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Job Advertisement : 


[bookmark: _6h2e8nuug768]Business Development Manager - New Build
Job Title: Business Development Manager - New Build
Location: Remote, UK
[bookmark: _f9gv2bxkfaye]Join a Leader in Renewable Energy
NIBE is one of Europe's leading manufacturers of renewable energy products. We supply homes with heat pump products that provide domestic hot water and ensure a comfortable indoor climate. NIBE's heat pumps range includes, Ground Source Heat Pumps, Air Source Heat Pumps, Exhaust Air Heat Pumps, Hot Water Heat Pumps and Heat Network solutions. We offer high-tech heat pump solutions for heating, ventilation, cooling and heat recovery that reflect today's demand for sustainable construction.
[bookmark: _tlr3ivch8snl]About the role
This role will be responsible for creating demand for our market leading ranges of Ground Source, Air Source and Exhaust Air Heat Pumps within the designated sales channel.
The person will be responsible for gaining NIBE product specifications and sales within the new build channel, cultivating long term relationships and a broad network of contacts. The successful candidate will work alongside the wider team to actively manage projects through the specification and tender process to fulfilment.
[bookmark: _s9y5juqrwvg7]What will you do?
· Sell and specify heat pump products and associated accessories within the new build channel
· Manage and grow existing accounts and drive new business through agreed channels.
· Maintain and develop a continuous pipeline of specified projects
· Support the National Sales Manager to secure preferred supplier agreements.
· Proactively target clients and projects within the defined customer segments
· Supported by the Pre-Sales design team, respond to and provide proposals for project enquiries in a prompt and efficient manner.
· Meet and exceed monthly and yearly sales targets and set KPIs
· Maintain comprehensive records within the company CRM system
· Carrying out CPD presentations and attend exhibitions when required
[bookmark: _dqtugz2vvt6y]What will you bring?
· Competent understanding of HVAC systems with a focus on heat pumps
· Minimum of 2 years’ experience in a B2B business sales role.
· A demonstrable record of business development and sales success
· Good contacts and relationships within the relevant market sectors.
· Knowledge of building and funding legislation
· Working knowledge of Microsoft Office systems and CRM packages.
· A desire to develop people management and leadership skills
· Full UK Driving Licence.
[bookmark: _ddwjg2uyfqii]What will we offer you?
· Competitive Salary
· Enhanced Annual Leave 33 days including Bank Holidays
· Private Health Insurance with Employee Assistance/Wellbeing programme (after qualifying period)
· Company salary sacrifice pension scheme
· On-Site Free Parking
· A Supportive & Growing Team in the Renewable Energy Sector
· Work Schedule: Monday to Friday 37.5 hours with an early finish on Fridays
· Life Insurance 3 x Salary
· Company social events
· Comprehensive induction programme, including full job-related training
We have created a collaborative and supportive work culture, where your expertise is valued, and career development is encouraged. If you’re looking to be part of a forward-thinking company that’s shaping the future of renewable energy, this is the opportunity for you!
If you meet our requirements and are interested in the above opportunity, please write enclosing a CV and covering letter to vacanies@nibe.co.uk
…………………………………………………………………………………………………….
Cover Letter : 

﻿
I am writing to you a personal letter to express my interest for the vacant position of Business Development Manager -New Build, that you are advertising. During my 19 years in the HVAC industry, I have since the start worked and sold your products, both as a reseller and installer, so for me this position feels like a good and suitable match, and what I bring with me is both a broad contact network, product knowledge and installation.
 With my over 19 years of extensive experience in the HVAC, BEMS, and construction sectors, I have also successfully led complex technical projects, driven significant business growth, and managed high-performing sales teams across the UK and European markets. My background in strategic planning, stakeholder engagement, and remote team leadership has equipped me with a unique ability to deliver results in fast-paced, goal-oriented environments.
Throughout my career, I have demonstrated a consistent track record of delivering multi-million-pound projects, building strategic partnerships, and expanding market presence. At KJ HVAC Consulting Services LTD , I managed large-scale projects up to £1.5 billion, increased client acquisition by 25%, and facilitated cross-country sales operations, all while leading a remote team. My previous roles at Solar AB, Jets Vacuum Systems, and DAHL AB ( saint gobain group) further honed my skills in technical sales, project management, and team leadership.
I am proactive, energetic, and deeply committed to fostering strong relationships to drive sustainable growth. My technical proficiency with CRM tools such as Salesforce and SAP, combined with my strategic mindset and hands-on approach, positions me well to contribute effectively to your organization’s objectives. I am eager to bring my expertise, leadership, and passion for growth to your team and help achieve your strategic goals.
Thank you for considering my application for the  position. I look forward to the opportunity to discuss how my skills and experience can benefit your company .
 Regards,
Caroline Beatrice Dellmen 07379964063
…………………………………………………………………………………….
CV

Caroline Beatrice Dellmen
Southsea, Portsmouth, UK | PO5 2ND Florence Road
07379 964063 | londonequestriandc@gmail.com
16/05-1988 
Professional Summary
Dynamic and commercially driven professional with 19 years’ experience across the HVAC, KBB, and BEMS sectors in project and sales leadership roles. Proven success in managing complex technical projects, leading sales teams, and delivering multi-million-pound business growth across UK and European markets. Adept at stakeholder engagement, team leadership, remote management, and cross-functional collaboration. Now seeking a challenging role as a Business Development Manager or Project Manager to drive sustainable growth and strategic execution.

· Business Development & Growth Strategy
· Technical Sales & Consultative Selling (HVAC/BEMS/KBB)
· Project Planning & Management
· Remote & Field Sales Leadership
· CRM & Data-Driven Sales (Salesforce, SAP, M3)
· Stakeholder & Client Relationship Management
· Vendor & Contractor Coordination
· Team Leadership & HR Responsibilities
· Budgeting, Forecasting, & P&L Oversight
· Market Expansion & Product Launch
· Event & Trade Show Coordination
Professional Experience
KJ HVAC Consulting Services AB, Winchester, UK
Project Manager / HVAC Sales Leader (Remote)
2020 – Present
· Lead project management and sales operations across HVAC consultancy and technical installation projects.
· Head of construction meetings, documentation control, and cross-country sales coordination.
· Managed a remote sales team; initiated customer acquisition strategies, increasing client base by 25%.
· Delivered multiple large-scale projects from scoping to post-installation support, with project values up to £1.5 billion.
· Organised client events, European manufacturing visits, and technical training sessions.
Solar AB, Sweden (Remote)
Sales Manager – HVAC & BEMS Solutions
2018 – 2020
· Oversaw regional B2B field sales for climate/energy systems.
· Built a pipeline of new customer segments; led sales planning and developed strategic partnerships.
· Delivered 120% of annual target through proactive technical sales and account expansion.
Jets Vacuum Systems, UK & Sweden
Area Sales Manager – HVAC Projects
2017 – 2018
· Developed and managed installer and contractor accounts across plumbing and HVAC product lines.
· Drove business growth through market analysis and tailored product offerings.
· Increased district revenue by introducing high-efficiency systems for retail and industrial clients.
DAHL AB (Saint-Gobain Group), Gothenburg, Sweden
Sales Manager / Team Leader – HVAC & BEMS
2008 - 2017
· Led a high-performing team in technical sales, customer service, and field operations.
· Coordinated weekly team strategy reviews, customer outreach campaigns, and sales training.
· Fostered long-term relationships with top-tier clients and suppliers (Nibe, Bosch, Uponor).
· Delivered customer-centric growth in Sweden’s largest HVAC distribution network.
Education & Certifications
Project Management Programme, Halmstad University  sweden  – 2007–2010
Apprenticeship, Plumbing & HVAC, Falkenbergs Heating AB sweden – 2007
Elite High School – Economics & Project Management, Motocross & Equestrian Focus – 2004–2007 sweden 
Certified: Safe Water & Underfloor Heating Installation, Uponor – 2012 sweden 
Bar & Hospitality Certification, Mallorca International School – 2009 spain 
Technical Skills
CRM Tools: Salesforce, SAP, Harmony, M3, Scrollan, Movemex
MS Office Suite (Excel, Word, PowerPoint, Outlook)
Vendor Management: Nibe, Viega, VHS, Daikin, Geberit, Jets, Broen, Alterna
Full UK Driving Licence | Right to Work in the UK
Professional Traits
Proactive and energetic “super-doer”
Strong leadership presence; thrives in fast-paced, goal-driven environments
Market-savvy and strategically minded
Deep belief in the power of relationships to drive sustainable growth

