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BQ Solutions Job Description
The job description is used in the recruitment process to inform the applicants of the job profile and requirement of the scope, duties, tasks, responsibilities and working conditions related to the job with BQ Solutions. Also, used at the performance management process to evaluate the employee’s performance against the description.
	OVERVIEW

	Job Grade
	TBC

	Job Title
	Business Development Manager



1. Position Purpose
The Business Development Manager is responsible for driving sustainable business growth across defence, government, and specialist consultancy markets. The role leads opportunity identification, pipeline management, client engagement, capture planning, and bid delivery, ensuring that growth activity is structured, intelligence-led, and aligned with corporate strategy.
This role provides leadership across opportunity shaping, client engagement, information gathering, competitor analysis, tender response development, and capture planning. The BD Manager ensures the business grows in a structured, targeted, and opportunity-driven manner, fully aligned with corporate objectives, frameworks, and governance expectations.
The BD Manager also leads and develops the BD team, ensuring the BD function operates cohesively, collaborates intelligently, and demonstrates strong commercial discipline.

2. Key Responsibilities
A. Opportunity Identification & Pipeline Management
· Identify, qualify, and develop new business opportunities across defence, government, and technical consultancy markets.
· Own and manage the BD pipeline, ensuring opportunities are accurately logged, prioritised, and progressed.
· Conduct bid / no-bid assessments informed by strategic fit, resource availability, risk, and financial return.
· Ensure pipeline activity aligns with corporate capability priorities and growth objectives.
B. Client Engagement & Relationship Management
· Build and maintain strong relationships with clients, partners, and key industry stakeholders.
· Conduct capability briefings, client meetings, and follow-up engagement to shape demand and position the organisation early.
· Maintain regular contact with strategic accounts to ensure early visibility of emerging requirements.
· Represent the organisation professionally in client-facing and industry environments.
C. Capture Planning & Opportunity Shaping
· Lead capture planning for priority opportunities, including win themes, differentiators, risks, and competitor positioning.
· Coordinate internal capture sessions and consolidate inputs into actionable plans.
· Identify and engage partners, subcontractors, and teaming arrangements to strengthen bid competitiveness.
D. Proposal, Tender & Submission Leadership
· Lead the end-to-end proposal lifecycle including RFI/RFP analysis, compliance, solution narrative, and submission coordination.
· Coordinate inputs from technical SMEs, programmes, finance, legal, HR, and governance functions.
· Ensure all submissions meet client requirements, internal quality standards, and submission deadlines.
· Oversee post-submission clarifications, presentations, and negotiation support.
E. Commercial & Financial Input to Business Development
· Work closely with the Commercial Finance Officer on pricing models, cost estimates, margins, and commercial assumptions.
· Support financial modelling, profitability analysis, and commercial risk assessments for bids and pursuits.
· Monitor bid margins, commercial exposure, and return-on-investment assumptions.
· Ensure financial considerations inform bid / no-bid and pursuit strategies.
F. Market Intelligence & Competitor Analysis
· Develop and maintain market-intelligence briefs covering client priorities, procurement pipelines, and competitor activity.
· Track defence and government procurement cycles and emerging capability needs.
· Share intelligence with senior leadership to inform strategic planning and market-entry decisions.
G. Frameworks, Partnerships & Contract Awareness
· Support the identification, development, and management of framework agreements and partnerships.
· Coordinate with contracts and governance teams on NDAs, teaming agreements, and bid-related contractual inputs.
· Ensure commercial and contractual awareness is embedded throughout the bid lifecycle.
H. Internal Coordination, Governance & Quality
· Ensure BD activity complies with internal policies, document control, version management, and approval workflows.
· Maintain BD templates, registers, and controlled documentation in line with ISO 9001 QMS requirements.
· Coordinate effectively with Operations, Programs, HR, Finance, Procurement, and Governance functions.
I. Reporting, Dashboards & Executive Insight
· Produce accurate and timely BD reports including pipeline health, win/loss analysis, and opportunity summaries.
· Maintain BD dashboards for senior leadership and executive review.
· Provide insight and recommendations based on performance trends and intelligence.
J. Team Leadership & Capability Development
· Line-manage BD Senior Leads and BD staff, providing direction, coaching, and performance oversight.
· Ensure consistent standards of professionalism, quality, and governance across the BD function.
· Support capability development and workload planning within the BD team.

[bookmark: _Hlk219613409]K. Additional Responsibilities
· Undertake additional responsibilities, within the scope of the postholder’s professional competence and role seniority, as delegated by senior leadership in response to organisational needs or strategic priorities.

3. Required Competencies
Technical Competencies
· Business development strategy and opportunity qualification
· Bid and proposal management across complex defence and government environments
· Commercial and financial awareness, including pricing and margin considerations
· Market intelligence, capture planning, and competitor analysis
· Strong written, verbal, and presentation skills
Behavioural Competencies
· Proactive, structured, and results-driven
· Strong relationship-building and influencing skills
· High attention to detail and organisational discipline
· Ability to manage multiple competing priorities
· Confident leader and coach

4. Qualifications & Experience
· Bachelor’s degree in Business, Economics, Defence Studies, or related discipline, or equivalent experience.
· 5–10 years’ experience in business development, bid management, or commercial roles.
· Defence, government, or technical consultancy experience highly desirable.
· Proven experience managing pipelines, bids, and client relationships.
· Ability to attend client-facing meetings as required.
· Driving license, use of own vehicle and ability to attend client meetings as required is mandatory.

5. KPIs - Business Development Manager
1. Opportunity Pipeline Growth & Conversion
Explanation: Measures the effectiveness of identifying, qualifying, and converting business opportunities, ensuring a healthy and sustainable pipeline aligned to strategic priorities.
Target: ≥ 20% pipeline growth per quarter; ≥ 30% qualified win rate
Measured Through:
· Total and qualified pipeline value
· Opportunity progression and stage conversion rates
· Win / loss ratios and trend analysis
· Leadership review of pipeline health and quality
2. Bid Quality, Compliance & Timeliness
Explanation: Assesses the quality, compliance, and timeliness of bids and proposals, ensuring submissions meet client requirements, internal governance standards, and agreed deadlines.
Target: 100% on-time submissions; ≥ 90% internal quality score
Measured Through:
· Bid review outcomes and quality scores
· Compliance matrices and requirement traceability
· On-time submission records
· Audit and governance checks
3. Client Engagement & Relationship Strength
Explanation: Measures the strength, consistency, and effectiveness of client relationships, supporting early opportunity visibility and long-term growth.
Target: ≥ 85% satisfaction rating
Measured Through:
· Client feedback and engagement records
· Repeat engagements and follow-on opportunities
· Early visibility of pipeline opportunities
· Relationship reviews with senior leadership
4. Capture Planning & Opportunity Shaping Effectiveness
Explanation: Assesses the quality and impact of capture planning and early shaping activity in improving competitiveness and win probability.
Target: Capture plans in place for 100% of priority bids
Measured Through:
· Completeness and quality of capture plans
· Strength and clarity of win themes and differentiators
· Partner and teaming strategies
· Stakeholder and leadership feedback
5. Commercial & Financial Discipline in Bids
Explanation: Measures the application of commercial and financial discipline within bids, ensuring pricing, margins, and risk exposure align with organisational thresholds.
Target: ≥ 90% of bids meet margin and risk thresholds
Measured Through:
· Pricing and cost-model reviews
· Margin and risk analysis outcomes
· Finance Director and Commercial Finance feedback
· Post-bid commercial review findings
6. Market Intelligence & Strategic Insight Quality
Explanation: Assesses the quality, relevance, and usefulness of market intelligence and strategic insights provided to inform decision-making and growth planning.
Target: Monthly intelligence outputs with ≥ 90% relevance rating
Measured Through:
· Leadership feedback on intelligence outputs
· Evidence of insights informing strategy, bids, or market entry decisions
· Timeliness and accuracy of market briefs
· Integration of intelligence into capture and planning activity

7. BD Reporting & Dashboard Accuracy
Explanation: Measures the accuracy, consistency, and timeliness of BD reporting and dashboards used by senior leadership.
Target: ≥ 95% accuracy; 100% on-time reporting
Measured Through:
· Dashboard and report audits
· Reconciliation of reported data to source systems
· Leadership feedback on usability and clarity
· Timeliness of scheduled reports

8. Leadership & Development of the BD Team
Explanation: Assesses the effectiveness of leadership, coaching, and capability development within the BD team, supporting sustainable performance improvement.
Target: Demonstrable improvement in BD team capability and performance
Measured Through:
· Achievement of individual and team objectives
· Quality and consistency of BD outputs
· Performance review outcomes
· Feedback from BD Director and senior leadership


Employee Signature above printed name:	___________________

CC:
· Employee personal file
· Human Recourses Manpower File
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