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The Organisation

Integrated Environmental Solutions (IES) is a global market leader in providing software and consulting 
services specialising in building performance analysis, with the aim of designing and operating energy 
efficient buildings.

The business was established 27 years ago by Dr. Don McLean having spun out of Strathclyde University 
with a purpose to create sustainable built environments and have a real impact on limiting the environ-
mental impact of urban development. This is shared amongst all in the business and the work carried 
out has resulted in stopping an additional (equivalent) 31 power stations being built to cope with energy 
demand globally. A remarkable and compelling statistic.

Through acquisition and steady organic growth, IES now has operations in Glasgow, Dublin, Atlanta, 
Melbourne, Singapore and Pune, with over 200 staff and a turnover of approximately £13.5m, showing 
steady incremental growth on previous years from £12.9m (2019) and £11.6m (2018) respectively.

With a global focus on Sustainability, and the demand for smarter, more efficient infrastructure, IES is well 
positioned for growth, and has significant ambition to do so in the coming years. With an appetite to 
develop partner distribution models and direct customer sales, the business will drive a new and ambi-
tious growth strategy.
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Products & Services

With the understanding of the opportunities arising from developments such as Smart Cities, Smart Build-
ings, IoT, 5G and renewables, IES has been developing state-of-the-art tools to address not just a build-
ing, but campuses, cities, building portfolios and more.

The business has two key product groups;

IES Virtual Environment (IESVE)
https://www.iesve.com/software

This is the product the business has been built on. The IES Virtual Environment (IESVE) translates complex 
building physics principles and detailed dynamic thermal calculations into extensive and easy to under-
stand technical information and visualisation. It is an essential digital construction tool for top architects, 
engineers and contractors.

IES, through its Virtual Environment product (VE), is already the world leader in building energy perfor-
mance software. The simulation suite is widely used by engineers, architects and contractors. The soft-
ware tends to be ‘sticky’ with thousands of career-users and thousands of regular users. The VE can meet 
the requirements of many building regulation methods around the world.

Utilised globally, the energy and carbon reduction capability of our technology is proven. Today, our 
customers average 75,000 IESVE projects per year on medium to large buildings. This helps create sus-
tainable buildings that consume less energy

IES Intelligent Communities Lifecycle
https://www.iesve.com/icl

IES has been developing and enhancing its core technology, culminating in the recent launch of the 
Intelligent Communities Lifecycle (ICL) – a suite of interconnected decision support tools that facilitates 
the planning, design and operation of energy-efficient and sustainable cities, communities, campuses, 
building portfolios and local resource networks e.g. electricity, CHP, heating & cooling. This allows IES 
to address many more markets as it has broadened its capability to look at energy use holistically on a 
large scale rather than for a single building in isolation.

This new ‘Digital Twin’ technology can be used throughout the life cycle of a group of buildings, which 
has opened many new and lucrative markets to the company – from the masterplanning stage of de-
velopment through to design and ultimately operation and energy management of any group of build-
ings.

https://www.iesve.com/software
https://www.iesve.com/software
https://www.iesve.com/software
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The Role

The business is now at a critical point in its growth and with ambitious plans to significantly increase its 
size over the next 5 years, there is the requirement to recruit a Sales Director to join the Board and to 
work closely with the CEO in developing new markets and territories, with a primary focus on the new 
Intelligent Communities Lifecycle (ICL) suite of products and services.

This is a newly created position, which will play a critical role in ensuring the continuing growth and 
success of the group. The successful candidate will have overall responsibility for driving worldwide sales 
(including both software and consultancy) in a growing technology company. The company is seeking 
to treble sales in the next three years.

Reporting to the Chief Executive Officer, responsibilities will include:

• Leading, developing, motivating and growing the sales team (currently 25 FTE) who operate 
worldwide across a variety of horizontal sectors

• Developing key growth sales strategies and plans

• Overseeing consultancy sales and working with the consultancy leaders

• To develop a good understanding of the products and services offered, by working closely with key 
people across the company

• Growing the software and consultancy sales teams globally

• Seeking out major clients and forming long-term working relationships

• Working closely with the Director of Marketing to ensure a co-ordinated sales and marketing strategy

• Working with the software and consultancy sales teams to help identify market requirements and 
ensure products are aligned to the demands and changes of the markets
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The Candidate

This is a fantastic opportunity not just to join a great business, but for anyone who wishes to make a 
personal difference in reducing the impact of climate change. The Sales Director will work with like-
minded people who show tremendous commitment to making a difference to society.

Key experience and attributes will be:

• Degree educated (or equivalent); and an outstanding sales leader across multi-site operations and 
territories

• A proven track record of achievements in software sales. If this is in the sustainability, smart cities, 
decarbonisation of the built environment, managed services or related fields then so much the 
better, but it is not a necessity

• You will have experience of creating and operating partnership sales.

• An ability to understand and analyse sales performance metrics and suggest improvements

• Strong emotional intelligence and communication skills, both internally and with customers

• A high degree of commercial acumen. Able to identify gaps in the market, developing strategies to 
fully utilise the capability of teams and capitalise on market opportunities

Further Information

For further information or a confidential discussion, please contact Jamie Brown on: 

jamie@fwbparkbrown.com

Or alternatively, you can contact our Edinburgh office by phone on +44 131 539 7087.



FWB Park Brown 
T: +44 (0)131 539 7087

www.fwbparkbrown.com


