PCMIS Sales Director - Digital Health

Recognition and Innovation

PCMIS is an award-winning UK health technology company focused on improving
mental health through innovative digital solutions.

Ranked 6th in the 2026/27 HealthTech50, PCMIS has also won HTN Mental Health
Solution of the Year and a Medilink North of England Healthcare Business Award.

We bring together technology, clinical expertise and research to deliver solutions that
make a real difference to NHS mental health services, the third sector and higher
education.

We are a values-led organisation where people matter. We value innovation,
teamwork and doing the right thing for our clients. Our success comes from listening
to our customers, understanding their needs and working together to deliver
solutions that genuinely make a difference.

Joining PCMIS means becoming part of a supportive and ambitious team where your
ideas and contribution are valued. We take pride in the quality of what we deliver,
while creating an environment where people can develop, collaborate and enjoy the
work they do.

If you want to work somewhere where what you do has a real impact, PCMIS could
be the place for you.

Job Advertisement

Job Title: Sales Director — Digital Health
Location: [Remote / Hybrid]

Salary: 80k Base Salary + OTE + Benefits

Are you a commercial leader who understands both the pace of high-growth
technology and the unique complexities of healthcare procurement?

We are a digital health pioneer on a mission to transform patient lives through
technology innovation. We are looking for an exceptional Digital Health Sales
Director to lead our commercial expansion, secure enterprise-level partnerships,
and scale a world-class sales function.

This isn't just about selling software. It's about navigating complex healthcare
ecosystems, building relationships with senior clinical and commercial buyers, and
driving a digital transformation that genuinely impacts patient care and operational
efficiency. If you have a proven track record of hitting multi-million-pound targets in
health-tech or med-tech, we want to hear from you.



What You’ll Do

o Drive Strategy: Shape and execute our go-to-market (GTM) commercial
strategy across the NHS and health care providers.

o Close Enterprise Deals: Personally lead high-value, complex negotiations
with C-suite executives, clinical leads, and procurement directors.

e Build the Engine: Recruit, mentor, and scale a high-performing team of
Business Development Representatives.

o Collaborate: Partner closely with Product, Clinical Safety, and Client
Engagement teams to ensure our pipeline aligns with product capabilities and
regulatory compliance.

What You’ll Bring

e« The Track Record: 10+ years of B2B sales experience, with at least 5 years
specifically scaling a commercial function within digital health, health-tech, or
medical devices.

e The Network: A pre-existing, strong network of contacts across NHS
Integrated Care Boards (ICBs), NHS mental health and NHS Talking
Therapies.

« The Intellect: Deep familiarity with healthcare procurement cycles, Clinical
and technical compliance, and information governance/data privacy
standards.

e« The Leadership: A proven ability to coach sales professionals from
prospecting through to multi-year contract signatures.

Benefits and Salary

Working at PCMIS Health Technologies Ltd offers a range of benefits that reflect its
mission-driven culture, academic roots, and commitment to making a difference to
peoples lives though digital health care innovation.

You will be able to join a team who strive to provide a high-quality service and
continued improvement in a team environment. Membership of a pension scheme is
available subject to eligibility criteria being satisfied.

3. Formal Job Description

Job Purpose

Working closely with the CEO, the Digital Health Sales Director will take ownership
of the company's revenue growth, commercial strategy, and business development
team execution. The successful candidate will navigate complex procurement
structures to close enterprise-grade software/service contracts while building a
scalable sales infrastructure to sustain long-term business growth.



Key Responsibilities

1. Revenue & Pipeline Generation

Own and consistently deliver against the company's new business targets.
Identify, map, and penetrate key enterprise accounts across target segments.
Manage the end-to-end sales cycle for strategic accounts, from initial
qualification and proof-of-concept through to final procurement and contract
exchange.

2. Team Leadership & Enablement

Recruit, onboard, and manage a high-performing business development and
sales team.

Implement rigorous sales processes, tracking key performance metrics
(pipeline velocity, conversion rates, and quota attainment) via CRM
(Salesforce/HubSpot).

Foster a culture of continuous learning, ensuring the team stays ahead of
shifts in healthcare policy and regulatory frameworks.

3. Strategic Market Positioning

Refine pricing strategies, value propositions, and pitching frameworks based
on real-time market feedback.

Act as an industry thought leader, representing the company at major
healthcare and digital transformation conferences.

Provide accurate revenue forecasting directly to the executive leadership
team.



Person Specification

Criteria

Experience

Knowledge

Skills

Essential

» 10+ years in B2B
technology sales.

* 5+ years managing
healthcare tech sales
teams.

* Proven history of
closing six-figure
enterprise deals.

* Deep understanding
of healthcare
procurement
pathways.

* Familiarity with
GDPR an uk DPA
regulations.

» Exceptional C-suite
negotiation and
relationship-building
abilities.

* Data-driven
approach to pipeline
management and
forecasting.

Desirable

» Experience selling explicitly into the
NHS and digital mental health sector.

» Experience working within a venture-
backed startup environment.

» Understanding of clinical validation
workflows and DSPT,
DTAC/DCB0129/DCB0160 safety
standards.

* Multi-channel sales experience



How to apply:

Send your CV and a short covering letter explaining why you’re right for the role to
jobs@pcmis.com. The same email is there if you have any questions.

Closing date: Tues 1st September 2026



