                        Monthly Target Based Sales Plan

	SALES GOALS
	3 YEARS
	1 YEAR
	THIS QUARTER
	THIS MONTH

	Targeted sales goals (Total revenue)
	
	
	
	

	
Existing business
	
	
	
	

	Recurring revenue
	
	
	
	

	Other BAU
	
	
	
	

	New business (Total revenue less total existing business)
	
	
	
	

	New domestic revenue
	
	
	
	

	New export revenue
	
	
	
	



	
ACTIVITY
	
12 MONTHS
	
WEEKLY
	
MONTHLY
	ACTUAL WEEKLY

	
Total deals required

	
	
	
	

	Domestic
	
	
	
	

	Export
	
	
	
	

	
Proposals presented

	
	
	
	

	Domestic
	
	
	
	

	Export
	
	
	
	

	
Account management reviews/calls

	
	
	
	




	
	PERSONA ONE
	PERSONA TWO
	PERSONA THREE

	Target market segment
Who is the target consumer/sector/industry?
	
	
	

	Target audience
Who within the company (or directly) are you speaking to? (E.g. the decision marker or an influencer)
	
	
	

	Problems we solve
What problem is the customer trying to solve that your product/service can help them with?
	
	
	

	Gains we provide
Based on the problem you are solving, what gains are you therefore providing for that target customer?
	
	
	

	Strategic messaging
Positioning statement – what’s the statement you can make to explain who you sell to and why. It is a build on your value proposition. You
can format this as: “We help… [emotional cue]… business problem”. For example: “We help operations managers in mining companies who are frustrated with inefficient loading resulting in time wasted and unnecessary extra milage travelled to shift a load.”
	
	
	

	Value proposition
Thinking about your value proposition. How might it differ slightly by the audience and market segment you are speaking to?
	
	
	







	
	PERSONA ONE
	PERSONA TWO
	PERSONA THREE

	Target market segment
Who is the target consumer/ sector/industry?
	
	
	

	Target audience
Who within the company (or directly) are you speaking to? (E.g. the decision marker or an influencer)
	
	
	

	Problems we solve
What problem is the customer trying to solve that your product/service can help them with?
	
	
	

	Gains we provide
What gains is your solution providing for that target customer?
	
	
	

	Strategic messaging
Positioning statement – what statement can you make to explain who you sell to and why?
	
	
	

	Value proposition
How might this differ depending on the audience and market segment you are speaking to?
	
	
	







