
S A L E S  
M A N A G E M E N T

S T R A T E G Y  Q 4 / Q 1  2 0 1 7

@jsanzvelasco



C U S T O M E R  &  T E A M  
C E N T R I C

Every  Customer  is  Important  # 1
# 2
# 3

Every  Sa les  Consul tant  /  Co l league is  
Important  

BOUNCE RATE K i l lers  

# 4
# 5

TECHNOLOGY Partner  

Ecommerce  Be l iever  

@jsanzvelasco



O B J E C T I V E S  Q 4  - 2 0 1 6

@jsanzvelasco



1 .  R E V I E W  B Y  S A L E S  
C O N S U L T A N T  1  T O  1  W I T H  C R M  

# 1
EVERY PROSPECT BY 
SALES CONSULTANT:  

STATUS,  LAST FOLLOW 
UP,  NEXT FOLLOW UP 

# 2
EVERY 

OPPORTUNITIES  BY 
SALES CONSULTANT,  
(STATUS,  AMOUNT,  
CLOSE DATE,  % OF 

COMMITMENT,  LAST 
FOLLOW UP,  NEXT 

FOLLOW UP)  

# 3
EVERY ACCOUNT BY 

SALES CONSULTANT:  
INVOICES,  PAYMENTS,  

UPSELLS,  POSSIBLE 
SUCCES CASE 

@jsanzvelasco



2 .   R E V I E W  O F  S A L E S  
R E S O U R C E S  A N D  M A T E R I A L S  

# 1
PPT,  WHITE PAPPERS,  
SUCCESS CASES,  DATA 

SHEETS,  …  

# 2
ROLL PLAYS WITH 

SALES MANAGER WITH 
PPTS 

@jsanzvelasco



3 .   M A K E  A N  E X E C U T I V E  R E P O R T  
O F  S T A T U S  I N C L U D E D  

# 1
WHERE WE 

ARE…  

# 2
NEEDS

# 3
SWOT

@jsanzvelasco



4 .  T O  B U I L D  U P  A  
C U S T O M I Z E D  D A S H B O A R D  

F O R  S A L E S  

# 1
# 2
# 3

KPI  for  Sa les  (Work  in  Group)  

Publ ic  for  everyone involved on Sa les  
process  and management  

# 4
Forecast  

P ipe l ine  

@jsanzvelasco



5 .   R E D I S I G N  O R  N O T  S A L E S  
P R O C E S S  A N D  M O D E L  

# 1
SALES FOR 

INDUSTRIES,  
GEOGRAPHICAL 

AREA,  KEY 
ACCOUNTS,  

IBEX 35…  

# 2

CHANNEL 

# 3

PARTNERS

@jsanzvelasco



6 .   M A K E  A  T E A M  B U I L D I N G  
A C T I V I T E  

# 1
CANOEING,  

SKYING,  
HORSES,  
VISIT  A  

WINERY   

# 2

DRINKS 
AFTER 
WORK 

# 3

LUNCHS   

@jsanzvelasco



O B J E C T I V E S  Q 1   - 2 0 1 7

@jsanzvelasco



Close  the  Year  2016 # 1
# 2
# 3

Performance Appra isa l  Q4 2016 

# 4
# 5

Def ine  Sa les  objet ives  (Growth,  
Team,  Invoic ing   Monthly ,  Quarter ly  
and Annualy )  

Rev iew wi th  MD and Market ing  “PR 
and Market ing  P lann for  2017”  

Rev iew prospects ,  opportuni t ies  
and Accounts  

@jsanzvelasco



Bui ld  up an Incent ive  Programm # 6
# 7
# 8

Def ine  Team Bui ld ing   act iv i tes  

# 9

Sales  Team Publ ish ing  Schedule  and 
Subjects  Sa les ,  Sa les  and Sa les  

Others . . .

@jsanzvelasco



C O N T A C T

Madrid 

jsanz.velasco@gmail .com 
skype: jsanzvelasco



M A N Y  
T H A N K S

@jsanzvelasco


