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Sales Planning: 
Personas & Processes
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Fiscal Year 2017
Plan is locked and 
presented to the Board

Territory

• Sales Ops
• CRO

Pre-analysis

• AVPs
• Sales Ops

Sales Ops helps AVPs carve territories 
by performing analysis

Sales Ops reviews 
viability of HC plan

Analysis & Adjsutment

Quota & Capacity

• Sales-Finance 
OR

• VP Sales Ops

Create new plan based 
on last year’s plan, 
current numbers and 
new targets

4A4A4A

Create plan 
baseline

• Sales-Finance
• VP Sales Ops
• Sales Ops Mgr
• CRO (not immediate)

Develop Sales Plan

Sales-Finance, VP 
Sales Ops, Sales Ops 
Mgr, CRO present 
plan to..

• CEO
• CFO
• VP FP&A

Execu^ve
Sign-off

• AVPs

VP Sales Ops and 
Sales Ops Mgr 
reviews numbers 
with each AVP

(1 or 2 mee^ngs, 
1hr each)

Review
w/AVPs

January FebruaryDecemberNovember

1. Analyze historic performance
2. Enter produc^vity and quota 

assump^ons
3. Enter annual produc^vity mix 

targets
4. Allocate targets to months and 

quarters (incl. seasonality)
5. Enter a0ri^on and ramp 

assump^ons
6. Derive headcount requirements

Planning Process

3

2

1

Processes



Create baseline Develop Sales Plan Execu6ve
Sign-off

Review
w/AVPs

• Review plan for 
their areaCharlie, Michael, etc.

AVPs

• Review and approve planTom, Jim, Kerman
Exectuives

• Analyze historic data and develop plan • Review w/AVPsFred
CRO

• Analyze historic data and develop plan • Review w/AVPsLaura, JP
Sales Ops

• Present plan to Execu6ve team• Develop HC aspect of plan• Create new 
baselineQuy

Sales-Finance

Personas:  Quota & Capacity Planning 



Pre-analysis Analysis & Adjustment

• Review their plan
Field Sales, CSMS, PS
Reps

• Review plan for their team• Bootom-up territory planning w/Sales OpsCharlie, Michael, etc.
AVPs

• Review w/AVPs• Analyze historic data and develop planFred
CRO

• Review w/AVPs• Analyze historic data and develop planLaura, JP
Sales Ops

Personas:  Territory Planning



• Territory—market distribu2on across TAM, leads, opportuni2es, and customers by geo, segment, 
AVP to inform staffing

• Staffing—YOY staffing metrics, including adds, termina2ons, transfers in/out
• Ramp—plan-actual ramp performance and 2017 ramp assump2ons by segment and AVP
• Modify Ramp assump2ons
• Produc2vity and Quota—produc2vity and quota assump2ons in 2017 plan by segment and AVP
• Modify Produc2vity and Quota assump2ons
• Seasonality—plan-actual seasonality in 2017

Planning Steps:  Create and Develop Plan

Plan Owner—Create and develop new plan

5.  Review and get sign-off from Execu2ve team

6.  Review with each AVP

7.  Lock plan-of-record and present to the Board

3.  Analyze historic data and modify assump2ons

2.  Enter new bookings targets and examine excep2ons

1.  Create new plan for next year (based on current plan)
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1. Weekly—Pipeline growth and quality
By rep and region, month-over-month, year-over-year

3. Monthly—Bookings, Opportunity forecast analysis, Sales rep producXvity
Closed sales w/rep detail, pipeline and ‘most likely’ variance, capacity plan and variance, ramp assumpXons

4. Quarterly—Sales producXvity porecast, Win-loss analysis
Cohort analysis, Sales capacity forecast and gap analysis, Pipeline close rates by type, product and stage

5. Annually—Product a0ach rates, Capacity and producXvity planning
Sales planning by product a0ach rates, inc. maintenance and services, Seasonality, YoY capacity analysis an planning

2. Bi-monthly—Forecast
Rep and director farecasts, quota a0ainment, regional quota coverage

ForecasXng (Winshu0le)
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Entry point

Prof. Serv.

25+

Lock plan-of-record, publish, 
and share

Territory analysis

Territory carving 

Track aCainment, reforecast

PresentaDon, reporDng

Create and manage scenarios

Adjust levers (assumpDons)

Analyze historic performance

Create new plan (baseline)

Develop planning model

Sales Leaders Exec Staff AVPsSales OpsSales-Finance
Weighted by significance (task volume, task 
significance/demo-ability, and role significance)

Tasks by Role



 Summary, 
Analysis, 

Assump/ons

2017 QCT Plan

Current Sales Plan

 Summary, 
Analysis, 

Assump/ons

2018 QCT Plan

New Sales Plan

 Summary, 
Analysis, 

Assump/ons

2018 QCT Plan

Forecast

Actuals

 Summary, 
Analysis, 

Assump/ons

2018 QCT Plan

Plan of Record

• Personnel
• Expenses
• Revenue/bookings

Adap/ve 
Finance

• TAM
• Leads
• Industries
• Channels
• Segments

SFDC/
(other)

• Headcount

Paylocity

Internal

• Opportuni/es
• Customers
• Logos

SFDC

External
Data Flow

• Plan Summary
• AVP review
• Weekly Review

Adap/ve 
Repor/ng


