
 

BUSINESS DEVELOPMENT MANAGER – Digital Marketing (Hunter Role) 

Type: Full-time 
 

 

What We're Looking For 
●​ You’re a Hunter with face-to-face B2B new business development and cold-calling 

experience 
●​ You have face-to-face solution-selling experience and a proven track record of success 
●​ You have a well-crafted sales process/methodology 
●​ You’re super organised with outstanding communication and negotiation skills 
●​ You’re a trusted advisor who shares in your clients’ success 
●​ You’re highly motivated, build rapport easily, and develop long-lasting business 

relationships 
●​ You have a high level of personal integrity and initiative 

 
 
Key Responsibilities 

●​ Lead Generation & Prospecting 
●​ Identify and qualify high-potential leads across B2B verticals  
●​ Develop outreach strategies that resonate with niche audiences and decision-makers 
●​ Consultative Selling 
●​ Conduct discovery sessions to understand client pain points and align solutions with 

ROI-driven outcomes 
●​ Present tailored proposals and digital marketing strategies (SEO, SEM, content, paid 

media, etc.) 
●​ Pipeline & Revenue Management 
●​ Build and manage a robust sales pipeline aligned with quarterly revenue targets 
●​ Attend Industry events (Nationally)  
●​ Collaborate with marketing and performance teams to ensure seamless onboarding and 

campaign execution 
●​ Market Intelligence & Positioning 
●​ Monitor competitor activity and industry trends to refine positioning and messaging 
●​ Provide feedback to internal teams on service gaps and emerging client needs 
●​ Relationship Building 
●​ Cultivate long-term relationships with prospects, clients, and strategic partners 
●​ Represent Retain Media at industry events, webinars, and networking forums 

 
 
 
 

 



 

About You 
●​ 5+ years of experience in new business development 
●​ Proven track record of achieving budgets 
●​ Understanding of Digital marketing ( SEO, Google ads, social media, etc) 
●​ Skilled in prospecting, deal-closing, and building long-term client relationships 
●​ Strong commercial and technical acumen — able to speak fluently with 

decision-makers 
●​ Strategic thinker with a builder's mindset and strong process orientation 
●​ Collaborative, ethical, and results-focused, with a consultative sales style 
●​ Adaptable and able to thrive in a high-performance environment 
●​ Able to work remotely with minimum supervision 

 
Key Performance Indicators 

●​ New Business Revenue targets:  Monthly/Quarterly from new clients 
●​ Sales Pipeline Value: Total value of qualified leads in the funnel = 3 x quarterly budget 
●​ Weekly F2F meetings - 10 
●​ Weekly – number of proposals - 5 
●​ Weekly – number of deals closed - 1 
●​ Weekly reporting accuracy (CRM updates, notes logged) 
●​ Forecast accuracy (how close actuals are to projections) 

 
What Will Help You Succeed 

●​ Strong understanding of digital marketing principles and best practices. 
●​ Experience with various digital marketing channels (SEO, SEM & social media) and tools 

(call tracking, Live chat CRMs, etc). 
●​ Excellent communication, interpersonal, and presentation skills. 
●​ You take ownership of your patch and the success of your clients  
●​ Strong analytical and problem-solving skills. 
●​ You are organised. Proficiency in project management and time management. 
●​ Ability to work independently and as part of a team. 
●​ Experience with CRM and marketing automation tools is often preferred.  
●​ Self-Motivated 

 
What We Offer 

●​ We are a growing agency. Growth = opportunity 
●​ Competitive salary 
●​ Performance-based incentives 
●​ Work from Home 
●​ Training and development - internal training and budget for external training 

opportunities (courses, conferences, etc) 
●​ Annual international conference  

 
 



 

First 30 Days 
●​ Understand the company: Learn about products, services, target markets, and 

competitors. 
●​ Absorb culture & processes: Familiarise yourself with workflows, CRM systems, 

reporting structures, and sales methodologies. 
●​ Build internal relationships: Meet key stakeholders, colleagues, and leadership to 

understand expectations and communication styles. 
●​ Observe & ask questions: Identify potential areas for improvement and opportunities 

without rushing into execution. 
●​ Set personal goals: Define what success looks like in the role and align with company 

objectives. 
 
30-90 Days 

●​ Develop deeper relationships: Strengthen trust with colleagues, clients, and prospects. 
●​ Close 1 deal every two weeks 
●​ Start implementing ideas: Apply insights from the first month to small projects or pilot 

initiatives. 
●​ Show value quickly: Deliver early wins (e.g., securing meetings, generating leads, or 

closing deals). 
●​ Align with strategy: Ensure your activities support the company’s mission, vision, and 

revenue goals. 
●​ Refine messaging: Begin tailoring pitches and proposals to different client segments. 
●​ Work towards achieving KPIs: Track progress with measurable outcomes  

 
 90-180 Days 

●​ Drive measurable results: Execute strategies that lead to revenue growth, partnerships, 
or market expansion. 

●​ Close 1 deal every week 
●​ Optimise processes: Refine sales approaches based on feedback and performance data. 
●​ Establish credibility: Position yourself as a trusted advisor internally and externally. 
●​ Expand pipeline: Build a sustainable funnel of opportunities with clear conversion 

strategies. 
●​ Strategic contribution: Start influencing long-term business development plans and 

market positioning. 
●​ Mentor & collaborate: Support junior staff or cross-functional teams, showing 

leadership beyond individual performance.​
 

 
If you are interested in this role, please send your CV to hello@retainmedia.com.au. We look 
forward to hearing from you. 
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