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By completing the goal setting tool before the sales meeting, you pre-program your thoughts and actions.
....be ready to deviate from the plan – or jump to Test2 in the model. 
The 4 parts of the model are: Test1, Operation phase, Test2, Effect. 
Test 1.
	
Target:

	This is my goal with the sales meeting to achieve:
	


	The intention behind it is to:
	


	It will be valuable to the customer because:
	

	It will be valuable to me because:
	

	Proof: When have I reached the goal? How does it turn out? 
How to see, hear, feel the effect. Remember it should be as measurable as possible

	I have reached my goal when I can see that:
	

	I have reached my goal when I can hear the customer saying:
	

	I have achieved my goal when I feel that:
	

	I have achieved my goal when I think that:
	

	Timeframe for meeting the target:
	The x/x 




Operation phase

	I/we will take the following action(s)
Record the actions in the order of priority
	I/we will use the following models/approaches to promote the action and the result
	Consider carefully whether it is realistic in terms of time, other goals, projects, etc. 


	Action:

	
	

	Action

	
	

	Action

	
	

	Etc

	
	




Test 2

	
If the above does not succeed in the process, I will instead do the following:

	It is my alternative goal to:

	


	What requires 
New Action 1

	



	
New Action 2

	



	
Etc.
	





Effect 

	
Impact is the consequence of your plan being implemented. See the "intention" at the top under Test1 and describe more details in it if you think it can / should be strengthened.

	What effects / useful consequences will performance - your product - have for the company / customer?
For employees?
Maybe for the company's customers?
For you?

	I will use the following approach to ensure that this effect is anchored and maintained - and does not disappear again:

	Effect /useful consequence 1:


	

	Effect / useful consequence 2:
	



	Effect /useful consequence 3:
	





	REMEMBER: The important, important start to your sales meeting:
Form a positive complete picture of your upcoming relationship and sales meeting. Feel free to mentally put colors and beautiful sounds on your upcoming meeting. 
Assess how you would like to be perceived by the meeting participants as a person. 
Weigh how you want to look, appear and act as the meeting participants. 
What would you like to hear yourself say as the first lines? 
The shortest path between people is often a smile. Feel free to start with a big one. 
We've got two ears and a mouth for us to listen twice as much as we talk. Keep that in mind. 
Open heart, open mind and open will. Show it – out live it. Enjoy. Think positive.  Enjoy the relationship.
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