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Why does this matter? Why does this matter? Why does this matter? Why does this matter?     
In these uncertain economic times, more and more pr ofessionals are hearing, “You must bring in revenue. Now.”  
Most professionals---whether it’s CPAs, attorneys, marketing consultants, executive search firms, tech nology or 
business consultants --- love doing their client wo rk. And, most of them don’t don’t don’t don’t love getting it.  
 

The pattern of their work creates a never ending revenue roller coaster. They believe they are too busy with client 
work to do business development, but when those ass ignments wind down they are too fearful of possible  
rejection that comes with seeking new business. The ir continued professional success depends on breaki ng that 
roller-coaster pattern. Better results require beha vioral and mindset changes and both of those are ex tremely 
difficult to do alone.  
    
This can be easyThis can be easyThis can be easyThis can be easy------------ and sustainable and sustainable and sustainable and sustainable....    
There’s no question that learning and adopting prac tical business development processes is critical. N o question 
that getting coached through behavioral change is e ssential. No question that mindset change is mandat ory. 
And, no question that all three of these steps will  work their best when a partner who demands account ability is 
added into the mix of solutions.  
 

Once you’ve decided to get off the rollercoaster, hOnce you’ve decided to get off the rollercoaster, hOnce you’ve decided to get off the rollercoaster, hOnce you’ve decided to get off the rollercoaster, h ow do you buildow do you buildow do you buildow do you build    in accountability?in accountability?in accountability?in accountability?    
�  Learn togetherLearn togetherLearn togetherLearn together. And keep learning. Participate in m ultiple learning experiences with a partner who 

can be from in or out of your organization. The imp ortance is that you know and respect one another, 
and that you’ve agreed to work together. Consider d eveloping some coaching skills and offer to peer 
coach.  

�  Share your plans.Share your plans.Share your plans.Share your plans. First, draft your own plan; then,  share how you put it together and highlight your 
expected milestones. If you don’t yet have a 100 da y plan, that’s the first step for you.  

�  DDDDefine your roles.efine your roles.efine your roles.efine your roles. Each partner should be very clear on what their responsibilities are. Will you share 
any business development tasks or are you strictly accountability partners? 

�  Agree to listenAgree to listenAgree to listenAgree to listen and speak up and speak up and speak up and speak up.... Two heads are better than one. Partners need to l isten to each other 
and give honest and respectful feedback. Have an ag reement that if one person strays from the plan, 
it’s okay for the other to be the pest to get them back on track.  

�  Share your behavior goals.Share your behavior goals.Share your behavior goals.Share your behavior goals. What actions or habits d o each of you want to start and stop? Write 
them down. Keep your own list and your partner’s li st. Keep each other accountable. 

�  SSSScccchedule hedule hedule hedule a set time to meeta set time to meeta set time to meeta set time to meet. . . . Ask    your partner to hold you accountable for milestone s and progress 
towards them. Be honest about what’s working, what’ s not. Seek their support in changing both your 
mindset and your behaviors. Consider having contest s. 

�  Remember to cRemember to cRemember to cRemember to celebrateelebrateelebrateelebrate. . . . When you stick to your plan and reach goals, be s ure to recognize the 
achievement.  

 

What What What What can you do to avoid being too busy to keep thi s going? can you do to avoid being too busy to keep this goi ng? can you do to avoid being too busy to keep this goi ng? can you do to avoid being too busy to keep this goi ng?     
1. Develop some automatic systems; report these to you r partner and make them hold you accountable.  
2. Block time on your calendar for business developmen t…research, phone calls, writing. 
3. Keep your funnel visible so that at any time you ar e aware of action and progress at each step. 
4. Always be looking for tasks that should be delegate d or hired out to someone else. 
5. Be organized. Don’t waste time looking for things. 
6. Don’t let email run your life. Are you on too many email lists? Are you checking email every five minutes?   

 


