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CAQH Position Description 
 

Position: Sr. Manager, Business Development  Department: Sales & Bus. Development 

Reports To: Managing Dir., Marketing & Bus Dev   Date: December 2015 

Scope: Full-Time/Exempt 

   

Position Summary: 

Position is responsible for maximizing organizational growth and revenue by identifying 
opportunities and consultatively selling CAQH Solutions to decision-makers at a variety of 
United States healthcare entities. Must be able to independently manage the full sales cycle 
from lead generation through contract closure and transition to Account Management. Must 
have experience using consultative sales techniques to generate interest and move prospects 
through the sales cycle to signed contract. Will work closely with the Managing Director, other 
Sales Managers, the Account Management team and Solutions Product team to ensure a 
seamless, positive and professional experience for clients. Interacts with and is an integral part 
of a team of professionals dedicated to the achievement of client satisfaction, revenue 
generation and long-term growth in line with CAQH vision and mission.  

 

Specific Responsibilities: 

1. Identifies and qualifies new opportunities and venues to introduce CAQH services. 

2. Conducts a high volume of consultative sales interactions, (approximately 50% over the 
telephone and 50% in person) to identify, qualify and close prospects for all CAQH services. 
Market segments can include payers, hospitals, government and other healthcare related 
organizations on a local, regional and national level.  

3. Learns and shows proficiency in the benefits of all CAQH products and may serve as the 
subject matter expert for one or more of the services. Conducts web-based demonstrations 
for prospects.  

4. Drives the full sales cycle from prospecting to deal closing. Utilizes creative lead generation, 
consultative sales techniques and appropriate appointment scheduling to achieve 
organizational growth goals. Continuously expands and updates network, contacts and 
prospects. May target current clients regarding new service offerings if appropriate. 
Identifies appropriate organizational contacts at targeted prospects and conducts outreach. 
Knows how to identify and reach decision-makers within targeted organizations.  

5. Responds in an informed, timely and professional manner to inquiries and captures 
necessary information to fully understand and meet prospects' needs. Maintains accurate 
and detailed records of all sales and prospecting activities including sales calls, 
presentations, closed sales and follow-up activities utilizing current Customer Relations 
Management (CRM) software to maximize return on investment and time. 
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6. Operates autonomously to manage the sales funnel and takes care of own work, including 
all necessary follow up either with internal CAQH staff, or with the external prospects. As 
appropriate, cross sells new services to existing clients.  

7. Educates prospects and clients on the advantages of CAQH services and know how to 
differentiate CAQH as an organization leveraging our mission and vision. Understands and 
communicates the value proposition stressing the effectiveness and usefulness of CAQH 
Solutions. Promotes the benefits of services to clients in terms of client's own success and 
results.  

8. Stays abreast of industry trends and maintains market knowledge.  

9. Works closely with the Managing Director and other team members to develop goals and 
execute strategies.  

10. Understands and is driven to exceed quarterly and annual sales goals individually, and 
contributes proactively to the overall success of the team.  

11. Attends and assists with CAQH conferences and meetings.  

12. Recognizes opportunities for services enhancements through client and prospect feedback 
and communicates this input to Director.  

13. Tracks and assists Director with non-standard contract negotiations to achieve a successful 
and timely conclusion. May negotiate contract terms as delegated by Director.  

Performs other duties as assigned or as needed.  

 

Supervisory Responsibility: 

None.  

 

Skills:  

 Exceptional interpersonal and telephone communication skills with the ability to sell, both 
new and existing services, at all decision-making levels.  

 Ability to listen actively, synthesize client or prospect needs and then present CAQH 
product solutions in a flexible and responsive manner.  

 Ability to handle multiple tasks seamlessly without a drop in quality. Strong attention to 
detail and the ability to follow consistently to resolve concerns and ensure client 
satisfaction.  

 Excellent organizational, prioritization and time management skills.  

 Ability to experience negative results and yet retain and sustain focus, professionalism 
and enthusiasm for work and CAQH products over an extended period of time.  

 Persistent and unafraid of asking for the business and closing the sale.  
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 Ability to interact, cooperate and work closely with all levels of internal and external 
colleagues.  

 Ability to work independently and sustain high level of motivation and enthusiasm.  

 Possesses a strong work ethic and desire to contribute individually, to the team, and to 
the organization.  

 Fully proficient with CRM software as well as Microsoft Office, Word, Excel and 
PowerPoint.  

 
Experience: 

 Ten or more years of consultative sales experience, preferably in the healthcare and 
healthcare payer industry.  

 Four or more years selling technology or technology-based solutions.  
 Four or more years of client relationship management experience with a proven track 

record of client satisfaction and retention.  
 

 
Education: 

 B.A. /B.S. degree in Business, Healthcare, Marketing or related field required.  

 

Percent of Travel: 

 Approximately 25%  

 
WHO WE ARE 
 
CAQH, a non-profit alliance, is the leader in creating shared initiatives to streamline the 
business of healthcare.  Through collaboration and innovation, CAQH accelerates the 
transformation of business processes, delivering value to providers, patients and health plans. 
 
 COB Smart™ quickly and accurately directs coordination of benefits processes.  
 EnrollHub™ reduces costly paper checks with enrollment for electronic payments and 

electronic remittance advice.  
 CAQH ProView™ (formerly Universal Provider Database®) eases the burden of provider 

data collection, maintenance and distribution.  
 SanctionsTrack® delivers comprehensive, multi-state information on healthcare provider 

licensure disciplinary actions.  
 CAQH CORE® maximizes business efficiency and savings by developing and implementing 

federally mandated operating rules. 
 CAQH Index™ benchmarks progress and helps optimize operations by tracking industry 

adoption of electronic administrative transactions.  
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WHAT YOU GET 
 
CAQH recognizes that its most important asset is its growing team of smart, creative, 
collaborative, forward-thinking and passionate professionals – and that a comprehensive 
employee benefits package is an important factor for them in choosing where to work. CAQH 
offers competitive compensation along with an extensive benefits package for all full-time 
employees, including medical, dental and vision coverage, tuition assistance and a 401k. Our 
location in downtown Washington, DC is metro-accessible, has an onsite fitness center and is 
centrally located to allow our team to take advantage of professional networking opportunities, 
cultural offerings and a thriving social scene. 

 

 


