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Introduction to Business Development

Key concepts, processes, and skills needed to grow a company’s market presence and revenue.

1. What Is Business Development?

Aspect Description

Definiti The systematic effort to create long?term value for an organization by identifying new
efinition
opportunities, building strategic relationships, and expanding market reach.

Goal Increase revenue, profitability, and market share while strengthening the company’s
oa
competitive position.

s Includes sales, marketing, partnerships, product development, market research, and
cope
P strategic planning.

2. Core Components

Component Main Activities Typical Metrics

* Identify target segments .
Market size, growth rate,

Market Research * Analyze trends, competitors, and
TAM/SAM/SOM
customer needs
) * Inbound/outbound campaigns »
Lead Generation & _ _ Number of qualified leads (MQLs,
o » Scoring leads based on fit and

Qualification rent SQLs)

inten

* Alliances, joint ventures, channel o
. . Partner pipeline, revenue share,
Strategic Partnerships partners
o ~ deal closure rate
* Negotiating terms & co?marketing

Product/Service * New product launches Adoption rate, average deal size,
Expansion * Upsell/cross?sell strategies churn

* Training, tools, collateral Sales cycle length, win rate,
Sales Enablement _ _

* CRM & data analytics guota attainment

* Pricing models, ROI analysis Revenue growth, profit margin,

Financial Planning ) _ )
* Forecasting and budgeting CAC/LTV ratio
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3. Business Development Process (Step?by?Step)

1. Opportunity Identification

o Conduct market & competitor analysis.
o Spot gaps, emerging trends, and unmet customer needs.

2. Strategic Planning

o Set SMART objectives (Specific, Measurable, Achievable, Relevant, Time?bound).
o Choose focus areas: new markets, product lines, partnerships.

3. Targeting & Outreach

o Build ideal?customer profiles (ICP) and buyer personas.
o Deploy outreach tactics (email, LinkedIn, events, referrals).

4. Qualification & Needs Assessment

o Use BANT, MEDDIC, or similar frameworks to gauge fit.
o Conduct discovery calls to uncover pain points.

5. Solution Design & Proposal

o Tailor value proposition to the prospect’s needs.
o Prepare proposals, ROI calculations, and proof?of?concepts.

6. Negotiation & Closing

o Address objections, align on terms, and secure agreement.
o Finalize contracts and set implementation milestones.

7. Implementation & Account Management

o Hand off to delivery/operations teams.
o Monitor satisfaction, identify upsell/cross?sell chances.

8. Review & Optimization

o Analyze outcomes vs. targets.
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o Refine processes, update playbooks, and repeat the cycle.

4. Essential Skills & Competencies

Skill
Strategic Thinking

Communication &
Storytelling

Analytical Ability

Negotiation

Why It Matters

Aligns activities with long?term
business goals.

Persuades stakeholders and
clarifies value.

Interprets data to prioritize
opportunities.

Secures favorable
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Ways to Develop
Case studies, mentorship, strategic
planning workshops.
Public?speaking clubs, writing
practice, pitch rehearsals.

Courses in analytics, Excel/SQL
training, KPI dashboards.
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