[Your Name]
[Business Development Manager] · [Partnerships, new markets or outbound] · [Industry]
[City, State] · [email@example.com] · [(555) 555-0100] · [LinkedIn or portfolio URL]
SUMMARY
[Business development manager with N years opening (partners, regions or segments) for (type of company). Built (one headline result, e.g. a reseller channel from zero). Want to (open the kind of market in the posting).]
EXPERIENCE
[Business Development Manager], [Company], [Team, e.g. Partnerships]
[City, State or Remote] · [Mon YYYY] – [Present]
1. [Signed (N) partners or resellers in (region or vertical); together they sourced ($X) in pipeline and ($X) closed by (sales team or you)]
1. [Entered (new market or segment) through (research, pilot customer, local partner), reaching (first N customers or $X) within (N months)]
1. [Negotiated (referral, reseller, co-marketing or integration agreement) with (partner size or type), working with (legal, product, finance)]
1. [Built an outbound program into (segment): (N) target accounts, (N) meetings, (N) opportunities handed to (account executives)]
[Previous role, e.g. Account Executive or Market Analyst], [Company]
[City, State] · [Mon YYYY] – [Mon YYYY]
1. [Closed or supported ($X) in (new logo or channel) revenue from (segment)]
1. [Researched (market or competitor) and recommended (decision), which led to (launch, pilot or budget)]
1. [Represented (company) at (N events or trade shows), producing (N leads or meetings)]
PARTNERSHIPS AND MARKETS OPENED
[Partner or market, described by type if confidential] · [Started YYYY] · [What it produced: pipeline, customers, revenue]
[Partner or market] · [Started YYYY] · [Status today: active, expanded, or ended and why]
[Partner or market] · [Started YYYY] · [Time from signature to first deal]
EDUCATION
[B.S. in Business or your field], [University], [YYYY]
[MBA, if any], [School], [YYYY] · [Concentration relevant to the posting]
SKILLS
Deal work: [Partner sourcing, term sheet negotiation, joint business plans, pipeline attribution]
Market work: [Market sizing, competitor analysis, pricing research, territory planning]
Tools: [Salesforce, PartnerStack or Crossbeam, LinkedIn Sales Navigator, Excel models]
