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Why Sales are Importa nt? '
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Main Income
S0 SO MBKs JO

ATMENRET 00 R M |
Brings Cash to Business
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Helps to Cover Expenses and Generate Profit
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To Attract and Retain Customers
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What is a Sales Plan?
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Sales plan is a strategic document that
outlines how a business will achieve it’s
sales targets.
This include, strategies, timelines, !

responsibilities, and resources.
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What are the Steps in Sales Planning?
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Step 01 Step 02 Step 03 Step 04 Step 05
Market Demand Setting Developing | Preparing
Forecasting NEIES NEIES Sales Plan
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Analysis
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Step 01 Market Analysis
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Market Analysis
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Analyzing the market to understand

e Customer Needs

e Competitors

* Market Trends

* Opportunities and Threats
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Porter’s Five Forces Model
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Porter's five forces modelis a
framework for analyzing the
competitive forces within an
industry to understand its
profitability and structure
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Introduction Growth
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Step 02 Demand Forecasting
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Demand Forecasting
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Demand forecasting is the process of predicting future
demand for a product.

It's about understanding number of products needed by
the customers and timing of the requirement.
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Sales objectives are specific targets a business sets
to guide and measure the sales performance.
Sales objectives guide the direction of sales
team. It motivates them and can be used to

measure the performance.
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Objectives shall be SMART Sagn® 6@y SMART Scs 5005
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Specific

Create a clear,
concise goal

M

Measurable

Ensure you
can measure

progress

A

Achievable

R

Relevant

T

Time-Bound

Ensure you
can achieve

the goal

Does the goal
align with your

business?

Make sure
your goal has
a deadline
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Revenue

Based
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Achieve a
monthly
sales target
of Rs. 2 Mn
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Setting Sales Objectives
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Volume
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Achieve a
monthly sale of
1,000 units per
month
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Market Share
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Capture 20%

market share from

local markets
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Customer
Based
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Acquire 30 new

customers per
(| month
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Activity
Based
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Make 20
customer calls
per day
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Step 04 : Developing Sales Sttegies
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Sales strategies are the methods and
actions used by a business to achieve the

sales targets. amd esrs®bo 3 dad gese
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Step 05 : Sales Plan
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Sales plan is the final step of sales planning. It’s

where the details gathered from market

analysis, demand forecasting, sales objectives
and strategies are combined into an actionable

document.
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Sample Sales Plan for CodeLoom T Shirts
Product

Sales

Channel

Where

Online

Office T Shirts
School T Shirts
Track Kits
Casual T Shirts

Sales Target Deadline Sales Strategy Responsibility

What

To achieve a
monthly income
of Rs. 1 Mn

When

By May 2026

How

* Social media boosts
* Brand Promotions

* Special Offers

¢ Influencer Promos

Who

Digital Marketing
Team

In Store Casual T Shirts  To achieve a By October |+ Brand Promotions Sales Team
Office Shirts monthlyincome 2026 » Special Offers
of Rs. 200,000 » Sales/BOGOs
* Influencer Promos

Retail Casual T Shirts To achieve a By January * Brand Promotions Sales Team
Shops Office Shirts monthlyincome 2027 * Special Offers

of Rs. 100,000 * Competitive Pricing
24
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