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Trainer/assessor guide

BSBSLS501
Develop a sales plan

Welcome to this unit of study

This unit describes the skills and knowledge required to
develop a sales plan for a product or service for a team
covering a specified sales territory based on strategic
objectives and in accordance with established performance
targets.

It applies to individuals working in a supervisory or
managerial sales role who develop a sales plan for a
product or service.

It may be undertaken as:

»» part of a formal qualification nationally recognised
through the Australian Qualifications Framework (AQF)

»» astand alone unit

»» part of a formal skill set

© smallprint owns all copyright on its products as detailed in the Copyright Act 1968.
It does not issue licenses for reproduction of this material.



AbOUL this trainer/ass@SSOr SUIE ........occevieeiriieeirrieeireeetrreeteeest e te et ssees e e seses e seessessaesssessassesssesseessessensnessansnes 4
LEAINING FESOUICE.......eiieiiiieieiteete et et e et st e e st st e s et s et e st e s e st e e e e s sat s b e s ea e e e at e e st e e ate s s e s ent e s s e e st esssasntesanesstasnnesssasensess 5
Topic 1: Identify organisational strategic dir@ClioN ........oovveiririnierieireeee ettt 5
Strategic PlanNiNg OCUMENTES .....cvviririeiriererteteeste ettt ettt st st et bt s b et e st e b e st et et ebesbesaenteseebestebeneebesbensens 5
Previous Sales PEITOIMANCE ......civiivieieeeerieteese sttt ettt sttt te st et et ebe st e sbeseese st estasseseesestessaseesessessansasens 10
Markets, OPPOIrtUNITIES, CUSTOMEIS ....c.eiivieieirtirieietete st sttt ettt ste st et esesteste st esesbestesseseesesbessensesessessensaneas 16
Check YOUT UNAErSTANGING ....coovivieiiiriirieietsiesietet ettt sttt ettt ettt b st b et e st sbe st e b et ebesbebensesesbesbensensens 27
Topic 2: Establish performantCe tarGetS ... ettt ettt sttt be e 29
SAIES TATERES eiuiitieiietee sttt sttt b e sttt h et b e s bt et et s b e bt et e b e sh e e a s et e eh e eh e et e besheea s et e e beeat et e nbesbeentenee 29
DEtEININING MEASUIES ..cueiiieiieiete sttt st et et e e bt eut et e s bt she et e te s bt ebe et e besaeeat et e bt sst e b ebesbeeabe s e besaeeabensessesnaensens 36
ODbjeCtiVes aNd CAMPAIEN.....curiririeieerierietetstestet ettt et s st et e st et s bt st e be st ebesbesbessestebesbenbestebessebensenesbessensensess 39
Check YOUT UNAEISTANGING ...coeviirieieiertirieietriert ettt ettt et ettt sttt be sttt e st e bt b e b et ebe s b e bensenesbesbenseneenis 43
Topic 3: Develop a sales plan for @ ProUCE.......ceceiiiieiecceeeese ettt st se e besbesae e sesbessesans 45
MEETING SAIES ODJECLIVES w.cuviuieeietirieieteererte sttt ettt sttt e beste st e e ese st e stesaesesbestenseneesestessensenens 45
AllOCAtING DUAZELANY MESOUITES ...ovviieiieiirierieteeete ettt sttt sttt b e sttt b e sbe st et s b st et e e s b sbe e e e sbesbeeeneene 48
RISKS @NA CONEIOIS ..vviiiiiiieiiitc ettt st b et r et sa b 49
Advertising/ promotionNal STrAtEEIES.....cciviriiiiireee ettt ettt st st s besae e b e sbesaeeane s 54
DiSTrIDULION ChANNEIS ...ttt ettt be bbb nabens 60
Preparing @ DUAZET......cvviviiieirerieteteese ettt sttt b st sttt be st et e st s b st et e st ebe st e st et esesbestenseneeresbesensenens 64
PreSeNTiNG SAIES PlAN .ec.eiiriiieieireee ettt ettt ettt ettt b e st et e e bt bt e st b e s e et et b e sbe e et enen 67
Check YOUT UNAEISTANGAING ....ocvivieiiriieieiiereetere ettt ettt st ettt et b e sbe s st e besbesbe e st enbesaesasensenbesaaensenses 69
Topic 4: 1dentify SUPPOIt FEQUITEIMENTS....ciiiiirieietrerertee ettt sttt et st be st et eesesbeste e e st sbesbensesessesbensensans 71
ACQUITTNEG SEaTT FESOUITES ittt sttt sttt b e sttt s b e s b et et s b s b e st et e beebesbe e eseebesbe st eneene 71
Developing SelliNg aPPrO@CH ..ottt ettt et be st et a et b e st et e e besbesaeeeneas 75
TrAININE SEATT 1ottt st s e sttt b et e e e be st e st e e e s e ebe s b e e eReebe st et eneere b e ae e eneebentenseneene 79
DeVeloping STaff KNOWIEAZE ....coiviieieeeeriecs ettt sttt b e st st s s st et e e e e sbesbesbeneesesbessensenens 82
Check YOUT UNAErSTANGING ....cocovivieiiiriirieieteiesiete ettt sttt ettt sttt b st b et e st ebe st et e st ebesbebensesesbesbensensenas 87
Topic 5: MoNiItor and reVieW SAlES PlAN ... ettt ettt st be b 89
Monitoring plan iMPlemMENTATION......cociiiieeieee ettt st et ettt sbesaeebesbesaesnnensens 89
RECOIMMING ALA ..virtiieiiitiriirieteere sttt sttt ettt s e et et e st et e e esesbe st et e s e sbeste s estebesbessenaesesbestenseneesessensansenens 93
MaKing Plan @JUSTMENTS ..ceeiiiriieieererie ettt sttt ettt ettt sttt et e b ste st et ebe st e sbe st e st sbesbebeneesesbessensenens 98
Check YOUT UNAErSTANGING ....coevvevieiririiieieerierietet sttt st ettt st sttt b e st et et e bt st e sae st esesbeseesenesbeseeseneerens 103
ASSESSMENT WOIKDOOK ...ttt ettt s a st st s bt sa e st s ae st e s aesae s 105
UNIE INFOIMIGTION ettt sttt b et b b e b st s e b e s b et se s e b e e b enesbebenans 107
What is competenCy-Dased aSSESSIMENT? .....ciiiririieieeree sttt ettt ettt et ettt be b e s e sbesbe b ensenes 108
How will My cOmpetenCy D aSSESSEAT....c.iiiiriieeeee ettt s be e 109
ASSESSIMENT AGIEEIMENT ..ccutiiitiiittertterteete st st et ettt et e e be e bt e bt e bt e bt e s beesheesaeesaeesasesasesabesatesateeabesabesaseeseeseensaeseenseesaes 110
FOUNAAtioN SKillS CRECKIIST....coueeirieiieeeee ettt 111

Contents

BSBSLS501: Develop a sales plan (Trainer/assessor guide)
© smallprint V5 Jul 2019



SKillS FECOGNTTION.....ceieeiiieeieeerte ettt ettt st e s et st e s e e st e e e e s et e b e s at e b asentesssassntasssessnsesssesnsasnnesnssnne 112

Topic 1: Identify organisational strategic dir€ClioN .......ccevveiririnieiiireeese e et 113
Topic 2: Establish performance tarGets. ...ttt st sbe et be e 114
Topic 3: Develop a sales plan for @ ProUCT........coceirireiereee ettt 115
Topic 4: 1dentify SUPPOIT FEOUITEIMENTS. ...cveieirieieteteestete e stest et e s teste e s e sbesseseesesbessesseseesessasseseesessensenseseesenes 116
Topic 5: MoNItor and reVieW SAIES Plan ... ettt se st st e s e e enenee 117
KNOWIEAZE QUESTIONS ..ottt et e st ee e st st e s et st e s et s et e s sae s e st e s s e s ess e sbesensesssassnsesssessssesnsessnssensassnasen 118
Topic 1: Identify organisational strategic dir€ClioN .......ccecveiririnieriireee e 119
Topic 2: Establish performance tarGets ... ettt st sbe et 123
Topic 3: Develop a sales plan for @ ProUCT........coceeririeiereee ettt e 128
Topic 4: 1dentify SUPPOIT FEOUITEIMENTS. ...cviiiiriireeetrertete e stest et res e tesae e e e sbesseseesesbessessesessessasseseesessensenseseesenns 136
Topic 5: MoNItor and reVieW SAIES Plan ...t sbesbe s se s ee 141
Topic 6: SPeCific KNOWIEAZE EVIAENCE ....c..ouiiiriiieieee ettt sttt st sbe st ne e sbeee 146
PerfOrmMAanCe tASKS....coiiuiieiiitciititctctctetet ettt b e bbb e bbb st sttt st st e e s ne s 149
Third party evidence cOlleCtion @grE@MENT ......civiiiriririeiereree ettt st be st ne e beee 150
Topic 1: Identify organisational strategic dir@CliON .......ccecveiririirieieree e 151
Topic 2: Establish performanCe tarGetS ...ttt ettt b e e sesbesbe s eseesens 152
Topic 3: Develop a sales plan for @ ProUCT........cceeirireieireeeerere ettt see e eneene 155
Topic 4: Identify SUPPOIt FEOUITEIMENTS. ..ottt sttt ettt b ettt s be st et st e b s b et e e sbesbesbe e enesnene 158
Topic 5: MoNItor and reVIEW SAIES PlAN ...ttt sttt s be st ne e ebe e 159
COMPIELION FECONM. ...ttt sttt e e st e st s s e st s se st s ene s st ene s nesnesesesnesesesaesasesnsenssssesnesssasnessesntanns 160
Unit mapping and assesSMENt ChECKIIST ........covvvieireirireertect ettt sttt ee e sres e ssses e sssessnessesanessssnnanns 161
Trainer/ asseSSOr USEr INSTIUCLIONS .....cc.civiiiiiiiiiiiiiititect ettt st se e st sae st sae st s ae st e sae s b et s e 163

BSBSLS501: Develop a sales plan (Trainer/assessor guide)
© smallprint V5 Jul 2019 [IE;



About this trainer/assessor guide

Learning resource

The learning resource is divided into the following topics:
»»  ldentify organisational strategic direction

»»  Establish performance targets

»»  Develop a sales plan for a product

»»  Identify support requirements

»»  Monitor and review sales plan

Each topic provides information to help you gain the skills and knowledge required to perform the work tasks to which they
refer. Read the information and practise the skills described. You should also take the opportunity to undertake additional
independent research. Your trainer/assessor may also provide supplementary information including interpretation of the

contents of this resource.

At the end of each topic is:
»»  asetof true or false questions

»»  aset of multiple choice questions

These questions provide an opportunity to check your understanding and progress. They are self-marking and do not form

part of the assessment for the unit.

Assessment workbook

To have this unit recognised as a formal qualification you need to have your skills and knowledge assessed. The assessment
workbook provides:

»»  information on competency-based assessment

»  instructions on how you will be assessed

»  assessment tools to assess your competence

»  instructions on how to complete the assessment tasks within each assessment tool

To be assessed as competent you need to provide evidence that you have the skills and knowledge to undertake the
requirements of this unit. This assessment of competency is made by a qualified trainer/assessor from a registered training
organisation. You must complete all the assessments as directed by your trainer/assessor to the required standard. It is not
necessary to work through the guide in the order in which it is written. However this is at the discretion of your trainer/

assessor.

Disclaimer

Information contained in this resource is drawn from sources believed to be reliable. The firm, its employees, agents and
contractors do not warrant the correctness of the sources used and accept no responsibility to any person for any errors or

omissions or for any loss or damage howsoever caused from the use of this resource.
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