
 

 

 

 

Job Title Head of Sales  

Location 42 Northampton Road, London, EC1R 0HU 

Salary £35,000 - £45,000 plus bonus (possibility of a profit 
share option) 

Potential of a part-time role for a highly experienced 
candidate 

CV email recruitment@bandhgroup.com 

 

 

Bourne & Hollingsworth Group 

Bourne & Hollingsworth is a creative lifestyle company with an offering centred on socialising, 
entertainment and drinks. 
 
B&H has earned a strong presence and reputation from establishing innovative and successful 
experiential event brands, such as Beautiful Allotment, Winter House, Cocktails in the City and The 
Prohibition Party, all of which are widely considered landmark events. With cocktail bars in the West 
End and a larger multi-faceted club house, bar and restaurant in Clerkenwell, and a rooftop 
restaurant and bar in central London, B&H is recognised for conceiving and creating beautiful and 
original interiors with a keen attention to detail and a unique and singular aesthetic. 
 

The Role 

We currently have seven people working on the sales and reservations team in various different roles 
within Bourne & Hollingsworth Group. We are now looking for a Sales and Reservations Director for 
the group who will be responsible for all sales and the management of reservations across the various 
event brands, including our Christmas and Summer corporate event offerings, and our Restaurant 
and Cocktail bars, with multiple PDRs and function spaces. The role will be central in coordinating 
and managing all sales and reservations and is based at our head office in Clerkenwell. The 
appointee will be a key member of the executive team running the business and will lead, manage 
and motivate a team of experienced reservations and sales professionals. They will work very closely 
in supporting the Managing Director to achieve their goals growing Bourne & Hollingsworth Group. 

 

Key responsibilities 

 Ongoing development of the sales strategy for B&H Group. 

 Working closely with the executive team to grow the business. 

 Conceiving and managing sales campaigns for our existing party brands, venues and new 
bar openings and other events such as Beautiful Allotment and The Tweed Run. 

 Further developing, growing and exploiting our CRM system and database to create repeat 
purchase and interest across our events and bars. 



 

 

 Building customer loyalty through sales promotions. 

 Organising and overseeing sales materials. 

 Analysing ticket sale trends and developing initiatives to increase sales. 

 Monitoring and reviewing a campaign’s progress, reporting and analysing results, making 
adjustments and recommendations where appropriate. 

 Identifying and understanding target markets. 

 Weekly planning of sales targets, helping to structure the team’s workloads.  

 Weekly staff briefings. 

 Management and development of the sales and reservations team. 

 

Candidate requirements 

The ideal candidate will have worked in a senior position within sales, with a focus on the events/bars 
and/or hospitality industry. They will have strong contacts and an existing ‘black book’ of 
clients/customers within the corporate events and hospitality world. 

Experience in running sales campaigns, using sales/reservations software and CRM systems to drive 
new business to completion is a must, as is the ability to analyse and report on progress; to show 
return on investment.  

Experience of successfully managing a team is essential, with an ability to train and develop staff is a 
must. As is the ability to manage our bookings system to ensure that all details for events are correct 
and delivered to other departments in good time using function sheets is essential.  

Experienced in proactive and reactive sales training and implementation. 

With multiple existing event brands and venues and more on the way, this job requires strong people 
and commercial skills, outstanding sales and management abilities, a willingness to work long hours 
with occasional evening work, attention to detail and the ability to see a job through from start to 
finish. 

Most importantly you must be commercial and have an entrepreneurial spirit. You will be a big fish in 
a small but growing pond! You must be able to make a difference! 

 

Our Core Values  

Bourne & Hollingsworth was established over 10 years ago by a group of creative and commercial 
entrepreneurs. We have built the business into a successful social experience provider and operator 
of fantastic events, bars and restaurants.  

We never want to lose that entrepreneurial spirit, and this is not the job for someone looking for an 
easy life working from 9am to 5pm. The successful appointee will be joining a family of passionate 
slightly eccentric, creative dreamers who have helped build a commercially successful business over 
the last ten years. 

Our success has been driven by our intense customer and commercial focus; anyone attending our 
events is invited into the B&H world and is promised an outstanding experience. As a Company we 
are committed to go further than our competitors to exceed customer expectations but at the same 
time always remain profitable.  

We are proud to have excellent staff retention. 

 

 



 

 

Remuneration Ethos 

As an entrepreneurial company we believe that employees who help grow the business should benefit 
from our success. The remuneration package will include a base salary, bonus, and subsequently a 
profit share. For a candidate who demonstrates their outstanding value to us an equity share might be 
possible at a later date.  

 


