[image: ]


[bookmark: _jsff9zi9dfnw]Inside the Box
[bookmark: _zg3zy8p7mo4b]Think inside the box when it comes to breaking down your large sales projects and goals into actionable next steps and successful outcomes.

	Type
	Meeting

	Purpose
	Planning and strategy

	Topics
	Goal alignment, prioritization, decision-making, brainstorming, consensus building, strategic planning, collaboration, sales

	Audience
	Salespeople


[bookmark: _u940r9fksf11]About this activity
We’ve all heard the expression “out of the box” which refers to an original idea. But it’s also been said that you can’t think outside the box until you know what’s in it! In this sales planning and strategy meeting, the objective is to get back into the box and to narrow a range of possibilities to smaller, actionable steps. 
According to a study by the Project Management Institute (PMI), projects with well-defined objectives and timelines are twice as likely to succeed compared to those without. Research from the Harvard Business Review shows that 90% of projects that utilize clear goal setting and timeline management are completed successfully, while only 36% of those without these elements succeed.
In this activity, participants will complete an icebreaker activity that demonstrates the power of open-ended questions to the sales process. Participants will then define and prioritize their top projects or goals for the coming year and the associated action items and measurable outcomes that will form the basis of the company’s next annual sales plan. 
This activity is designed for salespeople and works best with up to 50 participants in an in-person setting.
[bookmark: _fo35iqw2un75]Important details
	Best for groups of
	Up to 50 total participants

	Preparation time
	15-20 minutes

	Duration
	1.5 - 2 hours

	Required materials
	· Flip chart
· Markers 
· Pen/pencil 
· Post-It Notes (yellow, orange, green)
· 1 box with a common object for every 2 participants
· Timer
· Removable tape

	Required location
	· Indoors 
· Blank wall for posting flip chart pages

	Noise level
	Medium


[bookmark: _ha4emkgxgvjo]How it works
[bookmark: _v0tz477t0gmr]Instructions
Before conducting the activity (15 - 20 minutes):
The facilitator should read the instructions and familiarize themselves with the icebreaker and strategic planning exercises.
The facilitator should place a common object into a box and prepare one box for every two participants for use in the “Inside the Box” game.
The facilitator should prepare the room by placing stacks of yellow, orange, and green Post-It Notes and pens on each table.  
The facilitator should label individual flip chart pages as follows and hang them on the wall:
· Within 7 days
· Within 1 month
· Within 2 months
· Within 3 months
· Within 6 months
· Within 1 year

Conducting the activity:

Introduction (5 minutes):
The facilitator should ask participants by a show of hands how many have heard the following 
quote: “Don’t think outside the box. Think like there is no box.”  

The facilitator should instruct participants to suspend that thinking for this session and to focus their attention instead on what’s in the box (holding up one of the game boxes). Afterward, participants will brainstorm sales projects and goals and then break them into smaller, actionable tasks that can be achieved over the next year.

What’s in the Box Game (10 - 15 minutes):
Participants should be instructed to form teams of two and each team should be given a box that contains a random item. One participant should look inside the box but not reveal to their partner what’s in the box. The partner will then ask 10 “yes or no” questions in an attempt to guess what’s in the box. If they do not guess correctly after 10 questions, they can then ask three more open-ended questions. 
The facilitator will then lead the group in a short discussion of their observations:
· By a show of hands, how many teams correctly identified what was in the box by using the “yes or no” questions? How many teams guessed correctly after asking open-ended questions? How many teams did not successfully identify the object in their box?
· What can we learn about the sales process from this exercise? (Some answers might include the importance of asking questions, the value of open-ended questions, etc.).

Mini-Workshop #1 Defining Sales Goals (10 minutes):

The facilitator will ask each participant to take three yellow Post-It notes and to write on each one a different sales project or goal they plan to accomplish in the coming year. The projects or goals should reflect the participant’s top priorities and should be above and beyond their normal sales responsibilities. Once participants are finished writing, the facilitator may ask for a few volunteers to share their ideas.

Mini-Workshop #2 Defining Action Steps (15 minutes):

The facilitator will ask each participant to take nine orange Post-It notes and to write on each one a tangible action that needs to be taken in order to carry out the project or achieve the goal. There should be three actions for each idea. Once participants are finished writing, the facilitator may ask for a few volunteers to share their ideas.

Mini-Workshop #3 Measuring Success (15 minutes):

The facilitator will ask each participant to take nine green Post-It notes and to write on each one the criteria that measure a successful outcome for each action item. There should be one measure for each action item. Once participants are finished writing, the facilitator may ask for a few volunteers to share their ideas.

Mini-Workshop #4 Completing the Timeline (15 minutes):

The facilitator will ask participants to take out their calendars and think about the timeframe for achieving their projects or action steps. The participants should write this date on the applicable Post-It notes along with their first and last names. 

Once this step is finished, participants should get up and place their Post-It notes on the appropriate flip chart page corresponding to the correct timeframe for each project, goal, and action item. They should then place the measurement criteria Post-It note below its corresponding action item. 

Recap of Identified Priorities and Wrap-Up (15 minutes):

The facilitator should congratulate participants on being able to complete a strategic sales plan with action items and measurable accounts in a little over an hour! Participants should be invited to review the timeline and discuss the following questions as a group.

1. Do these items resonate as our top priorities and areas of focus for the coming year?
2. Are there any significant priorities that are not included? The facilitator should write suggestions on a new flip chart page. 

The facilitator should gather the completed flip chart sheets and attached Post-It notes for follow-up. 
[bookmark: _vb1z58y8hwvm]Rules
Each project or goal must have three associated action items and each action item must have a measurable outcome. 
[bookmark: _hci767tfvuix]Example
Project: 
Convert 10% of clients in existing book of business from inactive to active status in the next quarter.

Action Steps: 
1. Generate a discount or offer to entice customers to purchase again. 
2. Call or visit inactive clients to ask what it would take to win the business.
3. Give at least 30 pitches to inactive clients and close 10 deals.

Measurable Outcomes:
1. Maintain at least a 30% profit margin on new orders after the discount.
2. Reach 90% of inactive clients by phone or in person. 
3. Convert 30% of pitches made to inactive clients to closed sales.








[bookmark: _qt5ewarzzidt]Materials
[bookmark: _93cmmvusellp]For facilitator
Flip chart
Markers
1 box with a common object for every 2 participants
Timer
Removable tape
[bookmark: _13b03ioat5zz]For attendee
Pen/pencil
Post-It notes (yellow, orange, green)
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