BNL

BNL (USA) Inc. - JOB DESCRIPTION

Position: Business Development Manager Department: Sales & Marketing

Overall, Purpose:

The Business Development Manager is responsible for generating profitable new business
aligned to the company’s strategic markets. The role is a Hunter position, focused on creating
new revenue streams through proactive business development, opportunity conversion, and
structured project delivery.

The BDM owns opportunities from initial engagement through to Start of Production (SOP),
ensuring progression through defined APQP stage gates with pace, clarity, and commercial
discipline.

Role Definition — Hunter

This role requires a strong focus on new business generation, while supporting existing
accounts where necessary.

Success is measured by:
e New opportunities created
e Opportunities progressed
e Revenue won and delivered

The role is focused on opening, developing, and converting new business opportunities.

Responsibilities:

(Note in addition to these functions employees are required to carry out such other duties

as may be reasonably be required)

Key Responsibilities

1. New Business Development (Primary Responsibility)

Identify and secure new business within target sectors

Develop and execute account entry strategies for new customers

Generate a robust, qualified pipeline aligned to revenue targets

Generate approximately 10x salary in new business opportunities within 2 years after joining BNL

2. Customer Engagement

Build strong relationships across customer organizations
Position the company as a technical and engineering partner
Lead meetings, presentations, and negotiations

Capture and communicate market insights internally

3. Commercial & Pricing Responsibility

Develop pricing strategies aligned to margin and market positioning
Structure commercial offers including tooling and risk mitigation
Support contract negotiation and terms alignment

4. Pipeline & CRM Management

Maintain accurate pipeline within CRM systems
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e Apply stage-gate discipline and realistic conversion assumptions
¢ Provide data-driven updates to leadership
e Support forecasting and long-term planning

5. Opportunity Ownership & Progression
e Own opportunities from initial contact - RFQ - Award - SOP

e Define and drive clear next steps for all live opportunities
e Maintain momentum and actively influence customers
e Ensure all opportunities are commercially and technically aligned

6. APQP & Project Governance
e Lead commercial ownership through APQP gates (Bid/No Bid, Bid Review, Contract Review)

e Ensure strong scope definition, commercial viability, and on-time progression

7. Cross-Functional Collaboration
e Work closely with Engineering, Quality, and Operations teams

e Ensure seamless transition from concept to production

The duties and responsibilities in this job description are not restrictive, and the position may be required to
undertake other duties which may be required from time to time. However, any modifications will not substantially
change the general character of the position.

Key Performance Indicators (KPIs)
e New business revenue vs target

e Pipeline value and conversion rates
¢ Number of new projects opened

e RFQ to award conversion time

e Gross margin performance

e APQP gate progression adherence
e Forecast accuracy

Job Requirements:

Qualifications/Education:
e Minimum 5 years of successful Technical Sales
e Degree in Technical/Engineering/Manufacturing discipline or Business Management equivalent
e Experience of working in sales within an international business
e Demonstrated success in winning new business, not just managing accounts
e Evidence of delivering meaningful revenue growth (ideally $1m+ annually depending on sector)
e Experience in long-cycle, technical sales

Technical Experience:
e Experience of working with Tier 1 Automotive component suppliers
e Experience of working within a manufacturing business
e Experience of developing large OEM accounts

Software Experience:
e Microsoft Office
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e Familiar with the use of a CRM system

Skills & Experience:

Essential:
«  Proven experience in business development within manufacturing or engineering
«  Strong track record of winning new business
«  Experience managing complex technical sales cycles
«  Strong commercial acumen
«  Ability to manage multiple opportunities simultaneously
*  Excellent communication and stakeholder management skills

Desirable:
. Experience in polymer engineering, bearings, or precision components
«  Background in Automotive or Food Processing sectors
. Understanding of injection moulding, tooling, or assembly processes
«  Experience working within APQP or structured NPD frameworks
. CRM system experience (e.g. GoldVision, Salesforce)

Behavioural Expectations
. Proactive and driven (Hunter mindset)
+  Strong ownership and accountability
«  High pace and urgency
«  Commercial discipline
«  Collaborative approach
*  Customer-focused

Success Profile
+  Builds a strong pipeline within 3-6 months
+  Converts opportunities into awarded business within 6-12 months
+  Demonstrates ownership through APQP
«  Establishes new strategic customer relationships
. Delivers consistent, profitable growth

Summary Statement

This role is critical to delivering sustainable growth. The Business Development Manager must operate as a true
80% Hunter, focused on creating new opportunities, driving them forward with pace, and converting them into
profitable, long-term business.

Date: 06/23/2026 Authority: Regional Vice President
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