Purposeless Failure
By Richard Higby, PhD

Your call went well. You introduced yourself, launched into a presentation about your company
– achievements, various products, and services, etc. – and your prospect was polite, even asking
a few questions. You get back to your desk and complete your call report, leaving the opportunity
value in place, and generally feeling pretty good. Your call was, in fact, a business development
failure and wasted a significant opportunity, not to mention your and your prospect’s time. You
missed the opportunity to state your business development purpose and to treat the prospect
with the level of respect owed to anyone who may or may not represent a business opportunity
for your company.
Your purpose in business development cannot be general, vague, or commonly understood. It
must be specifically stated, laser-focused, and agreed with the prospect. “The purpose of my
meeting with you today…” is a good start, as is, “The reason for today’s discussion is…” or “I am
here today to…” All are explicitly stated introductions as to your purpose for the meeting that is
happening now. What is your purpose? In professional business development, it is quite simple.
Your purpose is to help your prospect figure out what problems they have and what solutions
are available. Your personal and background knowledge before the call allows you to ask
questions relevant to your goal and determining whether your organization can benefit from the
relationship. How important is a clear statement of purpose? It sets the professional tone for the
relationship and positions you as a resource for your prospect.
A 2021 report (LinkedIn State of Sales 2021) disclosed that 65% of sellers say they “always” put
the buyer first. Only 23% of buyers agreed. Why the gap? A portion of the misunderstanding can
certainly be overlapped with the 35% of sellers who
admit it is all about them, not the buyer. A larger portion
can be attributed to a lack of communication between
“seller” and “buyer,” meetings without purpose, and a
failure to plan, practice, drill and rehearse the call. The
seller has done all the talking and the buyer has done all
the listening. We are fortunate, coming out of the COVID19 pandemic, to be able to schedule virtual business
development calls with the richness of video sharing
allowing face-to-face interaction. The bother of having to

travel to the prospect’s office and the attendant loss of productivity are things of the past. What
is lost in this newfound productivity is the 55% of communication through body language (Joseph
O’Connor, John Seymour “Introducing NLP: Psychological Skills for Understanding and Influencing
People”). With body language removed in our virtual world, it is imperative that communication
become ever more explicit regarding purpose.
Those who are not well versed in the skills and knowledge of professional business development
will be a talking head on the screen, working the time allotted to put their products and services
on the table. This takes the place of asking questions that seek understanding from the prospect’s
perspective of their problems and working together to find solutions.
Mastering Business Development, LLC achieves an understanding of your business using
proprietary methodologies and comprehensive, diagnostic assessments to identify the real BD
issues limiting your revenue growth. For over 40 years our clients have come to rely on MBDi’s
flagship Mastering Business Development workshops with intense dialogue and role-plays,
along with our advanced HUMINT Customer Engagement Process (CEP) implementation
program that helps nascent BD professionals perform at a higher level. They learn the thinking,
process, discipline, and skills necessary to succeed in the role of professional business
development.
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MBDi LLC promotes an engaged Business Development process following the 7-steps of Mastering Business
Development, coaches professionals on successful habits in business development, reviews the behavioral
psychology of understanding client behavior and more in its workshop program. If you feel your team’s success
is at risk given all that they are dealing with, please let us know how we can help.
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