Directing a retail sales team - Developing an ISAP

In a general sense, the mission of any sales team is to achieve its goals. This may seem like truism,
but it’s all too common to see people set goals without a plan to achieve them. Setting goals and
creating a plan go hand in hand, and are a crucial part of directing an effective sales team.

Your business should already have clearly defined goals — if you don’t, go do that right now! The
goals of the sales team should align with these, and contribute towards achieving them over the
period of time you’ve set.

For the individual in the team, this takes the form of an Individual Sales Activity Plan, or ISAP. These
ISAPs are often created on a weekly basis — they detail for the individual sales person what activities,
how many of them and during what time slots they need to undertake tasks to enable them to hit their
weekly sales goals. In addition, time should be allocated for training and coaching for each individual
sales person to enable them to achieve the agreed goals and objectives of the ISAP.

When creating an ISAP, the goals that each individual sales person strives for need to be made
according to the SMART model. SMART is a way of setting goals that are:
e Specific — Clearly defined and well understood.
e Measurable — Able to be measured and monitored in order to check performance.
e Achievable — Can realistically be achieved with the tools and skills the team member has.
e Relevant — Makes sense in the context of the broader business goals.
e Time-bound — Has a target date that the goal should be completed by.
It is absolutely crucial that the team member is involved in this entire process, as an ISAP should

meet the needs of both the business and the individual. As such they should be reviewed and
updated regularly, and need to be implemented alongside a coaching and training program.

What are your overall business goals? (Remember, these should also be SMART.)

Without being too specific yet, what will your team need to do to help you achieve these goals?
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