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To maintain a balance in life, BDMs need to 
be disciplined, particularly if they have a family. 
Otherwise, your job can “swallow your life”. “It’s 
not a very friendly environment for family because 
of travel and the hours,” Scott, who is married 
with three kids aged seven, 10 and 12, says. 

“It depends on how family friendly your 
employer is. You have to be disciplined to make 
time for all parts of your life and include your 
family as a priority. I always try to be home for 
one meal a day, either breakfast or dinner. That is 
one of my rules. I also try not to have days on end 
when I’m not seeing them.” 

Michael Negline believes that once a BDM, 
always a BDM. If you are running a business, then 
the RCM Capital Management country head says 
you are still a sales person.

In the past 11 years, Negline has never really 
taken off his BDM cap except when he is at home 
with his wife and three children. He first pulled 
on the sales hat as a teenager, when selling 
televisions for a major department store. 

Negline first joined RCM after studying 
economics at university. He worked as a marketing 
assistant before becoming a BDM in 1999, 
enjoying the contact with clients and the chance 
to build relationships. He was lured away to a 
boutique for two years before returning to the 
RCM fold. 

He believes the lines of distinction between 
retail and institutional are merging. “I think they 
have the same prestige now. Ten years ago, 
institutional was the high end and retail was the 
low end. I don’t think that applies anymore,” he 
says.

Like Scott, he is disciplined about making time 
for his family, mapping out his work six months 
ahead. “I have three kids, aged six, eight and 10, 
and it is hard through the week as you tend not 
to see them as much as you’d like. Sometimes I 
am gone in the morning before they wake up and 
I am not home before they go to bed. My wife 
and I agree that Monday to Friday is for work and 
school then when the weekend comes we do 
things together as a family,” he says. 

He cautions BDMs about burnout, saying if they 
do not manage a career progression properly, 
there is the risk of boredom. “It is a pretty tough 
gig. It is probably the toughest market to do 
business in. A lot of offshore asset managers want 
to have a footprint in Australia. That makes it 
competitive. Also, there is a finite amount of time 
that prospective clients have to meet managers. 
You could after three years in the same role doing 
the same thing start to get antsy. Some BDMs 
love doing their job and do the same thing for 
years. Me, I am impatient and restless and I like to 
challenge myself frequently,” he says.  ■


