
 

 

 
Job Description 

 

Position Title: Director of Business Development 

Reports To: NCNLA Executive Vice President 

FLSA Category: Full-time, Exempt 

Organization Level: Senior Staff 

 

POSITION OVERVIEW 

 

The Director of Business Development for the North Carolina Nursery & Landscape Association 

(NCNLA) is responsible for the development and growth of both organizational revenue and 

member profitability. Internally, this position’s responsibilities are strategically aligned with the 

organization’s core revenue streams, including: trade shows, membership and non-dues 

partnerships. Externally, this position creates and implements high-value supply chain 

development opportunities for NCNLA member companies. 

 

BACKGROUND REQUIREMENTS OF INCUMBENT: 

 

Education: Combination of four-year college degree with extensive work 

experience required. 

 
Skills: Excellent interpersonal skills that can be utilized to establish and 

build relationships with a broad range of members, current and 
potential partners, vendors and other association stakeholders. 
Capable of preparing and executing comprehensive strategic 
business development plans. Proven ability to collaborate on the 
development and implementation of sound, cost-effective marketing 
strategies that generate a high return on investment. Exceptional 
problem-solving, prioritization, communication and organizational 
skills. A disciplined, self-starter who is confident, communicative and 
reliable. Strong customer service experience. Fluency in database 
systems, show management software and common workplace 
computer applications required. 

 
Relevant Experience: Minimum of six to eight years of progressive sales experience in 

trade show exhibits, visibility opportunities, membership, affinity 
programs and/or other sources of non-dues revenue. 

 

SUPERVISION REQUIRED:  Position requires minimal supervision.  Direction is received from the 

Executive Vice President in the form of verbal or written instructions.  This position generally 

functions on an independent level based on current policies, activities and strategic plan. 



 

 

 

SUPERVISORY RESPONSIBILITIES:  This position manages third-party vendors and service 

providers. This position may supervise part-time/temporary staff. 

 

AVAILABILITY OF QUALIFIED PERSONNEL:  This position should be filled within three to four 

months if vacated. 

 

POSITION RELATIONSHIPS: 

 

Membership:  Significant contact with the membership. 

 

Governing Structure:  Moderate contact with NCNLA Board of Directors.  Staff liaison to assigned 

segment advisory councils and program committees.   

 

Government:  None.   

 

Public:  None. 

 

Other Organizations:  Significant contact with outside organizations, individuals and vendors. 

 

Association Office Personnel:  Significant contact with other NCNLA staff members to accomplish 

the goals and objectives of the organization. 

 

PRIMARY DUTIES AND RESPONSIBILITIES: 

 

Green & Growin’ Marketplace Trade Show 

 Further establishing and building market position for the Green & Growin’ Marketplace by 

using knowledge of the market and competitors to identify and develop the event’s unique 

selling propositions and differentiators. 

 Ensuring that the Green & Growin’ Marketplace delivers increasing value annually to all 

participant stakeholders including members, exhibitors, attendees and partners. 

 Developing and maintaining relationships with existing exhibitors and show partners that 

operate within a tightly-knit industry community. 

 Creating and implementing a comprehensive business plan for exhibit sales, the year-round 

Featured Vendor program and exclusive sponsorship opportunities. 

 Researching and developing a qualified prospect list of new exhibitors, Featured Vendors 

and sponsors annually. 

 Collaborating with Marketing & Communications staff to enhance branding, develop 

collateral and to work approaches/pitches to implement high ROI, targeted marketing 

campaigns. 

 Utilizing technology and all available communications options (phone, email, in-person 

meetings) to generate leads and close exhibit, Featured Vendor and sponsorship sales.  



 

 

 Managing record-keeping, space allocation and visibility opportunities for exhibitors, 

Featured Vendors and sponsors once agreements have been reached. Coordinating with 

Finance staff on contracts and invoicing. 

 Assisting with pre-show logistics and on-site trade show management. 

 

Non-Dues Partnerships 

 Ensuring that non-dues programming provides value and a high return on investment for 

members, the organization and strategic partners. 

 Developing and executing strategy to identify and enhance non-dues sources of revenue, 

introducing ‘best practices’ currently in use by similar organizations. 

 Working closely with members and other stakeholders to develop high-touch relationships 

with decision-makers at partnering companies and organizations. 

 Managing non-dues revenue partnerships, including development of agreements, invoicing 

and processing. 

 Facilitating management and oversight of the organization’s non-dues revenue program 

through regular reporting. 

 

Membership 

 Serving as team lead in developing and implementing innovative member recruitment, 

engagement and retention initiatives and strategies. 

 Researching and building a list of prospective NCNLA members annually.  

 Overseeing the development of collateral and other marketing materials to support 

member acquisition and retention. 

 Using data to track member and prospect engagement to ensure that NCNLA’s suite of 

programs and services meet and exceed our member value proposition. 

 Recommending improvements to NCNLA programs and services that enhance both the real 

and perceived value of NCNLA membership to existing and prospective member 

companies. 

 

Additional Duties 

 Successfully handling ongoing programmatic budgetary duties, as assigned; 

 Performing other duties as directed by the Executive Vice President. 

 

 

 

NCNLA is an equal opportunity employer 


