RACE Formula
for Business Development

Research

Know the Marketplace:

Buying process The need
* What are the criteria? * New purchase decision
» Preferred vendors list * Modified re-buy

*  Straight re-buy
* Has a problem — needs a solution

¢ Minimum standards or
certifications?

e Rul f en ment? .
ules ot engageme Partners and competitors

* Understand your competition

Supply chain +  Are there opportunities to partner?
* Decision maker / direct buyer «  SWOT analysis
* Procurement / purchasing +  Strengths
representative *  Weaknesses
* National or local *  Opportunities
+  Committee * Threats

HR
Recruitment &
Selection

Accommodations Communications

Health & Engineering, Design,
Safety and Construction

Waste Personnel
Management Electrical & Environmental Transport
Instrumentation Consultants
Well Rig
Services Hire

Testing and Seismic
Inspection Services
Catering Fuel Supplies
)

Cargo & (o]]]
I Subsea  shipment

Freight Drilling

Handling [ESASSPSASY & Storage
OIL COMPANIES

Office Warehousing Engineering, Procurement, Leak Detection Medical
and Construction
Management

Supplies Services

Field Marine Logistics &

Construction Transportation
Parts, Industrial P

Supplies, and

Maintenance -
Telecoms Training

Facilities
Management
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Analysis

Be informed Focus on the right area
* Can they afford you? * Increase your revenues
* Do their needs match with your *  Reduces your risk
product? *  Cutyour costs by 30%
* Do you have a chance of winning? Do *  Not technical benefits, such as
you need a partner? seamless integration, scalable,
* Isit worth winning? adaptable, secure networking, or

improves network performance
What is your USP — Unique Selling Point?

* Distinguish yourself Do you need a CRM (Customer Relationship
*  Customer service? Management) tool?
*  Supply? *  Pick a solution that aligns with your
* Experience? business size
* Location? * Business to Business
*  Numerous leads
What do you say? *  You have sales/BD staff
* Customers need a solution, not a * You have a long sales cycle
product

* Answer: What s in it for them

* Technically sophisticated

* Spell out benefits so they don’t have L
to calculate ===

Communicate
Personal selling: Direct sales Public Relations
* Networking * Articles
*  One-on-one meetings *  Pressreleases
*  Procurement seminars * Special events
* Cold calls/emails * Awards
* Learn face-to-face communications e Community involvement

& sales techniques
Social Media / Web
Advertising

* Know where to advertise
* Beconsistent
*  Know your brand: benefits versus

features
* Make a good first impression

Evaluate
You didn’t get the contract... YOU WON!
* Ask why * Ask why
* Debrief * Ask for feedback regularly
* Make adjustments * Make adjustments as needed
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