
CLOSING

CULTIVATION

LEAD GENERATION
Find new prospects for ESI’s design ideas 
and build presence in restaurant industry.

PATH 2
Quick Service 
Restaurant Industry (QSR).

PATH 1
Casual Chain Dining Industry (CCD).

COMPANY 1

Dossier created, including 
analysis of recent $2.3 
billion merger and 
franchise strategy.

CONTACT
Intro comes from contact at 
Edwards Technologies, who is 
close friend of CEO.

MEETING
Phone pitch to CEO, who is 
enthusiastic about potential 
alignment with brand revamp and 
sets up second in-person meeting.

MEETING
In-person with CEO to pitch 
integration of designing new 
customer experiences, sharpening 
brand strategy and connecting 
internal systems technology with 
frontline staff and customers. 
CEO arranges second meeting 
with brand presidents.

MEETING
Second pitch to CEO, CMO, CTO and 
brand presidents.

MEETING
Third presentation to president of 
primary brand and his senior team, 
including  VP of Marketing and Director 
of Consumer Insights. Outcome is 
creative brief and brand RFP.

MEETING
Discussion with SVP Communications 
about enterprise level intranet systems.

PRODUCE
PROPOSAL
Scope is to design 
experiences for in-store, 
mobile and social media 
to activate company’s 
brand promise.

CREATE 
PITCH DESIGN 
STRATEGY
Develop a pitch concept 
and presentation.

PLAN DESIGN 
PROCESS
Develop design brief and 
team workplan 
for creating a pitch that 
demonstrates ESI’s process, 
concepts and relevance for 
the client.

LEAD DESIGN 
PROCESS
Field research and evaluation, 
develop design concepts, 
prototype, document design 
process, create storytelling 
media.

REASSEMBLING 
THE BUSINESS 
DEVELOPMENT 
PROCESS
Bryan Markovitz

This diagram maps the stages of 
business development practice that I 
have led in collaboration with design 
teams to cultivate corporate clients 
for a range of interactive exhibits, 
branded experiences and products 
with budgets ranging $2-$12 million. 

The example re-traced here is for work 
that I led to design in-store and 
mobile experiences for the casual 
chain dining industry.

The chart traces stages of cultivation 
as they unfold, and includes a parallel 
design process that I led, in which a 
small team conducted research and 
designed ideas for the customized 
client pitch.

Key steps included creating and 
qualifying leads, developing the 
strategy, conducting research, 
designing concepts, tracing pathways 
to decision-makers, building relation-
ships with C-level client contacts, 
writing proposals, negotiating 
contracts, closing and follow-up.

MEETING
Discussion with VP of Marketing to 
revise proposal scope of work and 
deliverables.

REVISE 
PROPOSAL
Address timeline and budget 
concerns, include intranet 
design deliverables.

CONTRACT
ESI delivers initial contract to 
procurement officer, revisions sent back 
for negotiation. 

DESIGN
Project handoff to project manager, account 
executive and design team.

FOLLOW-UP STRATEGY
Regular check-ins with team and client to evaluate 
work and identify opportunities for new ways to 
support evolution of client’s business. 

PRODUCE DESIGN 
PRESENTATION
Keynote presentation and 
videos to demonstrate ESI 
process, design strategy and 
core concepts.

Dossier created, including 
analysis of new brands under 
development.

Research indicates that core 
focus is revitalizing oldest 
brand in portfolio while 
growing new brands in market. 
Company is more capitalized 
than other prospect, but in less 
need of design innovation.

GOAL
Bring ESI’s concepts for 
casual dining experiences 
to new clients in the CCD 
industry.

LEAD QUALIFICATION COMPANY 2

COMPANY RESEARCH
Abandoned. Research indicates bad 
fit for design concepts. Team decides 
that QSR is not ideal to pursue at 
this time.

COMPANY 3

APPROACH STRATEGY Research indicates that core 
focus is brand differentiation, 
store remodels and using 
technology to improve the 
customer experience. Recent 
merger means company is 
focused on deleveraging via 
increased sales.

PATHWAY IDENTIFICATION Dewey & LeBoeuf, legal team

Barclays, financing team

Goldman Sachs, (bought 
company’s debt), key advisor to 
CEO

Louis & Partners, leading major 
remodel of restaurants

Edwards Technologies, providing 
systems integration support.

Goldman Sachs, direct connection 
to CMO.

CONTACT
Internal relationship with advisor 
at Goldman who arranges meeting 
with CMO.

REHEARSE
PRESENTATION
Prepare meeting agendas, 
assign roles and practice flow 
of pitch.

MEETING
In-person with CMO, CTO & CFO 
to pitch in-store experiences and 
enterprise technology systems. 
Group expresses interest, but 
prefers to revisit conversation in 
new fiscal year.

Internal meeting of team held to 
debrief on strategy and client’s 
response. Client put in CRM 
pipeline for follow-up next 
quarter.

START WORK


