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GOODWOOD

The Role

The Partnership Sales Director is part of the Commercial Sales Team and reports to the Chief Commercial Officer.

About us

Goodwood is a quintessentially English estate, set in 12,000 acres of rolling West Sussex countryside. Rooted in our heritage, we deliver extraordinary and engaging experiences in modern and authentic ways.  But what really sets us apart is our people.  It is their passion, enthusiasm and belief in the many things we do that makes Goodwood the unique place it is.

Passionate People

It takes a certain sort of person to flourish in such a fast-paced, multi-dimensional environment like Goodwood.  We look for talented, self-motivated and enthusiastic individuals who will be able to share our passion for Goodwood to be ‘the home of exceptional experiences’.

Our Values

The Real Thing	       Derring-Do 	  Obsession for Perfection    Sheer Love of Life

	Always inspired by Goodwood’s heritage

	Daring to surprise and delight

	Striving to do things even better

	Sharing our infectious enthusiasm




What’s Required?

You will drive sponsorship revenue by securing new sponsors and commercial partners across Goodwood’s flagship events and wider estate assets. This includes selling high‑value sponsorship packages to a broad range of categories, sectors, companies, organisations and associations.

You will own the delivery of key revenue targets and contribute to the growth of commercial margins within the Partnerships function.

With strong knowledge of the sport and events sponsorship industry, you will generate and manage your own pipeline, delivering new sponsorship agreements that meet revenue and margin goals. You will be supported by our creative team to develop compelling presentations and pitches.

While self‑motivated and results‑driven, you must thrive within - and add value to - a high‑performing team.

Key responsibilities

· Develop, with the Chief Commercial Officer, a credible sales strategy for key sponsorship assets, delivering partnerships that grow revenue and margin. 
· Build and manage your own pipeline capable of generating c.£1M per annum with strong margins. 
· Drive a high volume of high-quality outbound meetings and prospect engagement. 
· Brief the creative team on presentation and pitch requirements, contributing your own ideas. 
· Communicate progress regularly to the CCO and maintain accurate CRM records. 
· Effectively hand over secured business to the Partnerships team, ensuring clear rights and asset definitions to enable a smooth contract process. 
· Attend external networking events and host at Goodwood events to build your pipeline and strengthen relationships. 
· Proactively gather market intelligence and apply industry insight to identify new prospects. 
· Collaborate with stakeholders across the Estate to understand, shape and develop new opportunities. 
· Uphold and promote a professional image of the Partnership Sales Team both internally and externally.

Qualities you will possess


· Strong team ethos 
· Results-driven mindset 
· Action-oriented approach 
· Customer focus 
· Executive presence 
· High positive energy 
· Commercial acumen 
· Passion for winning deals 
· Diligent “completer-finisher” attitude 
· Excellent active listening skills 
· Skilled negotiation abilities 
· Resilience and tenacity 
· Proactivity and determination 
· Client relationship expertise 
· Strong communication skills 
· Creative problem-solving ability 
· Adaptability and quick thinking 
· Enjoyment of networking 
· Love of a challenge 
· Self-starter mentality


What do you need to be successful? 

· Proven experience in a commercial sales role. 
· A strong individual contributor who positively influences team culture. 
· Solid understanding of sales processes, with the ability to contribute to creative concept development. 
· Entrepreneurial mindset with the confidence to challenge conventional thinking. 
· Demonstrated success in securing deals, ideally within sport or entertainment. 
· Experience managing the full sales cycle from research through to contract, delivering against targets. 
· Genuine passion for sponsorship, particularly immersive brand experiences. 
· Experience thriving in a fast-paced, dynamic sales environment. 
· Willingness to travel within the UK and internationally. 
· Flexibility to work in line with event industry demands.
· 
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