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London, United Kingdom | charlie@meridianelevate.co.uk | 07466 639560

linkedin.com/in/charlieowen-commercial

EXECUTIVE PROFILE
Senior commercial and business development professional with 12+ years of experience spanning UK market
development, enterprise business development, commercial strategy, sales operations and talent development.
Combines analytical commercial diagnosis with hands-on execution, using data to identify performance gaps before
examining the organisational, behavioural and cultural factors behind them.

Career includes ownership of UK commercial strategy for Spanish 4PL logistics group ICP Logística, where I
restructured the commercial model, developed enterprise opportunities and led a lean business development function.
Earlier experience includes recruitment, learning and development leadership within healthcare staffing, followed by
independent consulting across sales operations, commercial performance and international business development.

80k → 300k 10% → 50% 8 £2m+
sq. ft. expansion of ICP
Logística's UK operation during
tenure

recorded conversion
improvement following
commercial restructure

new UK SME businesses won
over one year

multinational logistics
opportunity originated and
developed

CORE COMMERCIAL CAPABILITIES

Commercial Strategy Enterprise Account Development UK Market Entry

Sales Operations & CRM Pipeline & KPI Management Tender & Proposal Development

Commercial Intelligence Stakeholder Mapping BDR Leadership & Coaching

Learning & Development Opportunity Diagnosis Partnership Development

SELECTED CAREER HIGHLIGHTS
• ICP Logística: progressively restructured the UK commercial model across CRM architecture, market segmentation,

enterprise targeting, outbound methodology, messaging, tenders, pipeline management and BDR development.

• Client acquisition: historical commercial material records eight new UK SME businesses won over one year, each
with approximately £200k-£300k annual operational value.

• Enterprise development: originated and developed the ADA International opportunity, contributing to a
multimillion-pound logistics relationship spanning UK and German operations.

• Commercial performance: historical material records conversion improving from approximately 10% to 50% and
200% growth during the period; the UK operation also expanded from approximately 80,000 to 300,000 sq. ft.

• Talent development: created and implemented learning and development programmes, recruited 30+ recruitment
consultants and client executives, and trained 16 consultants from Resourcer through to Recruitment Consultant.
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PROFESSIONAL EXPERIENCE

Independent Business Development Consultant
Independent | May 2021 - Present | London, United Kingdom

Work with organisations to strengthen sales operations, commercial performance and business development
capability, with an increasing focus on international businesses seeking to establish and grow within the UK market.

• Assess commercial structures, pipeline behaviour and conversion performance to identify operational weaknesses and
opportunities for improvement.

• Support commercial strategy, sales-process improvement, team training and development, pipeline performance and
business development methodology.

• Apply a data-led approach before examining the people, behaviours and culture behind performance patterns,
combining analytical diagnosis with practical commercial execution.

• Increasing focus on helping non-UK organisations understand market positioning, opportunity development and
commercially practical routes into UK customers.

UK Business Development Director
ICP Logística | Oct 2017 - May 2021

Led the development and execution of UK commercial strategy for the Spanish 4PL logistics group, progressively
taking wider ownership of the commercial function as the revised operating model produced stronger pipeline quality
and enterprise opportunities.

• Rebuilt core commercial foundations including CRM architecture, database segmentation, target-account selection,
outbound strategy, messaging, email templates, pitches, proposals, tenders and pipeline management.

• Introduced a more intelligence-led approach to opportunity development, analysing sectors, competitors, company
scale, fulfilment complexity, incumbent providers, contract cycles, growth signals and decision-making structures.

• Restructured the sales department and led a lean UK business development team, with hands-on responsibility for
account allocation, prospect research, call coaching, KPI design, CRM discipline, pipeline reviews and individual
development.

• Implemented commercial strategy, sales training and marketing activity, including structuring and creating corporate
video content.

• Historical commercial material records eight new UK SME businesses won over one year, each carrying approximately
£200k-£300k annual operational value, alongside conversion improving from approximately 10% to 50%.

• Reduced the telesales team from three people to one as qualification and conversion improved, shifting the model
away from high-volume activity toward better-targeted commercial development.

• Originated and developed the ADA International opportunity, resulting in a significant multimillion-pound logistics
relationship spanning UK and German operations; also won new business for the Canary Islands operation.

• Supported recruitment across the wider company, including account-management and operational roles.

• During tenure, the UK operation expanded from approximately 80,000 to 300,000 sq. ft. and progressed from
predominantly smaller 3PL customers toward larger enterprise and multinational accounts.

Independent company-level context: Companies House filings show the UK entity's reported net assets increasing from approximately £89k at
year-end 2017 to £690k in 2019 and £1.58m in 2021. These figures are net assets, not turnover, and are included as wider financial context
rather than as a measure of individual sales performance.



CHARLIE OWEN  |  EXECUTIVE COMMERCIAL PROFILE 3

EARLIER CAREER & COMMERCIAL METHODOLOGY

Head of Training & Talent Acquisition
DRC Locums Limited | Sep 2014 - Jan 2017

Progressed into responsibility for recruiting, training and developing commercial talent, while using a live recruitment
desk as both a training environment and practical incubator for new consultants.

• Created and implemented a structured learning and development programme across business development, candidate
acquisition, telephone engagement, relationship building and commercial discipline.

• Recruited 30+ recruitment consultants and client executives across the business.

• Trained 16 recruitment consultants from Resourcer through to Recruitment Consultant, adapting coaching to individual
strengths and learning styles.

• Recruited 10 recruitment consultants for the outsourced India office.

• Maintained a strong focus on candidate acquisition and helped drive a high number of newly registered doctors into the
business.

• Developed an early operating philosophy that sales teams perform best when people are aligned to the stages of the
commercial process where their strengths create the greatest value.

Senior Headhunter - Radiology
DRC Locums Limited | Dec 2013 - Aug 2014

Specialised in identifying and engaging scarce, high-value Radiology Consultants within a competitive healthcare
recruitment market. Strong specialist candidate acquisition and an ability to communicate effective recruitment
methodology led to progression into training and talent development within approximately nine months.

Chef
Macdonald Hotels & Resorts, Marlow | Dec 2011 - Dec 2013

Early career in a high-pressure hospitality environment requiring consistency, teamwork and disciplined execution.

COMMERCIAL OPERATING PHILOSOPHY

Data-led diagnosis. Begins with commercial evidence - pipeline behaviour, conversion patterns, activity and
operational performance - before drawing conclusions about the cause. Human factors such as team structure,
capability, incentives, culture and stakeholder behaviour are then examined against the data.

Commercial systems thinking. Views revenue teams as interconnected systems rather than isolated functions. Data,
segmentation, qualification, messaging, people, pipeline management and client handover must work together if
growth is to be repeatable.

Opportunity & stakeholder insight. Looks beyond stated requirements and job titles to understand what has
changed inside an organisation, who is affected and what individual stakeholders are trying to achieve. Propositions
can then be built around the underlying business case rather than price-led selling.

Hands-on execution. Most effective when moving beyond advisory work into direct commercial activity: identifying
opportunities, developing relationships, opening accounts and turning strategy into measurable growth.

Commercial Strategy & International Business Development | London, United Kingdom | charlie@meridianelevate.co.uk


