




  Example #3
Strategic Business Plan

1st 30 Days
Develop Company and Product Knowledge

· Meet Clinical Representative Joanie and begin forming a relationship

· Ride with Allison and Joanie for a day (or more) to gather valuable information

· Begin studying and learning our products and their “features, advantages, benefits”

· Create a competitive analysis for territory

· Keep in close contact with Liz regarding progress and activity

Create Territory Management Plan
· Map territory and form strategic routing plan divided into zones to maximize my “field time”

· Develop notes on hospital protocol for each location

· Learn hospital layouts

· Take notes on names, personality traits, likes and dislikes with physicians, staff, etc.

Develop Sales Strategy

· Seek and gain advice from current representative regarding her techniques and strategies

· Call to schedule appointments with all purchasing agents/gatekeepers in territory for the purpose of introducing myself

· Make a weekly schedule and revise as needed.  Keep Activity High!
· Using previous sales information

· Determine most valuable customers (80/20 rule) and keep focus on them

· Develop list of top potential customers for relationship development, i.e. grow market

· Retain all current business by calling on them regularly and earning their trust

· Gather as much interest as possible on current status and reason for buying

· Schedule follow-up appointments after initial meetings

· Attention, Interest Desire, Conviction, Commitment, Close!

*Communicate to Liz all progress, obstacles, and questions in a self-evaluation report

CREATE A LIST OF GOALS FOR NEXT 30 DAYS AND ACHIEVE THEM!

30-60 Day Pan

Review first 30 Days and use information to make changes and plan next 30 days

Building Knowledge

· Ask questions, read medical journals, KCI studies; speak to physicians, staff, Liz

· Schedule routine meetings with Joanie to share information

· Study the competitions strengths and weaknesses inside and out

· Keep detailed notes of any questions that I or customers may have

· Continue to learn names, faces, etc. of hospital and medical staff as well as hospital layouts

· Schedule preceptorship with doctor of high importance to build relationship, gain knowledge, and hands on experience

· Learn our pricing- how we are positioned and compare

Customer Focus

· Customers or potential customers should be categorized as “Low Potential” and             “High Potential” 

· High Potential customers should be top priority and a relationship built quickly

· Low Potential customers will be called on at regular intervals until High Priority customers (potential customers) are secure and a trust is formed

· Bring in speakers and set up programs

· Maintain visibility and make sure everyone know my name and that I represent KCI

· Continue to question customers about their concerns and get a feel for the comfort level of our products

· Determine reason for the use of our products as well as competition’s, Hot Buttons
· Configure market share and growth and develop ranking system of key accounts

· Meet with Decision Makers

· Begin to schedule lunches, breakfasts, or meetings with these Decision Makers 

· Keep an ear out for new and creative ways to get time with key players.  Program where I can bring speaker in?  Hospital displays/booths?  Sponsor board meetings?
· Be excited about our products!
· Close Existing Business!  Capture New Business!  Penetrate Competitive Strongholds!

Review Routing


Make sure that my routing is working for me and for my customers.  I need to see all of my 

accounts that are categorized as “High Priority/Potential” on a consistent basis and as  efficiently as possible.  Time Management Is Key!
*Communicate to Liz all progress, obstacles, and questions in a self-evaluation report

CREATE A LIST OF GOALS FOR NEXT 30 DAYS AND ACHIEVE THEM!

60-90 Day Plan

Continue To Build Knowledge

· Continue reading medical journals, internet updates, competitive information
· After building trust, communicate KCI studies to Decision Makers and ask them for their feedback
· Determine buying habits and reasons for doing so
· Master our products as well as competitions
· Continue to learn personnel and hospital layouts
· Continue to make notes and questions for myself and others
Customer Focus

· Keep the most important accounts happy and using our products
· Begin exploiting “Hot Buttons” after earning their trust
· Be visible in all accounts and make sure they know my name as well as the customer I represent
· Continue to ask questions and concerns to take care of any potential problems
· Start focusing on some lower priority accounts to establish relationships
· Use speakers to build confidence in our products
· Find reasons why potential customers are not using KCI and overcome them 
· Let them know that we want their business!
· Review routing and make any necessary changes
*Communicate to Liz all progress, obstacles, and questions in a self-evaluation report
CREATE A LIST OF GOALS FOR NEXT 30 DAYS AND ACHIEVE THEM!

Sales Goals and Objectives

1st 30 Days –Learn Territory, Accounts, Products, Co-Workers, and Start Building Trust

1st 60 Days – Continue Working On Above, Close Customers, Continue Relationship Building

1st 90 Days – Have Strong Hold On Current Customers, Penetrate New Accounts, Grow Territory!

