
Drive growth and 
cultivate lasting 
relationships with 
targeted business 
development and 
marketing strategies 
for professional 
services.

In today’s competitive landscape, professionals across serviced-based 
industries—law, accounting, engineering, architecture, finance, insurance, 
commercial real estate, management consulting, and marketing—must do 
more than just excel in their field. Success in professional services relies not 
only on delivering exceptional work but also on building meaningful client 
relationships, consistently attracting new business, and driving growth.

The Growth Strategies for Professional Services program is designed 
for professionals seeking to deepen their expertise in marketing and 
business development. This program explores the process, providing you 
with actionable tools to effectively grow your business. You will cover key 
topics such as crafting your personal brand, building and leveraging your 
professional network, developing targeted prospecting strategies, optimizing 
LinkedIn, and mastering non-salesy selling techniques that resonate with 
today’s discerning clients.

Through a combination of lectures, case studies, interactive polls, and 
hands-on project work, you will walk away with a clear, practical plan that will 
empower you to confidently drive business growth. You will leave equipped 
with proven strategies to attract, retain, and deepen relationships with your 
ideal clients.

At the conclusion of the program, you will receive a Certificate of  
Completion from the I.H. Asper School of Business’ James W. Burns 

Executive Education Centre.

Growth Strategies  
for Professional Services

umanitoba.ca/asper/exec

This program is ideal for:
Mid-level professionals across various 
industries who have a foundational 
understanding of marketing and business 
development but need the tools and strategies 
to elevate their approach and drive results.
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Learning outcomes
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•	 Build a strong personal brand: Learn how to craft a 
personal brand that attracts clients. 

•	 Leverage your professional network: master 
strategies to expand and strengthen your 
professional connections. 

•	 Develop effective prospecting strategies: gain 
tools for identifying and engaging with your ideal 
clients. 

•	 Make the most of Linkedin: learn to use linkedin 
strategically to enhance visibility and attract 
opportunities. 

•	 Master non-salesy selling: implement client-
focused selling techniques that build trust and 
drive growth.

•	 Create a practical business development plan: 
walk away with a clear, actionable plan to grow your 
business and client base. 

•	 Attract, retain, and strengthen client 
relationships: learn proven methods to not only 
gain new clients but also maintain and deepen 
long-term relationships.

Return on investment
For you

•	 Enhanced Expertise & Confidence - Master 
actionable frameworks and consultative 
approaches that make you more strategic and 
effective at practice growth

•	 Competitive Advantage - Develop relationship-
building techniques that drive deeper client 
engagement and significantly increase win rates

•	 Professional Brand Development - Position yourself 
as a market-savvy expert ready to lead client 
initiatives and expand service lines

•	 Practical Implementation Tools - Gain immediately 
usable planning, follow-up, and consultative selling 
methods for more efficient client development

•	 Strategic Networking - Connect with industry peers 
to exchange insights, best practices, and explore 
collaboration opportunities

For your organization

•	 Accelerated Revenue Growth - Equip professionals 
with proven client acquisition and growth strategies 
that increase market share and profitability

•	 Scalable Business Development Model - Embed 
repeatable processes for lead generation and 
pipeline management across service teams

•	 Faster Results & Efficiency - Participants apply 
new approaches immediately, reducing practice 
building timelines and time-to-impact

•	 Enhanced Competitive Position - Build a business 
development-fluent team that strengthens client 
relationships and brand reputation

•	 Measurable Training ROI - Track improvements in 
business development metrics, client satisfaction, 
and cross-functional collaboration through high-
impact deliverables


