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Strategic Sales Planning

Sales Coaching Session Agenda
For our agenda, we will focus on setting goals and creating your individual Strategic Sales Plan:
· Identify Goals & Targets:

· Personal
· Identify 3 specific personal goals – make sure they are SMART

· 1 year, 2 year, 3 year – one goal per category

· Professional

· Identify 3 specific professional goals – make sure they are SMART

· 1 year, 2 year, 3 year – one goal per category

· Create Strategic Sales Plan for 2010: 


· Define “Target Market” 

· Geography, Industries, Titles, Departments, etc.

· Market Analysis – key themes, research, state of the industry/market, etc.
· Define “Lead Source” categories

· Cold Calls, Networking, Partnerships, Speaking, Marketing, Website, etc.
· Sales strategies and tactics to reach Target Market
· Strategies (i.e. Cold Calls, Networking, Partnerships, Speaking, etc.)

· Tactics – actual tasks/activities for each strategy

· Sales Performance Metrics

· Average Dollar Value per Deal

· Break down for each separate offering/product/service

· Average Length of Sales Cycle

· Break down for each separate offering/product/service

· Closing Percentage

· Break down for each separate offering/product/service 

· Break down by various Lead Source categories

· Sales resources and support
· People, Processes, Technology, Tools 

· Examples:  Manager, Sales Process, CRM system, various sales tools, etc.

· Target $$$ value of revenue/sales

· Annual, Quarterly, Monthly

· Target # of new customers 
· Annual, Quarterly, Monthly

· Target $$$ value of sales pipeline

· Ramp up per month then ongoing $$$ value of sales pipeline

· Target # of proposals

· Ramp up per month then ongoing # of proposals

· S.W.O.T. Analysis

· Company – by offering/product/service and ability to support sales
· Personal

· Self/Time Management: Preparation, Organization, Discipline
· Key Sales Categories: Lead Generation, Opportunity Qualification, Opportunity Management, Positioning/Negotiation, Closing, Client Initiation, Customer Relationship Management, Cross-sell/Up-sell

· Communication: Introductions, Presentations, Influence/Persuasion, Negotiations


· Action Items & Next Steps: 

· Review next steps and assign homework [image: image2.png]&




· Schedule next Sales Coaching Session & meeting adjourned!









