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RBA Business Development Planning programme outline
The RecruitmentBusiness Academy(RBA) is one of the mostrespected and
widely recognised training providers in the recruitmentindustry. We make our
aim very clear:to understand you and your business, and how it ticks,
providing supportinthe way you need it.

Duration:
One day

Course outcomes:
By the end of the course the individual will be able to:

1. Develop a proactive businessdevelopmentplan through research and
analysis
a. ldentify, research and target a range of clientgroups;
2. Recognise buying and selling behaviours
a. Understand the buyer types and considerthe actions to take in
orderto proactively develop business opportunities
3. Implementa proactive sales planto successfullyguide the buyer
through each stage of the sales cycle: Focusing on the use of:
a. Effectively using social media as abusiness developmenttool
b. Effective questioning
c. ldentifying tailored solutions
d. Pre-empting and planning to overcome objections
e. Gaining commitment
4. Review the outcomes from the business developmentplan and take
appropriate action
a. Establish clientsatisfaction levels to maximise future business
opportunities

Course Content:
Develop a proactive business developmentplan:

Identify, research and target a range of clientgroups ; existing, prospectand
lapsed.
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e Discussion around developing marketknowledge in orderto target
appropriate businesses and build an effective business development

plan

e Complete ataskin orderto highlightwhatquantitative and qualitative
research should be performed priorto any business development
activity

e Complete a SWOT and PESTLE analysis onagiven scenario

Recognise buying and selling variations

¢ Understand the various buyer types and their buying motivations
e Discussion aroundthe mostappropriate selling approachesto match
the buyer type

Devise a proactive business developmentplan to successfullyguide the buyer
through each stage of the buying process
e Discussionto highlightthe pros and cons of different communication
channels and ensuring maximum effectiveness
¢ Analysis of the different questioning types and their effectiveness in
business development

e Practical scenario based activity to identifying tailored solutionsin
keeping with the client’s needs and expectations

Review the outcomes from the business developmentplan and take
appropriate action

e Establishclientsatisfaction levels to maximise future business
opportunities

Target Audience details:

e RecruitmentConsultants who have are new to recruitmentand/ or
those who wish to recap/ refresh their selling skills

e The courseis also suitable forindividuals who have traditionally
worked in an account managementrole and need to be more proactive
in theirapproachto sales and business development.
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How learning & understanding will be monitored and assessed

during course delivery:
e Extensive trainer supportwill be provided to enhance learning
application
e Practical (industry relevant) scenarios and discussion groups are used
to improve accountabilityand compile personal and team action plans

e Commitmentwill be gained to on-going completion ofa development
report over the duration of the programme

Encouraging learning application:
e Delegate briefing pre course with line manager using course overview

and personal developmentplan (PDP) as a template

e Final exercise on the programme will identifyintended workplace
actions

e Completion of Personal DevelopmentPlan (PDP) and personal action
plan with line manager postcourse
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