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Section 1: Strategic Account Leadership and Growth



.Moving from account management to account leadership
.Understanding client strategy and aligning with their business priorities
.Identifying white space and blue ocean opportunities within accounts
.Financial analysis: profitability, lifetime value, and cost-to-serve

.Advanced stakeholder mapping and influence strategies

Section 2: Advanced Account Planning and Performance Management

.Building multi-year strategic account plans with scenario planning
.Defining advanced KPIs and value-based metrics for account growth
.Portfolio management: balancing high-potential and defensive accounts
.Managing cross-border or multi-divisional accounts with complexity

.Developing client-specific innovation and co-creation initiatives

Section 3: High-Impact Client Relationship Strategy

.Managing executive-level relationships and boardroom conversations
.Navigating client politics and internal decision-making processes
.Deepening trust through thought leadership and strategic insights
.Proactive approaches to managing client crises and recovering relationships

.Personal branding and credibility building with key clients

Section 4: Business Development Innovation and Ecosystem Growth

.Designing differentiated value propositions beyond price

.Identifying and capitalising on disruptive trends and emerging markets
.Building strategic alliances, joint ventures, and ecosystem partnerships
Account-based marketing (ABM) at an advanced level

.Leveraging technology to scale business development activities

Section 5: Advanced Data-Driven Insights and Predictive Analytics

.Using predictive analytics and Al tools for account and pipeline forecasting
.Integrating CRM data with external market intelligence for strategy development
.Advanced performance dashboards and reporting for executives

.Detecting early signals of churn or expansion opportunities

.Translating data into actionable strategic decisions



Section 6: Mastering Complex Negotiations and Long-Term Deals

.Advanced negotiation psychology and influence tactics

.Preparing for multi-party, cross-cultural, or high-stakes negotiations

.Crafting creative deal structures that maximise mutual value

.Building win-win contracts and managing risk over long-term agreements

.Post-closing: ensuring seamless delivery and continuous value realisation
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BUSINESS DEVELOPMENT
STRATEGIES

Best Business Development Strategies In 2025

Discover the importance of business development and how to create a strategic plan for

.growth. Explore top strategies that can propel your organisation towards success
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