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Job Description
	Job Title
	Business Development Manager - AD, Biogas & Biomethane Solutions

	Department
	Commercial Team 

	Reports to
	Chief Commercial Officer

	Responsible for
	No direct report, however works closely with Technical Sales & Sales Support team


Job Purpose 

To accelerate the growth of our equipment and technology business across the UK anaerobic digestion and renewable energy sectors; building a strong network, establishing relationships with key decision-makers and identifying opportunities to create additional value from biogas, biomethane and renewable energy production.

To take responsibility for identifying, developing and closing complex capital equipment and technical solution sales with AD owners, operators, developers and energy businesses. 

To take ownership of the full sales cycle — creating opportunities, engaging with customers, understanding site operations and commercial drivers, developing technical and commercial solutions, building ROI models and business cases, preparing proposals and quotations, negotiating contracts and ultimately securing equipment orders.

Duties and responsibilities
Operational responsibilities
· Develop a deep understanding of and build and manage a high-quality UK sales pipeline for gas upgrading technology, equipment and associated commercial solutions.
· Proactively identify and develop new business opportunities with AD owners, operators, developers, investors and energy businesses.
· Build trusted relationships with business owners, Managing Directors, Operations Directors, Technical Directors and other key decision-makers.
· Understand customers’ technical, operational and commercial requirements and develop compelling solutions that deliver measurable value.
· Conduct site visits and lead technical and commercial discussions with prospective customers.
· Develop commercial propositions including ROI analysis, financial models, equipment proposals and quotations, working effectively with the support team.
· Manage complex opportunities through the complete sales process from initial engagement through negotiation, contracting and order close.
· Develop opportunities involving biogas upgrading, biomethane production, gas processing, gas offtake, alternative fuels and renewable energy markets.
· Work closely with engineering, operations, project delivery and commercial teams to develop technically credible and commercially attractive customer solutions.
· Negotiate commercial terms and coordinate contractual discussions to successfully secure new equipment orders.
· Maintain accurate opportunity, pipeline and sales forecasting information within the company CRM system.
· Represent the company at industry conferences, trade shows and networking events, building visibility and relationships across the AD and renewable energy sectors.
· Ensure any customer feedback and complaints are reported and actioned accordingly, both for resolution and also to feed into Product Team for future developments
· Feedback competitor information to the appropriate department.
· [bookmark: _Hlk132103067]Follow procedures to ensure compliance with company ISO standards
Peer group / cross team liaison
· Maintain a strong and open working relationship with colleagues and peers, reflecting Bennamann values, in particular working with sales support team, 
· Work across-functions in terms of preparation of proposals/quotations and solutions for customers
Reporting and communication
· Provide reports on sales pipeline and key customer contacts
· Attend relevant sales meetings to report as required
Team
· Proactive member of motivated and engaging team
· Participate actively in team meetings and proactive in own review and development
· Supportive member of sales team, role modelling Bennamann values in both internal and external relationships
H&S
· Responsible for own H&S and that of your direct reports, adhering to company guidelines be this in an office / workshop setting, on site, in a vehicle and / or any other reasonable context
· Highlight any H&S risks you identify to management
· Ensure you have any and all reasonable PPE and highlight any deficiencies to management who will address as required


Person Specification

	ATTRIBUTES
	ESSENTIAL (must have these skills or experience)
	DESIRABLE (prepared to train or develop in these areas)

	Relevant Experience Work and non-related work experience relevant to the job and organisation
	Technical/Operational

Experience within Anaerobic digestion and biogas production and one or more of the following areas:
· Biogas upgrading and biomethane production technologies.
· Gas processing, compression, storage or distribution equipment.
· Alternative and low-carbon transport fuels, including Bio-CNG and biomethane.
· Renewable energy project development.
· Gas, power or renewable energy trading and energy offtake.
· Process equipment, engineering systems or other capital equipment supplied to the AD, agricultural or energy sectors

Business Acumen
· Commercially confident, technically credible and comfortable engaging with both site-level operational teams and senior business decision-makers.
· Experience developing financial models, ROI assessments, equipment investment cases and commercial propositions is highly desirable.
· An established network of relationships with UK AD owners, operators, developers, investors, energy companies or other relevant industry stakeholders would be a significant advantage.
· Able to follow sales process and make considered decisions to balance commercial objectives, delivery and profit outcomes

	


	Education/ Training Specific qualifications and or training 
	· A degree/HND/HNC, or equivalent industry, technical or engineering experience 
	Sales/negotiating training

	Qualities, knowledge & skills
Personal skills, qualities, behaviour, most of these will be essential as many of these cannot be trained
	An empathy and affinity with the Bennamann company values: 
· Safety
· Curiosity
· Integrity
· Passion
· Respect
and key traits: 
Humility, Empathy, Creativity, Innovation, Open Minds, Transparency 

In addition:
· Ambitious, proactive and resilient sales professional who enjoys building markets, opening doors and converting technically complex opportunities into profitable orders.
· Comfortable working autonomously, developing a territory and taking personal ownership of sales performance.
· Combines technical curiosity with strong commercial judgement and understands that successful capital equipment sales require disciplined opportunity qualification, customer engagement, solution development and persistence through long and complex sales cycles.
· Proven drive and capability to build a significant sales pipeline and convert that pipeline into equipment orders and profitable revenue.
· Proven ability to learn new technology and develop product knowledge
· Excellent and proven organisation, planning and communication skills
· Follows procedures to ensure compliance with company ISO standards. Adheres to process and policy, including PPE and uniform
· Presentable, with the ability to be a positive representative for Bennamann in relationships with customers and suppliers, teams and stakeholders
	Process and system driven, to be able to comply with our ISO standards of working

	Additional factors Working conditions/hours, ability to drive, any special working conditions (eg gas handling)
	· Able to drive and work remotely/away as required, within the UK
· A Hybrid role, based in the north of the country/Scotland and able to travel in that area
	



Further details: 
	Justification for role: 
This should be outcome based 
To achieve the desired growth of Bennamann in the next period, further BD/Sales force is required to sell to AD sites

	Base location: 
 Remote – area is Scotland and the North of England, 3 out of 5 days at customer sites/meetings

	Salary Range: 
c£60k + Company Car + bonus
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