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Abstract: Business  acumen   delivers  a  rich  set  of  benefits  that  drive  significant  and  tangible  
return  on  investment.  It  removes  the  complexity  of  converting  raw  data  into  meaningful  
business  intelligence  by  giving  organizations  the  power  to  transform  data  from  multiple  sources  
into  accurate,  consumable  information  that  can  be  shared  securely  throughout  the  enterprise.  It  
enables  users  to  make  informed  business  decisions  quickly  and  confidently  by  providing  the  
query  and  reporting  tools  they  need  to  find,  share,  manage,  publish  and  analyze  information.  
The  goal  of  business acumen  is  to  enable  management  to  make  more  intelligent  decisions  on  
the  basis  of  knowledge  extracted  from  data.  Thus,  data  gives  information,   information  gives  
knowledge  and  knowledge  gives  an  idea  to  do  things  in quicker  and   more  productive  manner. 
Business  acumen  is  a  complex  competency  that  far  too  many  organizations  leave  to  chance.  In  
fact  many  organizations  simply  hope  to  hire  outside  talent  to  boost  their  internal  core  of  
industry  and  market  knowledge.  As  the  job  market  tightens  and  the  competition  for  talent  
increases  ,  this  option  looks  less  strategic  and  more  like  a  research  to  issues. 
Organizations  need  a  strategic  effort  to  boost  the  level  of  business  acumen  among  employees,  
increasing  knowledge,  financial  acumen  and  market  awareness  cannot  happen  in  a  void  or  a  
vacuum.  Organizations  must  be  actively  engaged  in  this  effort  by  fostering  a  culture  where  
continuous  improvement  is  the  norm  and  learning  is  an  everyday  part  of  culture. 
        
Keywords:  Business  Acumen,  Business  Intelligence,  Business  Decision  Making,  Analytics,  
Management,  Innovation. 

 
Introduction: One  of  the  hottest  areas  in  leadership  development  these  days  is  the  topic  of  
Business  Acumen.  Unfortunately  for  talent  development  professionals  and  business  leaders,  there  
are  many  definitions  for  business  acumen,  ranging  from  the  most  basic -  training  somehow  come  
to  work  on  time -  to  the  more  complex  training,  helping  an  executive  to  become  a  leader  of  
global  businesses.  It  is  basically  the  intuitive  and  applicable  understanding  of  how  a  company  
makes   money  and  includes  strategic  thinking,  financial  acumen,  market  orientation,  innovation,  
collaboration  and  influencing  skills. To  cut  through  the  clutter  and  offer  a  simple,  yet  elegant  

world. 
 
It  is  also  called  
stems  from  a  practical  awareness  of  the  different  aspects,  units,  processes  and  roles  that  
comprise  a  successful  business  and  how  these  competent  relate  to  each  other.   
 
Research  conducted  by  the  Economist  Intelligence  Unit  (EIU)  and  sponsored  by  BTS  found  that  
over  65%  of  surveyed  senior  leaders  agreed  that  insufficient  business  acumen  was  a  primary  

were  market  leaders  in  revenue  growth  were  significantly  less  constrained  with  business  acumen  
than  those  who  performed  below  average -  highlighting  that  business  acumen  capabilities  may  

 
 
However,  a  person  with  good  business  acumen  processes  or  develops  some  measure  of  
leadership,  innovative  thinking,  entrepreneurial  mentality  and  strategic  sense.  Using  a  business-
centric  frame  of  reference,  one  should  be  able  to  see  the  big  picture  as  well  as  the  title  details  
comprising  a  business  organization,  determining  how  a  specific  business  sustains  cash  flow  and  
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generates  profit,  identify  major  factors  or  market  disruptions  that  can  benefit  or  negatively  
impact  a  business,  appreciate  general  business  concepts  and  common  documents  like  financial  
statements,  articles  of  incorporation  and  business  communication,  grasp  corporate  objectives  and  
mentally  map  different  ways  of  achieving  those  objectives,  internalize  how  the  owner  of  a  
specific  business  might  think  about  issues  and  make  decisions  to  solve  problems  or  achieve  
success. 
 
Some  salespeople  fail  at  building  meaningful  relationships  or  at  closing  deals  simply  because  

salespeople  might  know  the  technical  features  of  their  product  and  have  been  extensively  trained  
in  how  to  articulate  their  benefits,  
dynamic  business  organizations. 
 

 product  information  online  at  their  convenience  than  be  
personally  called  over  the  phone  by  a  rabid  salesperson  prodded  by  a  sales  quota,  armed  with  a  
call  script  and  conditioned  not  to  go  beyond  a  prefabricated  sales  pitch.  Instead  of  stereotypical  
sales  practitioners,  businesses  need  accomplished  advisors  and  consultants  who  understand  where  
their  clients  are  coming  from,  know  how  to  probe  aspects  of  the  organization  to  identify  pain  
points,  have  the  ability  to  create  unique  solutions  that  will  address  specific  challenges,  recognize  
relevant  business goals  enough  to  orchestrate  outcomes  that  lead  to  customer  success. 
 
A  salesperson  with  strong  business  acumen  will  be  able  to  perform  some  critical  tasks  during  
sales  engagement  such  as  to  plan  and  execute  custom  engagement  strategies  by  determining  the  

  to  build  
trust  by  conveying  a  strong  understanding  of  businesses  and  their  hierarchy  of  priorities,  to  ask  
the  right  questions  and  obtain  important  answers  fast,  to  identify  challenges,  problems  and  pain  
points,  keep  business  conversations  relevant,  meaningful  and  insightful,  collaborate  with  the  
customer  in  building  possible  solutions  to  pain  points,  assess  whether  custom  solutions  proposed  
would  be  feasible  in  terms  of  related  costs  and  sustainability  on  the  part  of  the  vendor  and  to  
find  the  sweet  spot  for  both  the  vendor  and  the  customer. 
 
Business  Acumen Overview: Business  acumen  is  related  to  understanding  how  businesses  
operate.  A  person  with  strong  business  acumen  would  be  able  to  understand  and  explain  things  
like: 

 How  does  the  business  make  money? 

  

 What  are  the  different  elements  that  make  a  certain  action  work  or  not  work?  
 

through  formal  training  in  leadership  and  by  enhancing  your  awareness  of  what  are  the  skills  
required  for  better  management  and  leadership. 
 

acumen  have.  A  person  with  good  business  acumen  will: 

 Be  able  to  obtain  essential  information 

 Be  able  to  recognize  the  options  available  for  solving  problems. 

 Be  able  to  select  the  right  approach  to  overcome  those  obstacles. 

 Be  able  to  set  in  motion  the  plan  that  gets  things  done. 
 
What  this  essentially  means  is  that  people  with  business  acumen  can  create  larger  frame  works  
and  use  them  for  the  benefit  of  the  business.  They  are  able  to  see   the  big  picture  and  use  the  
finer  details  to  their  advantage  in  the  event  of  problems.  When  you  are  developing  your  
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business  acumen,  you  therefore  must  focus  on  improving  your  analytical  capabilities,  enhance  
your  logical  thinking  and  remain  disciplined  in  the  face  of  tasks. 
 
Any  major  leadership  role  often  requires  the  ability  to  see the  big  picture -  
lead  the  troops  to  victory.  You  must  be  able  to  relate  smaller  elements  together  and  hold  all  
the  different  strings  toget
ability  to  start  a  business.  If  you  examine  the  key  abilities  of  a  person  with  business  acumen,  
you  are  essentially  describing  the  building  blocks  of  developing  a  good  business  plan.  
Additionally,  as  a  startup  entrepreneur    have  helping  hands  everywhere  at  the  start  of  the  
business,  but  you  must  be  able  to  know  the  about  product  development,  marketing,  accounting  
and  so  on.  You  need  an  overall  sense  of  running  a  business  to  make  it  work;  in  short,  you  
need  business  acumen. 
 

business.  A  business  will  benefit  from  having  a  workforce  with  business  acumen. 

 People  with  good  business  acumen  can  be  more  efficient  in their  work,  as  they  notice  the  
connections  within  the  workplace  and  the  way  different  contributions  affect  the  different  
elements. 

 -offs  of  actions,  which  can  help  make  
better  and  more  logical  decisions. 

 Business  acumen  can  help  provide  more  coordinated  and  logical  responses  to  problems  and  

the  face  of  difficulties. 
 
Critical Elements of  Business  Acumen: 
                   

 
 
One  of  the  most  interesting  aspects  of  conducting  a  capabilities  dialogue  with  a  prospective  new  
client  is  sharing  ideas  and  insights  about  what  a  world-class  business  acumen  learning  solution  
should  include.  Over  the  past  few  years,  the  need  for  business  acumen  skills  as  a  standalone  
competency  has  become  a  critical  focus  of  most  CEOs.  100%  of  the  organizations  that  advantexe  
learning  solutions  works  with-  close  to  50  fortune  500  companies -  have  business  acumen  listed  
as  a  top  10  and  critical  competency  for  2015  and  beyond. 
 

employees  who  can  directly  contribute  to  the  achievement  of  their  goals  and  objectives  by  
making  the  right  business  decisions.  Essentially,  every  employee  needs  the  skills  and  tools  to  
think  more  like  an  owner  of  the  business  strategy  through  financial  performance.  Because  of  this  
need,  prospective  clients  are  curious  about  what  elements  should  go  into  a  world  class  business  
acumen  learning  solution.   
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1. Business  Strategy  Development  And  Application: 
where  you  a
will  start  the  learning  process  with  the  creation  of  an  overall  business  strategy  and  present  
learners  with  information,  models,  frameworks  and  tools  of  strategic  thinking  and  planning  to  be  
able  to  effectively  implement  that  strategy. 
 
2. A  Clear  Understanding  of  Financial  Acumen: After  participants  have  a  deep  understanding  
of  business  strategy,  the  next  element  of  a  strong  business  acumen  learning  journey  should  
focus  on financial  acumen,  including  presenting  participants  with  content  and  application  of  the  
income  statement,  the  balance  sheet,  the  cash  flow  report  and  the  metrics  of  business  
performance  used  to  gauge  success. 
 
3.  Tools, Skills  and  Concepts  of  Marketing: As  a  result  of  the  evolution  of  marketing  
automation  tools  like  HubSpot,  search  engine  optimization,  content  based  marketing,  account  
based  marketing  and  social  media  based  communications,  marketing  has  changed  forever.  A  
strong  business  acumen  learning  engagement  will present  participants  with  the  critical  elements  
needed  to  understand  and  participate  in  
developing  a  strong  brand  and  creating  awareness  are  timeless  marketing  classics,  but  marketing  
and  sales  alignment,  utilizing  social  media,  pay  per  click  advertising,  digital  re-marketing  and  
instant  customer  usage  of  data  are  new  concepts  that  must  be  a  part  o  an  evolved  business  
acumen  learning  strategy  for  companies  to  be  successful. 
 
4. An  Understanding  of  Operations,  Supply  Chain  and  Manufacturing:  Global  competitions  
has  forced  every  organization  to  re-think  their  operational  strategy  and  increase  their  ability  to  
be  operationally  efficient.  A  great  business  acumen  learning  engagement  presents  participants  
with  all of  the  information  and  tools  they  need  to  see  and  understand  the  system  of  operations,  
as  well  as  how  to  drive  costs  out  of  the  system  while  they  are  improving  quality  and  customer  
focus. 
 
5. Business Simulations: We  have  saved  the  most  important  element  of  a  great  business  acumen  
learning  journey  for  last:  integrating  a  computer-based  business  simulation  into  the  learning  
process.  A  business  simulation  enables  participants  to  learn  about  business  acumen  in  a  risk  
free,  trial  and  error  environment.  A  great  business  acumen  simulation  design  will  enable  
participants  to  learn  about  strategy,  finance, marketing  and  operations  by  running  a  case  study  
that  comes  to  life.  A  simulation  can  help  participants  understand  the  system  of  business  and  
develop  the  tools  and  skills  they  need  to  make  the  best  decisions  they  can  take  back  on  job.  
 
Methodology and  Findings: Data  has  been  collected  conceptually  through  the  responses  I  got  
from  the  aspiring entrepreneurs,  business  students,  experienced  and  eminent  teachers.  More  data  
has  been  collected  from  books,  journals  and  internet. 
 
Findings: 

 Every  leader  needs  a  comprehensive  understanding  of  their  business  and  how  it  creates  value  
in  order  to  achieve  successful  strategy  execution. 

 Business  acumen  is  best  developed  through  powerful  experiences  that  immerse  cross-
functional  leaders  in  managing  enterprise  value  together. 

 Gives  opportunity  to  deal  with  critical  daily  business  decisions  and  trade-offs. 

 

decision  making  at  all  levels. 

 Putting  customers  at  the  center  of  decision  making  is  a  requirement  to  sustain  differentiation  
and  competitiveness. 

 Business  acumen  without  a  deep  bias  for  customer  centricity  is  like  driving  a  car  with  a  
blindfold  on. 
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seize  opportunities  to  be  more  collaborative  with  organizations  outside  of  their  traditional  
spheres  of  influence 

 It  helps  in  the  product  process  and  business  model  innovation  means  that  all  managers  in  
all  functions  can  influence  and  lead  innovation. 

 It  helps  in  better  understanding  of  thought  process. 

 Helps  in  improvement  of  business  knowledge. 

 Develops  management  style  and  makes  us  gain  better  understanding  of  different  styles. 

 Enhancing  your  overall  management  and  leadership  skills. 
 
Results  and  Discussion: of  the  

understand  that,  business  acumen  is  all  about,  How  a  company  makes  money,  how  my  company  
makes  money  and  how  my  customers  make  money. 
 
The  approach  to  understanding  Business  acumen  enables  business  professionals  to  follow  a  
logical  progression  that  helps  them  make  the  right  decisions  to  drive  the  best  business  results  
for  their  own  companies  and  clients. 
 
6. Understand  How  A  Company  Makes  Money: A  business  organization  can  be  considered  a  
complex  system.  That  system  is  driven  by  a  business  strategy  which  is  a  value  of  pro  position  
offered  to  customers  who  will  pay  a  fair  price  for  value  they  receive.  The  key  elements  of  
understanding  how  any  company   makes  money  include: 

  

 The  goals  and  objectives  of  the  company. 

 The  financial  metrics  of  the  company. 

  

 The  customer  segments  that  make  up  a  market. 

 How  the  company  markets  itself  to  create  awareness. 

 How  the  company  sells  its  products  or  services 

 How  the  company  produces  its  products  or  services. 

 How  the  company  gets  its  products  or  services  to  its  customers. 

 How  the  company  receives  the  cash  for  the  value. 

 How  the  company  adjusts  its  strategy  and  moves  forward. 
              
7. Understand  How  My  Company  Makes  Money: The  next  step  in  successfully  understanding  

  
employee  working  within  a  business  organization  to  understand  how  the  company  they  work  for  
makes  money.  The  topics  are  similar,  but  the  subtleties  are  enormous.   The  key  elements  of  
understanding  how  my  company  makes  money  include: 

  

  

  

 The  size  of  my  compan  

  

 How  my  company  sells  its  products  or  services. 

 How  my  company  produces  its  products  or  services. 

 How  my  company  gets  its  products  or  services  to  its  customers. 

 How  my  company  receives  the  cash  for  the  value. 

 How  my  company  adjusts  its  strategy  and  moves  forward. 
 
Understanding  all  of  these  elements  enables  employees  to  lead  effectively  and  make  the  best   
business  decisions  that  support  the  strategy  and  achieves  its  goals  and  objectives. 
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8. Understanding  How  My  Customers  Make  Money: The  final  step  in  successfully  learning  

working  within  a  business  organization  needs  to  understand  how  customers  make  money  so  
employees  
company.  Again,  the  core  elements  of  what  needs  to  be  understood here  are  similar,  but  are  
focused  on  fully  understanding  the  dynamics  of  your   
 

 

  

  

  

 The  size   

  

 How  my  customer  markets  itself  to  create  awareness. 

 How  my  customer  sells  its  products  or  services. 

 How  my  customer  produces  its  products  or  services. 

 How  my  customer  gets  its  products  or  services  to  its  customers. 

 How  my  customer  receives  the  cash  for  the  value. 

 How  my  customer  adjusts  its  strategy  and  moves  forward. 
 
Understanding  all  these  elements  enable  employees  to  lead  effectively  and  make  the  best  
decisions  that  supports  the  ability  to  deliver  the  products  or  services  your  customers  need  to  
execute  their  strategy  and  achieve their  goals  and  adjectives. 
 
Conclusion: Business  acumen  for  the  21st  century  is  a  clarion  call for  line  executives  and   talent  
leaders  to  think  differently  about  what  leaders  need  to  compete  and  win.  The  framework  has  
both  internal  and  external  perspectives  and  calls  out  these  major  distinctions.  Senior  leaders,  
high  potentials  and  broader  manager  populations  all  need  these  capabilities  to  lead  their  
companies  to  sustainable  growth.  Developing  these  capabilities  will create  strategic  alignment,  
improve  business  decision  making,  focus  leaders  on  customers  and  markets  and  teach   leaders  
how  to  manage  risk  and  embrace  innovation. 
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