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WHAT ELSE?

• E-Newsletter

• Video Training: Advertising Sales

• Video Training: Content Development

• Sponsorship Concentration



UNDERSTANDING



INTEREST



INCLINATION



CONFIRMATION



COMMITMENT



VALUE PROPOSITION
You will be able to:  [describe the effect] 

by: [dollars or percentage]
through the ability to: [describe the situation].
This will require a commitment of: [resource / 

dollars] 
which will be returned within: [timeframe].
Recently, we implemented a similar solution for :

[name of customer].
That customer achieved: [specific, measured results.]



RELEVANT PROOF

• “What would need to be true ...?”

• Claims and assertions aren’t reinforced by using more 
and louder claims and assertions.

• Business results v. “The fastest, stainless steel Henway in 
the industry, coupled to an unbreakable snavitz, inline 
with two redundant reltniks.”







NEWSFLASH:  
IT’S REALLY ONLY ONE PROCESS



A SINGLE, CONNECTED PROCESS 
WELDS MARKETING TO SELLING, 

AND CREATES 
“BUSINESS DEVELOPMENT.”



• Selection criteria
• Research / information gathering
• Challenger content: “Wouldn’t life 

be better if ...?”
• Case examples:  “Life for XYZ is 

better because ....”
• Testimonial / endorsement content:  

“Because of  YOU we can now ....”
• Identify decision makers.
• Customer profile
• Gain access
• Define discovery process.
• Value propositions & ROI

• Brief the decision maker.
• Buy-in on the value propositions.
• Propose trial / demonstration.
• Compile results.
• Present results.
• Pre-approve proposal
• Proposal
• Presentation
• Negotiate terms and timeline.
• Execute agreement

ELEMENTS OF YOUR PROCESS



WHY IS IT WORTH THE EFFORT?

40%
6%
95%

ONE PER WEEK  V. ONE PER QUARTER



EXERCISE THREE:  
STARTING TO DESIGN  

A BUSINESS DEVELOPMENT PROCESS
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