Example #1

Sample 90 Day Sales Plan
First 30 Days

SYMBOL 183 \f "Symbol" \s 10 \h
Meet and discuss with upper management to prioritize what is expected of me, within a specified time frame. The goal would be to narrow the focus on a new business sales strategy leading to positive growth for the region.

SYMBOL 183 \f "Symbol" \s 10 \h
Set up communication/data network (phones, pagers, fax, computer, and office, business cards). Submit all HR/admin. paperwork required by company.

SYMBOL 183 \f "Symbol" \s 10 \h
Begin to meet personally with each sales representative in the region to get to know them and become familiar with sales process:




Discuss successes




Discuss challenges (i.e. competitive threats etc.)




Discuss expectations of me




Discuss my management to ensure we "start on the same page".




Discuss his/her goals.




Discuss my goals 




Identify target accounts and together, establish a game plan to exceed goals.




Identify key decision makers who I need to meet immediately in their territory.

SYMBOL 183 \f "Symbol" \s 10 \h
Obtain management and/or basic training on sales process, products, clinical procedures, etc. Focus on entire product line and key advantages vs. competition.

SYMBOL 183 \f "Symbol" \s 10 \h
Submit report on progress; by territory, and entire region.

30-60 Days

SYMBOL 183 \f "Symbol" \s 10 \h
From discussions with sales representatives and company managers, formulate a plan to maximize the potential of existing product line an how it can be expanded to ensure representatives are exploring new opportunities.

SYMBOL 183 \f "Symbol" \s 10 \h
Follow up with sales representatives and address immediate needs to establish a level of 


trust, communication, and sense of teamwork. "Your needs are my needs". Also attempt to use this visit to determine a business plan that ensures products are getting proper exposure.

SYMBOL 183 \f "Symbol" \s 10 \h
Meet with key, influential decision makers within the region, that are (or could be) used as "third party" spokesman.

SYMBOL 183 \f "Symbol" \s 10 \h
Ensure all plans for first 30 days are completed.

SYMBOL 183 \f "Symbol" \s 10 \h
Report on progress for this 30 day period

60-90 Days

SYMBOL 183 \f "Symbol" \s 10 \h
Begin to develop a network amongst fellow regional managers and top sales representatives across the country. Tap into their experience and opinions from the field and implement ideas and information that would make the region more productive. "Success breeds success".

SYMBOL 183 \f "Symbol" \s 10 \h
Based on input from the field, product development, and senior management, develop strategies designed to defend against competitive threats. These could be organized by product category and/or competitor.

SYMBOL 183 \f "Symbol" \s 10 \h
Review opportunities to strengthen sales team by implementing strategies to access new, or protect base business.

SYMBOL 183 \f "Symbol" \s 10 \h
Review recruiting process for areas with "new hire" opportunities by contacting recruiters, with identified geographic areas.

SYMBOL 183 \f "Symbol" \s 10 \h
Report on progress to date by territory and total region.

