30 60 90 day plan for salespeople

30 days - Ressarch and Plam (star now as if you where hived)

»  Market reseanch and indistry analss [Sandam and Poor, Markel Shade Reponer, Industry Trade
#Assgciabons ennual conference)
Inbendesw cuslomers, vendars and prospects. Feedback on positive and negiives,
Covmgsle: finckrngs
Devalop targel goals
Develop marked sirabegy

Develop collateral maerial

Develop social meda and ofher marketng support

werity delivery capacity with suppliershendars

Extablsh relationships with vendoes, competilons, ndusiny walchers, prospects and CLERMErs

E
&

Goal: identify opportunity strategy and size of market

60 days - Implement and Test

« Iniliabe markeling | sales campaigns (phone, appoiniments, drect mail. email, ads, video, elc).
Eriplesmient iesting and medics (direct response ads, pipeling, actidly i results)
= Monior response bevel, atpest offers. laigets, mall peces, eic. &s appropriabe.

Goal: Determine exactly what increases response rate

90 day - Revise and Systemize

+  Document system (how b i the campaigns)
+  Develop Waining programs (vden, pand, handouts, Sysiem Karng)



