COMELITRS
Who We Are

Comelit-PAC is a leading provider of advanced security solutions—including Door Entry, Access Control,
CCTV, Intruder Detection, Home Automation and Fire Safety Systems.

Founded in ltaly with nearly 70 years of design and manufacturing expertise, our products are sold in more
than 90 countries through a well-established global sales and technical support network. With a group
turnover exceeding €189 million and over 1,000 employees worldwide, Comelit-PAC continues to expand its
reach and capabilities.

In the UK, we’ve been established for more than 20 years, with our headquarters in Luton and our global
centre of excellence for access control based in Manchester. Together, these sites are home to over 100
dedicated professionals.

We lead the way in delivering integrated, innovative security solutions that are scalable, straightforward to
install, and engineered for long-term performance. Our broad product portfolio is designed to meet the
needs of every stakeholder—from developers and consultants to installers and end users.

Our success is fuelled by continuous investment in both our people and product development. By partnering
closely with architects, specifiers, distributors and installers, we ensure our technologies evolve in step with
the demands of modern security environments.

At Comelit-PAC, we don’t just follow the future of security — we help define it.

We are currently seeking to employ Business Development Manager
based at our Hybrid/Midlands Region within our Sales Team

Your hours will be 40 hours per week working across
Monday to Friday 8:30am start - 5:30pm finish

Are you looking for your next challenge? Kick start your career and become a part of our Comelit
Community. See our careers page for more information.

Some of Our Benefits Include:
Here at Comelit-PAC, our employees enjoy a range of benefits to name a few:

Competitive Salary

25 days Annual Leave plus 8 bank holidays, allowance increase dependant on length of service
Xmas Shut Down

Modern working environment

Training and Development Opportunities

Yearly Events Calendar including Charity Events and health & well-being days
4 * Life Assurance

Treat Days/Daily Fresh Fruit

Smart Health including 24/7 online GP appointments

Employee Health and Wellbeing Portal

Free Eye Tests and Flu Vaccines

Company Social Events

Bonus/Commission Schemes

Long Service Awards

Recruitment Finder Fees

Salary Sacrifice Pension Scheme

Employee of the Month Awards

Perkbox


https://comelitgroup.com/en-gb/company/careers/

COMELITZE

Job Description

Job Title Business Development Manager
Department Sales Team

Location Hybrid/ Midlands Region
Reporting To Northern Sales Manager
Direct/Indirect Reports None

Job Summary

Working as a Business Development Manager this person will be responsible for promoting the full
Comelit-Pac range of fire and security products within the security market and managing a specific region
outlined in this document.

Sales are through our established channel of distribution, installers, and system integrators.

In addition to business development, the salesperson will be required to maintain a strong relationship and
be in regular contact with our distribution partners within their region, in order to motivate them and ensure
that they are aware of both new and existing products. Offering regular training of the relevant product
range is also vital. The company has a sound footprint within the Northwest region and is on target to
exceed previous years. Whilst good relationships and partnerships are already in place the company
considers that there is quite some potential to grow the existing turnover.

In what is a highly competitive market, the company differentiates itself by product quality and customer
service. It prides itself in having an efficient and rapid conversion of sales order to delivered product.
Naturally, this calls for high levels of efficiency in terms of staff, systems and equipment.

The position is a highly autonomous one and calls for someone who can manage their own time effectively
and be highly self-motivated.
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Main Duties and Responsibilities

- Growing sales in the region with both existing and new customer base.

- Proactively search business opportunities within the security industry.

- Work with the Sales Manager in formulating strategy and long-term business development plans.

- Adhere to set KPI targets as well as Sales Strategy.

- Demonstrate strong presentation skills.

- Ensure information is passed to team colleagues and required actions are taken in a realistic time
frames.

- Identify and qualify accounts in line with company requirements.

- Build strong personal relationships with key customers and ensure a high level of support is given at all
times.

- Actively change competitor specifications to Comelit-Pac products.

- Negotiate and maintain key account agreements on an annual basis, where relevant.

- Liaise with sales colleagues/sales management to ensure key information is clearly communicated to the
benefit of the company. For example, cross regional projects must be communicated to all regions
involved.

- Develop personalised account management plans for key accounts.

- Register all related information into the agreed Comelit-Pac ERP/CRM system.

- Develop comprehensive knowledge of competitor products and strategies.

- Channel new product ideas and solutions to Product Development through the UK management.

- Develop strategy to achieve and exceed own targets.

- Chasing quotes supplied to customers and ensuring the updates are registered on the CRM system
provided.

- Supporting Comelit-Pac specification team with information on projects.

Any Other Responsibilities

» Comply with all health and safety legislation and local policies and procedures.

» Adhere to all organisational policies and procedures.

* Role model, support and implement the company values and behaviours with fellow employees,
customers’, and any other stakeholders.

* Respect equality and diversity across all areas of working practice and communications with staff,
customers’, and other stakeholders.

» Attend all company training events and complete all mandatory training.
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Candidate Specification

Qualifications and Training Skills and Experience

- Educated to GCSE level or equivalent - Commercial Awareness

- Microsoft Office Suite: Confident and competent - Excellent Communication Skills

in Word, PowerPoint, Excel & Teams - Minimum 2 to 3 years' experience in a field
-Sales Training: Have undertaken formal sales sales/technical function

training. - Business to Business sales: ideally gained in the

fire and security industry.
- Knowledge of fire and security products &
market

Comelit-PAC Values

Continuous Improvement

&) Professionalism

Motivation

Empathy
Vv —
j? Accountability
Leadership e
@} Customer Focus
Innovation
Teamwork

Note: This job description summarises the main aspects of the job however does not cover all the duties that
the jobholder may be required to perform. This document is intended to enhance the understanding between

the manager and the employee and may be changed/amended as the job/business needs require.
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