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TO: L.J. Schoenberg, J. Abrams, and FILE REFERENCE 
-- - 
D. Levine 

A.F. Stepanski DATE= December 1, 1973 

1974 Marketing Plan 

Attached is the first draft of our 1974 Marketing Plan. 
An expanded and update version of this plan will be 
prepared prior to December 15, 1973. 

This plan is submitted to you for your review. 

I am interested in your comments and recommendations, but 
only if they constitute constructive ideas that will 
contribute to the success of our mission. 
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Prepared by: 

A.F. Stepanski 
AGS COMPUTERS, INC. 
November 30, 1973 



O B J E C T I V E  

For 1974, the goal of AGS' Sales Organization will be 

sales revenues of $ 2, 500,000. A sales revenues to 

direct labor cost ratio of 2:l will be maintained in 

attaining this goal. 

To accomplish this objective our sales >rts will be 

concentrated in three (3) principle areas df the compan- 

ies business: Applications and Software Development, 

Communications Systems, and Systems Training. Our sales 

objective for each of these areas will be: 

Software Development $ l,500,000. , ' 

1 Communications Systems c--6 0 0 ,-Q 

. ,  Systems Training 

"'~otal Objective: $ 2,500,000. ' . 



A S S U M P T I O N S  

Our game plan for meeting our objectives requires that 

certain ground rules be established and enforced. These 

prerequisite operating conditions should include: 

1. SALES (the Sale's organization) will have an 

operating budget of 15% of total revenues, 

and for the purpose of this plan will be 

considered to be $300,000. to cover salaries 

and commissions of SALES personnel and their 

selling expenses. Selling expenses will in- 

clude transportation, entertainment, promotion- 

al material, brochures, etc. 

2. TECHNICAL (the Technical organization) will be 

capable of filling 80% of SALES requests when 

such requests are made thirty (30) days prior to 

the necessary contract start date; TECHNICAL will 

be capable of filling 50% of SALES requests when 

such requests are made fourteen (14) to thirty (30) 

days prior to the necessary contract start date. 
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n, ' ledge and consent of TECHNICAL will be lost 

due to TECHNICAL mismanagement or programmer 
A- 

incompetence (personality conflicts not included 

here) . 

4. TECHNICAL will provide response, qualified, and 

meaningful sales support to SALES in the Software - q., 
,, \ Development and Communications Systems areas of 

,, 

? our business. Sales support for the Systems 

, h 
. '  i 

Training area of our business will be directed 

and controlled by SALES. 

5. All marketing and sales activities will be direct- 

ed, controlled, and/or coordinated by SALES with 

whom the final decisions of strategy will reside. 

6. Detailed and accurate ( content, not necessarily , 
- -  - , ? 

a ,,, h probability ,) SALES forcast will be provided to 
0 
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.- ,'I- TECHNICAL in a written format semi-monthly. All 

changes to and/or additions will be communicated 

to TECHNICAL on a daily basis by word, with logs 

being maintained to insure control. 
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The economy w i l l  remain s t a t u s  quo, with no 

major catastrophes to erode our b a s i c  bus iness .  
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AGS' Sales revenues will approximate $ 1,6/b0, 000. for 

the year 1973. With a Technical Staff of approximately 

forty (40) people? the average revenue produced per 

technical staff member (billable people only) is 

approximately $40,000. 

Our 1974 objective will require a Sales increase of 
/ j R  

$900,000. or,%% over 1973 sales. By any measure this 

represents a rather ambitious undertaking. To attain 

our goal will require careful planning, persistence, 

followthrough and a renewed vigor throughout the company. 

In particular, a CORPORATE management, SALES management, 

and TECHNICAL management strategy must be developed and 

enforced. 

This Marketing Plan concerns itself primarily with the 

strategy and effort required for the SALES organization 

to accomplish "The Objective." The strategy will be to 

concentrate all sales activities in our three main areas 

of business, improve the effectiveness of our current 

Note 1: The mean number of people on the Technical Staff 
for 1973 was forty (40) people. 



Sales force, and make additions or changes to our 

Sales staff when required: 

To attain The Objective specific quotas will be assigned 

the the Sales force. The quotas will be assigned on the 

basis of what each salesman can be realistically expected 

to sell. This will, hopefully, provide us with some 

downward protection. Listed below are the quotas to be 

assigned to the Sales force. Alternative 1 and 2 show 

variations on actual sales performance and the resources 

that would be required to insure meeting The Objective. 

SALESMAN QUOTA ALT-1 ALT-2 

Abrams $ 300,000. $ 350,000. $ 350,000. 

Einreinhofer 200,000. 150,000. 175,000. 

Fors 200,000. 150,000. 175,000. 

Gane 200,000. 150,000. 175,000. 

Ortenzio 

Stepanski 
,- 

Lo I &  
Salesman A 200,000'. / 200,000. 175,000. -- 
Salesman B -0- , 200,000. 150,000. 

Others 200,000. 300,000., m i i ~ ~ ) l -  \ 

-- / ' 
-------------------------------------------------------/-- -- - 

TOTALS $ 2,500,000. $ 2,500,000. $ 2,500,000. , 



Salesman A will be recruited to concentrate his selling 

effort in our Communications Systems area. Salesman B 

will be recruited to sell for our Software Development 

area, where Abrams, Einreinhofer, Fors, and Ortenzio will 

concentrate their efforts. Stepanski will split his 

activites between all three areas. Gane will concentrate 

on Systems Training. The Others represents sales which 

would result from the direct efforts of the Technical 

staff (i.e. Levine, Cunningham, etc.). 

Within the first three months of 1974 a determination 

will be made on adding a Salesman C. This decision will 

depend on the performance todate of the Sales force, 

and opportunites that may arise during that time. The 

addition of Salesman C could afford us the additional 

insurance needed to guarantee The Objective. 

Abrams will continue to concentrate on ADP, FORD, HESS, 

and any other accounts he can develop. Einreinhofer will 

concentrate on ITT and work at expanding his business base. 

Fors and Salesman B will continue to work at opening up 

new accounts. Gane will concentrate on selling the Systems 

Training services to major banks, insurance companies, 

and corporations. He will be responsible for selling all 

training services to all accounts except The Bell System, 



Equitable Life, and possibly a few other accounts where 

other salesman have been selling or developing sales for 

training services. 

Ortenzio will concentrate his efforts at New York Telephone 

Disbursements and Network Operations, CHASE, and other 

accounts he has reservations on. He will also work in 

supporting Fors and Salesman B, managing some of their 

activities and providing then with direction. 

Stepanski will concentrate his selling efforts on the Bell 

System ( AT&T, Guardsman, Bell Laboratories, New York 

Telephone CRB, etc.), Equitable Life, RCA Global Commun- 

ications, and other specific accounts including General 

Instrument, ACCO, etc. Some of these accounts may be 

delegated to the salesman from time to time when such 

delegation is in the best interest of the company (i.e. 

New York Telephone Disbursements, Manufacturers Hanover.). 

Several sales objectives by accounts have been developed 

by SALES for its own management purposes. These will be 

discussed with TECHNICAL because of the manpower implications. 

Wherever possible, the marketing strategy being emphasized 

at any given time will be thoroughly reviewed with both 

TECHNICAL and CORPORATE management to insure a commonality 

of purpose and direction. 



the preparation of a Systems Training brouchure, the 

Quarterly sales'targets for 1974 will be: $-, - b*-*,- fi3.b , 
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3rd Quarter 650,000. dte 7 
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4th Quarter 800,000. 

The 3rd Quarter has been adjusted to reflect the possible 

impact of vacation time on revenues. 1 < / I  : 
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' At the tim2'of preparation of this report there exist 

a few possible sales opportunities that could dramatically 

increase revenues in certain areas of our business. 

Some of these opportunities have been taken into consider- 

ation, on an adjusted basis. it is SALES intention to 

maintain good communication with TECHNICAL and CORPORATE 

to apprise them of all opportunities as they come to 

our attention and warrant review with TECHNICAL and 

CORPORATE. 

Some specific tasks to be completed within the next ninty 

(90)days include: the preparation of a company brochure, 

preparation of a generalized sales pre] ion with 

visual aids, discussions with TECHNICAL to produce some 



technical articles that could be distributed to our 

prospects and customers. 

~uring the next 180 days a communications systems 

brochure may warrant preparation. 
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