


$ALES PLAN

Name: _____________________________    Date:  __________                       
This 4 Step Plan is the initial point where you can design your own robust and detailed plan according to your organizations current mission, product incentives, sales targets and bonus/commission structure to help you optimize your potential earnings and recognition.
Fact One:

“If you teach a man anything, they will never learn.” Bernard Shaw – We agree, we learn best by doing. So employ our entire program and you will reap the benefits!
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It is highly recommended that you complete and validate this sales plan with your sales manager, coach, peer group and partner prior to reading and or listening to the Sound Selling Audiobook™ program. The program will further provide you with fine-tuning and support of your goals while reading, listening and reflecting on your step-by-step activities towards reaching your goals.  
Fact Two:

The well-known twenty-year study of Harvard Graduates that demonstrated the power of career goal setting: Researchers found that only 3% of a graduating class had clearly written career goals. Twenty years later they documented that this group of career goal setters had accumulated more wealth than the other 97% combined…
Step 1: Professional/Career, Personal & Long-Term Initiatives  
Do you have 10 years' experience, or one year's experience repeated 10 times?
What can you do this year so you’ll be more Remarkable, Marketable and have the latest Knowledge, Skills and Abilities (KSA’S) to achieve and exceed your goals this year and beyond?
	Professional Growth

	Complete Degree(s) & Certification(s):



	Complete Course(s) & Attend Seminar(s):


	Personal/Family

	Create A Doable Financial Budget and Stick with it!


	Enhance Relationships



	Personal & Family Needs (Overcome Obsticales)


	Improve Your Physical Condition (Diet & Exercise Routines)


	Community/Volunteerism

	Support Your Community


	Spiritual

	Spiritual Balance – connect with your faith



Step 2: Prioritize Your Goals & Objectives 
Remember, goals without a timeline are simply dreams!
Complete Specific Step-by-step activities to fulfill each goal on next page(s)
	1.


	Target Date             Completed            Reward

	2. 



	Target Date             Completed            Reward

	3. 



	Target Date             Completed            Reward

	4.



	Target Date             Completed            Reward

	5. 



	Target Date             Completed            Reward

	6.  



	Target Date              Completed          Reward


Step 3: Create very specific step-by-step activities to fulfill each Goal & Objective - create at least a page for every goal.
"Plan for the future, because that is where you are going to spend the rest of your life." Mark Twain

Step 4: Additional focuses and validation
Product updates, enhancements and unique strengths I will focus on to increase my sales production this year:

Presentation tools and approaches I will offer to build relationships and increase sales: 

Sales techniques and strategies I will focus on to improve my sales performance: 
Analyze your preferred customers; establish a campaign to revisit existing customers to generate more revenue opportunities and referrals. Create a game plan to target additional successful customers (what will it take to reach your monetary goals). Then create & apply the following according to your approach: 

I will need to have ___ scheduled meetings per day and make ___ calls in person and or ___ via phone on a daily basis to reach my new goals. Refer to program keynote chapters 2, 3, 4 and 10 to help to establish and achieve your goals.
I agree to be mindful DAILY of my goals this year. I will continue to update my ACTION PLAN to reach my DAILY, WEEKLY, MONTHLY and ANNUAL goals. I promise myself to put forth my best effort.

Full Name __________________________ 

Signature_____________________________ Date _______________
Sales manager, Coach, Peer Group and Partner that I have confirmed my goals and who will support me.
_________________________________________________________
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