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“The Financial Times Guide to Business Development is inspirational. It is easy to read, hard to put down
and there are absolute gems on every page. Read it and get fired up.”

Jonathan Straight, Chief Executive of Straight plc, Ernst and Young Entrepreneur of the Year 2006

 

“Ian’s insights into how business is getting it wrong, act as a powerful catalyst to help businesses of all sizes
improve and develop in a tough climate.”

Len Tingle, BBC Political Editor, Yorkshire, veteran BBC broadcaster and writer on business issues.

 

“… an interesting and insightful book that breaks down ‘what good businesses do’, in a format that is easy to
understand.  A really good read.” 

Gary Brook, Head of Corporate Communication, Leeds Building Society

 

“This is a game changer for any business wishing to grow and develop.”

Viv Williams, CEO, 360 Legal Group

 

“If you have a business that needs a boost, then it shows how anyone can become a ninja at business
development.” 

Heather Townsend, author of The Financial Times Guide To Business Networking

 

 

What do we have to do to be more successful?

 

How do we attract new customers and clients?

 



How do we work more effectively with the customers or clients we already have?

 

How do we generate more profit?

 

By the time you have read and digested the 650+ tips, tools, techniques and strategic questions in this book
you will have the answers to all of these questions. You will also know what to do to get bigger and better
results.

 

“I am 100% confident that you will find the book engaging, provocative and informative and that, if you
follow the steps, you will automatically experience massive improvements in your business development
results.” – Ian Cooper
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From reader reviews:

Orlando Bush:

Nowadays reading books be than want or need but also turn into a life style. This reading practice give you
lot of advantages. The huge benefits you got of course the knowledge even the information inside the book in
which improve your knowledge and information. The info you get based on what kind of publication you
read, if you want attract knowledge just go with training books but if you want really feel happy read one
together with theme for entertaining for example comic or novel. Typically the Financial Times Guide to
Business Development: How to Win Profitable Customers and Clients (The FT Guides) is kind of guide
which is giving the reader erratic experience.

Melanie Pemberton:

Precisely why? Because this Financial Times Guide to Business Development: How to Win Profitable
Customers and Clients (The FT Guides) is an unordinary book that the inside of the book waiting for you to
snap this but latter it will shock you with the secret that inside. Reading this book close to it was fantastic
author who write the book in such awesome way makes the content on the inside easier to understand,
entertaining approach but still convey the meaning completely. So , it is good for you for not hesitating
having this anymore or you going to regret it. This book will give you a lot of positive aspects than the other
book include such as help improving your talent and your critical thinking technique. So , still want to hold
up having that book? If I were you I will go to the reserve store hurriedly.

Neil McNatt:

The book untitled Financial Times Guide to Business Development: How to Win Profitable Customers and
Clients (The FT Guides) contain a lot of information on it. The writer explains your girlfriend idea with easy
way. The language is very clear and understandable all the people, so do not necessarily worry, you can easy
to read the item. The book was published by famous author. The author will take you in the new time of
literary works. You can actually read this book because you can keep reading your smart phone, or device, so
you can read the book with anywhere and anytime. If you want to buy the e-book, you can available their
official web-site along with order it. Have a nice study.

Eddie Grabowski:

What is your hobby? Have you heard that will question when you got pupils? We believe that that issue was
given by teacher with their students. Many kinds of hobby, Every individual has different hobby. And you
also know that little person such as reading or as reading become their hobby. You need to understand that
reading is very important in addition to book as to be the thing. Book is important thing to provide you
knowledge, except your current teacher or lecturer. You discover good news or update in relation to
something by book. A substantial number of sorts of books that can you decide to try be your object. One of
them are these claims Financial Times Guide to Business Development: How to Win Profitable Customers



and Clients (The FT Guides).
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