business development manager kpis

business development manager kpis are essential metrics that help organizations evaluate the
performance and effectiveness of their business development strategies. These KPIs provide insights
into various aspects of a business development manager's role, from lead generation and client
acquisition to revenue growth and market expansion. By understanding and implementing specific
KPls, companies can align their business development efforts with overall organizational goals and
ensure sustainable growth. This article will explore the critical KPlIs for business development

managers, their importance, how to measure them, and best practices for implementation.
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Key Performance Indicators (KPIs) are measurable values that demonstrate how effectively a company
is achieving key business objectives. For business development managers, KPIs can vary widely

depending on the industry and specific company goals. However, there are several common KPlIs that
are universally relevant. These KPIs not only help in tracking performance but also in making informed

strategic decisions.

1. Revenue Growth

Revenue growth is one of the most critical KPIs for any business development manager. It measures
the increase in a company's sales over a specified period. This KPI provides insight into the

effectiveness of business development strategies and efforts.

2. Lead Conversion Rate

The lead conversion rate is a crucial metric that reflects the percentage of leads that have been
successfully converted into customers. A high conversion rate indicates that the business development

team is effectively nurturing leads and closing deals.

3. Customer Acquisition Cost (CAC)

Customer Acquisition Cost (CAC) measures the total cost of acquiring a new customer, including
marketing expenses, sales team costs, and any other related expenses. Understanding CAC helps

businesses assess the efficiency of their customer acquisition efforts.



4. Client Retention Rate

Client retention rate measures the percentage of customers that continue to do business with a
company over a specific period. A high retention rate often indicates customer satisfaction and

effective relationship management by the business development team.

5. Market Penetration Rate

Market penetration rate indicates the percentage of a target market that a company has captured. This
KPI helps business development managers assess their effectiveness in expanding their market share

and reaching new customers.

Measuring Business Development KPls

Measuring KPlIs is crucial for understanding performance and identifying areas for improvement. To

effectively measure business development KPIs, managers should follow a systematic approach.

1. Set Clear Objectives

Before measuring KPlIs, it is essential to establish clear, measurable objectives that align with the
overall business strategy. This ensures that the KPIs selected will provide relevant insights into

performance.



2. Use Reliable Tools and Software

Leveraging technology can significantly enhance the accuracy and efficiency of KPl measurement.
Customer Relationship Management (CRM) systems, analytics tools, and performance dashboards can

facilitate real-time tracking of KPlIs.

3. Regular Reporting and Analysis

Regularly generating reports on KPI performance allows business development managers to analyze
trends over time. This can help in identifying successful strategies as well as areas that may require

adjustment.

4. Feedback and Adjustment

Feedback from team members and stakeholders can provide valuable insights into the effectiveness of
business development strategies. This feedback should be incorporated into the KPlI measurement

process to ensure continuous improvement.

Best Practices for Business Development Manager KPls

Implementing KPIs effectively requires adherence to best practices that ensure their relevance and

impact on business development efforts.



1. Align KPIs with Business Goals

It is vital that the KPIs selected are directly aligned with the broader business goals of the
organization. This alignment ensures that the business development team's efforts contribute to overall

Success.

2. Focus on Actionable KPlIs

Choose KPIs that are actionable and provide clear guidance on what steps need to be taken. This

enables business development managers to make informed decisions based on the data collected.

3. Keep KPIs Simple and Understandable

While it may be tempting to track numerous KPIs, keeping the list concise and focused on the most

impactful metrics can lead to better analysis and decision-making.

4. Foster a Data-Driven Culture

Encouraging a culture that values data and analytics within the business development team can
enhance the focus on achieving KPI targets. Training and resources should be provided to ensure

team members understand the importance of KPlIs.

Challenges in Tracking Business Development KPIs



While measuring KPlIs is essential, various challenges can arise during the tracking process.
Understanding these challenges can help business development managers develop strategies to

overcome them.

1. Data Quality Issues

Inaccurate or incomplete data can significantly hinder the effectiveness of KPI measurement. It is

crucial to ensure data integrity by using reliable sources and regularly auditing data quality.

2. Resistance to Change

Team members may resist adopting new KPI tracking methods or changes in strategy. Effective

communication and training can help mitigate this resistance and encourage buy-in from the team.

3. Overemphasis on Numbers

While KPIs are important, an overemphasis on numbers can lead to neglecting qualitative factors such
as customer satisfaction and employee engagement. A balanced approach is essential for

comprehensive business development management.

Conclusion

In summary, business development manager KPIs are vital metrics that help organizations evaluate
and enhance their business development efforts. By focusing on key performance indicators such as

revenue growth, lead conversion rates, and customer acquisition costs, businesses can gain valuable



insights into their strategies. Measurement requires a structured approach, including setting clear
objectives and utilizing reliable tools. By following best practices and addressing potential challenges,
business development managers can effectively track their performance and contribute significantly to

organizational success.

Q: What are the most important KPIs for a business development

manager?

A: The most important KPIs for a business development manager include revenue growth, lead
conversion rate, customer acquisition cost, client retention rate, and market penetration rate. These

KPIs help assess the effectiveness of business development strategies.

Q: How can | improve my lead conversion rate?

A: To improve your lead conversion rate, focus on nurturing your leads through personalized
communication, ensuring your sales team is well-trained, and providing valuable content that

addresses the needs of your leads.

Q: Why is customer acquisition cost important?

A: Customer acquisition cost is important because it helps businesses understand the efficiency of
their marketing and sales strategies. A lower CAC means a more cost-effective approach to gaining

new customers.

Q: How often should KPIs be reviewed?

A: KPIs should be reviewed regularly, ideally on a monthly or quarterly basis, to assess performance

trends, make necessary adjustments, and ensure alignment with business goals.



Q: What tools can help track business development KPIs?

A: Tools such as Customer Relationship Management (CRM) systems, data analytics platforms, and

performance dashboards can help track and analyze business development KPIs effectively.

Q: How can | align KPIs with business goals?

A: To align KPIs with business goals, ensure that the selected KPIs directly support the strategic

objectives of the organization and involve all stakeholders in the KPI-setting process.

Q: What challenges are faced in tracking KPIs?

A: Challenges in tracking KPls include data quality issues, resistance to change among team

members, and an overemphasis on quantitative metrics at the expense of qualitative factors.

Q: How can | foster a data-driven culture in my team?

A: To foster a data-driven culture, provide training on data analysis, encourage open discussions about

KPI results, and celebrate data-based decision-making successes within the team.

Q: What are actionable KPIs?

A: Actionable KPIs are metrics that provide clear guidance on what steps can be taken to improve

performance. They should be specific, measurable, and directly related to business objectives.

Q: Can qualitative metrics be included in KPI tracking?

A: Yes, qualitative metrics such as customer satisfaction and employee engagement can be included

in KPI tracking to provide a more comprehensive view of business performance.
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business development manager kpis: Cost Management of Construction Projects Donald
Towey, 2013-06-12 The cost manager/quantity surveyor plays a pivotal role in the financial and
contract management of construction projects, although the exact nature of the service they provide
depends on the project employer’s terms of engagement. This can mean acting as consultant in a
range of roles including cost and advisory services for budget setting to initiate a project, cost
management through the design and construction phases, contract administration and acting as the
client side project manager to oversee the entire building process. Cost Management of
Construction Projects focusses on the cost manager/quantity surveyor engaged by the project client,
and discusses key elements that help drive project success including measurement (based on the
New Rules of Measurement published by RICS), procurement, cost planning, contract administration
and project cost management. With examples, it provides a thorough guide to the role in the
workplace and in the field, directly addressing the day to day situations faced by the cost
manager/quantity surveyor. Donald Towey MRICS has extensive experience of the construction
industry. His experience began as an estimator with a glass/glazing contractor in Manchester.
Following a number of positions with UK contractors he relocated to Australia and has worked with
a number of developers and main contractors, as well as doing freelance work. He is currently
working in contracts management in Sydney.

business development manager kpis: Great Corporate Culture - The Ultimate Business
Development Engine To Grow Earnings By 50+% Marcus Deiss, 2020-02-27 Great Corporate Culture
addresses misconceptions about the sales process and combines basic sales principles with
best-practice business development methods to unlock the B2B sales performance potential.Despite
rigorous research, little reliable evidence existed up to now about the financial impact that can be
realised with a happy workplace, or on the contrary, the earnings decline from a toxic workplace.
Therefore, many leaders are still unwilling or unable to decide among competing values, beliefs, and
parties to shape a productive corporate culture. The consequences are toxic workplaces that cost
organisations millions in delayed revenues and missed or lost business deals, along with
highemployee turnover and even harmful brand exposure. Great Corporate Culture explains the
theory behind building an internal culture and how to apply these understandings through the lens
of business development performance. Where business development is a challenge, it's usually
because of your corporate culture challenge.

business development manager kpis: Project Management Metrics, KPIs, and
Dashboards Harold Kerzner, 2017-08-30 Harold Kerzner’s essential strategies on measuring
project management performance With the growth of complex projects, stakeholder involvement,
and advancements in visual-based technology, metrics and KPIs (key performance indicators) are
key factors in evaluating project performance. Dashboard reporting systems provide accessible
project performance data, and sharing this vital data in a concise and consistent manner is a key
communication responsibility of all project managers. This third edition of Kerzner's groundbreaking
work, Project Management Metrics, KPIs, and Dashboards: A Guide to Measuring and Monitoring
Project Performance, helps functional managers gain a thorough grasp of what metrics and KPIs are
and how to use them. Plus, this edition includes new sections on processing dashboard information,
portfolio management PMO and metrics, and BI tool flexibility. ¢ Offers comprehensive coverage of
the different dashboard types, design issues, and applications Provides full-color dashboards from
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some of the most successful project management companies, including IBM, Microsoft, and others
Aligns with PMI’'s PMBOK® Guide and stresses value-driven project management PPT decks are
available by chapter and a test bank will be available for use in seminar presentations and courses
Get ready to bolster your awareness of what good metrics management really entails today—and be
armed with the knowledge to measure performance more effectively.

business development manager kpis: Professional Services Marketing Handbook Nigel
Clark, 2015-04-03 The market for professional services and consulting firms is changing, driven by
evolving and more demanding client requirements. Legal, accountancy and other professional
services firms are now looking for a new breed of leaders with the insight to help deliver those
requirements. Professional Services Marketing Handbook, published in association with the
Professional Services Marketing Group, is for marketing and business development professionals,
sales specialists, and a firm's technical practitioners who want to play a fuller role in their firm's
obsession with client relationship development to increase their impact and influence. Featuring
international case studies and best practice from industry leaders and experts such as Allen &
Overy, Baker & McKenzie, PwWC, Kreston Reeves and White & Case, Professional Services Marketing
Handbook explains how to become a complete client champion - the voice of the client - to both
shape and deliver a firm's client solution and experience. It helps marketers develop a growth
strategy for their firm, understand and connect with clients more deeply and develop and manage
client relationships to build successful brands. Contributing Authors: Richard Grove, Director of
Marketing, Business Development & Communications, Allen & Overy LLP Daniel Smith, Senior
Business Development and Marketing Manager, Asia Pacific, Baker & McKenzie Claire Essex,
Director of Business Development and Marketing, Asia Pacific, Baker & McKenzie Clive Stevens,
Executive Chairman, Kreston Reeves Louise Field, Head of Client Service & Insight, Bird & Bird LLP
Tim Nightingale, Founder, Nisus Consulting Ben Kent, Managing Director, Meridian West Lisa Hart
Shepherd, CEO, Acritas Nick Masters, Head of Online, PwC Alastair Beddow, Associate Director,
Meridian West Dale Bryce, President, Asia-Pacific Professional Services Marketing Association
Gillian Sutherland, Director, Global Key Account Management Buildings + Places, AECOM Susan
D'aish, Business Relationship Director, MacRoberts LLP Dan O'Day, Vice President, Thomson
Reuters Elite Matthew Fuller, Director of Marketing and Business Development EMEA, White &
Case LLP Amy Kingdon, Marketing & Communications Director, UK & Europe, Atkins Eleanor
Campion, Communications Executive, UK & Europe, Atkins Jessica Scholz, Business Development
Manager, Freshfields Bruckhaus Deringer, Germany Giles Pugh, Principal, SutherlandsPugh

business development manager kpis: Strategic Supply Chain Management Safaa Sindi,
Michael Roe, 2017-06-20 This book analyses the development of strategic supply chain modelling
and its role in optimising decision-making in business, in relation to advances in technology and
increased demand due to globalisation. The authors examine existing supply chain models in order
to create a conceptual framework for a new diagnostic tool, offering a useful, realistic and
meaningful contribution to the field, both theoretically and practically. Using the real-life context of
a major international automobile manufacturer, this study satisfies the demand from industry for
guidance in the complex world of strategic supply chain modeling in the growing logistics business
sector. Readers of Strategic Supply Chain Management will find this work instructive and
informative, and it will be of particular interest to students, researchers and policy-makers in the
supply chain management industry.

business development manager kpis: Total Facility Management Brian Atkin, Adrian Brooks,
2021-03-16 TOTAL FACILITY MANAGEMENT A comprehensive review of what facility management
means to owners, operators, occupiers, facility managers and professional advisors The newly
revised Fifth Edition of Total Facility Management is an accessible and practical text that shows
readers how the concept and principles of facility management can be implemented in practice. The
book deals with the most common and intractable challenges facing professionals, academics and
students in the field and provides practical solutions with the means to implement them. The new
edition includes a greater focus on applicable ISO standards in facility management as well as




maintaining an international perspective throughout. The book contains easy-to-access advice on
how facilities can be better managed from a range of perspectives, and the subjects covered provide
a comprehensive treatment of facility management. Readers will benefit from the inclusion of: A
thorough introduction to the fundamentals of facility management, including key roles,
responsibilities and accountabilities and the core competencies of facility management An
exploration of facility planning, facility management strategy, outsourcing, procurement, facility
management organization, facility maintenance management and business continuity and recovery
planning An examination of human resources management, well-being, workplace productivity,
performance management health, safety, security and the environment A review of sustainable
practices, change management, facility management systems, information management (including
building information models and digital twins) and innovative technology. The book is the perfect
choice for undergraduate and graduate studies in facility management, construction management,
project management, surveying and other AEC disciplines. Total Facility Management will also earn
a place on the desk of practicing facility managers, as well as in the libraries of academics and
researchers whose work requires them to understand the theory and practice of facility
management.

business development manager kpis: Managing Convention Centers Prashant Raturi,
2025-02-20 Managing Convention Centers helps improve performance through data-driven decision
making. We argue that many convention centers rely on intuition rather than data analysis. Our book
emphasizes the importance of Key Performance Indicators (KPIs) specific to the convention center
industry, beyond just financial metrics. We offer practical advice for convention center staff at all
levels, from leadership to supervisors, and also target students and hospitality professionals. Our
book explores various KPIs, such as business traveler count, sales and marketing metrics, earned
service revenue, and operating expenses. We provide formulas and explain how to interpret the
data. Beyond financials, we explore KPIs related to security, guest behavior, employee safety, and
data privacy. We offer best practices and highlight potential challenges. Our book also covers facility
condition, capital spending, human resources, and sustainability, all through the lens of KPIs and
data analysis. Finally, we provide guidance on presenting KPIs effectively and implementing a KPI
program within a convention center. Managing Convention Centers is an essential resource for
anyone looking to enhance the performance and efficiency of convention centers.

business development manager kpis: How to Listen and How to Be Heard Alissa
Carpenter, 2020-05-11 A straightforward guide to communicating more effectively on the job and
building a more inclusive, creative, and productive workplace. How to Listen and How to Be Heard
is a guide to empowering yourself and others to communicate with people who think, act, and
experience things differently than you do. It’s also guide to communicating with more confidence,
candor, and authenticity. Too often, people avoid difficult conversations, but these discussions often
need to happen to bring people together so we can all succeed. There are so many different
perspectives and experiences being brought to the table. And the best employees and leaders know
that harnessing the power of these differences will build stronger teams, ideas, and organizations.
How to Listen and How to be Heard shows you how to bridge the conversation gap and use your
unique voice to start powerful conversations. Learn how to communicate with, through, and
alongside what makes us different. We are all here to work together, so let’s get started. Praise for
How to Listen and How to be Heard Best Nonfiction Book of 2020, Cosmopolitan “Gets to the heart
of communication issues at work. Using Alissa Carpenters techniques, your workplace will be more
inclusive, creative, and productive.” —Dorie Clark, executive education professor at the Duke
University Fuqua School of Business, author of Reinventing You and Stand Out “The working world
is a more diverse place than ever before. Open dialogues are a must and lead to innovation and
harmonious teams. Alissa Carpenter provides a guide to successful communication in the
workplace.” —Dan Schwabel, author of Back to Human, Promote Yourself, and Me 2.0 “Carpenter
offers useful insight on starting tough conversations. Many practical and actionable suggestions
throughout the book make it a valuable read for anyone interested in working on their



communication practices.” —Library Journal

business development manager kpis: Managing Business Analysis Services Barbara Davis,
2012-10-21 This unique desk reference offers the information, models and guidance needed to plan
and deliver complete, end-to-end business analysis services. Its step-by-step approach enables
maximum utility of the business analysis (BA) role, development of more complete solutions for
meeting the strategic goals of a business, and dramatic and sustainable improvements in project
success rates. Managing Business Analysis Services: A Framework for Sustainable Projects and
Corporate Strategy Success provides chief information officers, business analysis managers and
consultants the information required to maximize the efficiency and productivity of technology
projects, obtain higher returns on investment from BA services, reduce operating costs, and increase
alignment of products to better serve the company or the client organization.

business development manager kpis: Performance Management Christopher Mills,
2017-05-08 Be it profit or cost-centered, performance management is a critical business system and
is the lifeblood of any organization. It translates strategy and direction into individual accountability.
This book provides readers with a step-by-step process to build a performance management system
that works! It shows organizations how to make performance management employee-centric, link
strategy to performance management, use PM to support and develop culture change, set KPIs,
track and measure competencies, and use a rating system that differentiates performance and links
to rewards. How to Build a Performance Management System That Works covers many best
practices and examples that create direction, synergy, and accountability for future organizational
and individual success.

business development manager kpis: Human Resource Management In Singapore - The
Complete Guide (Volumes A-c) Oun Hean Loh, Jacqueline Suet Peck Chin, 2024-03-15 'This HR
management series is timely. It is written in the Singapore context guided by our local employment
laws and tripartite guidelines and standards. I commend the authors for their endeavour to produce
such a first.'Lim Swee SayFormer Minister for Manpower & Former Secretary General, National
Trades Union CongressHuman Resource Management in Singapore — The Complete Guide covers a
wide spectrum of human resource management topics in five volumes: Employment Management,
Work and Remuneration, Employee Benefits, Performance and Development, and Employee Conduct
and Relations. Volumes A-C is a special bundle set consisting of the first three volumes only —
Employment Management, Work and Remuneration, and Employee Benefits respectively. In every
chapter, the WHY, WHAT and HOW are presented lucidly. The books are a must-have GPS for any
human resource practitioner in Singapore. Students, academics and bosses into human resource
management as well as overseas human resource practitioners will also find the books helpful and
instructive.

business development manager kpis: M&A Information Technology Best Practices Janice
M. Roehl-Anderson, 2013-09-20 Add value to your organization via the mergers & acquisitions IT
function As part of Deloitte Consulting, one of the largest mergers and acquisitions (M&A)
consulting practice in the world, author Janice Roehl-Anderson reveals in M&A Information
Technology Best Practices how companies can effectively and efficiently address the IT aspects of
mergers, acquisitions, and divestitures. Filled with best practices for implementing and maintaining
systems, this book helps financial and technology executives in every field to add value to their
mergers, acquisitions, and/or divestitures via the IT function. Features a companion website
containing checklists and templates Includes chapters written by Deloitte Consulting senior
personnel Outlines best practices with pragmatic insights and proactive strategies Many M&As fail
to meet their expectations. Be prepared to succeed with the thorough and proven guidance found in
M&A Information Technology Best Practices. This one-stop resource allows participants in these
deals to better understand the implications of what they need to do and how

business development manager kpis: Integrated Reporting (IR) for Sustainability
Ki-Hoon Lee, Samanthi Senaratne, Nuwan Gunarathne, 2023-10-24 The book presents a rich
collection of research studies on the theory and practice of corporate integrated reporting (IR) in




South Asia. South Asia is emerging to compete in the world marketplace and one of fast
economically growing regions to contribute to the global economy. As the region’s economic
development accelerates, balancing economic and environmental development appears as a key
sustainability challenge for governments, investors, consumers, and local communities. Companies
in South Asia region are therefore increasingly challenged to reduce their environmental impacts
and to contribute to sustainable development. This book includes valuable contributions of advanced
research, concepts, applications, developments and case studies on corporate IR and sustainability
accounting in South Asia and the roles of different professional accounting bodies to strength
corporate sustainability and build capacity in the South Asian Region.

business development manager kpis: Product Management: Mastering the Product Role
Asomi Ithia, 2019-04-28 In a new series, Asomi Ithia provides a pragmatic approach to the range of
activities required to create, deliver and manage products. In Mastering the Product Role, Asomi
describes the various functions of product management, and outlines its uses in different
organisational contexts.

business development manager kpis: Key Performance Indicators David Parmenter,
2019-10-29 The new edition of the bestselling guide on creating and using key performance
indicators—offers significant new and revised content Key Performance Indicators (KPIs) help define
and measure the organizational goals which are fundamental to an organization’s current and future
success. Having solid KPIs is crucial for companies that are implementing performance management
systems, such as balanced scorecards, six sigma, or activity-based management. In many
organizations, KPIs are often too numerous, randomly assembled, and overly complex—essentially
rendering them ineffectual, or at worse, counterproductive. Key Performance Indicators provides a
model for simplifying the complex areas of KPIs while helping organizations avoid common mistakes
and hazards. Now in its fourth edition, this bestselling guide has been extensively revised and
updated to incorporate practical lessons drawn from major implementations. Fresh content includes
a more concise KPI methodology with clear implementation guidance, original insights on how other
areas of performance management can be corrected, and new in-depth case studies. A revised
starter kit is included to identify critical success factors, and the KPI resource kit contains updated
worksheets, workshop programs, and questionnaires. Helping readers to better define and measure
progress toward goals, this important guide: Dispels the myths of performance measurement and
explains a simple, yet powerful KPI methodology Explains the 12-step model for developing and
using KPIs with guidelines Helps readers brainstorm performance measures, sell KPI projects to the
Board and senior management, and accurately report performance Features the “KPI Project
Leaders Corner” which provides readers with essential information and useful exercises Includes an
array of practical tools—templates, checklists, performance measures—and a companion website
(www.davidparmenter.com) Key Performance Indicators: Developing, Implementing, and Using
Winning KPIs, 4th Edition is important resource for C-suite executives, senior management, project
teams, external project facilitators, and team coordinators involved in all aspects of performance
management systems.

business development manager kpis: Shipping Performance Management Photis M.
Panayides, 2023-10-31 In the dynamic and volatile shipping industry, effective performance
management is essential to an organization’s success. This book is a practical guide to developing a
holistic and comprehensive performance measurement and management system at managerial level
in shipping organizations. Companies in the shipping industry must perform well across many facets
of the organization to satisfy an array of demands and obligations arising from a complex
environment of customers, partners, competitors and regulators. This book shows how companies
can develop systems to effectively gauge and monitor organizational performance, including among
others strategic, economic, environmental, social and operational performance. Topics covered
include: tools and approaches for measuring performance; strategy and the use of the Balanced
Scorecard; the mapping of shipping business strategy; the development of KPIs; cascation of
company and departmental objectives and KPIs; and implementation. This guide to performance



measurement and management is an important resource for managers in the shipping and maritime
transport industry, as well as those aspiring to hone their skills in the art of performance
management and decision-making.

business development manager kpis: Effective Client Management in Professional Services
Jack Berkovi, 2016-04-29 How do firms become Client-centric? Effective Client Management in
Professional Services is about putting the Client first, everywhere, in the activities of professional
services firms. The book introduces The Client Management Model to enable firms to assess their
level of Client orientation and relationship development. It also features The Client Management
Index which enables firms to benchmark their result against their peers. Many firms are still
developing and improving their commercial structures and approaches to attract, develop and retain
Clients. Characteristically, professional services firms tend to lag their consumer goods and service
industry counterparts in overall commerciality. Only recently have they discovered the value of
having a strong brand promise with the associated employee engagement. In many firms
achievement of Client satisfaction is not a strategic objective; this may need to be reviewed. This
book provides a comprehensive, pragmatic guide to the Client relationship journey, from identifying
potential Clients to their engagement, care, retention, development, loyalty and beyond. The
handbook format has exercises and tools which can help to establish which Clients are likely to be
the most lucrative and thus provide the desired financial returns. The book also includes insights
from top practitioners, anecdotes, case studies, charts and useful exercises and checklists. Readers
can also determine their own level of effectiveness using the end of chapter reviews and a diagnostic
tool to produce a Client Management Profile.

business development manager kpis: Project Management - Best Practices Harold
Kerzner, International Institute for Learning, 2010-11-04 From senior executives across the globe,
insights for successful project management implementation The bestselling first edition of Project
Management Best Practices: Achieving Global Excellence set the course for project managers
navigating the increasingly challenging task of working within global corporations and with distant
and diverse work teams. This new edition carries that tradition to the next step, presenting a new
set of firsthand accounts of how corporations around the world incorporate project management into
their strategic business operations. In this Second Edition, senior managers of more than fifty global
companies—both large (Fortune 500) and small, and in all sectors of the market—share their best
practices in project management. These industry leaders offer insight into best practices for: Project
risk management Project management for multinational cultures and cultural failures Focusing on
value as well as cost and schedule Integrated and virtual project teams With new and updated
information on the latest developments in the field, Project Management Best Practices: Achieving
Global Excellence, Second Edition offers a must-have window onto the issues—and their real-world
solutions—facing corporate managers, project and team managers, engineers, project team
members, and business consultants in today's global market.

business development manager kpis: Human Resource Management: Strategy and Practice
Alan R. Nankervis, Marian Baird, Jane Coffey, John Shields, 2016-09-15 In its 9th edition,
AHRI-endorsed Human Resource Management continues to provide a strong conceptual and
practical framework for students of human resource management. The successful integrative
strategic HRM model is retained and the most recent developments in human resource management
theories and practices are explored. A multitude of contemporary regional and international
examples are integrated throughout, alongside an expanded coverage on ethics and a focus on
critical analysis. Thoroughly revised and updated with the latest research findings, this edition
incorporates a wealth of new material including: corporate social responsibility, ethics, sustainable
management practice, leadership, talent management, industrial relations, and retains its focus on
core human resource elements. Accompanied by online study tools which help to reinforce concepts,
apply critical thinking and enhance skills, this 9th edition of Human Resource Management offers
the complete learning experience required to succeed in human resource management.

business development manager kpis: Organizing and Managing Insanely Great Products



David Fradin, 2020-12-16 This is the second in a series of three books dedicated to the goal of
building, managing, marketing and selling insanely great (successful) products. The first covers
“Building Insanely Great Products: The Six Keys to Success”. The third is “Marketing and Selling
Insanely Great (Successful) Products”. This book covers the key factors in Organizing and Managing
Insanely Great (Successful) Products.Worldwide, in every size company there is an urgent need to
align product management success approaches with modern product enterprise trends. As a result,
there are changes that are driving the need to reconsider product success management paradigms.
This book covers these changes and much more from a 360 degree perspective.This book discusses
these teams and their effect on organizing and managing product pain points; Leadership team and
enterprise, Innovation team, Strategic IT team and technology adoption, the Infosec team and
information security, Partner focused teams and partners, Performance management teams and
enterprise performance, Business process teams and Core and support business processes.
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