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In business development, it’s easy to equate activity with progress. More meetings, more outreach, more conversations. The 
assumption is that staying busy leads to better results.

But over time, that approach starts to show its limits.

When the pace stays high for too long, it becomes harder to think clearly about where your time is actually going. 
Conversations start to feel similar. Follow-ups become more reactive. And decisions about relationships can shift from 
intentional to urgent.

This is where rest becomes more important than it’s often given credit for.

Rest doesn’t mean stepping away from the work entirely. It means creating enough space to think clearly about it. It’s the 
pause between conversations where perspective returns. Where you can look at your pipeline and notice things like a 
prospect who hasn’t responded in weeks, a referral partner you meant to reconnect with but haven’t, or a client relationship 
that’s gone quiet even though there may still be opportunity there.

Without that space, it’s easy to default to activity. Responding quickly, saying yes too often, and staying in motion can feel 
productive. But it can also blur your focus. Not every opportunity needs the same level of attention, and without time to reflect, 
that distinction gets harder to make.

Often, the best business development decisions don’t happen in the middle of a busy stretch. They come after it. When things 
slow down enough to notice patterns. For example, you may realize that certain introductions consistently lead to meaningful 
conversations, while others rarely move beyond the first call. Or that a handful of long-term relationships continue to generate 
referrals, even when you haven’t actively “worked” them recently.

Those observations are important. They help guide where to lean in and where to pull back.

Rest also changes how you show up in conversations. When you’re not constantly moving from one thing to the next, you tend 
to be more present. You might remember to ask a second-level question instead of moving on to the next topic, or take the 
time to understand why a client is prioritizing one initiative over another instead of jumping straight to solutions. That shift 
alone can change the quality of a relationship.

There’s also something to be said for not filling every gap. Leaving space in your schedule isn’t inefficiency. It’s what allows 
better judgment to develop. It creates room to step back and realize you’ve been spending too much time on low-return follow-



offitkurman.com

ups, or that a relationship you’ve deprioritized actually deserves more attention than you’ve been giving it.

Technology can help manage activity, but it can’t replace perspective. It can show you who to contact and when, but it can’t 
tell you which relationships are worth slowing down for. That still comes from experience, and from giving yourself enough 
space to think clearly.

The professionals who tend to stand out in business development aren’t always the busiest. They’re often the most deliberate. 
They know when to engage, and just as importantly, when to step back.

In many cases, rest isn’t the opposite of progress. It’s what makes better progress possible.
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