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Target Account 

Selling
Sales Plan
	ACCOUNT:     


	PROJECT/OPPORTUNITY: 



	ADDRESS:     

                
	CLOSE DATE: 


	ORDER AMOUNT: 



	
	SALESPERSON: 


	SALES MANAGER: 



	PHONE:    


	SALES SUPPORT: 



	CUSTOMER'S BUSINESS PROFILE:



	ANNUAL REVENUE:


	PROFIT: 


	FISCAL YEAR END: 

	CORPORATE AFFILIATION:   



	



	OUR POSITION - PRODUCTS & REVENUE TO DATE:
	COMPETITOR'S POSITION - PRODUCTS & REVENUE TO DATE:

	
	

	CUSTOMER'S NEED OR PROBLEM FOR THIS SALES OPPORTUNITY:



	

	


Opportunity Assessment

	PROJECT:     

    
	DATE: 
	DATE: 
	DATE: 

	SALESPERSON:        
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	IS THERE AN OPPORTUNITY?
	
	
	
	
	
	
	
	
	
	
	
	

	1
	CUSTOMER'S APPLICATION 
	DEFINED
	+
	
	
	
	
	
	
	
	
	
	
	
	

	
	OR PROJECT
	UNDEFINED
	-
	
	
	
	
	
	
	
	
	
	
	
	

	2
	CUSTOMER'S BUSINESS 
	KNOWN
	+
	
	
	
	
	
	
	
	
	
	
	
	

	
	PROFILE
	UNKNOWN
	-
	
	
	
	
	
	
	
	
	
	
	
	

	3
	CUSTOMER'S 
	STRONG
	+
	
	
	
	
	
	
	
	
	
	
	
	

	
	FINANCIAL CONDITION
	WEAK
	-
	
	
	
	
	
	
	
	
	
	
	
	

	4
	ACCESS TO FUNDS
	YES
	+
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	NO
	-
	
	
	
	
	
	
	
	
	
	
	
	

	5
	COMPELLING EVENT
	DEFINED
	+
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	UNDEFINED
	-
	
	
	
	
	
	
	
	
	
	
	
	

	CAN WE COMPETE?

	6
	FORMAL DECISION
	KNOWN
	+
	
	
	
	
	
	
	
	
	
	
	
	

	
	CRITERIA
	UNKNOWN
	-
	
	
	
	
	
	
	
	
	
	
	
	

	7
	PRODUCT FIT
	GOOD
	+
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	POOR
	-
	
	
	
	
	
	
	
	
	
	
	
	

	8
	SALES RESOURCE
	LOW
	+
	
	
	
	
	
	
	
	
	
	
	
	

	
	REQUIREMENTS
	HIGH
	-
	
	
	
	
	
	
	
	
	
	
	
	

	9
	CURRENT RELATIONSHIP
	STRONG
	+
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	WEAK
	-
	
	
	
	
	
	
	
	
	
	
	
	

	10
	UNIQUE BUSINESS VALUE
	DEFINED
	+
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	UNDEFINED
	-
	
	
	
	
	
	
	
	
	
	
	
	

	CAN WE WIN?

	11
	INSIDE SUPPORT
	STRONG
	+
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	WEAK
	-
	
	
	
	
	
	
	
	
	
	
	
	

	12
	EXECUTIVE CREDIBILITY
	STRONG
	+
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	WEAK
	-
	
	
	
	
	
	
	
	
	
	
	
	

	13
	CORPORATE
	GOOD
	+
	
	
	
	
	
	
	
	
	
	
	
	

	
	COMPATIBILITY
	POOR
	-
	
	
	
	
	
	
	
	
	
	
	
	

	14
	INFORMAL DECISION
	KNOWN
	+
	
	
	
	
	
	
	
	
	
	
	
	

	
	PROCESS
	UNKNOWN
	-
	
	
	
	
	
	
	
	
	
	
	
	

	15
	POLITICAL ALIGNMENT
	STRONG
	+
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	WEAK
	-
	
	
	
	
	
	
	
	
	
	
	
	

	IS IT WORTH WINNING?

	16
	SHORT TERM REVENUE
	HI/NEAR
	+
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	LOW/FAR
	-
	
	
	
	
	
	
	
	
	
	
	
	

	17
	FUTURE SALES
	HIGH
	+
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	LOW
	-
	
	
	
	
	
	
	
	
	
	
	
	

	18
	PROFITABILITY
	HIGH
	+
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	LOW
	-
	
	
	
	
	
	
	
	
	
	
	
	

	19
	DEGREE OF RISK
	LOW
	+
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	HIGH
	-
	
	
	
	
	
	
	
	
	
	
	
	

	20
	STRATEGIC VALUE
	YES
	+
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	NO
	-
	
	
	
	
	
	
	
	
	
	
	
	


Key Sales Issues

THIS IS ONLY A PARTIAL VIEW OF THE FULL DOCUMENT. 
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Over 12,000 users in 40 countries.

All continents.

#1 with: \
- Global 500/Fortune 500 Jack Avington L
- Startups & Venture Capital Exec Recruiters.
- Freelancers & MBA Students P .

Loved by executive recruiters
as a place to find top "skills gap
qualified” candidates.

Majority of users/subscribers either:
- got a big total pay raise
- got promoted/bigger position
- learnt & felt more challenged
- created "free time" for life

Everybody above can't all be
wrong. Can they?

Still uncertain? Still skeptical?

Thoughts li /
EACH) Fear blinds. 2%

Jeremy Sheltford
Venture Capital
Managing Partner




[image: image3.jpg]FRIENDLY CAUTION! They want more than just a template from
you 79% of execs are fedup of receiving "nothing special” work.
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HOT BUTTON TOPIC FOR:
- Recruiters/Head Hunters - Business Schools/MBAs
- Startup Investors - Career Coaches/HR Planners
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A Preview Version of
the Full Document




[image: image4.png]


[image: image5][image: image6][image: image7]
Page 5
TASPlan
19/06/18

