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Module 4: Strategic Planning and Sales
Strategy Development



Course: Becoming a Great New Business Development Manager

Course Overview
This module focuses on the crucial aspects of strategic planning and sales strategy
development. Participants will learn how to create effective business development
strategies, craft compelling sales pitches, and manage the sales process from start to finish.
By the end of this module, participants will be equipped with the knowledge and tools to
drive business growth through strategic planning and sales excellence.

Course Structure

1. Lesson 4.1: Developing a Business Development Strategy
2. Lesson 4.2: Crafting Effective Sales Strategies
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Course: Becoming a Great New Business Development Manager

Lesson 4.1: Developing a Business Development
Strategy

Objectives:

● Understand how to create a strategic plan for business development.
● Learn to set goals and objectives, identify target markets, and develop actionable

plans.

Content:

1. Setting Goals and Objectives

● Lecture:
○ Importance of setting clear, measurable, and achievable goals.
○ Difference between short-term and long-term goals and how to align them

with the overall business objectives.
○ Introduction to SMART goals (Specific, Measurable, Achievable, Relevant,

Time-bound).
● Workshop:

○ Activity: Develop SMART goals for a hypothetical business. Each participant
will create a set of goals and present them to the group for feedback.

● Reading:
○ Selected chapters from "The Balanced Scorecard: Translating Strategy into

Action" by Robert S. Kaplan and David P. Norton.

2. Identifying Target Markets and Customer Segments

● Lecture:
○ Techniques for identifying target markets using demographic, geographic, and

psychographic data.
○ Creating detailed customer personas to better understand target audiences

and their needs.
● Practical Session:

○ Activity: Use market segmentation tools to identify target markets and
develop customer personas for a chosen industry.

○ Case Study: Analyse a company's market segmentation strategy and discuss
its effectiveness.

● Assignment:
○ Develop a market segmentation report for a specific product or service,

identifying key target markets and customer segments.
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Course: Becoming a Great New Business Development Manager

3. Creating an Action Plan and Timeline

● Lecture:
○ Steps for creating an actionable business development plan, including

resource allocation and timeline establishment.
○ Importance of setting milestones and tracking progress to ensure timely

achievement of goals.
● Workshop:

○ Activity: Develop a detailed action plan for a business development project,
including timelines, milestones, and resource allocation.

○ Peer Review: Present the action plan to the class and receive feedback for
refinement.

● Reading:
○ "Execution: The Discipline of Getting Things Done" by Larry Bossidy and Ram

Charan.

Summary

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

discussion.
○ Q&A session to address any lingering questions or clarify complex topics.

● Assessment:
○ Multiple-choice quiz to test understanding of key concepts covered in the

lesson.
○ Peer evaluation of action plans to provide feedback and foster collaborative

learning.
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Course: Becoming a Great New Business Development Manager

Lesson 4.2: Crafting Effective Sales Strategies

Objectives:

● Learn to develop and implement effective sales strategies.
● Understand how to create compelling value propositions and sales pitches.
● Gain skills in managing the sales process and closing deals.

Content:

1. Developing Value Propositions and Sales Pitches

● Lecture:
○ Importance of value propositions in sales strategy.
○ Techniques for crafting clear and compelling value propositions that address

customer pain points.
○ Structuring effective sales pitches that resonate with target audiences.

● Workshop:
○ Activity: Develop value propositions and sales pitches for a hypothetical

product or service.
○ Role-Playing: Practise delivering sales pitches in pairs or small groups, with

feedback provided by peers and the instructor.
● Reading:

○ "The Challenger Sale: Taking Control of the Customer Conversation" by
Matthew Dixon and Brent Adamson.

2. Identifying and Leveraging Unique Selling Points (USPs)

● Lecture:
○ Techniques for identifying and leveraging unique selling points to differentiate

from competitors.
○ Case studies of successful companies that effectively utilised their USPs.

● Activity:
○ Case Study Analysis: Analyse a company's use of USPs and discuss how it

contributed to their success.
○ Assignment: Develop USPs for a chosen product or service and create a

plan to incorporate them into the sales strategy.

Grant and Graham Ltd Company Number: 11575770 | Registered Office: 167-169 Great Portland Street, London, London, W1W 5PF, Tel: +447415142155 | Email:
info@grant-graham.co.uk | Website: www.grant-graham.co.uk Confidential and Proprietary: This document is confidential and intended solely for the use of the

individual or entity to whom it is addressed. Unauthorised use, disclosure, or copying is prohibited.

http://www.grant-graham.co.uk


Course: Becoming a Great New Business Development Manager

3. Sales Funnel Management

● Lecture:
○ Understanding the stages of the sales funnel: awareness, interest, decision,

and action.
○ Techniques for managing the sales funnel and optimising lead conversion

rates.
● Practical Session:

○ Activity: Create a sales funnel for a new product launch, including strategies
for lead generation, nurturing, and conversion.

○ Simulation: Participate in a sales funnel management exercise, tracking
leads through each stage and adjusting strategies based on outcomes.

● Reading:
○ "SPIN Selling" by Neil Rackham.

Summary

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

discussion.
○ Q&A session to address any lingering questions or clarify complex topics.

● Final Activity:
○ Group project to create a comprehensive sales strategy for a fictional

company, incorporating all elements discussed in the module.
○ Present the strategy to the class and receive feedback.

● Assessment:
○ Multiple-choice quiz to test understanding of key concepts covered in the

lesson.
○ Peer evaluation of sales strategies to foster collaborative learning and

improve presentation skills.
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Course: Becoming a Great New Business Development Manager

Additional Resources:

● Recommended Reading:
○ "The Balanced Scorecard: Translating Strategy into Action" by Robert S.

Kaplan and David P. Norton
○ "Execution: The Discipline of Getting Things Done" by Larry Bossidy and Ram

Charan
○ "The Challenger Sale: Taking Control of the Customer Conversation" by

Matthew Dixon and Brent Adamson
○ "SPIN Selling" by Neil Rackham

● Online Tools:
○ Market segmentation and customer persona templates
○ CRM systems for sales funnel management
○ Proposal and presentation tools like PandaDoc, Proposify, PowerPoint

By the end of this module, participants will have a comprehensive understanding of strategic
planning and sales strategy development. They will be equipped with practical tools and
techniques to create effective business development plans and drive sales success.
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