
 

 

 

 

 

Business Development Executive - Benelux 

Business Development Executive  
We are looking for a high-energy, eager-to-learn, dynamic BDE to join our team.  

We are in growth-mode and going places! With a great team of people we are on a mission.  
Let me introduce you to our culture, the opportunities and let’s be successful together. 

Robert-Jan van der Pouw 
Managing Director Benelux.  

Summary 

Ready for growth-mode and to stand in the spotlight? We have an exciting opportunity for you to join 
a fast-growing international team of people.  

As the Business Development Executive for the Benelux region, you will be working closely with the 
regional marketing and sales team, delivering results through engaging and creating new sales 
opportunities.  

We are looking for an ambitious teamplayer who will enforce our sales pre-pipeline, is passionate, 
eager to learn from losing and contribute actively to bring our team to new heights by clear 
communication, structured ways of working, humour and creative thinking.  

You can make the difference cause the BDE is the first point of contact for inbound and outbound 
prospects, therefore requiring a strong outgoing and proactive attitude, and ability to respond quickly 
to inbound questions and follow-up on campaigns.  

A great opportunity for both seasoned BDE’s or someone looking to build a career in marketing and 
sales in software over the long term.  

Personal note  

Proactis is a dynamic, team-driven place to work. Our culture empowers employees to achieve their 
personal, career and professional objectives. We pride ourselves on nurturing and developing talent, 
and we rely on all our colleagues to help define who we are as a company. We believe in long term 
partnerships with our colleagues, whilst with Proactis and beyond, and we will support our people to 
be successful by providing enriching experiences, development and career progression opportunities, 
and help and advice, now and in the future. 
 
CEO Tim Sykes 



 

 

 

 

 

Main activities: 

➢ Develop a self-generated pipeline by market research/scoping: desktop research, telephone 
calls, trade shows and utilising all relevant tools to generate target lists for potential new 
clients.  

➢ Actively keep up-to-date on latest industry trends and customer challenges. Marketing and 
Sales are within one team – so please join your marketing colleagues in thinking of new ways 
to go to market and engage! 

➢ Targeting/prioritisation: engage and work with the wider commercial team to analyse these 
target lists and prioritise / segment appropriately for targeted and bespoke approach 

➢ (Re)energise and reactivate past clients and intensify current contacts and leads 

➢ Convert: create and deliver new quotes for existing and new clients and follow up with the 
clients to drive maximum quote conversion 

Responsibilities 

• Sourcing new sales opportunities through outbound warm/cold calls and emails. 

• Generate new target prospects through research, networking, and referrals 

• Respond to and qualify inbound marketing leads and phone inquiries. 

• Prioritise opportunities and execute sales strategies to exceed quota expectations. 

• Achieve monthly, quarterly, and annual sales goals using a technical sales cycle; the ability to 
develop a pipeline and close business through solution selling is crucial 

• Engage with decision makers within the medium-large enterprises in order to navigate 
through how our solutions and services can assist them in achieving their objectives.  

• Convert leads to sales opportunities by identifying the alignment of critical business needs. 

• Owning the lead nurturing process and developing leads ready for follow up stages. 

• Maintain and expand your database of prospects’ 

 

The career path of a BDE is challenging, exciting and rewarding cause it not only ‘salesy’ – it requires 
strong analytical minds to unlock long term relationship with our customers.  

Let’s talk and see how your path could look like.  

 

 

 


