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AEC BUSINESS DEVELOPER



BUSINESS DEVELOPMENT

Business developmentis the that a
company undertakes to grow and expand its business. Key components of

business development include:

1. Market Research and Analysis

2. Strategic Planning

3. Marketing and Brand Awareness

4. Service Development and Innovation
5. Sales, Networking, and Partnerships
6. Negotiations and Deal Making

Overall, business development
to help a business grow and

succeed in the marketplace.



HOW DOES
MARKETING
CONTRIBUTE?

Know your strengths and talents.

Applying your strengths to generating

revenue by expanding beyond proposal
production.

Expanding beyond revenue to helping
earn profit.



MARKETING ARCHETYPES

STRATEGISTS CREATIVES DATA ANALYSTS NETWORKERS



THE STRATEGISTS

COMMON STRENGTHS

Know the industry well

Have a vision for the future and
come up with big picture ideas
Sort the clutter and organize
efforts

See patterns and anticipate
obstacles to plan around
Storytellers (weave all the parts
together) — good writers

COMMON WEAKNESSES

Can be seen as negative or
guestioning authority

Can come off as bossy or arrogant
Lots of planning and not action -
need help executing ideas or
figuring out details

Need time to think and process



THE CREATIVES

COMMON STRENGTHS COMMON WEAKNESSES
e Make us look and sound good with e Siloed
writing or graphics e Lack context
e Communications — help us e Make assumptions/don’t ask
connect with our audience guestions
e Stewards of our brand e Spelling (graphics)
e Help us sell our culture e Misunderstood and often
 Task oriented undervalued

 Deadline driven (mostly)
 Tend to be more introverted with
high empathy



THE ANALYSTS

COMMON STRENGTHS

Organized and love processes
Provide historical context and data
to make good decisions

Statistics and reports

Truth seekers

Compliance
Librarians/Researchers

Improve our quality

COMMON WEAKNESSES

 High-stress, hand-wringers

Can get caught up in the weeds

e Canidentify problems but might
lack creative ability to develop
solutions

 Very literal and rule followers to
a fault



THE NETWORKER

COMMON STRENGTHS

Extroverted and makes friends
easily/know everyone

Connect people with other people
Competitive
Communicators/public speaking
Client events/conferences
Company ambassadors and good
at recruiting

COMMON WEAKNESSES

* Need strategy/understanding of
where they should spend time

* Racehorse that runs over the work
horses

e Don’tlike to be held accountable
to others or follow processes

e Budgeting



DIVERSITY OF STRENGTHS

Executer

People with
dominant Executing
themes know how to
make things happen

Influencer

People with dominant
Influencing themes know
how to take charge, speak

up, and make sure the

team is heard.

Relationship

Builder

People with dominant
Relationship Building
themes can build
strong relationships
that can hold a team
together and make the
team greater than the
sum of its parts.

Strategic
Thinker

People with
dominant Strategic
Thinking themes
help teams consider
what could be. They
absorb and analyze
information that can
inform better

decisions.
Adaptability
Achiever Activator T e s Analytical
Arranger Command Developer Context
Belief Communication Empathy Futuristic
Consistency Competition Harmony Ideation
Deliberative Maximizer Tl Input
Focus Self-Assurance Individualization Intellection
Responsibility Significance Positivity Learner
Restorative Woo Relator Strategic

Strategic Thinker
Help teams consider

possibilities. They absorb and

analyze information then
make suggestions for better
decisions.

Influencer

Know how to take
charge, speak up, and
make sure the team is
heard.

Relationship Builder
Help build strong
relationships that hold
teams together and make
the team greater than the
sum of its parts.

Executers
Know how to make things
happen.



TEAM STRENGTHS

Principal/Management Team State Managers and Coordinators

Strengths
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KNOW YOUR STRENGTHS
AND WEAKNESSES

Sandi’s Top 10 Talents




VALUE AND GAINING EQUITY




WHAT IS VALUED IN AEC INDUSTRY?

 Generating Revenue
(Growth)

e Generating Profit



GENERATING REVENUE:
YOU CAN’T SELL WHAT YOU DON’T
KNOW OR UNDERSTAND




WHY IS THIS IMPORTANT?




FIVE STAGES OF GENERATING REVENUE

Strategic
Planning

Lead
|dentification/
Development

Opportunity
Development

Proposal/
Interview
Development

Client
Maintenance

f

Business
Development







GO TO CLIENT MEETINGS




WHAT TO DO AT A CLIENT MEETING

PREP MEETING

* Research and develop
questions document.

* Prepare maps ororg
charts for discussion

* Bring key team
members and assign
questions to each.

BE PREPARED

FORM A RELATIONSHIP

* Getto know the client
and how they feel
about the project.

e Make sure thereis
good back-and-forth
conversation.

GOOD QUESTIONS

YOU ARE AVALUED
TEAM MEMBER

e Don’t be a wallflower.

* Shake hands and ask
questions about the
upcoming RFP format
or about the project.

BEA
PROFESSIONAL

TAKE NOTES

* Type or write answers
to all the questions
so the technical team
can be present.

e Listentotheir
emotions about
topics (worry, fear,
excitement, bored,
etc.)

LISTEN CLOSELY

READ THE ROOM
* Assesspersonalities
and compatibility.

* Understand their
needs (personal and
project).



GO TO A SITE VISIT




Research before
visit on Google
Earth.

Note site details
that you should
explore.

Take a map to write
down risks and
location details.

Walk audit or
drive the corridor.

Record details
about the
Site/project such
as business
access,
pedestrian/bike
access, bus or
transit stops,
property impacts,
utilities, wetlands,
staging areas for
construction, etc.
Verify team after.

Take note of set
and setting.

Natural features:
canyon, mountain,
desert, lakes, etc.

Project Context:
community,
residents,
neighborhoods,
urban or rural area,
aesthetics, special
features,
landscaping,
lighting, etc.

RESEARCH RECORD THE BRAND AND APPROACH
LOCATION DETAILS THEME SETUP

Risk and mitigation
list.

Write down
everything thatis a
risk to the success
of the project.

These can be
spatial on the map
or overall project
risks.

Take photos.

QUESTION
EVERYTHING

Ask questions!
Client’s miss critical
scope items all the
time.

Your understanding
of the scope of work
will help with writing
and editing.




FIVE STAGES OF GENERATING REVENUE

Strategic
Planning

Lead
|dentification/
Development

Opportunity
Development

Proposal/
Interview
Development

Client
Maintenance

f

Business
Development




ADVANCING YOUR BD MOVES

Where you are What you can do
Proposal Learning by Client
Development Meetings/Site Visits

Strategy Based on

Opportunity Knowledge
Development Further Relationship
Building
Lead Brand Awareness
Generation Thought Leadership

Recruiting

What you will gain

Client and Project Knowledge
Relationships with Staff/Clients

Trust and Respect with
Staff/Clients
Confidence

Understanding of Strategy
Equity for Marketing/Leadership






GENERATING PROFIT:
USE TALENTS TO
EXPAND BILLABLE SERVICES




GENERATING PROFIT: GROWTH MINDSET

BILLABLE GROUPS

TECHNICAL

PRACTICE BUSINESS MARKETING PROPOSALS VISUALIZATION AI\?I??I;JCMHEI\II\II.I(-)SAL
MANAGEMENT DEVELOPMENT COMMUNICATION EDITING

STRATEGY/

Corporate Public
Communications Involvement




QUESTIONS?




FOLLOW AEC MARKETING MEMES
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