Overview 

· Analyze the marketing and sales portions of a business plan and provide suggestions for improvement. There is no page limit for this assessment.

Creativity, analysis, and flexibility are necessary for developing and implementing a strong selling plan. In today's fast-paced environment, sales plans are fluid. The ability to critically analyze plans and respond to change is a key skill for today's sales and marketing professionals.
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Context 

· There is more than one good organizational structure for a marketing plan (including the sales process). A plan is a road map leading to product or company success. In-depth planning and careful implementation can provide a strong foundation for the sales professional in today's fast-paced environment. It is important to note that sales plans also need to be fluid. This means that during the implementation phases of a plan, changes should be made to react to market conditions, competitors, and other environmental factors.

The Assessment 7 Context document contains important information related to sales activities and the selling process.
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Resources 

1. Required Resources

The following resources are required to complete the assessment.

Internet Resources

Access the following resources by clicking the links provided. Please note that URLs change frequently. Permissions for the following links have been either granted or deemed appropriate for educational use at the time of course publication.

· Palo Alto Software. (2013). Aircraft equipment maker business plan: Stretch 'r Wings. Retrieved from Bplans Web site: http://www.bplans.com/aircraft_equipment_maker_business_plan/executive_summary_fc.cfm 
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1. Assessment Instructions 

· Analyze the marketing and sales portions of the Aircraft Equipment Maker Business Plan (linked in the Resources). Provide suggestions for improvement based on your analysis.
Note: This sample business plan from the Bplans Web site features a fictitious organization called Stretch 'r Wings. The Stretch 'r Wings sales approach is described in Sections 5 and 6 of the plan.

Address the following in your analysis:

· Describe the components of the organization's sales approach. 

· Assess the effectiveness of the sales plan for a business in this market, with this marketing mix. 

· Describe whether or not you think there is enough detail in the business plan to effectively communicate the organization's sales approach. 

· Assess the management implications of using this sales plan. Explain how this sales plan would affect the implementation of sales strategies in the company. 

· Suggest additions and changes to the sales plan to make it more comprehensive and to better communicate the sales approach. 

Additional Requirements
· Written communication: Written communication is free of errors that detract from the overall message. 
· APA formatting: Resources and citations are formatted according to current APA style and formatting. 
· Font and font size: Times New Roman, 12 point. 

Each criteria has to have its own section with a heading that reflects that and has to explain what is listed in description

Marketing Plan Analysis Scoring Guide

	Criteria 
	Description

	Introduction
	

	Describe components of a company's sales approach. 
	Describes components of a company's sales approach, and explains why that approach was likely utilized. 

	Evaluate whether a company's sales plan is effective in relation to a particular marketing context.
	Evaluates whether a company's sales plan is effective in relation to a particular marketing context, based upon an analysis of the plan’s specific strengths and weaknesses. 

	Propose changes to a sales plan. 
	Proposes changes to a sales plan and explains how those changes will make the plan more effective. 

	Explain how a sales plan affects the implementation of sales strategies. 
	Explains how a sales plan affects implementation of sales strategies and suggests ways in which managers might address implementation challenges related to the plan

	Conclusion
	


