  Example #4
90-Day Business Plan For Jacksonville Territory

Overview:

     The main goal is to rapidly and greatly increase sales. This territory has a huge potential.  In Jacksonville alone there are approximately 60,000 procedures being done in the Cath / IR labs. In order to make the greatest immediate impact I would focus initially on two main areas. First, I would expand the usage of the Syvek patch in hospitals where we have existing sales. Second, I would concentrate largely on the high volume cities and hospitals. The following outline explains in more detail exactly how this would be accomplished and the steps that I would take to make it happen. What’s hard to put into an outline is the dedication and commitment needed to introduce a new product, which is one of my strengths. As a result it could be expected from a cost stand point that these first 90 days will require more than average travel and expenses such as: bagels, doughnuts, lunches or dinners to make the needed contacts with the decision makers. I promise to use the funds available to me judiciously with an eye on the return of investment. The key is going to be the ability to rapidly gain the needed information on accounts and to focus on expansion of existing business while gaining new business in the high volume accounts. By utilizing my contacts throughout this territory combined with my work ethic and enthusiasm I can make this territory into one of the best at 

I. Immediate Actions

                   A. Learn Product & Competition 

                             1. Study, Study, Study

                                       a. Marine Polymer Training

                                       b. Internet Research

                                       c. Medical Library / Shand’s

                             2. Organize existing account Data

a. Obtain Complete Listing of all Cardiologists / Radiologists      

Doing Procedures and Rank by Volume

                                       b. Organize by City / Hospital

                   B. Concentrate on Existing Business

1. Review Sales Reports

2. Discuss Territory With Current Sales Consultant

3. Use Product Successes to Expand Usage at Existing Account

4. Spend Time as Training in Cath / IR labs in Existing Accounts

                   C. Follow up on Activity of Current Sales Consultant

1. Establish Contact Quickly (no dead time)

2. Move Account Toward Evaluation

Set Time or Number Value to Length of Evaluation

a. In-service and support of Evaluation

b. Move Evaluation to Conversion

c. In-service and Support to eliminate Problems after Conversion

                   D. Target High Volume Account

1. Concentrated Call Pattern (see attached sample monthly call route) 

2. Use Contacts to Gain Access to Key Decision Makers

3. Make Calls Before and After Normal Hours to Reach Key Contacts

4. Become Active With Residency Programs

5. Become Involved With Local Professional Organizations Connected to Key Decision Makers and Staff of Hospitals

                   E.   Focus on Key Areas and Hospitals

     1.  Jacksonville

a. St. Vincent’s

b. Shand’s – Jax.

c. Baptist – Jax.

d. Memorial

e. St. Luke’s

f. Orange Park 

2. Gainesville

a. Shand’s 

b. North Florida Regional

c. Alachua General

d. Free Standing Cath Lab

e. Free Standing IR Lab

3. Savannah

a. Memorial Medical Center

b. Candler / St. Joseph’s

     4. Tallahassee

a. Tallahassee Memorial

b. Tallahassee Community

* These high volume accounts would be on a two-week call rotation.

II. Sales Number Breakdown

A. Current Monthly Sales

1. $50,000 / month

2. 862 Procedures

B. Monthly Sales – 30 Day Target

1. Increase by $10,000 / month

2. 172 – 344 New Procedures

a. Achieve by Expanding Sales at Current Using Accounts and Evaluations

C. Monthly Sales – 60 Day Target

1. Additional Monthly Sales of $20,000 - $30,000 Over 30 Day Target

a. Achieve by Continuing Explanation of Existing Sales

b. New Conversions (1-3 high volume accounts)

c. New Evaluations

d. 450 New Procedures

D. Monthly Sales – 90 Day Target

1. Additional Monthly Sales of $30,000 + Over 30 & 60 Day Increases

a. Expand Use at Each New Account

b. Convert New High Volume Accounts and Start to use Key Accounts to Influence 2nd level Accounts

c. New Evaluations

d. 517 New Procedures

E. Total Sales Growth

1. Total New Procedures

a. 30 Day = 250 New Procedures

b. 60 Day = 450 New Procedures

c. 90 Day = 517 New Procedures

2. a + b + c = 1,217 New Procedures

3. Current Sales + New Procedures = 2,217 Procedures / Month

4. Sales = 128,586 / Month

Sample Territory Routing

Week 1

                                                        -   Jacksonville

                                                        -   Gainesville                                                         

Week 2      

· Savannah 

· Pensacola, Panama City, Tallahassee, Thomasville

Week 3

· Columbus

· Tifton, Valdosta

· Jacksonville

Week 4

· Gainesville, Ocala

· Jacksonville

· Savannah  

*4 week general call route to be adjusted for evaluations where necessary. Large volume accounts / cities (Jacksonville, Gainesville, Savannah) are on a 2 to 3 week cycle.

*Other smaller cities / hospitals to be added into a 4 week cycle after initial blitz or as interest dictates.
 
        

