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	1. Revenues Targets for the month of Feb & March 2011
	

	2. Revenues Targets for the month of April, May & June 2011
	

	
	

	3. Average sales transaction size 
	

	4. Number of sales transactions forecasted  per month
	

	5. Number of qualified leads needed to accomplish sales forecasting per month
	

	6. Number of bids to be done every month 
	

	7. Number of single page proposals to be submitted per month 
	

	8. Number of appointments to be made every month 
	

	9. Number of presentation to be made every month 
	

	10. Number of detailed proposals to be submitted every month 
	

	11. Number of follow ups to be done 
	

	12. Number of mock-ups to be drafted every month 
	


Sales Plan Daily Benchmarks and Tracking 

	1. Number of sales transactions forecasted  per day
	

	2. Number of qualified leads needed to accomplish sales forecasting day
	

	3. Number of bids to be done every day
	

	4. Number of single page proposals to be submitted per day
	

	5. Number of appointments to be made every day 
	

	6. Number of presentation to be made every day 
	

	7. Number of detailed proposals to be submitted every day 
	

	8. Number of follow ups to be done daily 
	


Plan B & alternative strategies for Leads, sales &revenues to mitigate risks associated with revenue targets 

	
	

	
	

	
	


Sales Financials and ROI Tracking and Monitoring 

	1. Cost per lead 
	

	2. Cost per sale 
	

	3. Cost per close 
	

	4. Cost per customer
	

	5. Average profit per customer in dollar amounts 
	

	6. Average profit per customer in percentage
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