
Module 1: Introduction to Business
Development

Course Overview
This module is designed to provide an in-depth understanding of the fundamental concepts,
responsibilities, and skills required to excel as a Business Development Manager. Participants will
learn about the scope of business development, key responsibilities, and essential skills, setting a
solid foundation for advanced topics in subsequent modules.

Course Structure

1. Lesson 1.1: Understanding the Role of a Business Development Manager
2. Lesson 1.2: The Business Development Process.



Course: Becoming a Great New Business Development Manager

Lesson 1.1: Understanding the Role of a Business
Development Manager

Objectives:

● Understand the key responsibilities and skills required to excel as a Business Development
Manager.

Content:

1. Definition and Scope of Business Development

● Lecture:
○ Introduction to Business Development: Business development (BD) involves

creating long-term value for an organisation through customers, markets, and
relationships. Unlike sales, which focuses on immediate transactions, BD aims for
sustainable growth and identifying new market opportunities.

○ Role within an Organization: BD managers work closely with various departments
including marketing, sales, product development, and executive leadership to align
growth strategies with overall business objectives.

● Activity:
○ Group Discussion: Compare and contrast business development with sales and

marketing roles. Use real-world examples from participants’ experiences or
well-known companies.

● Reading:
○ Selected chapters from "The Lean Startup" by Eric Ries to understand the strategic

importance of business development in fostering innovation and growth.

2. Key Responsibilities

Identifying Opportunities:

● Lecture:
○ Techniques for identifying new business opportunities through market research,

networking, and competitive analysis. Emphasise the importance of staying informed
about industry trends, technological advancements, and shifts in consumer
behaviour.

● Activity:
○ Case Study Analysis: Analyse a company that successfully identified and

capitalised on a new market opportunity. Discuss the steps they took, the challenges
they faced, and the outcomes.

● Assignment:
○ Mini-Market Analysis: Conduct a mini-market analysis on an industry of your choice

to identify potential business opportunities. Present your findings in a report.
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Course: Becoming a Great New Business Development Manager
Building Relationships:

● Lecture:
○ Strategies for building and maintaining strong relationships with clients, partners, and

other stakeholders. Discuss the role of trust, credibility, and effective communication
in relationship-building.

● Workshop:
○ Role-Playing Exercises: Practise building rapport and trust with potential clients or

partners through simulated interactions.
● Reading:

○ "Never Eat Alone" by Keith Ferrazzi, focusing on the importance of networking and
relationship building in business development.

Closing Deals:

● Lecture:
○ Techniques for closing deals effectively, including understanding customer needs,

addressing objections, and creating value propositions. Highlight the importance of
follow-up and post-sale relationship management.

● Activity:
○ Simulation: Participate in a simulated sales negotiation and closing process.

Practice closing techniques in a controlled environment.
● Assignment:

○ Deal Analysis Report:Write a report on a recent deal you or your organisation
closed, highlighting the key steps taken and the strategies used.

3. Essential Skills

Communication:

● Lecture:
○ Emphasise the importance of clear, concise, and persuasive communication in

business development. Discuss techniques for effective verbal and written
communication, including active listening and storytelling.

● Workshop:
○ Communication Activities: Practise delivering elevator pitches, conducting client

meetings, and crafting persuasive emails.
● Reading:

○ Selected articles on effective business communication from Harvard Business
Review.

Negotiation:

● Lecture:
○ Key principles of negotiation, including preparation, understanding interests vs.

positions, and finding win-win solutions. Techniques for handling objections and
closing deals.

● Role-Playing:
○ Negotiation Scenarios: Practice negotiation scenarios with peers to develop and

refine negotiation skills.
● Reading:

○ "Getting to Yes" by Roger Fisher and William Ury.
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Course: Becoming a Great New Business Development Manager
Strategic Thinking:

● Lecture:
○ The role of strategic thinking in identifying opportunities, setting goals, and developing

business development plans. Tools and frameworks for strategic analysis, such as
SWOT, PESTLE, and Porter’s Five Forces.

● Activity:
○ SWOT Analysis Exercise: Conduct a SWOT analysis for a hypothetical business

opportunity in groups.
● Assignment:

○ Strategic Plan Development: Develop a strategic business development plan for a
chosen company or product.

Sales Acumen:

● Lecture:
○ Understanding the sales process and how it integrates with business development.

Techniques for lead generation, prospecting, and pipeline management.
● Workshop:

○ Sales Techniques Activities: Practice sales techniques, such as cold calling,
presenting value propositions, and handling objections.

● Reading:
○ "SPIN Selling" by Neil Rackham, focusing on the importance of asking the right

questions and building value during the sales process.

Summary

● Review Session:
○ Recap key concepts and lessons learned in this module through a class discussion.

Q&A session to address any lingering questions or clarify complex topics.
● Final Activity:

○ Group Project: Create a comprehensive business development plan for a fictional
company, incorporating all elements discussed in the module. Present the plan to the
class and receive feedback.

● Assessment:
○ Multiple-Choice Quiz: Test understanding of key concepts covered in the lesson.
○ Peer Evaluation: Provide feedback on group projects to foster collaborative learning

and improve presentation skills.

By the end of this lesson, participants will have a deep understanding of the role of a business
development manager, the key responsibilities they hold, and the essential skills needed to succeed
in this dynamic field.
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Course: Becoming a Great New Business Development Manager

Lesson 1.2: The Business Development Process

Objectives:

● Learn the stages of business development and understand the tools and techniques for each
stage.

Content:

1. Stages of Business Development

Lecture:

● Introduction to the Business Development Process: Overview of the end-to-end business
development process, highlighting the importance of each stage in driving sustainable growth.
Explain how these stages interconnect and the iterative nature of business development.

Stages:

1. Market Research:
○ Lecture: Importance of market research in identifying opportunities and

understanding market dynamics. Types of market research: primary (surveys,
interviews) and secondary (industry reports, databases).

○ Tools and Techniques:
■ Surveys and Questionnaires: Tools like SurveyMonkey, Google Forms.
■ Interviews and Focus Groups: Conducting qualitative research to gather

in-depth insights.
■ Competitive Analysis: Using SWOT analysis, Porter’s Five Forces, and

benchmarking tools.
○ Activity: Conduct a mini market research project on a specific industry or market,

utilising both primary and secondary research methods.
○ Reading: "Market Research in Practice: An Introduction to Gaining Greater Market

Insight" by Paul Hague and Julia Cupman.
2. Lead Generation:

○ Lecture: Techniques for identifying and attracting potential customers. Importance of
building a pipeline of qualified leads to ensure a steady flow of opportunities.

○ Tools and Techniques:
■ CRM Systems: Tools like Salesforce, HubSpot for managing leads.
■ Content Marketing: Using blogs, whitepapers, and webinars to attract leads.
■ Outbound Techniques: Cold calling, email marketing, social selling.

○ Activity: Develop a lead generation plan for a chosen market, incorporating both
inbound and outbound strategies.

○ Reading: "Predictable Revenue" by Aaron Ross and Marylou Tyler, focusing on
scalable lead generation techniques.
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Course: Becoming a Great New Business Development Manager
3. Relationship Building:

○ Lecture: Importance of nurturing relationships with prospects, clients, and partners.
Strategies for building trust and maintaining engagement over time.

○ Tools and Techniques:
■ Networking Events: Attending industry conferences, trade shows.
■ Social Media: Using LinkedIn, Twitter for professional networking.
■ CRM Systems: Keeping track of interactions and follow-ups.

○ Activity: Role-playing exercises to practise relationship-building scenarios.
○ Reading: "Networking Like a Pro" by Ivan Misner, David Alexander, and Brian

Hilliard.
4. Proposal Development:

○ Lecture: Crafting compelling business proposals that address client needs and
showcase value propositions. Structure of a winning proposal: executive summary,
problem statement, solution, benefits, and pricing.

○ Tools and Techniques:
■ Proposal Software: Tools like PandaDoc, Proposify for creating and

managing proposals.
■ Presentation Tools: Using PowerPoint, Prezi for visual impact.

○ Activity: Develop a business proposal for a fictional client, incorporating key
elements discussed in the lecture.

○ Reading: "Writing Winning Business Proposals" by Richard Freed, Shervin Freed,
and Joe Romano.

5. Negotiation:
○ Lecture: Principles of effective negotiation, focusing on preparation, understanding

interests, and creating win-win solutions. Common negotiation tactics and how to
counter them.

○ Tools and Techniques:
■ Negotiation Training:Workshops and role-playing exercises.
■ Software Tools: Tools like DocuSign for managing contracts and

agreements.
○ Activity: Participate in a simulated negotiation exercise, applying techniques learned

in the lecture.
○ Reading: "Getting to Yes" by Roger Fisher and William Ury.

6. Closing:
○ Lecture: Techniques for effectively closing deals and securing commitments.

Importance of follow-up and ensuring customer satisfaction post-sale.
○ Tools and Techniques:

■ CRM Systems: Tracking the sales process and closing stages.
■ Follow-Up Tools: Email templates, customer satisfaction surveys.

○ Activity: Role-play a closing scenario, practising techniques for addressing final
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