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Title: Business Development Manager 
Term: Full-Time 
Location: MA, RI, and CT and remote 
 
 
About PowerOptions: 
Established in 1998, PowerOptions is a nonprofit energy buying consortium that empowers 
nonprofits and public entities with solutions to reduce the carbon, cost, and complexity of 
energy. We are working toward a vision of an affordable, sustainable, reliable energy future for 
all nonprofits, through our role as a trusted advisor and resource to more than 480 Members, 
across Massachusetts, Rhode Island, and Connecticut. We bring our Members a 
comprehensive suite of offerings to meet their energy needs, including: electricity and natural 
gas supply, options for cleaner energy alternatives, electric transportation equipment and 
services, energy efficiency projects and financing, and energy sustainability planning.  As a 
nonprofit ourselves, we are a deeply committed team, passionate about our mission of serving 
our Members’ energy and energy sustainability needs, so they can focus more of their own 
resources on their missions and communities, which often include low-income and 
disadvantaged populations.   
 
Position Overview: 
PowerOptions’, the largest non-profit energy consortium in New England, is looking for a 
passionate, self-starting, experienced Business Development Manager to join our mission- and 
customer-driven unique organization.   
 
The Business Development Manager (BDM) will be the front-line staff-person driving new 
Member growth and working as a subject matter expert in PowerOptions’ comprehensive 
energy solutions.  Although the BDM will work primarily independently to accomplish sales 
objectives, they will work collaboratively with the PowerOptions account management, program 
and marketing teams to implement sales and marketing strategies and offer PowerOptions’ 
energy solutions to potential Members. 
 
The BDM role requires a confident and professional self-starter who is comfortable interfacing 
with senior levels of large organizations, is action-oriented in finding and closing new business, 
is highly customer-focused in offering solutions to meet their needs, and has proven success in 
prospecting and managing complex sales processes.  They will have the technical acumen to 
articulate PowerOptions’ comprehensive suite of energy programs, including electric and natural 
gas supply management, and clean energy solutions such as renewable energy, solar, energy 
storage, clean transportation and sustainable energy management to an audience with minimal 
understanding.  The BDM must be data-driven and strategic.  They have the natural 
interpersonal savvy to communicate effectively with prospects and teammates, and have an 
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ability to articulate the unique advantages of the PowerOptions consortium to persuade potential 
Members in utilizing PowerOptions’ procurement programs.   
 
Responsibilities: 

• Establish a presence and visibility for PowerOptions in the non-profit community  
• Develop market segmentation, targeting strategies and sales plan in order to meet sales 

objectives across existing and new markets (MA, CT, and RI) 
• Identify new business opportunities with individual prospects and strategic partnerships 

to constantly develop and manage a pipeline 
• Use PowerOptions’ CRM for pipeline management and progress reporting 
• Analyze customer energy data to understand a potential Members’ needs and propose 

solutions  
• Coordinate with PowerOptions program managers and suppliers and manage the entire 

contracting process from initial inquiry to contract execution 
• Provide support to development of communications and marketing strategy  
• Establish a presence and visibility for PowerOptions in the non-profit community 
• Deliver monthly, quarterly and annual sales metrics that exceed expectations for the 

role· 
 

Requirements: 
• Proven track record of success in closing sales in energy, energy efficiency or 

renewable energy solutions, and ability to quickly learn other areas to offer 
comprehensive solutions 

• 5 years’ experience in business development and outside sales and/or account 
management  

• At least 3 years focused on B2B sales with experience in energy solutions to large 
enterprise or institutional accounts and selling to C-level executives, navigating 
enterprise level decision-making landscapes 

• Interest and passion for mission-oriented work 
• Demonstrated ability to work independently and take initiative to achieve goals 
• Strong customer service skills including personable phone, video and in-person manner 

with very strong verbal and written communication skills 
• Ability to represent PowerOptions with utmost professionalism and to cultivate fruitful 

relationships with internal and external stakeholders 
• Highly collaborative and team-oriented 
• Demonstrate PowerOptions’ core competencies of: customer-focused orientation, track 

record of driving results and accountability, and instilling trust from customers and 
colleagues 

• Exceptionally organized and technologically proficient in all aspects of Microsoft Office 
• Experience with Customer Relationship Management systems (CRMs) (Salesforce and 

Hubspot preferred) 
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• Ability to operate collaboratively in a remote working environment across standard tools 
systems (Office365, Teams, Zoom) 

• Preferred - established network of target market contacts and strong relationships with 
prospective clients 

 

Benefits: 
• A team of passionate, collaborative, dedicated and supportive coworkers 
• Rewarding mission-driven work 
• Competitive and equitable salary and performance incentive compensation 
• Generous benefits including 401K contributions, robust health & dental coverage, high 

deductible reimbursements, and plentiful PTO 
• Professional development annual stipend 
• Opportunity to work remotely 
• A supportive and passionate team 

 
Commitment to Diversity: 
PowerOptions was founded in order to serve the needs of under-resourced communities and is 
proud to be a woman-run small non-profit organization. We are committed to equity and 
inclusion, not just in the work we do in fostering energy justice, but in how we grow as an 
organization and as an industry. We seek to have a diverse team to ensure we incorporate all 
perspectives, while offering opportunities for marginalized communities in the energy industry. 
 
PowerOptions is an equal opportunity employer. We hire, train, compensate, and promote 
without regard to race, religion, gender identity or expression, sexual orientation, disability, age, 
national origin, genetics, veteran status, or any of the other characteristics that give each of us a 
unique perspective and capacities.   
 
We’re a team of mission-driven, passionate, and dedicated individuals. We are a tight-knit team 
and value a collaborative and inclusive culture through regular outings and team events 
throughout the year. To ensure the health and safety of our teammates, all employees are 
required to be vaccinated against COVID-19 or test negative in order to attend in-person events. 
Apply today and get to know why PowerOptions offers a unique and rewarding opportunity. 
 
How to Apply: 
Applications will be reviewed as they are received. Complete applications must include a cover 
letter and a current resume with link to your LinkedIn profile. Send your application to: 
jobs@poweroptions.org with the subject heading: Business Development Manager. 
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