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New Year, Same Old Story?

Not this time!
2017 is just around the corner and it’s at this time of year that millions of people promise 
that they are going to make changes and make next year “their year”  

They pledge to do better, be better, achieve more, waste less and improve themselves 
and their performance than the previous year. 

As sales management establishes new thresholds, diligent sales people set new sales 
goals and vow to be more successful. The rah-rah, pep-rally sales meetings begin, new 
sales contests and incentives pop up and the old-psyche-yourself-up mentality ensues. 

However, what is usually lacking in that New Year’s euphoria, is a solid and definitive 
plan to achieve the new, New Year’s objectives. 

2017 Success Planner 
What follows is a simple 2017 Success Planner to help you define, target and strategise 
to ensure that 2017 gets off to a great start! 

When is the best time to plan for 2017? 

The answer is right now! 

So get to it and make 2017 “the year”! 



Web: www.mtdsalestraining.com    |    Phone: 0800 849 6732  3

Strategic Improvement 

The average sales person starts the New Year with that familiar mantra, “I’m going to 
make more sales this year...”   

However, increasing sales entails a lot more than increasing your closing average. 

Below are a few questions to ask yourself and some tips for each area. 

Increase the Right Numbers: 

Find out exactly how many sales interactions (presentations, closing attempts, cold calls 

etc) you did in 2016.  This number must be actual and not a guess. Of course, if you 

cannot determine that number, then that is where you need to start. 

Exactly how many cold calls did you average every month in 2016? 
Exactly how many warm calls did you make? 
How many appointments did you run last year? 

If you already have some reliable data from 2016, then continue by setting goals that 
increase the amounts in every area. 

Here’s an example: 

Sales Activity 2016 Actual Results 2017 Goals 

Cold Calls 122 per month 150 per month 

Warm Calls 85 per month 95 per month 

Appointments Set 22 per month 30 per month 

Emails Literature 45 per month Sent 40 per month 

List at least four sales tasks and commit to improving that number. 
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Increase Lead Sources: 

Are you maximising all of your available lead generating sources? 

How many leads did you get from cold calling? 
How many leads derived from social networking avenues? 
How many qualified prospects were from referrals? 

Establish a percentage to increase your return in at least three areas of lead generation. 
Perhaps you vow to get 5 more referrals every month, or 10 more leads through 
LinkedIn. 

Then, establish a plan on exactly how you will increase these areas. 

Cultivate  Current Customer  Base 

How much business did you get from your current client base?  How many secondary 
products or services did you sell? Establish goals to reach with established customers. 

Up-Sell:  Identify those clients that you can sell additional products or services.  How 
many customers can you increase their monthly service?  How many clients can you 
upgrade to the new model?  They bought the basic package, is it time to help that client 
move up to the more advanced level? 

Cross-Sell: Identify customers to sell complementing products or services to.  So they 
love the help desk software, might they be interested in the desktop security model? 

Vertical-Sell: Identify other areas within your client’s operation that you can service. 
The shipping department uses your heating control saver so perhaps it’s time to talk to 
the owner of the entire building. 

For each of the above, you must know... 

Exactly how you will identify these customers 
How you will approach them 
What your message is for each 
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Strategic Advantage Over the Competition 
Many things can and do change in one year, especially in technology.  
What was a competitive advantage six months ago, may not be today. 
Now is the time to reassess your competitor’s strengths and weaknesses as well as your 
own. 

Here are a few areas to note: 

Internet presence: 
How has your competition improved their web presence over the past year? 
Have you kept pace with the competition in virtual space? 
Has the competition improved their methods of answering web inquiries? 
Do you know what new objections you will get from prospects in response to your 
competitor’s new reach? 
Do you know how you will answer those objections? 

Product  or Service Enhancements 
Have competitors released new versions, models or upgraded products? 
Has your company, products and services kept pace? 
Do you know what new objections you will get due to the competitions’ new product 
and how to overcome those objections? 
Are there new ways you can add more value to what you sell? 

New Solutions to New Problems 
Are there new problems and areas of pain that your target prospects are 
experiencing? 
Do you know what questions to ask to unearth these new issues? 
Does your competition offer solutions to these new problems? 

Asking  Better Questions to Uncover Problems 

Has your competition improved on solving a problem you used to solve better? 
Have you come up with a few new and better questions to help unearth the 
prospect’s problems and pain when the prospect is unaware of them? 

1. Uncover and identify any new objections you will get in 2017 based on market 
changes.

2. Determine how you will overcome those objections.
3. Design at least two new ways to unearth the prospect’s problems and areas of pain.
4. Add at least two new value added statements or ideas to your arsenal.
5. List at least two new things that differentiate you from your competition. 
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Strategic Mindset 
To accomplish any of the above; you may have to wipe the proverbial slate clean.  Too 
often sales people begin the New Year riding on the positive or negative momentum of 
the past year. It’s obvious how dwelling on past negative events can adversely affect 
future performance; yet positive reminiscence can do even more damage. 

While fear of past mistakes and failures plague some sales people, overconfidence leads 
to a lacklustre and inconsistent work ethic.  You have to clear your head of the past year 
and set new, new objectives.  Concentrate on eliminating the ghosts of 2016, and then 
manage yourself to start the New Year fresh. 

a. Kill Stagnated Sales Opportunities: In your sales pipeline, you have those 
prospects that have been in the same stage of the sales process for far too long. 
Those prospects you’ve   been holding on to, wishing and dreaming of closing that 
big sale. You must get those roadblocks out of your sales funnel and off your mind. 
Close the book on those old, stale, wishes and dreams and move on.

b. Regenerate Real Opportunities: As you close the book on those sales, reopen the 
book on those that present legitimate opportunities.  This includes some lost sales 
and more importantly, some of the big sales you’ve closed.

Develop a new approach, find a new or altered product or service to sell, or unearth 
some new problems to solve, and regenerate some of those as new opportunities 
and begin the sales process again.  Perhaps you failed to close the sale with your 
proposal to the IT department.  However, you might approach the HR department 
with a new concept. The key here is that you start a new process as if it were a new 
prospect.

c. Get Rid of 2016 Paraphernalia:  Eliminate all of the evidence of 2016 failures and 
successes.  That  big  prospect  that  you  worked  so  hard  to  close,  finally  said  no. 
Nevertheless, you still have their company coffee mug on your desk and you are 
still using that ink pen with their logo on it. Trash those things.

You were “Sales Person of the Month” in October 2016. That’s great.  However, it is 
time to take down that plague and remove that trophy from your desk.  You don’t 
want to throw them away, as there may be times when you need to look back on 
your past successes to help lift your spirits. However, you want to focus on new 
achievements, especially in the beginning of the year. 
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d. Manage Yourself: Professional selling success requires tremendous self-discipline.

If you say that you will make 30 cold calls on Monday, but only make 20; nothing
happens. No one is standing there looking over your shoulder demanding that you
do what is necessary to succeed.

To help ensure 2017 gets off to a great start, figure out a few ways to discipline 
yourself. Discipline yourself for coming up short, and reward yourself for extra 
effort. Perhaps you do not allow yourself to take a lunch break until you completed 
a certain amount of prospecting calls.

Tell yourself that you will not be able to play golf on the weekend unless you set the 
required number of appointments for that week. Or, maybe you reward yourself 
with an extra round of golf if you set 10% more appointments than the goal. 
Remember, this is concerning sales activities, sales tasks, and not the amount of 
closed sales.

Find at least two ways to discipline you for failing to meet sales activity goals and 
two ways to reward yourself for exceptional performance.

Enter your own categories and data into the word document at 
www.mtdsalestraining.com/2017salesplanner and make 2017 your best yet. 

Use the 2017 Success Planner and get off to a fast and positive start.




