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Welcome and positioning [5 mins]

Hello everyone! It’s a pleasure to be here and joining you at this year’s European conference. I’m Jeff Benveniste, founder and CEO of Global Edge, one of the UK’s leading behavioural consultancies. 

I’ve had the delight to know Andy Rich, managing partner at HW Fisher for many years. I recently ran a session with Andy and his other partners and directors to explore how to increase their effort, focus and hunger with business development. 

LEA Global have kindly invited me to share some principles and thought leadership to help you cultivate more a business development mindset.

I believe Mindset is everything! It’s the key to successful business development and enables us to build higher trust, leverage networks and strengthen client relationships - all essential to growing our businesses. 




80% 28%
12.5X

LinkedIn and Audience Survey
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SUCCESSFUL BUSINESS DEVELOPMENT STATS 

Recent research from from LinkedIn and Audience Survey showed:

80% of customers make decisions based on the experience of who they’re buying from.
Business execs disclosed that they would lose 28% of their business if they stopped networking.
Companies that invest in face-to-face meetings in business development earn 12.5X on every pound they invest. 

As well as offering some top tips and insights, I want to provide you with the tools and opportunity to explore what good practice looks like to leverage your networks and strengthen client relationships and help you to develop the mindset and behaviour that accompanies that.. 




My experience
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What I’m going to share with you today, I’ve learnt first hand from my own experience of working within professional services and consultancy for over 25 years.

First as a Chartered Accountant and Global Audit manager with PwC, based in London.

There I saw how Partners and directors lacked the time for business development. Some were unclear where to start and with that, lacked the confidence, mindset and communication skills needed to win new business. To this day, with my ongoing work in professional services, this remains a big challenge for many.

I became fascinated by the notions of what drives high performance, business development and growth …and what I noticed, was that if you got the behaviour right within a team, then high performance and business growth came with that.

I took a radical career move into learning and development at PwC, first in London and then in South Africa where I headed up their leadership and management development function. 

I went on to build and grow my own consultancy, Maximum Performance …and after winning a large global contract with Unilever and Accenture, I successfully sold the business in 2008. 

For two years as International Director of The GAP partnership, the world’s leading negotiation consultancy, I was responsible for growing our business with global clients. It was there that I discovered it’s not just about the learning new tools, but actually practising them that makes all the difference.

I founded Global Edge to help organisations and teams develop the ‘communication tools’ to make strategy happen. 

As Managing Director I’m responsible for strategy, and growth – spending most of my time leveraging my own networks, developing strong client relationships and working hard to win new business. Today I want to share my learning about what works – what I try hard to apply everyday at Global Edge and in our interaction with clients and prospects.




Presenter Notes
Presentation Notes
It was the legendary management consultant Peter Drucker who famously said: ‘Culture eats Strategy for breakfast’. 

For me, culture is the way we THINK and ACT

So…how do we need to think and act to be successful at business development? That’s the big question I want to answer today.

And what can you expect in terms of the session? Well, here at Global Edge we’re all about interactivity and putting our clients at the heart of the conversation. So, my input will be interwoven with lots of discussion for yourselves, be it in pairs, or around your table, giving you also some reflection time and with that, putting some of the tools I’m going to share into practice. 

The goal? ..... NEXT SLIDE
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…….to help you cultivate a business development mindset.

Does anyone have any questions? 




“Whether you think you 
can, or think you can’t… 
you’re right.”

Henry Ford
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So, Mindset: why does it matter? 

Here’s a famous quote from Henry Ford …..What’s he saying?



Mindset, Carole Dwek
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Dr Carole Dweck, Stanford University professor of Psychology has made the topic of Mindset, and specifically the connection between high performance and growth mindset, her life’s work. 

She gathered together her thinking and theories in her 2006 book MINDSET. Full of rich research and anecdotal materials, it positions the key differences between growth and fixed mindset and takes us on a journey to our early past.

Dweck shows that the view you adopt for yourself profoundly affects the way you live your life – and the way you behave in situations. 

A Fixed Mindset is where .....you believe talent and potential are both innate. 

When you’re in a Fixed Mindset you believe that you’re either born good at something – for example ‘Networking’ - or you're not. This leads to you not working as hard and giving up more easily. You see these difficult situations as a threat and tend to avoid them. Feelings of powerlessness and stress take the upper hand because you feel that your ability to act on the situation is inadequate. Typical responses include resignation, being passive, complaining, and confusion.




Mindset, Carole Dwek
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A Growth Mindset is where you believe your talent and potential can change and grow through application and experience. 

When you’re in a growth mindset you feel you are learning and improving. You embrace challenges, grow from failure, value constructive criticism, and learn from others’ success. Above all, you respond with greater resilience to setbacks and changes. Typical responses include:

• accepting circumstances that are beyond your control
• devising solutions which you can influence
• drawing strength from yourselves and your environment
• learning and using lessons from the event

That's not to say that when you’re resilient….you never have feelings of despair or disappointment. The difference is that they know that these feelings are part of a process and are temporary. So, you remain positive, strong and future-oriented.

Her studies showed that even as young as 5th graders (at school) could be divided into having growth or fixed mindset approaches. 
In one study she conducted, she gave fifth graders intriguing puzzles, which they all loved. 
When she made them harder though, children with the fixed mindset showed a big plunge in enjoyment. They also changed their minds about taking some home to practice. This was just as true for children who were the best puzzle solvers. Having ‘puzzle talent’ did not prevent the decline. 
Children with a growth mindset, on the other hand couldn’t tear themselves away from the hard problems. These were their favourites and ones they wanted to take home.

She then links fixed mindset to business failures; whether it was Enron or AOL Time Warner.  She evidences the fixed mindset approach as underpinning these company’s demise.
And it’s really the same when it comes to business development….

ASK:
Where was Tom’s mindset, fixed or growth? 
How did that show up in the conversation you just saw?

People react differently when something is challenging, difficult or uncomfortable. There will be some business development activities, which YOU find challenging, difficult or uncomfortable. 

Your mindset drives your response, and therefore your behaviour …..and ultimately your impact and the results you get – as you saw with Tom! …..Let’s look at this now.





1 2 3

Attending a 
networking 

event

Getting 
objections 
from a new 
prospect

Aggressive 
behaviour 

from a client
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What mindset do you have with these typical business development activities or challenges?

ASK: How might you react if you had a FIXED mindset? 
How would you feel, be thinking. What might you do/not do?
…..How might you react if you had a GROWTH mindset instead?	

SMALL GROUP DISCUSSIONS (5 mins)
When do you have a fixed mindset towards business development?
What are the barriers and blockers for you to adopting a growth mindset?

Luke, Jeff and Vic to roam the audience. SHARE A FEW EXAMPLES

It’s not just about having a growth mindset in how you approach business development activities, it’s also important to have a growth mindset with your role and responsibilities in developing business.




Connector Maven Salesman

The Tipping Point, Malcom Gladwell
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In his seminal book, The tipping point, writer Malcolm Gladwell theorised and evidenced, that in order to bring about change and exponential growth – both in society and in business, you needed ‘Three’ types of change agents:

Connectors are the people in a community or industry, who know large numbers of people from an array of different social, cultural, professional, and economic circles. They love to make introductions and are essentially the social equivalent of a computer network hub. 

Mavens are "information specialists", or "people we rely upon to connect us with new information." They accumulate knowledge, especially about the marketplace, and know how to share it with others.

Salesmen are "persuaders", charismatic people with powerful negotiation skills. They tend to have an indefinable trait that goes beyond what they say, which makes others want to agree with them.
So, which one are you?

Gladwell is very clear – YOU  WANT  high performing organisations populated with ALL these categories. To be (what he calls) ‘super status’ you need more people to do all three! 

So, when it comes to business development, if you see it as someone else’s responsibility, you are losing the ability to influence and drive growth in your business.

We’ll be coming back to Gladwell’s principles towards the end of the session to reflect how can you personally step more into all of these roles?
 
The great news is that Mindsets are learned and can be changed. Moving from a fixed mindset to a growth mindset can feel uncomfortable at first, but with persistence, you can change the way you view your failures and successes. 
Here is the interesting thing. We used to believe that mindset comes first. Get the right mindset, a growth one, and then the positive behaviours will follow. You will (if you like) start to exhibit the behaviours and tendencies of one or all three of Gladwell’s change agents. 

What science is showing us increasingly is the sheer plasticity of brain and its ability to relearn. For a long time, we adhered to the principles of Betari’s box – your attitude informs your behaviour, which informs others attitudes and then new behaviours…. BUT...
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…from the pioneering work of Dr Amy Cuddy, prominent social psychologist at Harvard Business School, we understand more, that what really works, is actually reverse engineering that, to influence mindset. You actually need to behave in a positive way FIRST to help you get into the right mindset. 
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It is the theory of ‘Fake it until you become it’ - small, positive behavioural ‘nudges’ that help you move from a fixed to a growth mindset.

Today, we’re are going to share three vital behavioural ‘nudges’ or ‘hacks’ as we call them, which can help you adopt more of a growth mindset in the business development activities that you find most challenging.

So, where do we need to focus or direct our behaviour – what are the priorities in terms of what we SAY, what we DO and how we LOOK?




Results

Action

Plan

Vision

Possibilities

Relationships

The Relationship 
Pyramid
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We know from our own experience and the research out there  - that business development success depends on the strength of our RELATIONSHIPS…..

The Relationship Pyramid demonstrates why good relationships are the base of everything that we do at work and how they are the basis of everything else. 

The size of your relationship dictates the size of everything else that is possible. So, if you have a small relationship, you can only have small, safe, low risk conversations. 

The bigger the relationship, the bigger the conversation, the bigger the ..
POSSIBILITES .....VISION .....PLAN ....ACTION...and RESULTS.

Think someone you have a BIG relationship with.... vs. someone you have a small relationship with... think about the size of the results... are they relative? 

It’s not just about liking everyone or being mates with everyone, but rather is about relating to other people/ finding common ground/ understanding them/ building trust... to do that you have to spend time to BUILD THESE RELATIONSHIPS - they don’t just happen. 
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The strength of our relationships depends on the level of TRUST that we build. You may have heard the saying “people buy from people’ and ‘people buy from people they trust’ ….but what is trust and how do we build it?

We live in unprecedented times. There is so much noise out there from business and from everyone that it’s impossible to know what truly is the best choice, let alone who has our best interests in mind. This is a real and legitimate issue. Trust is at an all-time low in our society. The New York Times actually referred to the last ten years as a “Decade of Distrust.” 

This distrust deeply impacts everything, including your business. “81% of customers consider it a deal-breaker if they can’t trust a brand.” 

There is so much competition and if a customer is not happy, they can easily go somewhere else and ding you on social media in the process. One bad review or social media post is detrimental.  

….this is where the Trust Equation comes in and why it’s vital to the existence of all businesses.  




Trustworthiness

Credibility Reliability Intimacy

Self-Orientation

T=
C R I+ +

S
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The Trust Equation was first introduced in 2000 by David Maister in his book, ‘The Trusted Advisor’. 

Trust has to be earned. It is not given. Trust is a feeling – and the trust equation is the best explanation that I have seen, which explains this feeling. If you understand this equation, you can use it to help build trust in your business relationships. 

This is about how YOU can become trustworthy – you are the person we are focussing on – not how much you trust your customer – this is about how trustworthy you are. So, what are the components of TRUSTWORTHINESS and what you can do in practice to build trust with your clients, stakeholders, contacts and prospects. 
 
 If we were to ask your clients– are you trustworthy?– they might answer this a number of ways:
 
They might describe your expertise and knowledge [CREDIBILITY] 
 
The rational part to credibility is them assessing your facts, logic, and experiences - are they accurate and believable? The emotional part is assessing whether you are being honest. For this reason, credibility can take a moderate amount of time to establish …but you can be seen as highly credible in just one conversation. 
 
They might describe your responsiveness and consistency [RELIABILITY] 
 
This  is about whether someone thinks you are dependable and can be trusted to behave in consistent way. It is based on judgement and the number of times a person has had interactions with you. Reliability is the repeated experience of links between promises and actions.

Do they feel comfortable sharing information with you [INTIMACY] 
 
The most common failure in building trust is the lack of intimacy. If you are able to emotionally connect - freely talk about the difficult agendas, then that shows intimacy. If you like,  it’s about the emotional closeness you have with concerning the issues at hand.

AND importantly, they might describe that you put their interests as a client above your own [SELF-ORIENTATION] 
 
This means that you have low self-orientation and that’s a good thing when it comes to trustworthiness. Self-orientation needs to be low – you need to put your focus on your client.
If you’re self-orientated, it means you’re more interested in yourself. For example, giving answers or finishing their sentences too quickly. 

Actually, all the four parameters defined in this equation are actually to do with the trustworthiness of our:
WORDS [credibility]
ACTIONS [reliability]
EMOTIONS [intimacy]
MOTIVES [self-orientation]

In my experience, especially in highly technical fields or high IQ environments, many people struggle with having high ‘Intimacy’ (emotions) and reducing their level of ‘Self-orientation’ (motives).

So, let’s think about the trust equation – what can each of us do to:
Increase Credibility and Reliability (not just what we know or do, but how we look/how we present ourselves).
Increase Intimacy (being more curious, connected and engaged in our conversations)
Reduce Self-Orientation (focussing less on ourselves, our business and our agenda, but follow more our client’s interest)
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Let’s start with credibility and reliability and how we can increase these with some breath and physical work, as part of our preparation, BEFORE a meeting or interaction.

We know from brain theory, that we experience a stress response in uncomfortable situations. High cortisol and high adrenaline is released, the AMGDALA in our brains is triggered, and we start to lose our focus ….going into fight or flight. 

Some deep BREATHING, floods the brain with oxygen, reduces stress, hormones are released, and this kicks in our parasympathetic system (our system 2 brain). 
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So, let’s have a look at Box Breathing technique. 

Everyone stand up and let’s give it a go together…..including you Tom!

This is what we’re going to do, first…

Breath in for four seconds
Hold for 4 seconds
exhale for 4 seconds
Hold for 4 seconds

And then we repeat this 4 times!

How did that go for you Tom? How did it feel?




“… Change your posture for two 
minutes… It could significantly 
change the way your life unfolds.”

Amy Cuddy
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Let’s look at what we can do physically to increase our credibility and reliability in a situation. 

Amy Cuddy is obsessed with nudges and changes to our body posturing – and what that does to our psychological state. 

What she demonstrates in her book PRESCENCE is that credibility exists where there is stasis or stillness in the body. Her scientific work shows that this happens when high levels of TESTERONE (a dominance hormone) and low levels of CORTISOL (a stress hormone), are released. 

That is the ‘sweet spot’ - taking people psychologically and physically into the credibility/presence zone.
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Amy studied the anthropological practices of ancient tribes, groups and practices. One highlight is where she unpacks the HAKA of the New Zealand people. 

Prior to her work, this was overtly assumed to be a practice to over-dominate or terrify the opposer. Actually, what her work revealed was the open POWER POSE of the Haka helped players to mentally prepare and regulate before the match.




The Power Pose
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From her work, she defined two main power poses we can all adopt:
The WINNER [arms spread] 
The SUPERMAN or WONDER WOMAN [hands on hips] 

Both these states overtly signal, we are worthy, we deserve space, we have a voice.

What her studies show is that holding these states for 1-2 minutes before any significant interaction- e.g. meeting with a client or a new prospect - reduces cortisol and raises testosterone.

Let’s give these a go together. (DEMONSTRATE)

The WINNER   ........   The SUPERMAN or WONDER WOMAN 

Tom, how did you get on with this? Let’s see if that makes a difference later when you meet Dottie. We’re going to give you another go at that meeting!




5 Listening Levels, Stephen Covey, The 7 habits of highly effective people

Ignoring
Pretend 
listening

Selective 
listening

Attentive 
listening

Active 
listening
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Let’s now look at how we can increase Intimacy through some great LISTENING.

Steven Covey, in his book the 7 habits of highly effective people, describes 5 listening levels. [CLICK THROUGH]

To be more curious, connected and engaged, we need to listen attentively and at best, ACTIVELY LISTEN

Listening to these higher levels, builds empathy – showing understanding of someone else’s perspective. This is what helps to build that emotional connection.

So, in a minute we’re going to practice some of these behaviours:

Paying attention – Focus on what they are saying. Don’t rehearse what you want to say next
Showing you have understood – reflect and repeat back. Ask questions for clarification.
Deferring judgement – Allow them to finish, then pause. Don’t interrupt.




Listen for the hook

Question

THE TRUTH

BUY-IN

SOLUTIONS
Listen for the hook

Question

Listen for the hook

Question

Hook and probe
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Ok, finally how can we have low levels of Self-orientation through some great QUESTIONING. 

I want to introduce a simple questioning technique which helps you to follow the other person’s interest – and be curious.

It’s called Hook & Probe.




TED

Tell me Explain Describe
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Sometimes coming up with an open question on the spot can be difficult, so I find TED a simple and useful ‘cheat’

Instead of an open question you can use these three words to be curious, focusing more on them rather than yourself.





Let’s give it a go!

Actively Listen 

1. Focus on what they are saying

2. Reflect and repeat back

3. Allow them to finish and pause

Be Curious 

1. Ask open questions

2. Listen for the ‘hook’

3. Ask open question or TED
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OK, we’re going to give you an opportunity to try these techniques out now on your table. 

I’m going to give you all 5 mins to meet someone else on your table. Someone you don’t know very well or at all. Have a go at actively listening and being curious to increase trust. 

Actively listen (focus on what they are saying, reflect and repeat back, allow them to finish and pause before you respond)
Use hook & probe technique and TED to focus less on yourself and follow their interest.

Debrief:

How did this go? What did you notice? How did that help to increase trust? What impact did this have your mindset? Did you find yourself being in more of a growth mindset?

---------------------------------------------------------------
FORUM (10 mins)
----------------------------------------------------------------
So, Tom!!

We’re going to give you another opportunity to meet Dottie. Let’s start again. You’ve done your breathing and power poses right before the networking event, right? How did that go? How are you feeling? 

Before we start that conversation again, what advice have you got for Tom. On your tables, I’d like you to spend a few mins discussing what you would like Tom to try out (change from last time). 

Jeff to CHECK-IN with each character at the end of the forum [if time allows]




Mindset, Carole Dwek
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So, What next? [5 mins]

Where do you have more of a fixed mindset in your business development activities? Where is there an opportunity to have more of a growth mindset?...........




Connector Maven Salesman

The Tipping Point, Malcom Gladwell
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Perhaps, reflect on 3 roles from Malcom Gladwell’s Tipping Point - Mavens, Specialists, and salespeople.

Which one is more you? How can you personally step more into all of these roles?




Trustworthiness

Credibility Reliability Intimacy

Self-Orientation

T=
C R I+ +

S
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Reflect on Trust equation

How are you going to nudge up your levels of credibility/reliability/intimacy/self-orientation by 1-2 points?
Box breathing and power poses 
Active listening and being curious using ‘hook and probe’ /TED

ON TABLES

Discuss and agree on 1-2 actions.



Cultivating a business 
development mindset

Jeff Benveniste
jeff@theglobaledge.com
www.theglobaledge.com

THANK YOU
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Thank you, hope you’ve found the session insightful and useful.

II will be here for the rest of the afternoon if you have any questions or would like to discuss any insights from the session.

Please do connect with me on LinkedIn and in get touch if we can help you drive business development in your firms.

Finally, I’d be grateful for your feedback and comments on the session – please click on the QR code to this now.

Many thanks and enjoy the rest of the conference and your time in Prague.



mailto:jeff@theglobaledge.com
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