/\
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Business Development & Bid Manager (f/m/d) — Defense Tech

Location: Erding / Greater Munich (Hybrid: frequent travel to customers and events
required)Language: German (Fluent/Native) & English (Fluent)

The Mission: We build technology to protect those who protect us. We actively
support the troops by providing forces with reliable localization, secure
communication, and absolute situational awareness. But the best technology is
useless if it doesn't reach the field. Your mission is to bridge the gap between our
engineering labs and the operators, guiding our solutions through complex public
tenders, forging strategic industry partnerships, and driving our commercial growth.

The Role: You are the commercial engine and the face of our company. Part
strategist, part networker, and part meticulous calculator. You don't just wait for
public tenders to be published; you proactively shape the market. You build lasting
relationships with procurement authorities, forge alliances with defense Primes, and
ensure that our proposals are technically compelling, formally flawless, and
commercially viable.

What You Will Do:

« B2G & B2B Proposal Management: You manage the entire bid lifecycle.
You write and orchestrate winning proposals not only for public tenders
(national, EU, NATO) but also tailored commercial offers for industry partners,
Prime contractors, and consortia.

+« Commercial Ownership & Pricing: You own the numbers for your bids. You
build robust cost calculations and pricing models for industry partners. For
public tenders, you ensure our bids are structurally prepared to comply with
German public pricing laws (Preisrecht, LSP). You don't need to be a certified
auditor, but you must be willing to dive deep into the numbers and build audit-
proof calculations, coordinating with our finance team or external consultants
when necessary.

» Networking & Representation: You are our ambassador. You shine at
defense exhibitions, conferences, and industry events. You present our
capabilities, pitch our technology, and actively build a resilient network of end-
users, procurement officials, and industry leaders.

+ Market Shaping & Intelligence: You monitor budget cycles, upcoming
defense programs, and operational demands. You engage with stakeholders
early to help shape future requirements before a tender is even officially
drafted.



Internal Orchestration: You are the central commercial node. You
coordinate input from our engineering, operations, and leadership teams to
translate complex technical specifications into highly persuasive, winning
proposals.

Who We Are Looking For:

Experience: Proven track record in Business Development, Sales, or Bid
Management within the defense, security, or government sector.

The Networker: You ideally bring an existing network within the defense
ecosystem (e.g., BAAINBw, military branches, defense Primes) or possess
the absolute drive, charisma, and social intelligence to build one rapidly.

The Commercial Mindset: You are an outgoing networker, but you are not
afraid of complex spreadsheets. While you excel on the trade show floor, you
also bring a strong commercial acumen and the analytical willingness to
navigate public price calculations (LSP) and build profitable, compliant bids.

The Pitcher: Exceptional written and verbal communication skills. You can
convincingly explain a technical system to a general on a trade show floor,
and meticulously defend a cost breakdown to a procurement officer.

Mindset: Highly structured but exceptionally adaptable. You work carefully,
think strategically, and drive topics through to completion with a high sense of
ownership.

Clearance: Due to the nature of our work, you must be eligible for a German
security clearance (SU2/U2). Generally, this requires German citizenship or long-
term residency within EU/NATO countries.

Why Join Us?

Real Impact: Your commercial success directly ensures that cutting-edge
technology reaches the operators who need it most.

High Autonomy & Strategic Exposure: You work closely with the founders,
representing the company externally and shaping key business decisions
internally.

Flexibility: Hybrid working model with flexible hours to accommodate travel
and events.

Shuttle Service: Direct shuttle from Erding train station to our headquarters.

Team & Compensation: A strong, supportive team with a "no one gets left
out in the rain" mindset and a competitive salary.



