October 26, 2010

SAMPLE SALES PLAN FOR DISCUSSION

ABC-TEC NorCal Sales Plan - Draft v2.0

VISION

Within the next three years grow the NorCal Sales Division of ABC-TEC into a $15 million business unit with 3 offices strategically positioned in the Bay Area

MISSION


Engage target prospects & customers that fit our value proposition – close these key contacts!
OBJECTIVES - 2011

1. Increase sales from 7.5 million to $10 million
2. Install minimum of 25 systems 

3. Increase gross margins from 31% to 35% by increasing sale of value added services

4. Migrate at least 35 existing clients to our internet product by 12/31

5. Achieve FTE sales head count of 10 by 9/31

6. Reduce accounts receivable from 60 to 45 days

STRATEGIES

1. Partners: Align with industry leaders, partnering for marketing & solution development

2. Product Approach: Configure rather than customize business rules vs. custom programs

3. Market Positioning: Modular systems for flexibility, customization; premium pricing
4. R&D: Workflow solutions, open systems, multi-platform, object-oriented, flexible

5. Develop sales employee incentive programs to foster team work & share rewards

6. Develop an aligned team with a sense of urgency, responsibility and accountability

ACTION PLANS

1. Implement Power Partner Initiatives by 7/31

2. Launch Customer Partner Forum at July 2011 convention.

3. Develop Sales Force Automation Plan by 08/31/11, implement in 4th quarter.

4. Implement financial reporting system at project/dept level by 10/11

5. Implement professional skills development program by 11/30

6. Complete customer research and our input into new product upgrades by 12/31/11

7. Build communication and team performance among our 8 sales engineers

