30/60/90 Day Action Plan

* Ciather understandling ol corporate cullure polices, mission shjectives, vision eic
= Learn/Unabers tand  ProductBervices Portlolio

- Review & oomprehomd sales aml marketing busingss plan & goals. e i firs 2weeks
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Thorough review af: Personnel, General Madket Conditions, Costomer Priorities & Trends, Internal Analyvsis, Critial Sucoess Factors and
SEWALT. analysis

4 Review “State of the Business ™ Personnd Overview with VP ol Saks

v St up processes (eg. communication plan, business priorities, budget, compensation prooess, development plans, segmontationg
. St up oo mmunication with lembership team immedi ately, schedule one-on-one direct report sesions
. Unalers tand vision & mission statement for the Sales & Marketing Team. Build business plan.

] Crrganioe & Schetule feld time to get a better perspective oF the busi ness (Sakes )
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Long Term Goals {aflter 30-Days)
*  Develop all-inclusive strategic LRP Global Sales action plan............cocoinieiiiiin v v ™ (uarter

*  Implement Key Customer call plan/processes.......cocveiiicvcincsmicssnnc v sesesmsms ssmene venene 240 — o (e rfer
*  Schedule recurrent work-sessions with mgmt/sales team. .. ....ccccocviiciiin i e snene eene 2% Qiarter

*  Field ride sessions (market place understanding Knowledge of personnel)... ... oo o going
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