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Chloe Bennett
Enterprise Account Director · B2B software
London

	142%
of quota in FY2025
	
	£4.8m
new ARR closed in 2025
	
	£1.2m
largest deal, three-year contract
	
	5
consecutive years over target


Chloe is an enterprise software seller with eleven years in B2B SaaS, selling to finance and operations leaders in retail and financial services. She runs complex, multi-stakeholder deals of six to nine months, has exceeded target in each of the last five years and is known for building lasting executive relationships.
Key sales achievements  ▬▬
▲	Closed the company's largest ever deal, a £1.2m three-year contract with a UK grocer
▲	Opened eight new enterprise logos in financial services in eighteen months
▲	President's Club in 2023, 2024 and 2025
Career history  ▬▬
	Enterprise Account Director  ·  Ledgerline Software	2021 – Present


TERRITORY  UK enterprise retail and financial services, 40 named accounts
•	142% of a £3.4m quota in FY2025 and 118% in FY2024
•	Built a £9m pipeline from a standing start in financial services

	Senior Account Executive  ·  Orbitas & Kemp	2017 – 2021


TERRITORY  UK mid-market, all sectors
•	Over target in three of four years, peaking at 131%
•	Top new-business seller in the UK team in 2019

	Business Development Representative, then Account Executive  ·  Tallis Cloud	2014 – 2017


•	Promoted to Account Executive after 14 months


	AWARDS AND RECOGNITION
★	President's Club 2023, 2024, 2025
★	Ledgerline EMEA Deal of the Year 2024
EDUCATION
BA (Hons) Business Management
University of Exeter, 2013

	
	SKILLS
  Enterprise new business    ​  Executive relationships    ​  Value selling    ​  Forecasting    ​  Negotiation    ​  Partner co‑selling  
METHODS AND TOOLS
MEDDICC, Challenger, Salesforce, Gong, Outreach





Marco Rossi
Regional Sales Manager · Medical devices
Nottingham

	£11.6m
regional revenue in 2025
	
	+19%
regional growth in 2025
	
	23
NHS trusts on contract
	
	#1
region of six, two years running


Marco has sold medical devices into the NHS and private hospitals for fifteen years, leading a regional team of eight for the last five. He wins tenders, builds long relationships with clinicians and procurement teams, and grows market share in competitive categories such as orthopaedics and wound care.
Key sales achievements  ▬▬
▲	Grew the Midlands region from £7.9m to £11.6m in three years
▲	Won the orthopaedic framework for four trusts, worth £3.2m a year
▲	Region ranked first of six in 2024 and 2025
▲	Moved two major trusts from a competitor's wound care range
▲	Coached three sales representatives into regional manager roles
Career history  ▬▬
	Regional Sales Manager, Midlands  ·  Halloran & Price Medical	2020 – Present


TERRITORY  Midlands and East Anglia, 23 NHS trusts and 14 private hospitals
•	Leads eight sales representatives and two clinical specialists
•	Delivered 112% of target in 2025 and 108% in 2024
•	Won four of five tenders bid in 2024
•	Introduced quarterly business reviews with key trusts

	Senior Territory Manager, Orthopaedics  ·  Halloran & Price Medical	2016 – 2020


TERRITORY  East Midlands
•	Grew territory sales from £2.1m to £3.4m
•	Converted the largest trust in the region to the company's knee system

	Territory Manager, Wound Care  ·  Ostler Healthcare	2012 – 2016


TERRITORY  Nottinghamshire and Derbyshire
•	Over target in every year; 126% in 2015
•	Launched a new dressing range into 40 community nursing teams

	Sales Representative  ·  Ostler Healthcare	2010 – 2012


TERRITORY  Leicestershire
•	Rookie of the Year 2011


	AWARDS AND RECOGNITION
★	Halloran & Price Regional Manager of the Year 2024 and 2025
★	Ostler Healthcare Rookie of the Year 2011
EDUCATION
BSc (Hons) Sports Science
Loughborough University, 2009

	
	SKILLS
  NHS tenders and frameworks    ​  Clinical selling    ​  Team leadership    ​  Key account management    ​  Forecasting    ​  Coaching  
METHODS AND TOOLS
Miller Heiman Strategic Selling, Salesforce, NHS Supply Chain frameworks





Sam Taylor
Business Development Executive
Reading

	115%
of target in 2025
	
	260
meetings booked in 2025
	
	

	
	



Sam is a business development executive with two years booking meetings and closing small deals for a telecoms reseller.
Career history  ▬▬
	Business Development Executive  ·  Kennet Connect	2024 – Present


•	Books meetings and closes small business deals


	
	
	SKILLS
  Cold calling    ​  HubSpot  
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