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Welcome to Sales Planning 2.0.  Welcome to Longitude™ - The Leader in Sales Planning Automation.™ 

We hope you find this Sales Plan document created with Loλgitude™ Sales Planning useful.  But wait until you see your free trial of Longitude and Salesforce.  You won't believe the difference. 

Loλgitude™ Sales Planning including Salesforce CRM comes fully functioning in a private, ready-to-use package. Free for 30 days. Does not interfere if you already use Salesforce. The package includes:

1. Six (6) ready-to-use (model) Sales Management Plans
1. Six (6) ready-to-use (model) Sales Rep Plans
1. Five (5) ready-to-use (model) Account Plans
1. And much more.  

Edit and create model plans in your private trial version to your reflect your unique organization.  We'll work with you every step of the way. 

When you receive the email indicating your new free trial is available, follow the link to log in and reset your password. Drop us a line, tell us what you need and how we can help. 

Again, thank you for using Longitude™

 
Longitude East: Al Rossini, Chief Manager
Al.Rossini@precisionsalesengineering.com 
- (203) 458-6017

Longitude West: Paul Sidorenko, EVP, Sales
Paul.Sidorenko@precisionsalesengineering.com 
- (415) 867-9022
Delete this page with your Word editor 
if you plan to use this document template.



Nicole Jones 30, 60, 90 Day Sales Plan (Model)



Account Rep Plan
Name

Nicole Jones 30, 60, 90 Day Sales Plan (Model)

Owner	Sales Account Rep


Parent Performance Plan

Team 'A' Sales Plan (Model)


Plan Period


Plan Status

2014


Operational


 (
Performance
 
Plan
 
Elements
)

Go to Market
Strategy





Risks & Challenges




Events & Milestones
1. 
This plan model is designed for people who have been just appointed to the role of sales representative.
2. The Supporting Goals (below) explain what a new sales rep needs to do during 30, 60 and 90 days of the assignment.
3. Within each Supporting Goal, are the tools to define the tasks, events and measures to follow and successfully complete each Supporting Goal.
Obstacles to overcome to achieve the strategy.
1. Internal Obstacles
2. Client/Sectoral Obstacles
3. Market Obstacles

Key markers of progress on the way to success.
1. Revenue milestones
2. Customer milestones
3. Relationship milestones
4. Process improvement/integration milestones


 (
Performance
 
Scorecard
)

Plan Revenue
Target Sales YTD

$1,250,000	% Goal Attained	0.00%

$0



My Account Portfolio
United Oil & Gas, Singapore

 (
Type
 
 
Prospect
Rating
 
 
Primary
 
Research
 
Revenue
 
Timeline
 
 
Undetermined
Industry
 
 
0500
 
Oil
 
&
 
Gas
 
Employees
 
 
900
Annual
 
Revenue
 
 
$2,345,000,000
)

Express Logistics and Transport

 (
Type
 
 
Prospect
Rating
 
 
Primary
 
Research
)

Revenue Timeline  Undetermined
Industry  2700 Industrial Goods & Services Employees  2,300
Annual Revenue  $2,500,000,000

Acme Industries

 (
Type
 
 
Prospect
Rating
 
 
Primary
 
Research
 
Revenue
 
Timeline
 
 
Undetermined
Industry
 
 
2700
 
Industrial
 
Goods
 
&
 
Services
 
Employees
 
 
680
Annual
 
Revenue
 
 
$100,000,000
)

Related Supporting Goals
30-Day Sales Plan

 (
The
 
first
 30
 
days
 
of
 
your
 
plan
 
is
 
usually
 
focused
 
on
 
training–learning
 
the
 
company
Remarks
 
 
systems,
 
products,
 
and
 
customers.
Analyze
 
the
 
market 
your
 
company
 
operates
 
in
Identify
 
competi
tion
Status
 
Target
 
Goal
 
1
Performance
 
Measure
 
1
Performance
 
Result
 
1
%
 
Goal
 
Attained
 
1
 
Related
 
Performance
 
Objective
)

60-Day Sales Plan

 (
The
 
next
 
30
 
days
 
(the
 
60-day
 
part) 
are
 
focused
 
more
 
on
 
getting
 
rolling
 
in
 your
 
job…less
Remarks
 
 
training
 
and
 
more
 
activity.
- 
Review
 
all
 
customer
 
acco
unts
Status
 
Target
 
Goal
 
1
Performance
 
Measure
 
1
Performance
 
Result
 
1
%
 
Goal
 
Attained
 
1
 
Related
 
Performance
 
Objective
)

90-Day Sales Plan

 (
The
 
last
 
30
 
days
 
(the
 
90-day
 
part) 
are
 
the
 
getting
 
settled
 
part,
 
so
 
this
 
section
 
should
Remarks
 
 
include
 
things
 
that
 take
 
more
 
initiative,
 
such
 
as
 
handling
 
projects
 
on
 your
 
own
 
or
 
going
 
after
 
new
 
busi
ness.
Status
 
Target
 
Goal
 
1
Performance
 
Measure
 
1
Performance
 
Result
 
1
%
 
Goal
 
Attained
 
1
 
Related
 
Performance
 
Objective
)

Complete Sales Training Certification






Remarks

BUSINESS ALIGNMENT TEMPLATE -
· Current External Factors
· Business Initiative
· Current Situation
· Business Change
· Business Metrics

Status  On Schedule Target Goal 1  5
Performance Measure 1  Number of times performance data is provided to stakeholders Performance Result 1
% Goal Attained 1
Related Performance Objective  Managing Executive Focused Selling Training Performance - HPFS

Nicole Jones Sales Contribution - (Model)

 (
Remarks
Status
 
Target
 
Goal
 
1
Performance
 
Measure
 
1
Performance
 
Result
 
1
%
 
Goal
 
Attained
 
1
 
Related
 
Performance
 
Objective
My
 
Revenue
 
Goal:
 
$1,250,000
Nicole's
 
contribution
 
is
 
focused
 
on
 
a
 
mix
 
of
 
products
 
and
 
services
 
to
 
new
 
and
 
existing
 
accounts.
Particular
 
attention
 
will
 
be
 
paid
 
to
 
the
 
development
 
of
 
of
 
strong,
 
recurring
 
multi-year
 
buying
 
cycles
 
with
On
 
Schedule
 
1,250,000
Total
 
revenue
 
generated
 
by
 
-
 Team
 
'A'
0
Team
 
'A'
 
Revenue
 
Growth
 
Performance
)

Open Activities
Sales Manager - Quarterly Sales Performance Plan Review
Name Task
Due Date  4/1/2014 1:00 PM Status
Priority
Assigned To  Sales Account Rep
Quarterly Business Review with my Sales Manager of my progress to plan.

As the name implies, this is your time to review, with your senior management, the progress your organization achieved during the previous quarter.






Comments

If you've put in place a disciplined, structured annual budgeting and goal-setting process - which you should - this is your opportunity to take a look at how the year is shaking out, versus what you had planned. You've taken the time and made the effort to plan for success for this year, and now you are in a position to get some feedback as to how things are going. The idea here is to spend a few hours to
gauge the performance of the company and identify any potential issues so that management can address them in a timely fashion.

What should you expect from this process?
1. an understanding of how the company is performing versus the plan for the year
2. an updated perspective on trends in your market
3. identification of any critical issues
4. at the end, a concise action plan to address any of the identified issues, including scheduled follow-up and identifying members of management responsible for executing the plan 
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