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Module 3: Building and Maintaining
Relationships



Course: Becoming a Great New Business Development Manager

Course Overview
This module focuses on the essential skills and strategies for building and maintaining strong
professional relationships. Participants will learn the importance of networking, relationship
management, and effective communication in driving business success. By the end of this
module, participants will be equipped with the tools to develop and nurture long-term,
trust-based relationships with clients, partners, and other stakeholders.

Course Structure

1. Lesson 3.1: Networking and Building Connections
2. Lesson 3.2: Relationship Management
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Course: Becoming a Great New Business Development Manager

Lesson 3.1: Networking and Building Connections

Objectives:

● Develop effective networking strategies.
● Understand the importance of building professional connections.
● Learn techniques for effective communication in networking.

Content:

1. Importance of Networking

● Lecture:
○ The significance of networking in business development.
○ Benefits of a strong professional network: access to new opportunities,

information, and support.
○ Differentiating between online and offline networking strategies.

● Activity:
○ Group Discussion: Share personal networking experiences and discuss the

benefits and challenges encountered.
● Reading:

○ "Never Eat Alone" by Keith Ferrazzi, focusing on the importance of
networking and relationship building in business development.

2. Building a Professional Network

● Lecture:
○ Strategies for building a professional network both online and offline.
○ Utilising social media platforms like LinkedIn and Twitter for professional

networking.
○ Importance of attending industry events, conferences, and trade shows.

● Workshop:
○ Profile Building: Create or enhance LinkedIn profiles, focusing on

professional presentation and engagement.
○ Networking Simulation: Practice networking at simulated events,

role-playing as attendees and hosts.
● Assignment:

○ Develop a personal networking plan, identifying key events, online platforms,
and strategies to expand your professional network.
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Course: Becoming a Great New Business Development Manager

3. Effective Communication Skills

● Lecture:
○ Essential communication skills for networking: active listening, clear and

concise communication, and building rapport.
○ Importance of non-verbal communication and body language.

● Workshop:
○ Role-Playing Exercises: Practise active listening, introducing oneself, and

engaging in meaningful conversations.
○ Feedback Session: Peer and instructor feedback on communication

techniques and body language.
● Reading:

○ Selected articles on effective business communication from Harvard Business
Review.

Summary

● Review Session:
○ Recap key concepts and lessons learned in this lesson through a class

discussion.
○ Q&A session to address any lingering questions or clarify complex topics.

● Assessment:
○ Multiple-choice quiz to test understanding of key concepts covered in the

lesson.
○ Peer evaluation of networking plans to provide feedback and foster

collaborative learning.
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Course: Becoming a Great New Business Development Manager

Lesson 3.2: Relationship Management

Objectives:

● Learn how to manage and nurture business relationships.
● Develop skills in using CRM tools for relationship management.
● Understand strategies for building trust and credibility.

Content:

1. Techniques for Long-Term Relationships

● Lecture:
○ Techniques for maintaining long-term business relationships: regular

follow-ups, providing value, and showing appreciation.
○ Importance of personalised communication and understanding client needs.

● Case Study:
○ Analysis of a successful long-term business partnership, focusing on the

strategies used to maintain the relationship.
● Activity:

○ Develop a relationship management strategy for a key client, including
follow-up schedules and value propositions.

2. CRM Tools

● Lecture:
○ Introduction to Customer Relationship Management (CRM) tools and their

importance in managing business relationships.
○ Overview of popular CRM systems like Salesforce, HubSpot, and Zoho CRM.

● Practical Session:
○ Hands-on experience with CRM software: inputting data, tracking interactions,

and managing contacts.
○ Creating and analysing CRM reports to assess relationship management

performance.
● Assignment:

○ Implement CRM strategies in a simulated environment, focusing on managing
a set of fictional clients and tracking interactions.
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Course: Becoming a Great New Business Development Manager

3. Building Trust and Credibility

● Lecture:
○ Strategies for building trust and credibility with clients and partners: delivering

on promises, maintaining transparency, and demonstrating expertise.
○ Importance of ethical behaviour and integrity in relationship management.

● Workshop:
○ Activities to practise transparency, integrity, and reliability in business

interactions.
○ Role-playing scenarios to handle common relationship management

challenges.
● Reading:

○ "The Speed of Trust" by Stephen M.R. Covey, focusing on the importance of
trust in business relationships.

Summary

● Review Session:
○ Recap key concepts and lessons learned in this lesson through a class

discussion.
○ Q&A session to address any lingering questions or clarify complex topics.

● Final Activity:
○ Group project to create a comprehensive relationship management plan for a

fictional company, incorporating all elements discussed in the module.
○ Present the plan to the class and receive feedback.

● Assessment:
○ Multiple-choice quiz to test understanding of key concepts covered in the

lesson.
○ Peer evaluation of relationship management plans to foster collaborative

learning and improve presentation skills.
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Course: Becoming a Great New Business Development Manager

Additional Resources:

● Recommended Reading:
○ "Never Eat Alone" by Keith Ferrazzi
○ "The Speed of Trust" by Stephen M.R. Covey

● Online Tools:
○ LinkedIn, Twitter for networking
○ Salesforce, HubSpot, Zoho CRM for relationship management

By the end of this module, participants will have a thorough understanding of the strategies
and skills required to build and maintain strong professional relationships. They will be
equipped with practical tools to develop and nurture long-term, trust-based relationships with
clients, partners, and other stakeholders.
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