3-Day Training Curriculum for Advanced Business Development Professionals

Day 1: Strategic Business Development
1. Advanced Market Analysis
¢ Identifying Emerging Trends and Market Opportunities
o Competitive Analysis and Strategic Positioning
e Tools for Market Research and Data Analysis
2. Strategic Planning and Goal Setting
¢ Developing a Comprehensive Business Development Strategy
e Setting and Aligning Long-Term and Short-Term Goals
e Integrating Business Development with Corporate Strategy
3. Innovation in Business Development
¢ Leveraging Innovation for Competitive Advantage
e Exploring New Business Models and Revenue Streams
e Case Studies of Innovative Business Development Strategies
4. Building Strategic Partnerships
¢ Identifying and Evaluating Potential Partners
e Negotiating and Structuring Strategic Alliances
e Managing and Sustaining Long-Term Partnerships
5. Group Workshop
e Developing a Strategic Plan for a Hypothetical Market Entry

e Presentation and Peer Review of Strategic Plans

Day 2: Advanced Sales and Negotiation Techniques
1. Mastering Consultative Selling
e Transitioning from Product Selling to Solution Selling
e Techniques for Understanding Client Needs at a Deeper Level
e Customizing Solutions for Complex Business Environments
2. High-Impact Negotiation Strategies
e Advanced Negotiation Techniques for Business Development

e Handling Multi-Party and High-Stakes Negotiations



e Overcoming Common Negotiation Challenges
3. Relationship Management and Client Retention
¢ Building and Sustaining Strong Client Relationships
e Client Retention Strategies for Long-Term Success
e Managing Key Accounts and Strategic Clients
4. Financial Acumen for Business Development
e Understanding Financial Metrics and KPIs
e Assessing the Financial Health of Prospective Clients and Partners
e Budgeting and Forecasting for Business Development Initiatives
5. Role-Playing and Simulation
e Simulating High-Stakes Negotiation Scenarios

e Feedback and Refinement of Techniques

Day 3: Growth and Expansion Strategies
1. International Business Development
¢ Navigating the Challenges of Global Markets
e  Cultural Considerations and Localization Strategies
e Legal and Regulatory Compliance in International Expansion
2. Mergers and Acquisitions (M&A)
¢ Identifying and Evaluating M&A Opportunities
e The Role of M&A in Business Growth
e Post-Merger Integration Strategies
3. Digital Transformation in Business Development
e Leveraging Technology for Business Growth
e Digital Marketing and Social Media Strategies
e The Role of Data Analytics in Decision Making
4. Risk Management and Contingency Planning
e Identifying and Mitigating Risks in Business Development
e Developing Contingency Plans for Business Initiatives
e Building Resilience in Business Development Strategies

5. Final Assessment & Action Planning



e Recap of Key Learning Points
¢ Developing an Individual Action Plan for Implementation

e Group Discussion and Feedback Session



