
Table of Contents
 
Contents
Inbound Marketing:	6
Outbound Marketing:	6
New Market Opportunities	13
[Identify the new market opportunities that your business can expand into. This could be growing into a vertical industry or segment, possible new product lines, exploring new channels, or targeting different consumer niches.]	13
Competitor Name	13
Comparative Strength(s)	13
Comparative Weakness(es)	13
Counterpoint(s)	13
Marketing Strategy	14
Inbound Marketing	14
Method	14
Description	14
Outbound Marketing	15
Method	15
Description	15
Prospecting Strategy	17
Criteria for Outreach	17
Inbound Prospecting Strategy	17
Outbound Prospecting Strategy	17
Referral Strategy	17
Customer Feedback Process	18
Action Plan	19
Tactic	19
Description	19
Goals	20
Revenue Targets	20
Deal Target	20
Units Sold Target	20
Sales Cycle Target Length	20
Other Key Sales Metric(s) Target	20




Mission and Background
What is your unique value proposition?
What problems do you solve for your clients?
Why do your clients buy from you and not the competition?
What is your elevator pitch?
What is your compelling story?

Sales Competences
What are the sales competencies of your people?
What % of your people are at full capability (skills & behaviours) for their sales competence?
How complete is your sales training? What needs improving?

Juniors
Sales skills required
Sales behaviours required

Consultants
Sales skills required
Sales behaviours required

Senior Consultants
Sales skills required
Sales behaviours required

Directors / Partners
Sales skills required
Sales behaviours required

Sales Methodology
What is your sales methodology?
Who is responsible and accountable for its improvement?
How do your juniors learn your sales methodology?
What resources, templates, tools and processes do you have? How are these improved? 
What are the gaps and plans?
How are your KPIs / OKRs captured and reported on?


Target Market
Who are your top priority markets?
How are these markets
What are your targets in each market?
What are the trends in this market that affect your buyers?
Why are your services crucial for success in this market?

Target Buyers
Who are your target buyers?
Why do they buy your service?
Where do they go for information about the problem(s) you can help them with?
What are their industry / professional associations, forums, and conferences?
Where do they gather online (think LinkedIn & Reddit, but also Mastermind clubs etc)
What is their typical buyer journey?
What is their typical approval process?
Who are the other key stakeholders that need to be part of the communication & sales effort?

Client Sales Journeys (CX)
Do you have standard routes for sales?
What are these? 
Who is responsible for improving the CX?
What marketing and sales material accompany the client sales journey?
What are the principles / guidelines you have for the CX?

Target Sales
What are your primary target service / projects to sell?
What are your secondary target service / projects to sell?
What should you only sell with senior permission?
What should you not sell?

Tools, Software, and Resources
What tools should your sales people be using consistently?
What opportunities for automation or AI are there in your process?
Is your CRM integrated into your PSA and financial software?


Sales Training

[List all the training you provide for your sales team to achieve their goals.]

Positioning
Who are your main competitors?
How do you know? Have you asked your clients?[footnoteRef:1] [1:  Note that there is only 25% overlap between who consultancies think their competition are and who the clients think they are!] 

How are you different to your competition?
How are your differences communicated to clients? Are they clear?

Service Strategy

Pricing Strategy

[What is your pricing strategy and how was it developed? Here is a good time to talk about best practices around discounting.]


New Market Opportunities

[Identify the new market opportunities that your business can expand into. This could be growing into a vertical industry or segment, possible new product lines, exploring new channels, or targeting different consumer niches.]

Account planning
XXX


Lead identification
XXX



Marketing Strategy
[bookmark: _a8j5y6cmeo76]Farming: Person based
Referrals
Account development
Thought leadership


Hunting: Person based (sniper) AND automated (blunderbass)
Speaking engagements
Direct outreach
Cold calls and emails
Referrals
PR


Fishing / Trapping
Funnel design
Website design
Lead magnets
PPC / Digital campaigns

Blogging and Content Marketing
[Briefly explain your blogging and content marketing strategy and who on the team should be consulted for questions.] 

Video Marketing
[Briefly explain your video marketing strategy and who on the team should be consulted for questions.] 

Event Marketing
[Briefly explain your industry event marketing strategy and who on the team should be consulted for questions.] 

Demand Generation Marketing
[Briefly explain your demand generation marketing strategy and who on the team should be consulted for questions.] 

Customer Marketing
[Briefly explain your customer marketing and referral strategy and who on the team should be consulted for questions. This includes all activities to drive existing customer loyalty and retention.] 

Email Marketing
[Briefly explain your email marketing strategy and who on the team should be consulted for questions. This includes email newsletters, promotions, and retargeting, but not outbound cold emails.]

Social Media Marketing
[Briefly explain your social media marketing strategy and who on the team should be consulted for questions.] 
[bookmark: _ssnvhfq6lhy1][bookmark: _Toc152153307]Outbound Marketing:

Direct Mail Marketing
[Briefly explain your direct mail marketing strategy and who on the team should be consulted for questions.]

Outbound Email Marketing
[Briefly explain your outbound email marketing strategy and who on the team should be consulted for questions. This could include cold email marketing for B2B businesses.] 

Cold calling
[Briefly explain your cold calling marketing strategy and who on the team should be consulted for questions.] 


 

Prospecting Strategy

What steps should sales teams take to qualify leads generated by marketing and reach out to them?

Criteria for Outreach

[What criteria should a prospect meet before sales reaches out to them? Establish must-have attributes so salespeople only spend time working on qualified contacts.]

Inbound Prospecting Strategy

[Talk about your company’s tactics for connecting with contacts on an inbound level, like following up on inbound emails, meetings at industry events, or social selling.]

Outbound Prospecting Strategy

[Talk about your company’s tactics for cold calls and emails, if applicable. 

Cold outreach is an essential prospecting strategy for B2B businesses, and should include plans for generating leads, nurturing leads, and following up with warm contacts. This guide has more tips for building a successful cold calling strategy.] 

Referral Strategy

[Talk about your company’s plans for generating and increasing recommendations and word of mouth. Use this to grow your customer base through your existing customers.] 

Customer Feedback Process

[What is the customer feedback process and how will your business use feedback to improve the sales cycle? Here’s an example of how you can set up a customer feedback system to continuously optimize sales performance and improve your products/services.]

Action Plan

Outline the concrete actions the sales team will take in order to achieve the company’s goals. How many calls should be made, how many locations will be dropped in on, how many will work on high-profile clients, etc.


Tactic #1

[Explain the first tactic and copy/paste this section as needed for more tactics in your action plan.]










Goals

· What are your firm, service line, client, and senior sales targets for new and existing clients?
· How does this translate into activities (e.g. calls, talks, proposals, meetings) for key people?
· What are the business development KPIs / OKRs that will be tracked, and how frequently?
· What is the weighted pipeline target?

Sales Cycle Target Length

[What is the length of your sales cycle or sales pipeline? Track the length and optimize your sales process. The shorter your sales cycle, the faster you can acquire new customers.]

Other Key Sales Metric(s) Target


[image: A diagram of a company

Description automatically generated]


Budget

Outline the budget for your sales initiatives, including total base salaries, bonus/commission structure, resource and software expenses, discounting, training, travel costs, food, and more. 

It’s helpful to compare the sales budget with your sales forecast, which you can build here. 




























[bookmark: _301g5ocs5plt]
[bookmark: _4gfriaeboyqd][bookmark: _5ll85vsh4o9q]
[bookmark: _y3svqljl5zgx][bookmark: _ltto5zoorzdh]
[bookmark: _b20x1jv57wjw]
[bookmark: _j5c9f8weuuix][bookmark: _Toc152153308]New Market Opportunities
[bookmark: _gutqbph4ds7l][bookmark: _Toc152153309][Identify the new market opportunities that your business can expand into. This could be growing into a vertical industry or segment, possible new product lines, exploring new channels, or targeting different consumer niches.]
	[bookmark: _l0y8hka1nbt5][bookmark: _Toc152153310]Competitor Name
	[bookmark: _Toc152153311]Comparative Strength(s)
	[bookmark: _olfjzmqtqjgi][bookmark: _Toc152153312]Comparative Weakness(es)
	[bookmark: _kt9qjkzgqr3e][bookmark: _Toc152153313]Counterpoint(s)

	Competitor A
	TBD
	TBD
	TBD

	Competitor B
	TBD
	TBD
	TBD

	Competitor C
	TBD
	TBD
	TBD



	[image: ]

Pro Tip:
	Think about your place in your industry. Anyone reading this part of the plan should know what your strengths, weaknesses, and comparisons to competing companies are.





	[bookmark: _sgf7ladahrjz][bookmark: _Toc152153314]Marketing Strategy



Provide an overview of your marketing strategy. This should not be a copy and paste of your entire marketing plan, but rather a rundown of what sales should know about brand awareness and lead generation.  
Included below are some of the most popular forms of marketing today. If your company does not use some of these, or if you use others not included here, feel free to delete and add sections respectively. 
	[bookmark: _h123goaq8g9g][bookmark: _Toc152153315]Inbound Marketing

	[bookmark: _g8llcl2bzk0j][bookmark: _Toc152153316]Method
	[bookmark: _xrf9bq5w1uxg][bookmark: _Toc152153317]Description

	Blogging and Content Marketing
	[Briefly explain your blogging and content marketing strategy and who on the team should be consulted for questions.]

	Video Marketing
	[Briefly explain your video marketing strategy and who on the team should be consulted for questions.]

	Event Marketing
	[Briefly explain your industry event marketing strategy and who on the team should be consulted for questions.]

	Demand Generation Marketing
	[Briefly explain your demand generation marketing strategy and who on the team should be consulted for questions.]

	Customer Marketing
	[Briefly explain your customer marketing and referral strategy and who on the team should be consulted for questions. This includes all activities to drive existing customer loyalty and retention.]

	Email Marketing
	[Briefly explain your email marketing strategy and who on the team should be consulted for questions. This includes email newsletters, promotions, and retargeting, but not outbound cold emails.]

	[bookmark: _Toc152153318]Outbound Marketing

	[bookmark: _wkaiyoqw1sra][bookmark: _Toc152153319]Method
	[bookmark: _f6jnu7y8zca9][bookmark: _Toc152153320]Description

	Direct Mail Marketing
	[Briefly explain your direct mail marketing strategy and who on the team should be consulted for questions.]

	Outbound Email Marketing
	[Briefly explain your outbound email marketing strategy and who on the team should be consulted for questions. This could include cold email marketing for B2B businesses.]

	Cold Calling
	[Briefly explain your cold calling marketing strategy and who on the team should be consulted for questions.]



	[image: ]

Pro Tip:
	It’s important to be consistent with your marketing goals. To that end, make sure you run this section by your marketing team before this plan is complete. 

If needed, you can use HubSpot’s Marketing Plan Template to get on the same page here. 





	[bookmark: _pgwkclz5iftf][bookmark: _Toc152153321]Prospecting Strategy



What steps should sales teams take to qualify leads generated by marketing and reach out to them?
[bookmark: _y43zanfotf3c][bookmark: _Toc152153322]Criteria for Outreach
[What criteria should a prospect meet before sales reaches out to them? Establish must-have attributes so salespeople only spend time working on qualified contacts.]
[bookmark: _fkbjkj5ke6f9][bookmark: _Toc152153323]Inbound Prospecting Strategy
[Talk about your company’s tactics for connecting with contacts on an inbound level, like following up on inbound emails, meetings at industry events, or social selling.]
[bookmark: _v1vr6fvp3uau][bookmark: _Toc152153324]Outbound Prospecting Strategy
[Talk about your company’s tactics for cold calls and emails, if applicable.]
[bookmark: _gnkpebmicc5][bookmark: _Toc152153325]Referral Strategy
[Talk about your company’s plans for generating and increasing recommendations and word of mouth. Use this to grow your customer base through your existing customers.]
[bookmark: _37geu637bm9u][bookmark: _Toc152153326]Customer Feedback Process
[What is the customer feedback process and how will your business use feedback to improve the sales cycle? Here’s an example of how you can set up a customer feedback system to continuously optimize sales performance and improve your products/services.]

	[image: ]

Pro Tip:
	Cold outreach is an essential prospecting strategy for B2B businesses, and should include plans for generating leads, nurturing leads, and following up with warm contacts. 

This guide has more tips for building a successful cold calling strategy.





	[bookmark: _d7qjxof18noc][bookmark: _Toc152153327]Action Plan



Outline the concrete actions the sales team will take in order to achieve the company’s goals. How many calls should be made, how many locations will be dropped in on, how many will work on high-profile clients, etc.
	[bookmark: _2m4mt2a52nis][bookmark: _Toc152153328]Tactic
	[bookmark: _eywcf4gbfxm2][bookmark: _Toc152153329]Description

	Tactic #1
	[Explain the first tactic and copy/paste this section as needed for more tactics in your action plan.]

	Tactic #2
	[Explain the second tactic and copy/paste this section as needed for more tactics in your action plan.]

	Tactic #3
	[Explain the third tactic and copy/paste this section as needed for more tactics in your action plan.]





	[bookmark: _o0xntcsuklxc][bookmark: _Toc152153330]Goals



What are your sales targets? These goals are contingent on how often you plan to update your sales plan.
[bookmark: _h00f9kzgijer][bookmark: _Toc152153331]Revenue Targets
[What is your targeted revenue – booked and live – for the end of the period?]
[bookmark: _k7o32knuxpmi][bookmark: _Toc152153332]Deal Target
[How many deals do you intend to close by the end of the period?]
[bookmark: _8m7zv88lb2fe][bookmark: _Toc152153333]Units Sold Target
[If applicable, how many units do you want sold by the end of this period? If your business sells multiple products, specify your target for each product line.]
[bookmark: _wsz10rw4d1bj][bookmark: _Toc152153334]Sales Cycle Target Length
[What is the length of your sales cycle or sales pipeline? Track the length and optimize your sales process. The shorter your sales cycle, the faster you can acquire new customers.]
[bookmark: _vovlfjc0snez][bookmark: _Toc152153335]Other Key Sales Metric(s) Target
[If you have any other metrics you are tracking for sales (software MRR, customer retention, etc.), define and outline the expectations here.]
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