
Top 10 Sales Skills for Business Development Success
1. Prospecting & Lead Generation
The ability to identify and qualify potential customers through research, networking, and 

outreach. Great BDRs know how to find decision-makers and understand their pain points 

before making contact.

2. Active Listening
Hearing what prospects actually say (and don't say) to uncover their real needs. This means 

asking follow-up questions, paraphrasing for clarity, and picking up on emotional cues that 

reveal underlying concerns.

3. Relationship Building
Creating genuine connections that go beyond transactional interactions. Successful BDRs 

invest time in understanding their prospects as people, not just potential revenue sources.

4. Communication & Storytelling
Articulating value propositions clearly and using compelling narratives to make abstract 

benefits tangible. The best BDRs can explain complex solutions in simple terms that resonate 

with their audience.

5. Objection Handling
Addressing concerns and pushback with confidence and empathy. This involves 

understanding the root cause of objections and providing thoughtful responses that move 

conversations forward.

 6. Time Management & Organization
Prioritizing high-value activities and managing multiple prospects efficiently. Top performers 

use CRM systems effectively and have disciplined daily routines that maximize their 

productive selling time.

7. Persistence & Follow-Up
Staying engaged with prospects through multiple touchpoints without being pushy. Research 

shows most sales happen after the 5th contact, but most salespeople give up after the 2nd.

8. Market & Industry Knowledge



Understanding the competitive landscape, industry trends, and customer challenges. BDRs 

who speak their prospects' language and understand their business context build credibility 

faster.

9. Emotional Intelligence
Reading social cues, managing your own reactions, and adapting your approach based on the 

prospect's personality and communication style. This includes knowing when to push and 

when to pull back.

10. Goal Setting & Self-Motivation
Setting specific, measurable targets and maintaining drive through inevitable rejections. 

Successful BDRs track their metrics closely and use both wins and losses as 

learning opportunities.


