
Whether your goal is to grow an 
existing account, win a particular 
opportunity, or even create a new 
opportunity, the Sales Map method 
takes you through the planning 
essentials.  The method focuses on 
the four cornerstones of a winning 
sales plan:

��Fit�– This area begins the 
qualifying process.  We help 
salespeople invest resources 
where they will do the most 
good, and also to quickly identify 
business that doesn’t make sense.

��Relationships –  Explores the 
customer’s buying process and 
the relationships needed to 
drive that process.  This requires 
analysis of the players, gauging 
their clout and then determining 
steps to build advocacy.

�� Impact – The emphasis here 
is on your customer’s business 
goals and your ability to deliver 
results – or impact – that will 
advance these goals. 

��Advantage�– From the 
customer’s perspective, what are 
the advantages of investing in 
your company and solution?  We 
go beyond features and functions 
to pinpoint  differences that will be 
most meaningful to the customer. 

Sales Map Quick Plan is the 
fastest, easiest and lowest-cost 
way to bring the discipline of 
the Sales Map method to your 
sales force.

The centerpiece is the Quick 
Plan version of our Sales Map 
Software, which allows you 
to create a sales plan in less 
than an hour.  This simple but 
powerful tool lets you analyze 
each opportunity, develop 
a game plan, and identify 
priority actions.

To help you win that first 
deal, we provide a coaching 
session, either in person or via 
web conference.

Software Philosophy
Even the best sales methods won’t stick 
unless they are easy to use on a day-
to-day basis.  Conversely, salespeople 
will use a method that increases sales, 
improves efficiency and fits their real 
world circumstances. 

We designed both our sales method 
and our software around these key 
concepts.  The result is a streamlined 
method and software that sales- 
people actually want to use.
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The Sales Map Method

The Quick Plan Report, shown here, 
summarizes the entire sales plan in one page.



You can view a full list of your 
opportunities, with a summary of all the 
deals in your portfolio.  With one click, 
you can export this data to Excel.

All the necessary content has been 
included in the software.  For example, 
help screens like this one show all 
the things you should consider in 
developing your sales plan.  

Once you have created a sales plan, 
you can share it via e-mail or printed 
reports.  The software is a great tool for 
coaching and collaboration.

The software includes tools to help you 
analyze each deal.  The Diagram of 
Relations, for example, automatically 
highlights individuals requiring 
attention.

Software Features 
The screen shots on this page show 
some of the features and content in 
the Sales Map Software.  

System Requirements
Sales Map Software requires 
Windows XP with 1 GB of RAM or 
Windows Vista with 2 GB of RAM.   
The software also requires 100 MB 
of free disc space.  (A Windows 7 
version of Sales Map Software will 
be released soon.)

Upgrades & Integration
For the most complex sales 
environments, an upgrade to our 
full planning method and software is 
easy.  For CRM users, we can readily 
support your efforts to integrate Sales 
Map Software with SalesForce.com or 
other enterprise systems.  


