing we’re committed to our Ways of Working (WOW) with each other so we can continue to be our best.

You belong

We recognise that everyone’s story is different. The opportunities, experiences and challenges faced in life shape who we are, and we understand that these are the things that make us individual and unique. Embracing our differences means we’re able to approach what we do from every angle.
Inspiration and insight can come from anywhere, and no matter your history or choices in life, we empower our people to be their best, so we can be our best, together. We welcome the whole you.
come the whole you.
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