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(Y3341 [ASUCCESS IN 2004:

MAKE CERTAIN YOUR SALES FORCE

HAS A STRATEGIC GAME PLAN

5 you begin planning and budgseting for 2004, it is worth-
Awhile to consider how your company defines “success”

throughout the organization, By grounding your company
with a consistent definition of success, you will be more effec-
tive in helping your organization — and particularly your sales
organization — to establish sirategies and tactics that suppart
your corporate goals and abjectives. These definitions will be
especially impartant as your organization drills dewn to devel-
oping lower level goals with your sales reps as you help them o
cregte terntory-lavel sales plans,

DEFINING SUCCESS

Success can be defined in a number of ways. You can define
suceess in terms of revenue growth, profitability, market pene-
tration and customer satisfaction ratings, to name a few. Any of
these definitions of success can drive income for reps depend-
ing upon how their compensation plans and bonuses are struc-
tured, |s your sales rep’s definition of success the same as the
company's? If not, there may be a serious disconnect between
your company’s business strategy and goals, and the activities
that the zales people are focused on in the field,
But, however you define success, in order fo actually achieve

it, a few things must happen:

L. You must have a plan. At the executive level and at the

territary level as well,

2. Metrics must be established to sef guantifiable success goals.

3. Systems must be implamented 1o measure and manage your

progress against those goals (you can't manage what you can't

measura!l.

4. Processes must be defined to provide your sales team with

a roadmap to follow,. Tools and fraining  should be provided to

assist with the implementaticn of both sales and planning

PrOCEESES.

EXTENDING THE PLANNING PROCESS INTO THE FIELD
Onece your company's 2004 goals and strategies are estab-
lished, you can help to ensure that the company business plan
is executed in the field by helping your reps to establish territo-
ry-level businass plans of their own.

If your sales people start off the next calendar year without
a formal plan that includes an understanding of the key char-
acteristics of their territory, activity and productivity goals {driv-
an by income ohbjectives) and growth strategies supported by
tactical activity plans and targeted account lists, then they are
not prepared for success.







