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2006 in Review

This section should review your results from 2006 and provide some background into how you would like to attack your territory in 2007.

Revenue Review

This section will review your overall performance and analyze where you were getting your Revenue from.
Total Performance

	Total Quota
	Actual Revenue
	% of Quota

	
	
	


	# of Quarters You Made Quota
	


Revenue by Company (Top 10 Sorted High to Low)

	 #
	Company 
	Revenue
	% of  Total Revenue

	1
	
	
	

	2
	
	
	

	3
	
	
	

	4
	
	
	

	5
	
	
	

	6
	
	
	

	7
	
	
	

	8
	
	
	

	9
	
	
	

	10
	
	
	

	Tot
	2006 Total Revenue Sold
	
	


Revenue by Category

This section comprises what product areas you are getting your Revenue from.
	Category
	Revenue
	% of Total Revenue

	Product 1
	
	

	Product 2
	
	

	Product 3
	 
	

	Product 4
	
	

	Product 5
	
	

	Product 6
	
	

	Other
	
	

	Total
	
	


New Account Review

This section outlines which new accounts and new departments you sold to in 2006.
	Customer
	New Account or New Department
	Revenue Sold

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	


Activity in Your Territory
Overall Activity
	Category
	Actual Performance
	Comment

	Avg. Calls per week last 90 days
	
	Region target is minimum of 8 calls per week

	Total Pipeline
	
	Region target is 3 times your annual quota

	Weighted Pipeline
	
	Should shoot for this number to be at least half of your total pipeline which would indicate all opportunities average 50% 

	New Opportunities Added to Your Pipeline in 2006
	
	

	Average opportunities added per month
	
	Region target it 4 new opportunities per month which in total add $250K of revenue or more to your pipeline


Visit Review (Top 10 companies visited)

	#
	Company
	# of Annual Visits
	% of Total Visits
	Revenue Generated in 2006 for that company

	1
	
	
	
	

	2
	
	
	
	

	3
	
	
	
	

	4
	
	
	
	

	5
	
	
	
	

	6
	
	
	
	

	7
	
	
	
	

	8
	
	
	
	

	9
	
	
	
	

	10
	
	
	
	

	Tot
	
	
	
	


Visit Review (Top 10 individuals visited)
	#
	Individual
	Company
	# of Annual Visits
	% of Total Visits
	Revenue Generated in 2006 for that company

	1
	
	
	
	
	

	2
	
	
	
	
	

	3
	
	
	
	
	

	4
	
	
	
	
	

	5
	
	
	
	
	

	6
	
	
	
	
	

	7
	
	
	
	
	

	8
	
	
	
	
	

	9
	
	
	
	
	

	10
	
	
	
	
	

	Tot
	
	
	
	
	


The above 2 charts are an attempt to determine where you spent your time in 2006 and what results you received in that year.  Clearly you could also be working on business which is forecasted for 2007 but it is crucial to know that you are making the most effective use of your valuable time.

Lead Generation/Business Development

A key to building pipeline is doing activities to help generate leads.  Activities can include customer technology days/exec meetings /workshops/etc., email campaigns, seminars/exec. Breakfasts, cold call days, etc.  The intent of this section is see what pro-active activities you individually did to generate business.  This is not intended to be a recap of what leads you got from external sources.
	Date of Activity
	Activity
	# of leads generated 
	Revenue closed

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	


2007 Plan
Goals

It is crucial that you said specific goals to achieve your quota objective and hopefully more.  With that in mind, spell out your specific goals for 2007.

	Goal
	Target
	Comments

	Percent of Quota
	
	Must be a minimum of 100%.  Should shoot for a stretch goal here.

	# of Quarters making Quota
	
	Be realistic on this measure

	Avg. # of opportunities you will add per month
	
	Regional target is a minimum of 4 per month

	Quartile you would like to finish in
	
	1-Top 25%, 2-Top 50% should not shoot below that target

	# New Accounts/ Departments
	
	Minimum of 4 per year (1 per quarter)

	Call Activity per week
	
	Regional target is minimum of 8 per week


Plans

This needs to cover the accounts you will concentrate on and the areas of our solutions which you will sell in 2007.
Account Coverage

For purposes of planning, you need to segment your territory into 4 areas:

Strategic Accounts – Accounts which generate $400K or more in sales revenue each year and you believe can grow to $800K of revenue per year.  This should number from 0 to 3 accounts based on your territory.  For these key accounts, we will ask you to fill out a strategic account plan and these accounts will get a disproportionate amount of our marketing effort including Account Based Marketing.

A Accounts – Accounts (including Strategic Accounts) which will generate 80% or more of your total Revenue.  You should do an account profile for each of these accounts which will be a subset of Strategic Account Plan.  These accounts should total from 1 to 10 (including Strategic Accounts)

B Accounts – Accounts which will generate the remainder of your business.  These accounts should be targets that you would like to get business from and have the potential to be moved to an A account at a future date.

In total, the A accounts and B accounts should not total more than 40 accounts.

Please list the accounts in each category below.  Please indicate with a letter behind each customer name one of the following three notations:
-C Active Customer

-D Dormant Customer

-P Prospect

	A Accounts
	B Accounts

	Strategic Accounts
	Other A Accounts
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	


The Account Profiles for A Accounts (outside of Strategic Accounts) should include the following:
-Company Name, Address, Phone

-Business Description

-Financials

-Organization Charts

-Activities and Projects

-Business Drivers

-Current Architecture

-IT Projects

-Customer’s Top Competitors

-Applications (production/development)

-Vertical References 

Revenue Targets
Revenue projections of where you expect your business in 2007.
	#
	Company
	Revenue

	1
	
	

	2
	
	

	3
	
	

	4
	
	

	5
	
	

	6
	
	

	7
	
	

	8
	
	

	9
	
	

	10
	
	

	
	Other
	

	Tot
	TOTAL REVENUE
	


Prospecting Strategy

You should determine which solutions make sense to pursue in your territory.  Once that is established, you should list which accounts/departments you are going to pursue 
With this activity.
Please indicate your strategy for each solution area:

	Quarter of attack
	Solution Area
	Product 
	Companies targeted

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	


Activities

This should include the specific areas you are going to attack to drive your pipeline and ultimately your quota.

Business Development

It is crucial that you build into your plan specific business development activities.  These could involve both prospects and customers.  Prospecting activities could include cold call days, executive breakfasts, webinars, workshop, partner activities, etc.  Customer activities could include any of the above plus technology days, options push, etc.  Please put detail projections of activities by quarter.

	Qtr
	Business Development Activity
	Customer name or prospecting area
	Lead goal
	Actual Leads
	Revenue Forecasted
	Revenue Closed

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	


Account Activity Strategy

It is important that you understand which accounts you are going to attack each quarter.   Obviously your A Accounts should be visited on a frequent basis.  You should outline which accounts you are going to attack each month and which business units and individuals you are going to tackle (this does NOT need to include Strategic Accounts).

	Month
	Companies
	Departments
	Individuals/Titles
	Method to Reach Out

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	


Complements of the SalesRoundup Podcast.  www.salesroundup.com 

