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Now... let’s get started!

business

development, you can better plan your approach
to the market. Your style can help you work with
your team or your manager to set accountability
and key performance indicators suited to the
style you apply in your role. This is important
as each style will achieve outcomes in different
timeframes, this can help mould expectations
around your results.

Question 1-4
1. Do you like making cold calls to potential clients?

3. Do you prioritise the conversion of a potential customer at
any cost?
Yes
No
4. Do you feel it is easy to talk to anyone no matter who
they are?
Yes
No
Question 5-8
Yes

No

6. Do you like meeting potential customers in familiar
surroundings?
Yes
No

WHAT IS YOUR BUSINESS
DEVELOPMENT STYLE?

7. Do you prioritise getting to know the customer before selling
to them?
Yes
No

Are you a:
Hunter

No

2. Do you like meeting potential customers/complete strangers
face to face?
Yes
No

5. Do you like leads to come from a familiar source?

8. Do you feel a little overwhelmed to be alone in a setting
without knowing anyone?
Yes
No
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Question 9-12
Individual

ist

9. Do you like to research the potential customer before
approaching them?
Yes
No
10. Do you like to analyse the potential customer’s process to see
how you can help?
Yes
No
11. Do you prioritise looking further into current customers over
finding new ones?
Yes
No

Let’s find out your Business Development style

12. Do you feel more comfortable behind the desk than in front
of people selling?
Yes
No

by doing a little test with us.

Question 13-16

Answer the following questions honestly based

13. Do you like to communicate to the potential customers via
indirect methods (i.e. online)?
Yes
No

on how you prefer to work in a ‘perfect’ ideal
situation (i.e. if you could say exactly what it is you
would like your job to do).
Business Development requires a little bit of
each style; however, you are more dominant in
one style than the others.

14. Do you like to analyse the best way a potential customer can
engage with you?
Yes
No
15. Do you prioritise building communities where potential
customers can find you?
Yes
No
16. Do you feel it is easier to engage potential customers through
online platforms?
Yes
No
See your outcomes in next page →

Outcomes
Your predominant style of business development is
based on the section to which you answered ‘Yes’ the
most. If you said yes to one or two questions in other
sections, it is good for you to note the other styles that
influence your predominant business development
style.

If you said yes to Questions 1-4
YOU ARE A HUNTER
You display some characteristics of a ‘Hunter’ business
development person.
You strive to be a dealmaker, someone who is keen to
convert the sale.
You are happy to work cold leads or warm leads, and
enjoy a networking event or two… or three.
You operate at a fast pace, taking every opportunity to
push the potential client through the sales funnel in the
fastest way possible.

If you said yes to Questions 5-8
YOU ARE A HUGGER
You display some characteristics of a ‘Hugger’ business
development person.
You strive to be a relationship builder, someone who is
keen to focus on engaging with the potential customer/
client.
You are happy to work warm leads, and enjoy a
networking event or two… or three.
You’d prefer, where possible, not to make cold calls or
approach anyone through communication methods if
you have not met or been introduced through a mutual
contact.

If you said yes to Questions 9-12
YOU ARE A GATHERER
You display some characteristics of a ‘Gatherer’ business
development person.
You strive to focus on researching your leads; someone
who is keen to know their potential customer/client
well before approaching them.
You are happy to work leads when you have all the
information you need to hand, giving you an advantage
in the meeting to discuss facts, figures & statistics.
You’d prefer, where possible, not to network face to face,
but to use online means as your go to communication
method for engaging leads.
You like to spend time mapping the networks of current
customers/clients to see where you might be able to
leverage sales further.

If you said yes to Questions 13-16
YOU ARE AN INDIVIDUALIST
You display some characteristics of an ‘Individualist’
business development person.
You strive to focus on connecting with your leads
through online means, developing communities
to create conversation and discussions, providing
opportunities to educate and sell (eventually). You seek
to gain engagement and creditability through the
common interest of an online community.
You are happy when the community and those within
their circle seek you out, allowing you to facilitate the
sale, not make the sale.

When seeking to allocate timeframes to business development activity it is important to take the business
development style into consideration. A dealmaker will move the potential customer/client through the
sales funnel much more quickly than an Individualist or Gatherer.
Know what your business needs before you hire. This decision can make or break your business.
**Disclaimer; this quiz is by no means definitive in deciding your decision-making style as it can evolve throughout
your career based on education and information (informal and formal) you receive.

KNOW HOW TO MOVE FORWARD
HOW
TO
GAIN
MORE
SALES

Now you know your business development style, it is easier to ascertain how you can apply it.
We are sure you have heard of the term ‘sales funnel’. Even the biggest organisations must evaluate
their process annually to ensure it aligns with their audience (I’d like to say more frequently than year
on year, but it generally happens less frequently than that).
There are 3 steps to consider implementing in your business. These might seem obvious, however
most companies ignore these simple measures.
The best part… it doesn’t cost you any more in marketing than you are already paying!

STEP 1
Evaluate your sales funnel – have you quantified the stages in detail so all business development styles can
adapt accordingly?
For example: At Ingredior, we implement a 5-stage sales funnel.
Sometimes the funnel is shorter, depending on whether we know the client, whether they sought us out first for a
specific reason, or suddenly they find themselves needing us urgently.
The sales funnel goes a little like this:
Stage 1

Introduction – identify business operations and engage with lead person

		

Outcomes – email, follow up

		

1 week timeframe

Stage 2

First exploratory meeting – ascertain needs with the right people in the room

		

Outcomes – gain enough information to present a proposal

		

1-2 week timeframe

Stage 3

Proposal presented – face to face, virtual or email

		

Outcomes – provide as much information as possible to support your claim to provide services.

		

1 week timeframe

Stage 4

Negotiation – discussion & terms (internal for client and external with you)
Outcomes – follow up, answer queries and if required, hold a final meeting to address terms of agreement.

		

3-4 week timeframe*

		*This can vary pending the structure of the organisation you are dealing with
Stage 5

Conversion – finalisation of proposal to agreement with delivery timeframes

		

Outcomes – agreement formalised & signed or cessation of activity

		

1-2 week timeframe

STEP 2
Take a look at your target list.
I.

Identify the top 10 based on where they are in the sales funnel.

II.

Identify the personality type of the person you are liaising with… can you identify their business
development style?

III.

Ask yourself, is the RIGHT business development person within your organisation allocated to this potential
customer/client? Could you get a better/faster response with a complementary personality type?

STEP 3
Look at your current client list and answer some of these questions:
I.

Are they part of a community? Is the community relevant to your audience? If so, can they invite you to start
interacting within their community?

II.

Who are they connected to? Are they an organisation who has a web of suppliers, contractors, consultants?

III.

What kind of activity do they do in the market place? Webinars, podcasts, blogs, newsletters…
Are you able to leverage this through providing content relevant to the audience?
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