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WHO ARE WE? 
We started as a group of smart finance professionals who refused to settle for the status quo. We saw 
firsthand how difficult it was to pull reports, create budgets, or analyze data in our clunky Enterprise 
Resource Planning (ERP) solutions. Processes were a mess, and it was taking a huge toll on business 
performance.  

So, we set out to make a real change. We became the only real-time reporting, analytics, and planning 
solution that is fully integrated with a company’s system of record. This means data is always accurate 
and people at all levels of the organization can make smart, confident business decisions. 

Today, we still hold true to our start, but we’ve added a few more faces to the mix. We are a great 
combination of passionate, tenacious, and solution-driven individuals all working towards the same goal 
– solving our customer’s information and performance issues. Call us rebels, nonconformists, and a bit 
eccentric, we like it that way.   

WHAT IS HUBBLE? 
Hubble is an integrated suite of performance management apps from insightsoftware.com. We offer 
reporting, analytics and planning in a single real-time solution that fully understands Oracle JD Edwards 
and E-Business Suite ERP systems. Hubble integrates your critical business systems so users at all levels 
have access to live data – extraordinarily fast. With this type of visibility, everyone can easily understand, 
manage and predict the business and drive consistent, stellar performance. 
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WHAT IS THE JOB? 
The Business Development Manager is responsible for developing leads and qualifying pipeline for the 
Field Sales organization. The role will be part of the Sales Account team and will follow qualified leads to 
closure.  

They will achieve an agreed sales target based on closed business, generated primarily via telephone 
contact, by identifying and gaining business from new and existing clients and ensuring complete 
customer satisfaction. The role will be responsible for prospects and accounts, inbound and outbound 
lead qualification, account cultivation and research, and “cold calling” in support of sales and marketing 
campaigns. 

The individual in this position will use their skills effectively to develop business area objectives.  The impact 
they have crosses multiple lines of business, and reaches internal and external stakeholders.  They are 
resourceful and exercise independent judgment when faced with issues.  They require limited supervision, 
and work with the Marketing and Sales organizations on programs and projects that involve defined tasks 
in order to achieve their business objectives.  They take sales initiative and keep up to date on industry-
wide best practices, and continuously improve our processes to sustain operational excellence.  The 
candidate needs to multi-task, be self-motivated and possess a strong attention to detail. 

WHAT WILL YOU DO? 
PRIMARY RESPONSIBILITY is to establish and/ or maintain a direct relationship, primarily through 
telephone contact, with new and existing clients to determine their present and future business needs 
and proposing suitable products, services and upgrades in order to maintain and grow revenue for the 
organization.  
 

• Maintain outbound telephone call rates to assure contact with assigned clients and act as part of the 
Account team between the client and the organization to ensure an optimal level of service is provided at 
all times.  

• Work with assigned sales managers on strategic and names accounts in accelerating pipeline through to 
closed business.  

• Qualify leads from Global Marketing (Market Development team) and maintain updates in the CRM 
database. 

• Work with Global Marketing on lead generation campaigns within specified market segments.  

• Collaborate with the Marketing and Sales teams on the Account Based Marketing plan for specified new 
business accounts.  

• Play a lead role in “social selling” techniques and providing information at critical stages in the sales 
process. 

• Understand the customer's objectives, buying criteria and decision making processes and forming long 
term business partnerships in order to leverage revenue from the relationship and promote the 
organization as a quality supplier with the aim of achieving "preferred" supplier status.  
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• Identify and gain new business through a sustained program of cold calling, mailing and following up 
referrals/leads and keeping abreast of competitor's sales strategies.  

 

 GENERAL DUTIES include: 

• Solves problems that impact specific business area 
• Completes own role largely independently 
• Communicates effectively both internally and externally 
• Builds strong working relationships across the organization 
• Masters systems required to perform business function  
• Creates Business Plans that ensure successful attainment of business objectives 
• Ensures deliverables are of highest quality 
• Resolves issues independently and proactively  
• Stays familiar with best practices in areas of focus  
• Identifies ways to enhance business performance to ensure operational excellence 
• Effectively handles complex requests and ensures no disruption to service level  
• Ensures appropriate documentation is created for new methods and procedures they develop 
• Communicates effectively at all levels of an organization (from entry level to Executive Management) 
• Contacts are across the company and with external customers/partners 

 

 WHAT ARE WE LOOKING FOR? 

Essential Skills  
• 4 – 6 years of business development/inside sales experience in a high tech company 
• Experience in marketing and selling BI solutions in J.D. Edwards, EBS or SAP software applications  
• Experience coordinating and conducting marketing and sales initiatives   
• Excellent communication skills (written, verbal, and listening) 
• Strong presentation skills in informal (facilitating internal meetings) settings 

Education  
• BS or BA Degree in business, marketing or equivalent experience required    

Technical Knowledge 
• High level knowledge of Corporate Performance Management (CPM) software set preferred 
• Experience in Operational Accounting and Finance preferred 
• Microsoft Office Applications skills (Excel, Powerpoint, Word) 
• Experience using CRM tools such as Salesforce.com 

 

 

OUR TOP 10 LIST 
• If you love the status quo, we’re not for you. We’re on a mission to shake up the business performance 

management space and it’s not for the faint of heart. 

• If you’re not prepared to go the extra mile, we’re not for you. We’re pretty obsessive about making our 
employees happy, so we expect our employees to go to the same lengths for our customers.  

• If you like the idea of working for a company that’s a household name, we’re not for you. We’re passionate 
about trying to build one, not join one. 
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• If you like the 9 to 5, we’re not for you. We keep really flexible hours, but work like crazy—not because we 
have to, but because we want to. 

• If you’re looking for any easy life, we’re not for you. We’re obsessive, opinionated and have incredibly high 
standards, so expect to be challenged. 

• If you like fancy job titles, we’re not for you. We get our kicks by creating and selling great products, not 
dreaming up great titles. 

• If you’re not a team player, we’re not for you. When we’re trying to do something that’s bigger than any one 
individual, we believe rock star teams beat rock star individuals every time. 

• If you don’t like being dropped in the deep end, we’re not for you. Of course we’ll give you a ton of support, 
but we like working with self-starters who are prepared to take calculated risks. 

• If you think work shouldn’t be fun, we’re not for you. Just because we work hard, it doesn’t mean we don’t 
have a great time—we do! 

• If you hate working with crazy people, we’re not for you. Apple doesn’t have the monopoly on misfits, rebels 
and troublemakers—we have a few of our own. 

 

 

If you love a challenge, crush deadlines, and are passionate about shaking up the status quo, then we’d 
love to get to know you. 

 

TO APPLY: Send your resume and cover letter to careers@gohubble.com 

 

OUR POLICY IS TO PROVIDE EQUAL EMPLOYMENT OPPORTUNITIES TO ALL APPLICANTS AND EMPLOYEES IN ALL ASPECTS OF 

EMPLOYMENT WITHOUT REGARD TO RACE, COLOR, RELIGION, SEX, AGE, NATIONAL ORIGIN, ANCESTRY, NATIONALITY, CREED, 
CITIZENSHIP, ALIENAGE, MARITAL OR DOMESTIC PARTNERSHIP OR CIVIL UNION STATUS, PREGNANCY, AFFECTIONAL OR SEXUAL 

ORIENTATION, MENTAL OR PHYSICAL DISABILITY, VETERAN STATUS, LIABILITY FOR MILITARY SERVICE, WHISTLEBLOWER STATUS, 
GENDER IDENTITY AND/OR EXPRESSION, ATYPICAL CELLULAR OR BLOOD TRAIT, GENETIC INFORMATION (INCLUDING THE 

REFUSAL TO SUBMIT TO GENETIC TESTING), OR ANY OTHER CHARACTERISTIC PROTECTED UNDER FEDERAL, STATE, OR LOCAL 

LAW AND TO AFFIRMATIVELY SEEK TO ADVANCE THE PRINCIPLES OF EQUAL EMPLOYMENT OPPORTUNITY. 


