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The Classic BD Gap, The Classic BD Gap, aka aka ChasmChasm
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Challenge #1Challenge #1

Answer this question:  

What is a proposal?

Answer this question:   

What is business 
development?



Challenge #2Challenge #2

Answer this question:  

What does it take to 
create excellent 
proposals today?

Answer this question:  

What does it take to do 
excellent business 
development today?



Challenge #3Challenge #3

Answer this question:  

What would it take to 
close the gap?

Answer this question:  

What causes the gap?



Integrating BD and Proposal Management:  Why Bother?Integrating BD and Proposal Management:  Why Bother?

Reason #1:

Reason #2:

Reason #3:

Reason #4:

Your competitors haven’t figured it 
out.

It is much more difficult for your 
competitors to observe your BD 
behaviors.
It is much more difficult for your 
competitors to imitate your BD 
behaviors. 

Yet.

Well executed team-based BD is 
a powerful competitive weapon.



Challenge ( In Two Parts)Challenge ( In Two Parts)

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

As we enter the 21st Century armed with an unprecedented 
ability to communicate instantly around the world, what remains 
the #1 driver of sales success?
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Consultative (Behavioral) SellingConsultative (Behavioral) Selling

What do you want to achieve?

What is it worth to you?

What are your key 
issues & concerns?

What do you 
need to 
achieve your 
goals?

Goals

Achievement
Value

Issues

Needs



The #1 ConsultativeThe #1 Consultative--Behavioral Skill:  ListeningBehavioral Skill:  Listening

Asking

Listening

Informing

Trust

50%

10%40%

Credibility

Pitch 
Zone



Consultative
Selling

A Mutually Acceptable
Solution

RFP

The Customer is 
Always Right

“Trust Us.
We’re the Experts.”
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Anger*, Frustration, and 
DisappointmentWhat the Customer Wants

What we “know” the 
Customer Needs

P
ro

ject            C
o

m
p

leted
Funeral

Wedding

Funeral

Two Funerals and a Wedding Two Funerals and a Wedding 

Sucking Up

* = An angry customer stays angry for 8-12 years
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Behavioral Differentiation in Behavioral Differentiation in 
Business DevelopmentBusiness Development
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Four Types of BDFour Types of BD22 (Proposals? Presentations?)(Proposals? Presentations?)
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External:  BD2 Between Sales & Customer

Internal:  BD2 Between Sales & Proposal/Presentation Colleagues


