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Why build a personal sales plan?

� Any plan is better than no plan
� To create focus
� To reduce stress
� To close more deals
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Components of a P.S.P.

� Call To Close Plan
� Prospecting Plan
� Mini-Marketing Plan
� Time Management Plan
� Hosting Meetings Plan
� Client Retention Plan
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1.  Call To Close Plan

� What is your goal?
� What is your average sale?
� How many calls do you make to get one 

meeting? 
� How many total meetings to a closed 

deal?
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2.  Prospecting Plan

� Top 20 to create focus
� Specific/relevant emails to create interest
� Your reputation grows with your  repetition

@ryandohrn – Ryan@360AdSales.com - www.360AdSales.com



@ryandohrn – Ryan@360AdSales.com - www.360AdSales.com

Monday Tuesday Wednesday Thursday Friday

ACME Toyota John Deere Crains Kioti

Jammer Welsely Colt Nike Janskin

Academy Double T Diamond Avis Carver

Rossi Kubota Atlas Mercedes Crane



Research to find 
“Connection Points” or 
“Conversation Points”
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New idea for you
Quick note for you
Have you considered this?
May 29th?
-competitor- is marketing very well
I was just wondering…

Best Subject Lines
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#1: Subject line:  May 23rd?  
Hi Bob.  Before emailing you I did some research on ABC, Inc.   I have an idea that could put 
your XT-200 in front of 170,000 potential new customers.  Bob, I feel this idea will be worth 
your time.  20 minutes is all that I need.  Can we meet May 23rd at 2pm to discuss?  I 
promise not to waste your time.      

#2:  Subject line:  XYZ, Inc.??
Hi Bob,  XYZ, Inc. is really marketing hard these days.  I emailed you a few days ago about 
an idea that I feel will  really give them a run for their money.  I’ll be in Davenport next 
week?  Could you meet with me for 20 minutes next Tuesday or Wednesday to discuss?  I 
promise to not waste your time.   
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3.  Mini-Marketing Plan

� 4-6 clients
� Three week intensive plan

� Week #1:  Handwritten note with Starbucks card

� Week #2:  Food gift
� Week #3:  Sample ads

� Highly relevant email weekly
� Applicable voicemails weekly
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4.  Time Management Plan

� Creating Time Blocks
� Prospecting Block
� Email block
� Retention block
� Follow-up Block
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5.  Hosting Meetings Plan

� Success stories
� Up front relevance
� Critical questions
� Presenting ideas on the spot
� Controlling the follow-up
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6.  Advertiser Retention Plan

� eMail thank you plan
� Handwritten thank you notes
� Gifts from other advertisers
� eMail business tips from Inc.com
� Active referrals 
� Breakfast, lunch, dinner
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Components of a P.S.P.

� Call To Close Plan
� Prospecting Plan
� Mini-Marketing Plan
� Time Management Plan
� Hosting Meetings Plan
� Client Retention Plan
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