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Vision 3-5 years

We are a $25M company with 15 highly motivated employees focused on serving CEO’s and business owners of companies in the $10 – 50 M range. Our service offerings consist of ---------- and are highly regarded in the NorCal market. We hold an annual CEO event that attracts 500 top decision makers and generates $1M in revenue and $250K net. We are well positioned to attract top national sponsors and clients.

Mission


To make a difference in our clients business and personal life

Objectives – 2011

1. Increase sales from $10M to $12.5M
2. Launch and sell $1M in our new Alliance services offering
3. Increase gross margin $ from-------to $--------  
4. Increase number of active accounts from 50 to 70
5. Hire 2 new sr sales associates 

6. Add 2 additional channel alliance partners
Strategies


1. Conduct an ongoing series of thought leadership seminars on topics that attract our target decision makers
2. Jointly promote & cross refer with our alliance partners through combined seminars & key prospect meetings
Actions

1. Conduct one thought leadership seminar per Q. First seminar 1/30
2. Begin direct mail 1/5

3. Send one email newsletter per month prompting these seminars starting 1/10
4. Telemarketing for seminars starts 1/10

5. Conduct 6 Alliance services webinars per year, first one 2/15

6. Sales team to average three executive prospect meetings / week starting 2/15

7. Add and train a new sales / marketing admin for seminar support no later than end of Q1
8. Retain search firm & add two senior sales associates by 6/30
9. Complete transition to Sales Force platform by 12/31

10.  Complete first phase of CEO event research by 12/31 
