
 

 

Job Title: Assistant Director / Head of Partnership Management  
Department: Commercial  
Reporting To: Director of Commercial Partnerships  
Direct Reports: 2 – 4 
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Job Purpose 
To lead and implement on the medium to long term sponsorship strategy by cultivating existing 
relationships to drive additional spend that grows organisational revenue and positively impacts 
overall departmental objectives.  Work with the Director and other senior leaders in the 
organisation to play an active role in setting the strategic direction of Partnerships and 
communicating this internally and externally to key stakeholders.  

Accountability for the predetermined budgets relating to finance, profit, and expenditure, 
expected to lead on forecasting. To fulfil a leadership role within the Partnership department and 
developing the team to achieve both personal and organisational success, whilst supporting the 
management of third party imbedded resource.  

Key Accountabilities  
 

• Lead and manage the partnership management team in the successful delivery of all 
legally binding contractual Patron & Official Supplier sponsorship rights, working with 
multiple departments and external agencies regarding event planning, staging, 
operational aspects and reporting at The Open, AIG Women’s Open, and other 
Championships as required. 

• Lead the decision making that drives positive impact on the departmental P&L 
specifically relation to Patrons Hospitality programmes including the management of 
our hospitality consultants, agencies, and multiple contractors. 

• Collaborate extensively with stakeholders across the organisation. Gather and collate 
departmental requirements, influencing, negotiating, and persuading as required whilst 
ensuring relationships are managed and maintained, escalating where required to the 
Director, to enhance the opportunities for our commercial partners across The R&A and 
championships, developing new rights, concepts and driving innovation. 

• Develop activities and actions that deliver against incremental revenue targets through 
negotiating contracts with strong partner upsells of at least six figures, renewals 
increasing year on year that are supported by creative asset ideation and use of 
progressive reporting techniques, data, and insights.  

• Accountable for the holistic contract process from negotiation, influencing to 
completion with third parties for all patrons for revenue that is in excess of seven figures.  

• Contributes personally and oversees the team’s ability to effectively manage risk and 
consequent implications on customer confidence, external reputation and financial 
performance of the Partnership function.  

• Responsible for ensuring the partnerships function is constantly evolving and improving 
the delivery of rights and partnership management support to The R&A commercial 
partners to the highest industry standards. 



 

 

• Lead the budget management forecasting, tracking, and invoicing of current partners 
across multiple P&L’s, highlighting potential impacts and providing profitable solutions.  

• Proactively grow relationships and collaborate with key stakeholders within the company, 
department, and external agencies to drive best practice and ensure we are aligning with 
organisational objectives.  

• Review and evaluate the creation and distribution of Partnership propositions, proactively 
identifying opportunities for continuous improvement. Work with the Director and other 
members of the senior management team to set and review the strategic direction of the 
proposition over a 1–3-year period, in line with departmental aims. 
 

Resource  
  

• Management and development of direct reports and external resource as required. 
• Detailed budget setting, forecasting, and management for Partnerships activity 

Expertise 
 

• Educated to degree level or equivalent relevant experience in the Partnership arena. 
• European Sponsorship Diploma or relevant experience. 
• Advanced knowledge and experience of working in sponsorship account management.  
• A proven track record in effective management of involved sales process specifically 

relating to high-net-worth individuals by way of effective negotiation and influencing 
skills.  

• Experience in advertising, marketing, digital rights delivery, and brand development, 
including but not limited to, dealing with and presenting to brands.  

• Extensive experience in financial management including budget and forecasting. 

Travel  
 

• Travel to relevant venues as required. 
• Travel predominantly within the UK and Ireland, occasional international may be required  

 
This job description is written as an indication of the nature and scope of duties and responsibilities. It is not intended as a fully 
descriptive or definitive list and jobholders will be expected to carry out other duties assigned which are appropriate to the position.   

 


