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Development Options May be the Key to Boosting Your Business Goals

BY JEOFREY BEAN

sk seven people what

business  development

is and you are likely to
wind up with seven different an-
swers. Working with small and
medium sized clients has shown
that companies’ definition of
business development is usually
based on the situation(s) they
are presently in. This includes
making a new sale, investing
in advertising or offering a new
product or service. Also, a lot
of small and medium sized busi-
nesses believe that business de-
velopment options or programs
are only for large companies.
This is not so.

What is Business Develop-
ment?

Scite Labs defines business
development as such: The set of
efforts for identifying, research-
ing, analyzing and bringing
to market new businesses and
new products. Business devel-
opment focuses on implemen-
tation of the strategic business
plan through equity financing,
acquisition/divestiture of tech-
nologies, products, and com-
panies, plus the establishment
of strategic partnerships where
appropriate.

Clients are often surprised yet
pleased to learn that there are at
least ten business development
options they can choose from to
help solve a problem or acceler-
ate an already successful situa-
tion. However, careful consider-
ation to where the problem areas
are and where the business is
currently flourishing is critical in
achieving a successful outcome.

What are the problem areas
or acceleration points that
need business develop-
ment?

Business development options
can be used for a variety of rea-
sons. Perhaps a company wish-
es to make long-term strategic
improvements or gain a much-
needed tactical “quick-win” A
few common challenges and ac-
celeration points that most often
need to be addressed are:

o Reduction in time-to-market
and time-to-revenue.

« Improving the scalability of a
compary.

» Strengthening the go-to-
market mode} for increased
targeting and revenue.

o Leveraging or developing a
company’s brand.

« Expanding product lines,
services or customer reach
while reducing costs.

How Do | Know Where My
Company Needs Business
Development?

Understanding whyand where
you need business development
within your company, beyond
the desire to increase sales and
revenue, allows your business to
define the problem areas or ac-
celeration points and their suc-
cessful solutions. In order to do
this, you must understand what
defines good businesses devel-
opment and what problem(s)
you would like business devel-
opment to solve.

Case in Point

Aftera two hour session with a
prospective client who believed
they could increase sales by in-
creasing advertising, it was ap-
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parent they did not need more
advertising. What they needed
was to sort out their sales pro-
cess. The problem was they were
unable to process half of the 75
qualified leads already coming
in each month. The recommen-
dation: sort out the sales process
to allow for additional capac-
ity to address about 125 leads
each month. Then select a busi-
ness development option to ef-
ficiently generate an additional
50 leads.

Define What Business De-
velopment Means for Your
Business

The most effective business
development options include
these key points:

Business development is
used to solve specific busi-
ness challenges or used to
accelerate targeted parts of
the business.

The business development
activity is well defined.
Determine a gear-up and
wind-down time.

The business development
activity is reasonably sus-
tainable.

When using outside rela-
tionships, such as referral
sources and alliances, there
is a two-way connection in
activity and benefit.

Success can be measured
(i.e. revenue, number of cli-
ents, reduced cost and/or in-
creased profitability).

Case in Point

A 20-person financial ser-
vices firm invested in having
a very nice logo developed
after being assured that this
was the next logical step to
their growth. While the logo
developer was satisfied, the
results were disappointing to
the client. The ‘recommen-
dation: Apply the business
development question and op-
tions (above) to understand
how the company was go-
ing to proceed. The first step
was actually finding out who
their target customers were. It
turned out that they did not
need a logo.

The problem was they had a
distribution challenge prevent-
ing them from reaching the
proper clients. The company
opted to select a business de-
velopment option to solve their
distribution problem and ob-
tained the results they desired
within 120 days.

Think about what challeng-
es you have that may be solved
through business development
initiatives or how you want to
accelerate your business. Af-
ter looking into these areas
it will help you to better de-
termine what your next steps

should be.

Jeofrey Bean, Principal, Del
Mar Research & Consulting,
specializes in providing solu-
tions to challenging market-
ing and business development
situations. He can be reached
directly at (858) 334-9266 or
jbean@DelMarResearch.com.
For more information visit www.
DelMarResearch.com.



