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Strategic Prospecting Specialist 
MyCardium AI 
The Spine Building, 2 Paddington Village, Liverpool, L7 3FA
 
MyCardium AI is a company founded in April 2022, as a spin out of University College London. Our aim to is transform how medical imaging is delivered in healthcare using “super-human” AI. Focusing on Cardiac Magnetic Resonance Imaging (MRI). initially, our ambition is to deliver this AI to point-of-care in over 2,000 global centres.
Our mission is to improve healthcare system performance, patience outcomes by delivering better diagnoses, and help create next generation treatments by analysing Cardiac MRI images, using Artificial Intelligence Algorithms capable of performing automation of heart measurement to a super-human standard.
We are committed to excellence, innovation, and creating a positive and inclusive work environment. MyCardium is an equal opportunity employer; we celebrate diversity and are committed to creating an all-inclusive environment for all employees.
 
What we offer:
· Competitive salary and benefits package.
· The opportunity to be part of a dynamic, innovative team in a rapidly expanding field.
· The chance to make a significant impact on the development of new therapies and treatments.
 
 
Job Summary:
The Strategic Prospecting Specialist will play a pivotal role in fuelling our business development pipeline by identifying, engaging, and nurturing high-value prospects. This position is solely focused on strategic outreach—leveraging multiple information sources to identify C-level and senior decision-makers primarily within pharmaceutical sponsors and contract research organizations (CROs) involved in clinical trials.
In addition to day-to-day prospecting efforts, the role will support the company’s participation in key industry conferences by identifying target attendees and arranging pre-scheduled meetings with both prospects and existing clients. This coordination will help maximize the return on event participation and align outreach efforts with broader commercial objectives.
This role will not involve direct sales or closing but will focus on advancing prospects through the early stages of engagement until they are deemed qualified sales opportunities and transitioned to the business development team.
This is a full-time position, working Monday to Friday, 9:00 AM – 5:30 PM, with a minimum of three days per week required in the office, with a basic salary dependant on experience + commission based on achievement of agreed KPIs.
Education: 
· Ideally educated to degree level in a relevant subject (e.g., Life Sciences, Business, Marketing, or related field), though this is not essential.
· A minimum of A-level (or equivalent) education is required.
· Strong written communication and research skills are essential and may be demonstrated through professional experience in lieu of a degree.

Responsibilities:
· Prospect Identification: Strategically research and identify potential client organizations and key decision-makers (e.g., CEOs, CMOs, Heads of Clinical Development) within pharmaceutical sponsors and CROs involved in clinical trials, using LinkedIn, CRM tools, industry databases, publications, and conference data.
· Outreach Execution: Craft and deliver personalized, compelling outreach campaigns via LinkedIn and email to initiate conversations and build relationships with C-level contacts.
· Lead Nurturing: Engage prospects over time through consistent, value-driven communication to nurture relationships and increase interest in our core lab services.
· Opportunity Qualification: Use structured criteria to assess prospect potential and determine the right timing for transition to the sales team as qualified opportunities.
· Strategy Ownership: Own, maintain, and evolve the prospecting strategy—continuously testing new approaches, refining messaging, and identifying new data sources.
· Conference Support: Proactively support pre-conference preparation by identifying relevant prospects and customers, and coordinating meetings for the commercial team to ensure high-value engagements during events.
· Collaboration: Work cross-functionally with marketing, scientific, and operational teams to ensure messaging aligns with our value proposition and industry expertise.
· Reporting: Track and report on prospecting activities, engagement levels, conversion rates, and conference outcomes using CRM and other tools.




 Skills/ Experience:
· Proven experience in a similar prospecting, lead generation, or outbound business development role.
· Demonstrated success in identifying and engaging senior-level decision-makers, particularly C-level executives, and nurturing those relationships into qualified commercial opportunities.
· Results-driven, with a track record of achieving or exceeding outreach KPIs (e.g., number of connections, email response rates, meetings booked).
· Highly proficient in using tools such as LinkedIn Sales Navigator, CRM platforms (e.g., HubSpot, Salesforce), and email outreach/automation tools.
· Excellent written communication skills, with the ability to craft compelling, tailored messaging for a senior audience.
· Strong research and analytical skills – able to interpret complex information from multiple sources (e.g., company reports, publications, databases, and conference attendee lists) to build quality prospect lists.
· Organized and methodical, with the ability to manage multiple outreach threads simultaneously and maintain accurate records of engagement.
· Comfortable working autonomously while also collaborating across commercial, marketing, and operational teams.
· Flexible and adaptable, with a proactive mindset and willingness to evolve strategies based on data and feedback.
· Confidence in representing the company in a professional manner during industry events and pre-conference outreach.
· A strong interest in the clinical trials or medical imaging space is a plus.

Requirements:
· Comfortable working to structured KPIs such as engagement volume, meeting scheduling, and conversion rates.
· Excellent written and verbal communication skills, especially in creating compelling outreach tailored to executive audiences.
· Strong analytical and research skills, with the ability to work independently to gather intelligence from databases, publications, event attendee lists, and company profiles.
· Ability to manage multiple outreach campaigns simultaneously while maintaining attention to detail and data accuracy.
· Comfortable working cross-functionally with business development, marketing, scientific, and operational teams to ensure messaging and outreach strategies are aligned.
· Proactive, goal-oriented, and self-motivated with a desire to continuously learn and improve.
· Flexibility to support conference scheduling and coordination, including occasional availability outside standard business hours when required.
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