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Business Development I mpact:
WhereYou Win and What It Takes

20% /0% 10%

Opening Game Middle Game End Game
Market Analysis Q Account Mgt. -.’5. Proposal Mgt. 35
Account Planning ;"._; Relationship Mgt. = Presentation Mgt. %’_
Strategic Planning = Perception Mgt. Negotiation
Business Planning Opportunity Mgt.
Branding Pursuit Mgt.
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IThe Classic BD Gap, aka Chasm

20% /0%

Opening Game Middle Game End Game
Market Analysis Q Account Mgt. EE. Proposal Mgt. 35
Account Planning 5 Relationship Mgt. = Presentation Mgt. %’_
Strategic Planning . Perception Mgt. Negotiation
Business Planning Opportunity Mgt.
Branding Pursuit Mgt.
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Challenge#1

development?
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Challlenge #2

excellent business create excellent
development today? proposalstoday?
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Challenge+#3

closethe gap?
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Integrating Bidrandl Prepoesall VMianagement: VWhy Bether?

competitorsto observe your BD
behaviors.

It Ismuch moredifficult for your
competitorsto imitate your BD
behaviors.

Well executed team-based BD Is
a power ful competitive weapon.




Challenge (ClarworParts)

Working individually, develop a one-sentence answer to this
question: How would you define “ quality face time” ?
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Winning More Than Your Share

Account
Plan

#1

Differentiation Plan

Behavioral
Value Plan

Opening Game)) Middle Game End Game
: 0 , : T >
Market Analysis S Account Mgt. T Proposal ]\/UF s
. : = » w T )
Account Planning 8 Relationship Mgt.” Presentation Mgt. 5
Strategic Planning ™ Perception Mgt. Negotiation
Business Planning Oppo un]"ry Mgt.
Branding Pursuit Mgt.
@. LORE Market Client Deal
= Conditioning Conditioning Conditioning
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Consultative (Behavioral) Selling

Achievement
alue

b Issues What areyour key
Issues & concerns?
I What do you
NeEds need to

achieve your
goals?
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IThe#l Consultative-Behavieral Skl Cistening

50%
Asking I Informing I
40% 10%
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Twe Euneralsand a\Wedding

Sucking Up

What the Customer Wants Anger*, Frustration, and

Disappointment
Lt = Funeral

|
I

The Customer is |
Always Right 1D

I

I

aloid

Consultative
Selling
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Winning Mere Ifhan Yeur Share

Behavioral Differentiation In
Business Development
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Eourr TY/pes of BIDZ (PPrepesals? Presentations?)

Credibility

Symbolic Exceptional
WWeldinie B esudlriefine

inle izl ¢ RUES

S  Operational¢Zs I nter per sonal
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Winning Mere Ifhan Yeur Share

The Vast, Bland
Undifferentiated Center

| Normal Range
of Customer
Behavioral
Expectations




Winning/Viere lFhan Yeurr Saare

Time Mind Mind Mind
Share Share Share Share
Py Wﬁllet
T Share
Account #1 I\Ilsa:‘r;(:aet

[ Account#2 [/
[ Account#3 |/

7 premy

> Middle Game >?> End Game
|_Internal: BD?Between Sales&. Proposal/Presentation Colleagues |

> Time Mind Time Mind >
Share Share Share Share
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