
 

 

MBDinsight #21 

If your head doesn't get there first,  

your tail never will. 
 

This analogy is repeated many times during our workshops, explaining that for any training or 
transformation of behavior to be effective, you have to change thinking. It's thinking that 
drives behavior, which drives results. In order to be successful in Business Development, you 
have to understand the difference between strategic level thinking and tactical or transactional 
relationships … and change your thinking to the former. 

Many traditional salespeople get caught in the trap of transactional, traditional selling. Using 
other questioning techniques, more probes, reversals or mechanics will not substantially 
change the outcome of that transactional relationship. 

In order for individuals to rise to the top 3% in the Business Development role, it requires 
them to learn how to think at the strategic level, realize what long-term value they bring to the 
relationship, and partner with their customer or client. Since people are treated consistent with 
their level of thinking, to relate to senior level, decision makers, you must learn how to think 
like a senior level, decision maker. 

In order to develop the strategic relationship at the executive level, you're required to 
transform your thinking to that level … and the rest of you will follow. 
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