
P R O F E S S I O N A L  T R A I N I N G  C O U R S E

Course No. 1801

Business Development
Strategies Training
Course

S A L E S  M A N AG E M E N T  &  BU S I N E S S  D E V E L O P M E N T

S A L E S , M A R K E T I N G  &  C U S TO M E R  E X P E R I E N C E

D U R AT I O N

5 Days
D E L I V E R Y

Classroom

Q U E S T T R A I N I N G  C O M PA N Y quest-training.com



Course Overview

The Business Development Strategies Training Course is a professional program designed to 

develop the strategic and commercial capabilities required to identify business opportunities, 

expand customer portfolios, enter new markets, strengthen strategic relationships, and support 

sustainable organizational growth. The course provides participants with practical frameworks for 

transforming business development objectives into structured initiatives and measurable commercial 

results.

Successful business development requires a systematic understanding of markets, customers, 

competitors, organizational capabilities, and emerging opportunities. Organizations must be able to 

identify attractive markets, understand changing customer requirements, develop compelling value 

propositions, establish strategic partnerships, and prioritize opportunities according to their potential 

value and alignment with organizational objectives.

The course focuses on practical business development strategies including market analysis, 

opportunity identification, customer acquisition, market penetration, market expansion, strategic 

partnerships, relationship development, value proposition design, sales opportunity management, 

commercial negotiation, and performance measurement. It also emphasizes the integration of 

business development with sales, marketing, strategy, finance, operations, and customer experience.

The program is suitable for government entities, public-sector organizations, banks and financial 

institutions, oil and gas companies, industrial organizations, technology companies, professional 

services firms, and large corporations. It is particularly relevant to Business Development Managers, 

Sales Managers, Commercial Managers, Strategy Professionals, Account Managers, Partnership 

Managers, and executives responsible for business growth.

Objectives

• By the end of the course, participants will be able to:

• Analyze market conditions, industry trends, customer needs, and competitive forces affecting 

business development.

• Identify attractive business opportunities based on market potential, customer demand, 

organizational capabilities, and strategic priorities.
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• Develop structured business development strategies aligned with organizational objectives.

• Evaluate new markets, customer segments, products, services, and commercial opportunities.

• Apply market segmentation and customer analysis techniques to prioritize target markets.

• Design effective market-entry, market-penetration, and market-expansion strategies.

• Develop compelling value propositions that differentiate the organization from competitors.

• Build strategic relationships and partnerships that create sustainable business opportunities.

• Apply structured approaches to opportunity qualification, prioritization, and conversion.

• Strengthen commercial negotiation and stakeholder-management capabilities.

• Evaluate business development performance using appropriate commercial and strategic 

indicators.

• Prepare an actionable business development strategy with clear priorities, initiatives, 

responsibilities, and performance measures.

Who Should Attend

This course is designed for professionals responsible for developing new business, expanding 

markets, acquiring customers, managing strategic relationships, and generating commercial 

opportunities. It is particularly suitable for Business Development Managers, Business Development 

Officers, Commercial Managers, Sales Managers, Sales Directors, Market Development Managers, 

Partnership Managers, Key Account Managers, Strategy Professionals, and Corporate 

Development Specialists.

The program is also suitable for executives, department heads, entrepreneurs, and decision makers 

responsible for revenue growth and market development. Professionals from sales, marketing, 

strategy, finance, operations, and customer experience can benefit from the course when involved in 

business development initiatives and commercial growth.

Learning Outcomes

• Upon completion of the course, participants will be able to:

• Conduct structured market and industry assessments.

• Identify and prioritize high-potential business development opportunities.

• Analyze customer needs, buying drivers, market gaps, and competitive positioning.
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• Develop business development strategies aligned with corporate objectives.

• Segment markets and customers according to value and growth potential.

• Develop market-entry and market-expansion strategies.

• Create differentiated value propositions for target customers and markets.

• Identify opportunities for customer acquisition, market penetration, and account expansion.

• Develop strategic partnerships and commercial relationships.

• Manage business development opportunities through structured pipelines.

• Apply effective commercial negotiation and stakeholder-management techniques.

• Establish performance indicators for measuring business development effectiveness.

• Assess commercial risks associated with new opportunities and growth initiatives.

• Develop a practical business development implementation plan.

Course Outline

D AY  0 1

Fundamentals of Business Development Strategy

• Understanding the strategic role of business development.

• Business development as a driver of sustainable organizational growth.

• Distinguishing business development from sales and marketing.

• Aligning business development with corporate strategy.

• Understanding market dynamics and industry developments.

• Analyzing customer needs and changing buying behavior.

• Competitive analysis and identification of market gaps.

• Assessing organizational strengths, capabilities, and competitive advantages.

• Identifying sources of sustainable business growth.

• Establishing business development objectives and priorities.

• Developing a structured business development framework.

PRACTICAL APPLICATION

Analyze a selected market and identify the most attractive business development opportunities.
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D AY  0 2

Market Analysis, Segmentation & Opportunity Identification

• Principles of effective market research and analysis.

• Market segmentation and customer classification.

• Identifying attractive customer segments.

• Analyzing market size, growth potential, competition, and barriers.

• Identifying unmet customer needs.

• Evaluating emerging markets and commercial trends.

• Opportunity identification and qualification.

• Assessing opportunity value, feasibility, strategic fit, and risk.

• Prioritizing business development opportunities.

• Developing customer and market profiles.

• Creating opportunity assessment criteria.

PRACTICAL APPLICATION

Develop a market segmentation and opportunity-prioritization model for a selected business 

environment.

D AY  0 3

Market Entry, Customer Acquisition & Value Proposition

• Developing market-entry strategies.

• Market penetration and market expansion approaches.

• Geographic and sector-based expansion.

• Developing new customer acquisition strategies.

• Identifying potential target customers and decision makers.

• Understanding customer buying processes.

• Developing differentiated value propositions.

• Connecting customer needs with organizational capabilities.

• Communicating business and economic value to customers.

• Developing customer engagement strategies.
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D AY  0 3  —  C O N T I N U E D

• Identifying cross-selling and account development opportunities.

PRACTICAL APPLICATION

Develop a market-entry and customer acquisition strategy supported by a differentiated value 

proposition.

D AY  0 4

Strategic Partnerships, Relationships & Commercial 
Negotiation

• The strategic role of partnerships in business development.

• Identifying and evaluating potential business partners.

• Assessing strategic fit and mutual value.

• Designing partnership and alliance models.

• Developing long-term commercial relationships.

• Stakeholder mapping and relationship management.

• Engaging decision makers and influential stakeholders.

• Building credibility and trust with prospective customers and partners.

• Preparing for commercial negotiations.

• Negotiating value, pricing, scope, terms, and responsibilities.

• Managing objections, competition, and commercial risks.

PRACTICAL APPLICATION

Develop a strategic partnership proposal and conduct a simulated commercial negotiation.

D AY  0 5

Business Development Execution, Performance & Growth

• Translating business development strategy into an implementation plan.

• Building and managing a business development pipeline.

• Opportunity tracking and conversion management.
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D AY  0 5  —  C O N T I N U E D

• Prioritizing initiatives according to commercial impact and feasibility.

• Developing customer retention and expansion strategies.

• Identifying new revenue opportunities.

• Managing risks associated with market expansion and new business.

• Developing business development performance indicators.

• Measuring opportunity conversion, revenue growth, customer acquisition, market penetration, 

and partnership value.

• Establishing business development review and governance mechanisms.

• Building a culture of continuous market development and commercial improvement.

• Final practical workshop: Develop an integrated Business Development Strategy Plan 

covering market analysis, target segments, opportunity prioritization, market-entry strategy, 

customer acquisition, value proposition, strategic partnerships, opportunity pipeline, 

performance indicators, risk management, implementation priorities, and growth initiatives.

Register or Request More Information

Course page: https://quest-training.com/courses/business-development-strategies-training-course

Website: https://quest-training.com

Email: info@quest-training.com

Phone: +905016771440
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