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More Sales, More Consistently, In Less Time




You build your Strategic Sales Plan on the detailed analysis of the
marketplace. It should mirror the direction your market is going. It
clarifies how your business fits in with this change. It articulates the
business goals for both medium and long-term. It outlines the strategies
you’ll employ to achieve these goals.

When you use the analysis and knowledge you've gained through this
process, you have the foundations to create a sound sales plan, your next

step.
KEY QUESTIONS
1) In what ways is your 2) How will these 3) Where will your
industry going to changes impact your business fit with these
change in the next 3 to business? changes?

5years?



Where will we play? (What key markets? With what products/services?

How will we create customer value?

How do we create financial value?

How will we win in those chosen segments?

What capabilities must we develop to win?




How does our sales strategy enable us to take advantage of trends?

How granular is our sales plan about where to win? (What customer types? What
channel types?)

In what ways is digital forming part of our strategy?

How should we innovate in our Direct Sales approach?

How does our plan account for emerging markets or trends?




How much time do our salespeople spend with customers and partners?

In what ways can we leverage technology to free up more customer facing time?

How closely and frequently will we manage our sales team?

How are we building capabilities in sales?

Where will we NOT play? What customers and sales opportunities are toxic?
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Sales
Culture

John Kotter the internationally renowned Harvard Business Professor
author in his extensive research found four key reasons why culture
eats strategy for breakfast..

> Revenue grew 682% in companies who focused on culture versus
166% in companies who didn’t.

o Stock prices rose 901% in companies who focused on culture
versus v 74% in companies who didn’t.

> Net income rose 756% in companies who focused on culture
versus 1% in companies who didn’t.

> Job growth rose 282% in companies who focused on culture versus
36% in companies who didn’t.

Copyright Insthinktive Sales Leadership Ltd. www.insthinktive.com



Is our sales strategy in line our business strategy? Are we targeting the right
markets with the right products?

What are the winning sales team behaviours that drives peak performance?

What traits do the best salespeople exhibit that we need to embed?

What are our performance measures?

What are our compensation and incentives to encourage peak performance?




How will we share the vision?

What is our hiring process to ensure we hire Top Sales People?

When do we get updates?

How do we encourage recognition for great performance?

How do we induct new team members?




How do we share key metrics?

How will we manage, develop and coach the team?

How and when will we review performance?

What support will we offer our sales team (Sales Support, Operations Support)

How do we ensure communication is happening?




Action
Plan

» Actions
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