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Sales Territory Plan
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2014 in Review

This section should review your results from 2014 and provide some background into how you would like to attack your territory in 2015.

Revenue Review

This section will review your overall performance and analyze where you were getting your Revenue from.
Total Performance

	Total Quota
	Actual Revenue
	% of Quota

	
	
	


	# of Quarters You Made Quota
	


Revenue by Company (Top 10 Sorted High to Low)

	 #
	Company 
	Revenue
	% of  Total Revenue
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	2014 Total Revenue Sold
	
	


Revenue by Category

This section comprises what product areas you are getting your Revenue from.
	Category
	Revenue
	% of Total Revenue

	Product 1
	
	

	Product 2
	
	

	Product 3
	 
	

	Product 4
	
	

	Product 5
	
	

	Product 6
	
	

	Other
	
	

	Total
	
	


New Account Review

This section outlines which new accounts and new departments you sold to in 2014.
	Customer
	New Account or New Department
	Revenue Sold

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	


Activity in Your Territory
Overall Activity
	Category
	Actual Performance
	Comment

	Avg. Calls per week last 90 days
	
	Region target is minimum of 8 calls per week

	Total Pipeline
	
	Region target is 3 times your annual quota

	Weighted Pipeline
	
	Should shoot for this number to be at least half of your total pipeline which would indicate all opportunities average 50% 

	New Opportunities Added to Your Pipeline in 2014
	
	

	Average opportunities added per month
	
	Region target it 4 new opportunities per month which in total add $250K of revenue or more to your pipeline


Visit Review (Top 10 companies visited)

	#
	Company
	# of Annual Visits
	% of Total Visits
	Revenue Generated in 2014 for that company
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