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Personal Goals and Profile: 
 

The purpose of this plan is to formalize the expectations of myself in the role of Inside 

Sales Rep for XXX.  The following plan outlines similar goals and attainable objectives 

for aggressive and professional future growth.   

 

I am seeking a career within a corporation of a Global Telecom Expense Management 

Leader with an excellent reputation, a strong history of success, and a culture of quality 

and core values for their employees and customers.  Upon given the opportunity of this 

position, it is my full expectation to not only far exceed my YTD Quotas, but to also 

contribute to building the foundation for team success.   

 

I have enjoyed a successful career over the past 8 years in telecom expense management 

sales and services and have excelled in successfully identifying sales opportunities within 

the industry.  XXX current nature in the telecom expense management industry delivers 

stability and meets my goals for a long-term career path.  I am a career driven team 

player seeking the opportunity to apply the skills that I have acquired and the opportunity 

to develop and expand that skill set.    

 

My current professional role in the telecom expense management industry that involves 

developing and maintaining prospect relationships within key accounts has positioned me 

well within my networks and business contacts.  This has been and continues to be the 

key to my success in my position.  I will take the initiative to emulate this ability to 

quickly identify opportunities and begin building key relationships. My goals and track 

record display proven success within the first few months of employment.  These past 

experiences have also taught me the basics and fundamentals of the sales process and the 

importance of perfecting and maintaining that same process on a day to day basis.   

 

In the first months of employment, I will take initiative in learning the suite of services 

and products XXX offers and become fluent in evangelizing the company story.  I will 

identify and form relationships with all appropriate prospects and if applicable existing 

client base as well.  I will exhaust internal and external resources to gain knowledge and 

fluency of intricate language and acronyms specific to Tangoe as it relates to the industry.  

I will identify how to interact and utilize the support of all my internal resources.  I will 

then begin to formalize a plan to load balance my responsibilities between an existing 

prospect pipeline, new lead follow-up, outside sales support, and prospecting for new 

opportunities. 

    

I will immediately begin to identify and prioritize opportunities to determine where best 



to spend my time.  I will make it a priority to quickly gain intimate knowledge of all 

potential prospects to ensure that XXX owns the relationship and ultimately is awarded 

the business.  As opportunities are uncovered for upcoming telecom expense 

management projects, I will set appointments for our sales team to meet with clients 

accordingly.  I will begin to understanding the variety of customers, the clients’ core 

business, business drivers, and initiatives.  This will help determine requirements to help 

our sales team employ the most effective, appropriate channels and resources.   

 

The mentality that I would like to demonstrate as an individual is that of a strong team 

player, extremely aggressive hunter and closer, and ultimately an employee of which 

our clients commit to speak with and do business with.      

 

I will demonstrate a commitment to excellence by a skill set that is extremely strong at 

breaking down doors at the C-Level, providing prospects with a solution for their needs,  

a desire to learn from my peers to further my career, and dedication to do what it takes to 

make myself and the team achieve our goals. 

 

Qualitative Methods (Planning Process) 

 

1. Prospecting– The key to new business 

  

* Identify current prospects before Day 1 on the job to begin contacting  

* Utilize networking resources to identify companies in the buying cycle 

* Cold Calling – generate and maintain an opportunity-rich prospect database 

* Work with management to map out goals for all future service offerings 

* Utilize all available local media, biz-journals, Hoovers, Google searches,  

   Linked in, ZDNet to target specific verticals, and research industry leaders 

* Learn and deliver XXX service offerings to qualified prospects 

 

2. Learn and follow the methods of delivering XXX Core Services  

 

3. Confirm prospects challenges/needs 

 

*Confirm proper contact level 

*Identify pain  

*Qualify spend and mobile device count 

*Verify budget for solution to solve challenges/pain 

*Confirm fit between XXX and Prospect and ability to provide solution 

*Schedule call with sales team and prospect to further discuss opportunity 

 

 

Quantitative Goals (Tracking and Measuring Success)  

 

Month 1 

 

* Business plan approval from sales manager 



* Call 50 or more prospects per day (Phone, Direct, and Mail/E-Mail) 

* > 250 per week 

* Connect with > 10 proper contacts per week 

* Identify > 5 new opportunities per week 

* Identify 5 large opportunities immediately 

* Establish 1000 leads 

* Completed prospect pipeline of 300 qualified companies 

 

Month 2 

 

* Call 50 or more qualified prospects per day (Phone, Direct, and Mail/E-Mail) 

* >250 per week 

* Connect with > 10 proper contacts per week 

* Identify > 5 new opportunities per week 

* Identify 5 more large opportunities 

 

Month 3 – 6 

 

* Call 30 or more qualified decision makers per day (Phone, Direct, and Mail/E-Mail) 

* >120 per week 

* Conduct follow up calls of 30 per day to schedule conference call 

* Set > 10 appointments per week 

* > 5 new sales proposals per week 

* Re-evaluate next 6 month business plan 

 

 

Strengths 

 

Extensive business development, customer relations, account management, strong 

networking abilities, extensive industry knowledge, and 100% self starter. 

 

Proven success in identifying opportunities and solution delivery for medium to large 

corporations for over 8 years. 

 

Flexible, dependable, and accountable. 

 

Attention to detail, ability to meet deadlines and extremely well organized.  

 

Ability to aggressively call on prospects and qualify opportunities. 

 

Ability to create and apply strategic pre-call planning methods to each opportunity. 

 

Ability to identify key decision makers to ultimately set up sales calls and meetings. 

 

Ability to build strong rapport with prospect base and all strategic partners. 

 



Able to seek direction and advice from direct manager and colleges. 

 

Ability to learn service offerings and adapt quickly. 

 

 

Weaknesses 

 

Allowing myself to disqualify a lead and remove it from prospect pipeline. 

 

Taking no for an answer and moving on as I always feel there is an opportunity.  

 

Loosing opportunities can be discouraging and a challenge to put on the back burner and 

move on. 

 

Career Goals 

 

By taking a position with XXX, I am fully committing myself to the company and will 

utilize the many resources at my disposal.  I seek the same commitment from the 

company and my direct manager.   

 

Within the first 3 months I will establish myself as a team player and self-starter.  During 

the first 6 – 9 months I hope to raise the bar of performance, at the same time, further 

strengthening my product knowledge, my relationships, and the team.  In the first year I 

will meet and surpass my monthly or quarterly quota on a consistent basis.  Moving into 

the next 2-3 years, I hope to establish myself as a leadership candidate through results 

and professional performance.   

 

If given the opportunity, I am committed to helping create positive change, increasing 

market share, identifying and delivering solid quality leads to our sales team, and overall 

success for myself and the company. 

 


