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OBJECTIVEH i:

To ensure the market is covered adequately
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To ensure the performance of the sales team on a daily, weekly and monthly basis.
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APPLICATIONE A T

The DDOS or Sales Manager in charge of the department is responsible for the results of his/her sales team to respect
the quotas.
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Each sales person is responsible for reaching the quotas set by the management.
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The sales team member's performance is not only analysed as per the accounts room night — production but also by the
respect of targets set by the Management related to the key elements identified as being a key to the success of the hotel.
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STATEMENT OF POLICYBUSE#EIR:

Number of blitzes: as per Management strategy
AN R A 5 S
Number of Sales Calls : 5 per day
BB BATA
Number of Cold Calls : 2 per day
SERTIEER: b BERMA
Number of telephone cold calls (reached): 10 per day
RIEEE AR BERAA
Number of Site Inspections: 1 per day
D5 EA R
Number of Fam Trips: 2 per week for Leisure Sales Team
g Tk e BEXTIRAT #1898 BN, B A
Number of ENT 3 per week
S HE B =A
Number of introduction of key contact to Management: 3 per week
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