52-Week Sales Meeting Planner

Transforming Weekly Meetings from Energy Drains to Team Builders

A Year of ENGAGE-Based Meetings

Building psychological safety, active participation, and immediate application every week

e N
The ENGAGE Framework
Establish Safety Navigate with Generate Active
& Purpose Structure Participation
Apply Learning Generate Commitment Evaluate
Immediately & Follow-up & Evolve
\ J

Year at a Glance

Q1: Foundation Q2: Growth Q3: Excellence Q4: Leadership

Building Trust Developing Mastery & Teaching &
& Basic Skills Advanced Skills Innovation Planning Ahead

Remember: Every Meeting Follows ENGAGE
0-10 min:  Connection & wins sharing (Establish Safety)
10-35 min: Main learning with participation (Navigate & Generate)

35-45 min: Practice & action planning (Apply & Generate Commitment)



Jan 8-14

Jan 15-21

Jan 22-28

Jan 29-Feb
4

Feb 5-11
Feb 12-18

Feb 19-25

Feb 26-
Mar 4

Mar 5-11

Mar 12-18

Mar 19-25

Mar 26-
Apr 1

Quarter 1: Foundation Building (January - March)

Topic

New Year Vision & Goal Setting

Culture Motivation

Reading Customer Buying Signals
Skills

Building Initial Rapport

Skills Development

January Recognition & Celebration

Recognition Culture

Discovery Questions That Build Trust
Skills

Handling Price Objections

Skills Process

Customer Success Stories

Motivation Culture

Emotional Intelligence in Sales

Development Skills

Asking for the Sale (Courage Building)

Skills Development

Trial Closing Techniques
Skills

Creating Urgency Without Pressure

Skills Process

Q1 Review & Recognition
Recognition Culture
Understanding Buyer Motivations

Skills Development

Q1 Focus Areas

Foundation skills & confidence building
Customer connection & trust

Basic sales conversations

Team culture establishment

Focus Activity

Individual & team goal sharing, vision board
creation

Partner practice: identifying verbal & non-verbal
cues

First impression techniques, authentic
connection

Peer nominations, diverse achievement
recognition

Crafting open-ended questions, listening
exercises

Value building techniques, reframing
conversations

Team members share recent wins & lessons

Reading emotions, adapting communication

style

Overcoming fear, service mindset in closing

Temperature checks, assumption closes

Ethical urgency, market realities, inventory

Quarter achievements, lessons learned, peer

awards

DISC profiles, adapting to personality types

24-Hour Challenge

Write one personal development
goal

Document 3 buying signals from
real customers

Try 3 new rapport-building
approaches

Write appreciation note to a
colleague

Use 5 new discovery questions

Practice new objection response

Capture one customer
testimonial

Identify emotional states of 3
customers

Ask for commitment in every
interaction

Use 3 different trial closes

Present urgency through
customer lens

Set one Q2 development goal

Identify 3 customer personality
types
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Quarter 2: Growth & Development (April - June)

Topic

Needs vs. Wants Analysis
Skills

Financial Qualification Conversations

Skills Process

Competitive Differentiation

Skills Process

Storytelling in Sales

Skills Development

Virtual Selling Skills

Skills Process

Feature-Benefit Mastery
Skills

Team Collaboration Workshop

Culture Development

Win-Win Negotiation

Skills Process

Handling Difficult Customers

Skills Development

Creative Problem Solving

Skills Process

Mid-Year Review & Goal Reset

Recognition Motivation

Referral Request Mastery

Skills Process

Building Strategic Partnerships

Skills Development

Q2 Focus Areas

Advanced selling skills development
Presentation and storytelling excellence
Negotiation and problem-solving mastery
Building collaborative team culture

Focus Activity

Uncovering hidden needs, priority mapping

Comfortable money talks, pre-qualification

process

Positioning against competition ethically

Creating emotional connections through stories

Video presence, virtual tour techniques

Translating features into personal benefits

Cross-selling, supporting teammates

Finding mutual benefit, creative solutions

De-escalation, empathy in conflict

Brainstorming customer solutions

Progress review, goal adjustment, celebrations

Timing, approach, making it easy

Identifying partners, mutual benefit

24-Hour Challenge

Create needs analysis for one
customer

Have 3 financial conversations

Create unique value proposition

Use 3 customer success stories

Conduct one virtual appointment

Create benefit statements for 5
features

Help a teammate with a
challenge

Practice win-win approach

Use empathy with challenging
situation

Find creative solution for one
obstacle

Set 3 goals for second half

Ask 3 customers for referrals

Reach out to one potential
partner
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Sep 24-30

Quarter 3: Excellence & Innovation (July - September)

Topic

Customer Loyalty Programs

Process Culture

Social Media for Sales

Skills Process

Time Management for Sales Success

Development Process

Stress Management & Resilience

Development Culture

Personal Brand Building

Development

Goal Setting & Achievement Systems

Development Motivation

Complex Deal Management

Skills Process

Consultative Selling Mastery

Skills Development
Market Intelligence Gathering
Skills Process
Q3 Results & Recognition Celebration

Recognition Culture

Mentoring & Coaching Others

Development Culture

Leading Without Authority

Development Skills

Creating Team Synergy

Culture Development

Q3 Focus Areas

e Network and referral building

e Personal development and resilience

e Advanced sales strategies

e Market intelligence and adaptation

Focus Activity

Creating raving fans, loyalty building

Professional presence, content creation

Priority matrix, calendar blocking

Coping strategies, work-life balance

Defining your unique value, reputation

SMART goals, tracking progress

Multi-stakeholder selling, long cycles

Advisor positioning, solution selling

Competitive analysis, trend spotting

Achievement celebration, peer recognition

Teaching skills, knowledge transfer

Influence skills, peer leadership

Collaboration exercises, trust building

24-Hour Challenge

Implement one loyalty touch

Create one value-add social post

Implement time-blocking system

Practice one stress-reduction

technique

Write personal value statement

Create 90-day goal plan

Map one complex opportunity

Lead with questions, not

solutions

Gather 3 market insights

Recognize a peer's contribution

Mentor one team member

Lead one team initiative

Facilitate team collaboration



Quarter 4: Leadership & Future Planning (October - December)

Week
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Dec 24-31

Topic

Change Management

Development Process

Innovation in Sales Process

Process Development

Technology & Sales Tools

Skills Process

Future Trends in Our Industry

Development Motivation

Gratitude & Team Appreciation

Culture Recognition

Year-End Push Strategy

Skills Motivation

Overcoming Year-End Objections

Skills Process

Customer Appreciation Strategies

Culture Process

Success Habits Review

Development

Annual Reflection & Lessons Learned

Development Culture

Next Year Vision & Goal Setting

Motivation Development

Year-End Celebration & Awards

Recognition Culture

Rest, Recharge & Renewal

Culture Development

Q4 Focus Areas

e Leadership development and mentoring

e |nnovation and future planning

e Year-end achievement push

e Reflection, recognition, and renewal

Focus Activity

Adapting to market changes, flexibility

Process improvement brainstorming

CRM optimization, new tools exploration

Trend analysis, preparing for change

Expressing gratitude, team bonding

Urgency creation, pipeline acceleration

Holiday objections, budget concerns

Holiday touchpoints, appreciation events

Identifying winning behaviors, habit stacking

Year review, key learnings, growth celebration

Vision boards, SMART goals for next year

Annual awards, team celebration, gratitude

Work-life balance, renewal strategies

From "The Heart in Leadership Answer" by Guy Melton

24-Hour Challenge

Identify one needed change

Suggest one process

improvement

Master one new tech feature

Research one industry trend

Thank 5 people specifically

Re-engage dormant prospects

Practice year-end closing

techniques

Send 5 personal thank you notes

Document your top 3 success
habits

Document top 5 learnings

Create personal vision board

Write thank you notes to team

Plan personal renewal activity



