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PLANNING 1
Sales plan, goals, key results. targets,
key activities, attitude, skills. knowledge,
benefits. resources, partnering. time
management

PROSPECTING 45
Information sources. direct mail,
telephoning, making appointments.
selling by phone, word pictures, rapport,
objection handling. checklist

QUALIFYING 77
Incoming phone calls, incoming sales
calls, first visits, decision process,
authorities, four personality types

FACT-FINDING 101
Needs analysis. questions, responses,
active listening, feasibility survey, cost
benefits, checklist
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proposals, via third parties. exhibitions

COMMITTING 169
Buying criteria, keeping initiative,
objection handling, negotiating,

closing, ethics
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Customer care, referrals, surveying
satisfaction, defusing complaints

CONTROLLING 209
Forecasting, reports. activity ratios,
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PLANNING

THE SALES PLAN “/

The first rule in preparing a sales plan is KISS - Keep It Short & Simple.

Summary
Background
Targets

Methods
Resource needs
Potential problems
Contingencies
Feedback

Costs and returns
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Focus on your GOALS and customer needs

Key results and activities, prioritised and timetabled
Marketplace profiles on customers, prospects and competitors
Account names, potential (rate A-B-C) and schedule call plan
Territory routes, timescales and special projects

Equipment, support staff and training .
What if ...

... needs this action

Reporting channels and frequency
Forecast financial payback
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PLANNING

GOALS
TEN STEPS TO ACCOUNT DEVELOPMENT

| 10. Build

rQ. Close

Take one step at a time. [ 3P
. Propose

[ 7. Fix buy criteria

[ 6. Commit to change
| 5. Fact-find
[4. Qualify want
[3. List prospects
fz. List suspects
1. Prioritise objectives
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PLANNING

KEY RESULTS
GO FROM THE TOP DOWN

You are the foundation of
organisational achievement.

Without key results you cannot
judge good work. ©

NOR CAN ANYONE ELSE!

Core values
Company mission
Corporate strategy
Your manager's objectives
Your key results

Your key activities
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PLANNING

TARGETS
SET MEATY TARGETS

Focus your planning with ‘MEATY' targets.

M easurable

E ssential to the job

A chievable

T imetabled

Y our commitment

Examples

® Achieve quarterly forecast accuracy of at least 75%
e Clear all outstanding debts within 45 days

@ Achieve minimum monthly revenue of 10,000

@ Resolve all customer complaints in writing within one week
e Answer all incoming telephone calls within four rings

Don't bite off more than you can chew
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PLANNING "/
KEY ACTIVITIES 4

Set 'MEATY' activity targets which are essential components of the key results.

Examples
e Report % likelihood of order status at month end
e Collect payment deposits with every order
e Submit at least 10 cost-justified
proposals every month
e Reply to all complaints within two
days of receipt
e Arrange continuous telephone manning
09.00 ~ 17.30 daily

If you don't know where or when you're going -
you'll never arrive!
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PLANNING '7
ATTITUDE ”/‘

Your best resource is yourself: ASK!

A ttitude
S «ill
K nowledge




