A business development self-assessment tool designed for
professionals who didn’t spend 18+ years in school to be salespeople.

Directions: The following questions have been desig ned to give you insight into the areas in which you have skills,
talents or abilities in what's often called busines s development (which really means the ability to bring in new clients
and grow existing ones). Please rate each response from 1 (low) to 5 (high).

Rating |12 |3|4]|5

1. I'm very comfortable using traditional networking t o find potential clients.

2. 1 know how much new revenue | am expected to bring in on an annual basis.

3. luse social media as a way of being known.

4. If you searched me on Google, you'd find what | do professionally--- and, why someone would
benefit from working with me.

5. | have a descriptive, benefit focused way of descri bing the value clients get working with me.

6. |have a clear system for getting new business, and | follow that process on a consistent basis.

7. I've developed responses to overcome typical prospe cts’ objections, AND seen them work well.

8. | spend at least five hours each week in the pursuit of new clients and new opportunities.

9. Ifeel as though | stay in touch with potential cli ents on a regular (at least monthly) basis.

10. | have a referral system and it yields at least 30% of my new revenue each year.

11. | use the organization's CRM (or my own) to track my business development process.

12. | am confident describing how--- and how much--- pe ople need to invest to work with me.

13. | am diligent about researching potential clients w ell before | talk with them.

14. I'm comfortable creating and giving presentations t o senior-level decision makers.

15. | frequently create potential solutions in partners hip with prospective clients, other partners and
staff.

16. | see myself as a solid closer, and bring in busine ss in a timely fashion.

17. I'm well aware of my competitors, both direct and i ndirect, and know how to sell against them.

18. I've studied how potential clients make decisions a nd can match what | do with how they think as
buyers.

19. Setting appointments to meet with prospective clien ts is a natural/comfortable part of my work.

20. 1 work closely with colleagues whom I've asked to b e accountability partners.

Number of x's in each column:

Multiply number of x’s by rating to get total for ¢ olumn:

Grand total: Add column scores together. Maximum score is 100; minimum score is 20.

MY TOTAL IS:

How to interpret your resuils:
If you've scored 95-100, please call us. We'd like to use you as a success story in our work. No kiddi ng.
If you've scored 85-94, good job. Sign up for our T wo Minute Tips, so you can stay fresh on new ideas.
If you've scored between 70-84, consider re-evaluat ing yourself in six months. And visit our blog at

www.minnesotabusiness.com for ideas.

Between 50 and 697 If there is an expectation in yo ur organization that you'll bring in revenue, you'r e going
to need more learning, practice and support. We'd b e happy to come in and talk with your management

committee regarding options.

Under 507 Call us now. We've got a variety of progr ams, coaching options and self-study programs that

can help.
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