
 

JOB OPPORTUNITY   
Bidnet is currently seeking to fill the position of:  

Inside Sales Representative 
Location: Latham, NY  

BidNet is the leading provider of government bid opportunities and business intelligence services to companies 
of all sizes.  For more than 30 years, BidNet has helped clients identify and win government contracts. We have 
product solutions to fit all business needs, which include BidNet, Governmentbids.com, Epipeline and 
Construction Bid Board.  

Our proprietary technology and experienced research team help companies become more competitive in the 

federal and state & local procurement market by delivering targeted sales leads, market intelligence and a suite 

of bid information management tools. 

We are seeking passionate, positive, driven inside sales professionals with experience in business-to-business 
(B2B) sales.  As an inside sales executive at BidNet, you will be selling our solutions from our offices in Latham, 
NY. 

 
Main responsibilities: 

 Build and maintain an active pipeline by qualifying incoming leads and by utilizing our proprietary CRM 
system. 

 Track sales activities such as sales calls, demonstrations, closed sales, and follow-up activities; 

 Provide consultative service demonstrations, market history information and analysis of future market 
opportunity; 

 Identify and meet customer needs by demonstrating technical selling skills, BidNet product knowledge 
and understanding of the market; 

 Work closely with the sales and support teams to achieve customer satisfaction and maximize revenue 
generation; 

 Meet daily, weekly and monthly goals; 

 Perform office administrative tasks as required; 

 Adhere to quality assurance policies and procedures. 
 

Skills & competencies: 

 Experience in Outlook, Excel, and Word; 

 Recent college graduates and sales professionals with up to six years of B2B and/or insides sales, 
business development experience; 

 Outgoing personality with expertise at developing relationships with business professionals; 

 Strong communication skills, including excellent listening skills and ability to identify challenges and 
solutions to client needs; 

 Highly self-motivated and self-disciplined with ability to work independently and within our team; 

 A proven track record of meeting and exceeding goals in a competitive environment; 

 Proven success working in a fast-paces environment; 

 Results oriented with the desire to grow professionally; 

 History of making high volume calls daily to highly targeted prospects; 

 Knowledge of sales strategies including cross-selling and up-selling, an asset. 



Remuneration and working conditions: 

 Comprehensive new hire training and development; 

 Compensation includes salary plus commission; 

 Health, dental, vision and life Insurance; 

 401K program including corporate matching; 

 Paid time off for vacation, sick and holidays. 
 
If you are interested in the challenge, please submit your resume to: careers@bidnet.com. 
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