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Created by Ariana Elsie McNally

	Role/Title:
	Business Development Executive



	Key skills or experiences required (pulled from job description):


	Sells solutions through prospecting, networking and executing on marketing initiatives. Increase footprint resulting in revenue growth and quota attainment. Negotiation skills required. Finding new prospects. Highlight company’s value in new ways customized to each client. Highlight unique value proposition of our solutions. Maintains pipeline Understanding of business trends & industry. Active in associations. Solution selling. Strong Analytical skills. Able to work with all levels of the company and all levels of the client’s company on a wide range of challenges and issues.



	In one sentence, what do they need?


	A candidate who can expand the company’s market share & increase revenues

	Behavioural Traits I believe are important to this organization:


	Self-motivated, works independently, enjoys challenges, able to resolve conflict, strong relationship and interpersonal skills


EXAMPLE

	What's important for the hiring company to know about….

	What I've done (Accomplishments, experiences, skills acquired, etc.)
	WHO I am (Personality, How I work)
	Stories that demonstrate: What I've done, results/accomplishments and WHO I am)
	What I can do for the company I'm interviewing with (applied to a particular job context)

	EG. Expanded my company's market share by securing new relationships and contracts, Business Development, Understanding of the Sales Process, Established trust with clients easily, has strong client relationship skills
	EG. Hard-working, enjoy working independently & in a team environment. Self-motivated. Enjoys meeting new people
	EG.  Share the story of how I landed that big client. 
STAR: Situation - Sales were down, new contracts weren't being signed, we were going through a period of slow business. 
Task - The expectation was for me to reverse this trend in my territory & close contracts with new clients that expanded the company’s reach. 
 Action-I identified new potential clients in my territory and created plans to engage each one. I made key connections, understood their goals & objectives and tied our offerings to helping them accomplish their initiatives.  I was able to effectively communicate our value and the value of partnering together. 
Results - I landed a large client, which resulted in a 15% increase in Revenue in my P&L and also closed many other contracts that signed from that effort. 
	EG. As a Business Development Executive with your company, I will help you retain clients through my proven relationship management skills and experience, secure new business in new industries and help you meet aggressive growth goals.


	What's important for the hiring company to know about…

	What I've done (Accomplishments, experiences, skills acquired, etc.)
	WHO I am (Personality, How I work)
	Stories that demonstrate: What I've done, results/accomplishments and WHO I am)
	What I can do for the company I'm interviewing with (applied to a particular job context)

	
	
	
	


©2016   GlacierPointSolutions.com
Donna@GlacierPointSolutions.com
  (562)434-7822
www.DonnaSchilder.com[image: image2.png]GLACIER POINT

SOLUTIONS

p/





