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Sales Plan Element Example Numbers Your Numbers
¢ determineyour annual sales quota &5, 000, 000
¢ revenue potential from existing cients (farming) 53,600 000
s  new business revenue gap (hunting) 51,400 000

¢+ new business overachievement stretch (extra hunty 51,000,000

# hunting plus extra hunt = total hunting 52 400 D00
¢ total revenue target (farm + total hunting) 6,000, 000
¢ average new account annual revenue (ramp up) % 200000
¢« number of new accounts required 12
¢+ pipeline “interested to close™ ratio 8.1
¢ number of new “interested” meetings in a year 72
¢« number of new “interested” meetings monthly 8

Your Pipeline

Activities
— Interested
Discovered

—

Account Manggementi
- ABS (Fab)

- Dowln (Ap1)
- AT&T (Mav)
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Mew Business Q iy
- naw mastings/mo.

Seminars
- larch 28 (3] seats)
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