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Hit the Ground Running: A Guide for New BDAs

Congratulations on your employment with Avitus Group as a Business Development Associate! Lucky
for you, the road to success within this position has been tried and true. There are a few factors
that we on the Business Development Team have identified as crucial to your success. While it is
important to remember there are no ‘Silver Bullets’ for achieving success, having the simple (not easy)
things below mastered will increase your chances of completing your 90 day minimum expectations
exponentially, and establish great habits for longevity on the Business Development Team.
It should go without saying that work ethic in this role is essentially your oxygen. Without it you
cannot breathe, and frankly you don’t stand a chance of succeeding without it. How you define hard
work is up to you, but remember any person that has been successful in this position, and in life, has
put in the work and continues to do so on a daily basis. In short, be relentless. As mentioned above,
this job is simple; identify prospects that are a reasonably good fit for Avitus Group, and facilitate a
revenue generating relationship with said prospect. However, while simple, it is not easy and success
as a member of the Business Development Team, at any level, requires a healthy combination of
working hard and Smart. The following pages detail a few ways you can begin to work smarter.

Work Ethic
is Your Oxygen
Be Relentless
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Chapter 1:

Being Organized is Being in Control.

First and foremost, Organization. This has to be your top priority out the gate. Benjamin Franklin once
said, “For every minute spent organizing, an hour is earned.” Having strong organizational foundations,
allows for your days and calls to be effective. It’s important to note that being effective is much more
than being efficient. Being busy does not mean being productive. An effective day is the healthy
combination of making a high quantity of quality calls.
Now is the time to put these systems into place so 6 months to a year from now you’re able to most
effectively do your job. Having something in place to keep track of the calls you made, when you
made them, what you took away from the call, etc. is critical to your success in this position. By having
a system in place, you’re allowing yourself to be efficient between calls in a plethora of ways which
include the following:
1. Leads are Qualified - You will have already identified businesses you want to call on with pertinent
info (area, business owner name, number of employees, industry, year established, etc.) - this means
you aren’t wasting precious calling time trying to figure it out in the parking lot beforehand, or driving
around trying to find a good business.

Being intentional with your actions and words
will help get you where you want to be.

2. Your day is Mapped Out - This allows you to be intentional with your calls and with your day. By
having calls scheduled prior to starting your day, you’re starting with a plan. This is what helps transition
an efficient day into an effective one. Going back after every call, and taking diligent notes allows you to
“load your gun” with pertinent information that will give you an edge or competitive advantage among
other salesmen that will inevitably walk through the same door that day. These notes, in turn, allow you
to build relationships with the people you meet, because you can reference quickly the conversations
you last had (interests, family, things in the office, services we might be able to help in) so you can go in
with a plan and an idea of where you want to steer the conversation. All of these things, combined with
valuable information you will have gathered from the last time you were there, will be at your fingertips
so you can “load your gun” prior to walking in within seconds. If you’re not doing something like this
you’re just wasting time, and as they say “Time is Money.” Being intentional with your actions and
words will help get you where you want to be. It puts the control of the conversation into your hands,
not the secretary or the business owner. Being organized, is being in control.
PAGE 02

3. Follow-up becomes Natural - When you plan well and work your plan, this permits excellent
follow up to come naturally, which again will separate you from the “herd.” Business owners want to
do business with people who do what they say they will do. Put yourself in the business owner’s shoes;
if I’m paying someone to do something, I expect results. When you tell the office manager or business
owner that you will be back later that day or week at 2:00pm and you do it, it goes a long way.

The only way to achieve the above goals is by being organized.
Remember our job is not to convince every business owner to work with us, but rather our job is to
identify which ones would be a good fit for Avitus Group, and GO AFTER them.

“Prospecting – find the man with the problem.” – Ben Friedman
Utilize tools that will help you reach the business owner faster, and allow you to make more quality
cold calls. Ideally you should be taking detailed notes on what you observed with each call, and never
leave the call or meeting without a clear time to follow up or a scheduled meeting.
If you choose to do so, focusing on one area each day (5 total areas for the week) will really help you
stay organized, and make it easier on you because you’ll know you’ll always be in City A on Monday,
City B on Tuesday and so on. This will impress the business owner because when you say “I’ll be back
Monday at 9:00 am” you will be there and distinguish yourself from the other sales people who walk
through their door.
This helps you stay organized, which is important in calls to communicate when you’ll be back, and
then in turn do it: aka Follow Up. More face time amongst a few areas is better than less face time
across many areas. This is cold calling. It takes an average of 7 meetings to close business, and
probably even more so in our industry.

“Success is walking from failure to failure with no loss of enthusiasm.” –
Winston Churchill

Work Smarter and Harder.
The key is to find a system that works for you. Remember you have an entire team of successful reps
at your disposal. We encourage you to reach out to other reps and see what they do to stay on top of
things and develop your system from there.
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Chapter 2:

Be Intentional.

Now that you’re organized and being effective, start focusing on being intentional.
To be intentional is to act purposefully with a goal in mind and a plan for executing it. Having the
organizational foundations in place will inevitably contribute to being intentional.

Be intentional with your words and your actions.
This includes your elevator speech or pitch. Virtually every business in the world is already ‘doing’ what
we do, in a sense, otherwise they wouldn’t be in business. By simply listing out a menu of services,
you’re hoping a business owner happens to be struggling with one of those areas right now. Your
chances of getting that lucky are very slim. It also gives the business owner an immediate out and
doesn’t compel them to meet with you to learn more because they feel like they know what we do
already. Remember, the first thing you’re selling is YOU. Once you’ve accomplished that you’re able
create an opportunity to have a meaningful conversation by SHOWING them what we do and WHY
we do it. Put together 3 or 4 different opening lines that will intrigue the decision maker while not
revealing exactly what we do with the goal of getting the chance to properly explain Avitus Group in a
sit down meeting or opening the iPad and showing them.
Put some one-liners together on the ‘We do, to, so’ model.
For example: “We partner with entrepreneurs, to relieve them from administrative hassles, so they can
focus on increasing their bottom line.”
You want a clear and concise elevator pitch that provides value, intrigues further action, and most
importantly is authentic to who you are as a person. You want them to ask what you do exactly, so you
can show them on the iPad or set up a meeting. Combine this with good relationship building skills and
you’ll set up a lot meetings. You want to get them talking, and they don’t do that by listening to us blab
on about who we are or how we can help them. Have fun and identify a few areas you can get a smile
on the person’s face so you’re easy to talk to so the next time you go back in there they are looking
forward to it. Or, at the very least, not annoyed that you’re back.

A goal without a plan is just a wish.
One of the statements that floats around our BD team is that “people do business with people they
trust, and they trust those that they like...and that takes time.” If you are going to be successful on the
team, it’s imperative that you take time to get to know the business owner and allow them time to get
to know the REAL version of you. Be authentic.
In short, build relationships and then build trust.
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Ultimately speaking with a purpose is what you are trying to learn. Whether it’s building rapport or
discretely prying to get the information you need, being intentional with your words will better help
you do so.
Being intentional with your actions is just as important. That means having a plan each day
and executing that plan as effectively as possible. Do this by spending a good amount of time in
ReferenceUSA finding businesses you think will be a good fit, organizing those businesses effectively
(via a spreadsheet, taking diligent notes, setting up follow up times), and optimizing the route to get
there (via the Roadwarrior app). As they say in the restaurant industry, “Move with a purpose.” This will
allow you to not only increase your quantity of calls, but more importantly the quality of each call. This
combination, in our opinion, is the definition of being effective.
This also means spending time investing in or bettering yourself as BDA and being a good steward of
Avitus Group’s resources. By practicing 2 scripts 2 times each per day, you will be able to communicate
our services more effectively, with the intention of pushing the ball forward via an RFP and Discovery
Call. Or perhaps its spending a half day with the focus of getting 5 payroll quotes. By being intentional
with how you want your calls to end up, you will in turn learn to navigate cold calls into meetings and
so on. Each day should have a purpose. A goal without a plan is just a wish.

Be intentional
with your
words and
your actions.
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Chapter 3:

Implement Awareness.

To be aware means to be in touch with your environment – and to react to any cues given. Awareness
teaches you how to manage yourself and how to productively engage with other people. Having self
and situational awareness will allow for success in some areas that are critical for success in this
position; building rapport, and confidence, getting the information you need to move the ball forward.
Remember this job is a series of little closes or wins. The first being building trust (rapport) with the
gatekeeper, then getting the business owner or decision maker to sit down with you or schedule
a meeting, then discovery call, and so on. It’s hard to associate ‘awareness’ with tangible areas of
improvement, but it’s as simple as going in and noticing something small to have a conversation about
(calendar, picture on desk, earrings, sports team, hunting, etc.), so the first thing you’re talking about
is NOT business, and you are building a relationship with that person, and ultimately making it easier
for them to trust you. This can also be attributed to things that will help sway the conversation in the
direction of the multitude of services we offer.
For example, on a cold call you may notice there were Timecards
on the wall with a time clock. This could be somewhat of a painpoint for the business owner and give you an avenue to go
down. Or when visiting with a client, they may mention trouble
with getting people to show up to interviews. This gives you
an excellent segue into our recruiting services and fulfill the
needs of clients.
Having awareness is what ultimately makes us
‘consultants’ rather than salespeople. Remember
the very first action in our vision statement is to
‘Listen’ which is another way of saying ‘Be aware’. And
it’s good to not only be aware of others but also to
be self-aware. Sometimes the very thing that stands
in the way of us and a potential client is US. Be open
to coaching on how you come across and be willing
to go to work in changing the possible scratchy
parts of personality that might cause you to be
misunderstood.

To Be Aware Means
To Be In Touch with Your
Environment
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Sometimes
the very thing
that stands
in the way
of us and
a potential
client is US.

One way to become more ‘aware’ is by having your presentations memorized. When you can recite
them without thought, you’re able to be aware of what is hitting home with the business owner and
what’s not. When you’re focused on getting the words out, you can’t focus on the body language or
signals the decision maker is giving you, and you’ll be thrown off by any little interruption.

Having your scripts down will in turn make you more aware.
Essentially, it’s about paying attention. Paying attention to the situation at hand (cold call, discovery,
proposal, client meeting, etc.) and paying attention to yourself. We are more confident and more creative
when we see ourselves clearly. We make better decisions, build stronger relationships, and communicate
more effectively. When you lack self-awareness, there is a gap between what you think you do and
what you actually do. There are ‘blind spots’ which can affect how you engage with others. Be sure
to utilize your team to gain feedback and constructive criticism and gauge what’s working and what’s not.
A very helpful question to ask those that observe you most often in life (colleagues, significant other/
spouse, BD leadership) is this: “what’s it like to be on the other side of me?” If you want to find out where
you might be blind, ask that. You’ll be amazed at how helpful that feedback will be.
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Chapter 4:

Master the Monotonous.

The pursuit of success in the BDA position starts with this simple principle: Master the Monotonous.
This opportunity carries many appealing and ‘sexy’ aspects: working with entrepreneurs to grow their
business, the freedom to set our own schedule, the power to create your own financial well-being, etc.
However, implementing aspects from chapters 1-3 into a daily routine and executing that routine day
in and day out is what separates the high performers from the low performers.
These high performers don’t possess a ‘silver bullet’ or ‘superpower’. They do, however, have the
‘superpower’ to master their daily routines and push through the mundane tasks that will inevitably
come with success in this position. Making 20 cold calls a day -- while it can be exciting when going well
-- is quite the contrary when going poorly. Most people, understandably, get bored and/or discouraged
with this challenging routine and can lose focus of their goals as well as the reason they accepted
this position in the first place. Successful reps have found a way to attack their day-to-day with
intensity that the average person would attach to planning an awesome vacation.
Breaking your days into ‘themes’ is an excellent way to break up the routine of simple cold calling,
while simultaneously increasing your skills on selling specific services or to certain demographics. For
example, you might spend Monday with a focus on dental practices. Focusing on dental practices will
allow you to get in a groove of talking to practice administrators or receptionists and learning to speak
their language. Over time, this will allow you to hone in on your Avitus Dental skill set and identify
different ways to get in front of dentists, what their pain points are, and ultimately demonstrate how
we can provide value or relief to their business.
Another example of these themes would be to do some prospecting on businesses that don’t have
a website, or whose website is outdated. Identifying a potential need beforehand helps you load
your gun with some tools to get your foot in the door. Again, by call 15 you should see significant
improvement with your Avitus Marketing skill set and have identified some prospects who would be
a reasonably good fit for Avitus Group. In a situation where your theme revolves around a specific
service, it’s important to note that this ‘intel’ should be in your back pocket. You should first take
an approach of having a conversation with the prospect to identify a need, just like you would on a
normal cold call. Sometimes going in a with a plan can hinder your awareness and cloud your ability to
listen to the prospect and take a consultative approach.
Ultimately how you want to attack your day is up to you. Remember that cold calling is tough. The
prospecting themes make it easier by giving yourself intel for the call, and exponentially increasing
your sales skills as it pertains to certain services.

If you can master the cold call, you can master any aspect of sales.
There are seemingly limitless ways you can prospect and divide your week into a strategic approach
of generating revenue. Be creative in your approach and do what works for you. The more you can
master your daily routine and fight through the mundane, the closer you will get to achieving the
success you desire.
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Chapter 5:

Enjoy the Journey.

“It is good to have an end to journey toward; but it is the journey that matters,
in the end.” – Ernest Hemingway
You have been presented with an incredible opportunity to grow personally, professionally and
financially. With a clearly defined path to success and leadership within the Business Development
Department, as well as an aggressive company growth projection, it’s certainly a very exciting time to
be starting a career with Avitus Group. Having a vision is important to help navigate the path to our
future, however it’s equally important to celebrate and admire today. Be patient in the macro, and
hustle in the micro.
Macro-Patience, Micro-Hustle.

The day you plant the seed is not the day
you eat the Fruit.
Here are a few ways to stay patient and enjoy the journey:
1. Have fun. You have our permission. When days are crammed with cold calls, emails, and a
plethora of obligations and responsibilities it’s easy to stress out and feel like there’s not enough time
in the day. While this may be true, there are also only so many tomorrows. Give yourself permission to
do something each day that you enjoy.
2. Focus on progress, and celebrate the small victories. No matter what stage of your career
in Business Development, you’re going to have tough days with plenty of rejection. Remember that
facilitating a revenue-generating relationship with an entrepreneur takes trust and trust takes time.
The day you plant the seed is not the day you eat the fruit. Celebrate getting a meeting set up, making the
receptionist smile, or getting an RFP. It’s easy to focus on all the work there is to still be done and to
neglect all the progress we have made. Appreciate the small wins and successes that you have today!
3. Embrace challenges, risks, and mistakes. On any journey there will be challenges and obstacles.
For many people these obstacles aren’t viewed as a natural occurrence but as a reason to give up. If
you are going to enjoy the journey learn to have fun with challenges, and practice stepping into the
unknown with curiosity and intrigue. Recognize that mistakes are stepping stones. Appreciate them for
what they can teach you.
PAGE 09

4. Steady wins the race. You’ll soon find your weeks filled with good days and bad days, and even
your good days with highs and lows. It can be easy to allow your emotions to control your attitude,
which control your actions. Those who remain steady and even-keeled through the peaks and valleys
that the job throws at you are the ones who are on the path to success. Be 100% engaged in the battle
and yet peacefully detached from the outcome.

Watch your thoughts, for they become words.
Watch your words, for they become actions.
Watch your actions, for they become habits.
Watch your habits, for they become character.
Watch you character, for it becomes your destiny.

Below is a powerful depiction that reinforces the premise
that what we think about feeds our minds and ultimately
what we become.
An elderly Cherokee Indian was teaching his grandchildren about life. He said to them, “A
fight is going on inside of me. It is a terrible fight and between two wolves. One is evil; he is
fear, anger, envy, sorrow, regret, greed, arrogance, self-pity, guilt, resentment, inferiority, lies,
false pride, and superiority. The other is good; he is joy, peace, love, hope, sharing, serenity,
humility, kindness, benevolence, friendship, empathy, generosity, trust, compassion and faith.
This fight is going on inside you and every other person too.”
The grandchildren thought about it for a minute and then one child asked the grandfather,
“Which wolf will win?”
The old Cherokee simply replied, “The one you feed.”
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