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Job Description

Role title: 	Associate Director – Market Development Lead 
Reports to: 	Divisional Director
Grade:		Associate Director
Sector:		Marine
Division:	Marine Infrastructure Services (MIS)	


Purpose / Scope of role

APEM (GoBe) provides our clients with the highest quality technical, planning and environmental advice across the energy, water and infrastructure markets. Building on a legacy of major infrastructure project consenting and impact assessment for marine infrastructure, we are seeking an experienced consultant to spearhead and lead our market growth and diversification workstreams. This is a key position; one that will require cross function and collaborative working across the UK&I/APEM Group, direct engagement with clients in the markets we want to grow in and ability to prepare, drive and execute focused growth plans as part of the Divisional Leadership team.

You will work closely with the Divisional Director, our Client Engagement & Marketing functional team and senior members of the various Divisional teams in APEM Group to help establish action plans, coordinate market activity, position for and capture new project opportunities and support/inform the planning and preparation of bids and tenders. Though not exhaustive, the following key role descriptors will apply:
   
· Drive strategic diversification across the marine infrastructure sector — with a primary focus on expanding into high‑growth areas such as subsea cables (interconnectors and fibre optics), coastal infrastructure, ports and harbours, Oil & Gas (particularly decommissioning). Build and position new service offerings in these priority markets, while also capitalising on our established reputation in offshore‑wind‑adjacent services (including tidal stream, FLOW, due diligence, and decommissioning) to secure additional opportunities.
· Act as a single point of contact for cross-sector business development to ensure unified client engagement and maximise opportunities.
· Maintain momentum from internal initiatives and unlock new revenue streams through strategic coordination and collaboration across the Group.
· Work closely with internal experts and Group partners to leverage full-service offerings and market intelligence.

What success looks like in this role

In 18 months, you will have defined and delivered focused growth strategies and go‑to‑market plans for priority segments across the marine infrastructure services market. Delivering these plans will require targeted investment aligned to the outlook of the order book. These strategies and associated investments will be actively driving measurable growth in the value, breadth and visibility of the tender pipeline, alongside sustained project revenue growth that supports the expansion of the MIS team into new markets.
 
You will be operating with clear intent and focus, coordinating business development, work-winning and client engagement activity across internal teams and clients. Your decisions on where to invest time and effort will be informed by market intelligence and aligned to the highest-value opportunities. You will be the go-to person to evaluate potential opportunities in new markets in the marine sector, with the data, process and approach to make key decisions on where team resources and time is well spent.
 
This will be demonstrated by:
· Implementation of a diversification strategy that is delivering measurable and repeatable revenue growth, underpinned by a strong and well-balanced opportunity pipeline.
· Sourcing and development of new clients and client relationships across new sectors, with clear ownership and no duplication of effort across the APEM Group.
· Establishing a visible and credible market position in emerging marine infrastructure markets.
· Embedding effective collaboration across internal teams and Group entities, enabling joined-up delivery and growth.
· Defining and justifying a clear scaling plan, leading to hiring support and the creation of small team around you.

Key Responsibilities

· Develop and execute diversification strategy for MIS division beyond OWF.
· Lead coordinated business development efforts across high‑growth diversification areas, including subsea cables, ports and harbours, oil and gas (particularly decommissioning) while leveraging our established strengths in FLOW and decommissioning to secure complementary opportunities.
· Act as central coordination point for client engagement across multiple sectors.
· Lead market intelligence gathering and dissemination for emerging sectors.
· Collaborate with internal experts and Group partners to maximise opportunities.
· Monitor and report on financial performance of diversification initiatives, including revenue and GP targets.
· Actively monitor cross-sector developments and adjacent marine-related markets, translating insights into actionable growth opportunities.
· Identify and assess emerging trends, distinguishing long‑term opportunities from short‑term market noise to ensure focus on high‑value areas.
· Horizon-scanning for innovations and shifts in client needs, advising on how these should inform diversification priorities.
· Test and refine market approaches, adapting quickly to changes in market intelligence
· Prepare and submit tenders for diversification-related projects.
· Support the MIS team in development of phased team growth plans to support delivery of an increasing project workload.
· Maintain a culture of quality, collaboration, and continuous improvement.
· To carry out any additional activities that may be reasonably required or requested.
· To take reasonable care for the health and safety of yourself and others; make use of the tools, equipment, training and resources; and actively engage with colleagues at all levels to contribute to the continuous improvement of health and safety management.
· Complete mandatory health and safety training modules and any that are specific to your role.

Skills/Knowledge/Experience/Qualifications

Essential - 

· Proven experience delivering projects within the marine infrastructure or related sectors, with a strong understanding of market drivers, client needs, and real‑world delivery challenges. 
· A track record in writing tenders, presenting to clients and contributing to service growth, ideally built on hands‑on industry experience rather than pure business development. 
· Strong commercial acumen, with the ability to support business planning, quantify opportunities, and understand the commercial implications of delivery. 
· Excellent client relationship management and communication skills, grounded in credibility built through sector experience. 
· An established and well-networked profile within the UK environmental and marine and coastal infrastructure sector, with previous account management or client engagement experience grounded in delivery credibility. 
· Experience coordinating cross‑functional teams and managing complex projects, with an appreciation of how BD decisions translate into operational delivery. 
· Ability to identify, evaluate and capitalise on emerging market opportunities, underpinned by sector knowledge and practical insight into what is deliverable. 
· A genuine interest in shaping and driving market growth, combining delivery background with the ambition to develop and lead BD activity.
· Demonstrated ability to rapidly reassess and redirect effort in response to new market intelligence, stopping low-value work early to maintain momentum on higher-impact opportunities.
Desirable - 
· Broader knowledge of marine‑related infrastructure markets, which may include renewable energy, subsea cables and transmission, ports and shipping, coastal defence and, where relevant, oil & gas transition activities. 
· International experience, demonstrating an understanding of global market drivers and client expectations. 
· Confidence in discussing cross‑sector innovations and evolving market themes with senior clients, including how developments in adjacent sectors may influence marine infrastructure opportunities. 
· Ability to interpret sector signals and exercise sound judgement in distinguishing meaningful trends from short‑term market noise. 
· Consultancy experience with significant exposure to Business Development
· Chartered membership of a relevant professional body (e.g., IMarEST, IEMA, ICE, CIWEM, RICS). 

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.
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