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1. TARGET JOB ADVERTISEMENT & PERSON SPECIFICATION
[bookmark: _Toc242500914]Role Overview
Job Title: Graduate Business Generation Executive
Employer: Turner & Townsend
Location: London (City of London, Canary Wharf, Central London, Hybrid/On-site)
Contract Type: Full-time, Permanent
Function: Business Generation / Marketing & Bid Management
[image: ]
[bookmark: _Toc242500915]Role Description & Corporate Context
Turner & Townsend is a professional services company that delivers a comprehensive spectrum of business across major programme management, project management, cost and commercial management, and net-zero consultancy to the real estate, infrastructure, energy and natural resources sector. The Business Generation function is a strategic lever in the development and consolidation of the company, focused on building its client portfolio, market studies, bid management and preparing competitive, value-added business proposals for their clients. The postholder operates in support of work winning activities throughout the whole business development lifecycle as a Graduate Business Generation Executive. Key activities include market intelligence and competitor intelligence within the infrastructure and property space, commercial tender pipelines for client relationship management (CRM), commercial tender portal tracking and multidisciplinary tenders and turning complicated technical information on projects into entertaining pitch collateral to the project clients and senior executive.
[bookmark: _Toc242500916]Person Specification
A Bachelor's degree (or expected) achieved/expected 2:1/First class in a Business Management, Economics, or related discipline.
Good commercial awareness and analytical skills; understanding of analytics of market opportunities and pipeline, KPI's, design of PowerPoint presentations, use of excel data modelling; successful handling of MS Office (including PPT presentation design, MS Excel data modelling).
High level of explicit and oral synthesis of text and ability to communicate with directors and/or technical experts and other external collaborators.
Demonstrated capacity to manage numerous submission deadlines in a very tempo driven tendering process and quality compliance.

[bookmark: _Toc242500917]2. CV
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[bookmark: _Toc242500918]3. TAILORED PROFESSIONAL COVER LETTER
Marta-Catalina Iamandi
London, United Kingdom
marta.lamandi@email.co.uk | +44 (0) 7700 900123
10 October 2026
Graduate Talent Acquisition Team
Turner & Townsend
One New Change, London, EC4M 9AF
RE: Application for Graduate Business Generation Executive
Dear Hiring Team,
I hereby submit my enthusiastic application to Turner & Townsend in London for a Graduate Business Generation Executive position. Your contributions to monumental UK infrastructure and sustainable real estate programmes have been closely monitored and you have always proven to deliver commercial value that is both transformative and as much as possible. A third-year Business Management graduate having hands-on experience in the business-to-business pipeline coordination side and tender proposals administration, I add the analytical power, commercial interest and collaborative mindset to quicken your work-winning processes.
In my commercial career with Apex Business Solutions, I personally participated in bid/proposal cycles, reviewing compliance of tenders submitted from clients from data collection and collation to their presentation, from 25 corporate supplier bids. In addition, my role at FreshMart improved my ability to bring together multidisciplinary teams seamlessly with delivery demands and ensure that the quality of the work was accurate despite the pressure of deadlines, with accountability ensured across all multidisciplinary teams.
My degree has taught me a sophisticated way of looking at strategic consultancy, business-to-business relationship management, and data visualization. 
Thanks for your feedback! I am thrilled to have the opportunity to discuss in an interview my abilities and how they support Turner & Townsend's continued commercial growth.
Yours sincerely,
Marta-Catalina Iamandi
BA (Hons) Business Management Candidate
[bookmark: _Toc242500919]4. COMPREHENSIVE MOCK INTERVIEW PREPARATION & COMPETENCY FRAMEWORK
[bookmark: _Toc242500920]4.1 Industry Context and Strategic Business Generation Analysis
As the professional services industry becomes more complex, and capital commission tendering more critical than ever, Turner & Townsend's dynamic and bespoke solutions are perfectly positioned to deliver effective and sustainable commercial positioning and bio-economic impact for every tendering opportunity (Turner & Townsend, 2024). In this setting, adaptable solutions in the firm's business models are the base for sustainable enterprise positioning, which can be transformed in internal capabilities of the firm to provide integrated solutions to the multiple problems encountered by the client (Huikkola, Kohtamäki and Ylimäki, 2022). From the real estate to public infrastructure industry, clients face increasingly pressing challenges as well as evolving regulatory requirements. 
It's also important to develop joint value mechanisms in the pre-contract phase. Business-to-business competitive markets can be considered as the direct link of long-term commercial retention and client commitment when firms implement dynamic organizational capabilities in collaboration practices of value co-creation (Preikschas et al., 2017). Work Winning for Turner & Townsend therefore isn't a documentation process administered by staff, but instead it's an active consultative process between external budget holders and the cost managers, engineers and the digital specialists. Ensuring that each graduate submission is aligned with the client's broader project and operational objectives for success and sustainability, the graduate executive needs to possess the ability to marry accurate work produced at the granular end with effective project governance.
[bookmark: _Toc242500921]4.2 Competency-Based Interview Demonstrations
[bookmark: _Toc242500922]Question 1 
[image: ]
My findings at Apex Business Solutions revealed that sixty of the clients that we had had procurement history with were property companies and were unnecessarily spending administrative time on dealing with both those who were responsible for maintenance and environmental compliance. As I understand it, a key input of this strategy is that value co-creation principles (Preikschas et al., 2017) have been proven to increase client retention through organizations that are able to combine their dynamic capabilities. Created a financial impact model to show that there was a 14% overhead reduction for prospective clients. This customised offering was pitched to three commercial accounts, and two multi-year contract awards were won.
[bookmark: _Toc242500923]Question 2 
[image: ]
I was coordinating a 10-day tender with a target date that had to meet with time constraints while also integrating compliance, technical and cost perspectives from 3 department heads with conflicting operational timelines. To ensure effective delivery to stakeholders—as Ullah (2026) has shown in his work that I put in place proactive coordination and clear communications, changing the way I dealt with email exchanges with a live-tracking matrix and a daily review. I changed the access rights of the worksheets to ensure that draft data would be protected but the overall progress of the project would still be easily seen by the technical lead to overcoming the concerns about data sharing. Through this collaborative model, we'd been able to perform an audit ready tend to reach the preferred-supplier stage in 18 hours.

[bookmark: _Toc242500924]Question 3 
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Just a cloud network failure at FreshMart during our busiest operating periods has resulted in the loss of our automated logistics tracking system which brought to an immediate halt forty-eight critical commercial deliveries which risked a breach of delivery penalties. I immediately put into practice our offline contingency plan; I sent the floor team to the manual verification units, and I took a lot of time reconciling inventory against dispatch bays with using this excel spreadsheet model. We were able to make all 48 clearances on time without violating any penalty factors and without a single compliance error by focusing on clearances based on penalty exposure and carrier slots. 
[bookmark: _Toc242500925]4.3 Critical Reflection and Continuous Professional Development (CPD)
For self-assessment, I employ a structured reflection in the form of a structured Gibbs' Reflective Cycle (description, feelings, evaluation, analysis, conclusion and future action) (Gibbs, 1988) and can gain meaningful clarity on my own commercial abilities and goal development. These competencies acquired from designing, developing and running contracts for commercial and supervisory positions have proven to be well developed in the following areas: Quantitative pipeline evaluation, Development and organisation of cross-functional teams and compilation of structured bids with limited delivery windows.
However, objective self-critique shows that an internal shift happens when the pressure is on in Norms, they tend to take over the administrative tasks directly, instead of pushing them down the team. Distributing workload across multiple projects in an enterprise consultancy context of significant national programmes can mean a lack of focus. In addition, as enterprise solution providers become more sophisticated in their use of digital architectures and complex service reconfigurations (Huikkola, Kohtamäki and Ylimäki, 2022), their mastery of predictive bid analytics and their enterprise data tools become more important for advancing their career with Turner & Townsend.
Given the above, here are three desired targets for the next year within the scope of my development plan in these growth areas. I'm currently taking Google's Data Analytics Professional certificate program to enable me with more advanced SQL database querying capabilities and Tableau visual dashboards. Secondly, I shall study for and gain the internationally recognised tender management skills which include the Foundation level issued by the Association for Proposal Management Professionals (APMP). Finally, I will look into structured leadership mentoring from Chartered Management Institute with a special emphasis on strategic delegation and cross boundary governance in readiness for high impact commercial delivery at Turner & Townsend.














[bookmark: _Toc242500926][bookmark: _GoBack]References
Gibbs, G. (1988) Learning by Doing: A Guide to Teaching and Learning Methods. Further Education Unit. Oxford: Oxford Polytechnic.
Huikkola, T., Kohtamäki, M. and Ylimäki, J., (2022). Becoming a smart solution provider: Reconfiguring a product manufacturer's strategic capabilities and processes to facilitate business model innovation. Technovation, 118, p.102498.
Preikschas, M.W., Cabanelas, P., Rüdiger, K. and Lampón, J.F., (2017). Value co-creation, dynamic capabilities and customer retention in industrial markets. Journal of Business & Industrial Marketing, 32(3), pp.409-420.
Turner & Townsend (2024) Accelerating Our Ambition: Annual Review 2023–2024. London: Turner & Townsend Ltd. Available at: https://www.turnerandtownsend.com/about-us/annual-review/ 
Ullah, M.F., (2026). Role of Stakeholder Engagement in Policy Implementation Success: Mediating Role of Communication Quality, Coordination Effectiveness, and Institutional Trust. Journal of Policy Affairs, 1(1), pp.40-52.

image5.png
Describe a high-pressure scenario where critical project parameters changed abruptly or systems

failed. How did you maintain output quality and analytical accuracy?
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TAILORED CURRICULUM VITAE (CV)

MARTA-CATALINA IAMANDI

Q London / Birmingham, UK | +44(0) 7700 900123 | i marta amandi@emal.co.uk | ) linkedin.com/in/marta-catalina-lamandi

KEY COMPETENCIES

(X business Development & Bidding

Market trend analysis, tender

compliance checks, bid collteral

coordination, value proposition
drafting.

Data & CRM Systems

Advanced MS Excel (Pivot
Tables, XLOOKUP, pipeline
forecasting), Power BI,
Salesforce CRM, PowerPaint.

Stakeholder Management

Cross-departmental
coordination, senior
stakeholder liaison, technical
communication de-escalation.

[ Y Commercial Acumen

Competitor benchmarking
cost-benefit analysis,
consultative B2B relationship
building.

CERTIFICATIONS &
AFFILIATIONS

Student Member
Chartered Management Institute
(cmn

Google Data Analytics.
Professional Certificate
Coursera (2025)

Agile Project Delivery
Fundamentals
APMG Interational (2024)

PROFESSIONAL SUMMARY

An analytical, commercially driven final-year Business Management
undergraduate offering hands-on_experience in-business-to-business
client research, bid administration, and operational coordination.
Combines academic distinction in strategic management and procurement
with proven capabilities in commercial pipeline management, pitch
development, and cross-functional team collaboration. Eager to contribute
to Tumer & Townsend's work-winning objectives as a Graduate Business
Generation Executive across infrastructure and real estate sectors.

EDUCATION

BA (Hons) Business Management | Aston University / University Centre, UK
Expected: July 2026 | redicted Classification: First Class Honours (1st)

« Key Modules: Strategic Business Management, B28 Relationship
Marketing, Project & Commercial Management, Business Analytics,
International Logistics.

+ Academic Highlights: Capstone research project examining strategic
procurement and value co-creation frameworks in UK professional
services (Achieved 82%).

Level 3 Extended Diploma in Business | Completed: 2023 | Grade: D"D"D*
(Triple Distinction Star)

RELEVANT PROFESSIONAL EXPERIENCE

Business Development & Operations Assistant | Apex Business Solutions,
Birmingham
June 2023 - Present
« Support commercial leads in assembling competitive B2B proposals,
managing compliance documentation across 25 successful supplier bids.
« Conduct weekly sector analysis across UK commercial real estate,
producing concise market briefs used by the directorship for client
pitching.
+ Trackc
opportunit
conversions.
« Design polished PowerPoint decks and pitch materials, converting
complex financial data into executive-level client collateral.

pipelines using Salesforce CRM, identifying cross-selling
s that contributed to an 11% increase in quarterly contract

Commercial Project & Shift Supervisor | FreshMart Corporate Hub,
Birmingham
September 2022 - May 2023
« Supervised a cross-functional operational team of 12 members,
orchestrating daily scheduling, budget adherence, and client fulfillment
metrics.
« Designed an automated tracking template in Excel, reducing
operational reporting variances by 18% within two quarters.
+ Coordinated stakeholder briefings across logistics, warehouse, and
account management teams to safeguard service delivery standards.
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Can you provide an example of how you analyzed market data to identify a commercial opportunity

and construct a value-driven client proposition?
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Tender submissions at Turner & Townsend require coordinating input from busy engineers, cost
consultants, and project leaders under tight deadlings. Tell me about a time you managed input

across competing stakeholders to deliver a complex project.




