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Sales Plan 
A. Territory Overview

In the space below, describe the sales outlook for your territory for calendar year 2020 in Part I, 
and calendar year 2021 in Part II. Comment on how you will achieve your goals by briefly 
reviewing key accounts and product lines.  (Information prepared in this section will be used to 
complete your Revenue Forecast.) 

Part 1: January 1, 2020 – December 31, 2020 



Part 2: January 1, 2021 – December 31, 2021 



• Academic / Higher Education Titles
• Emergency Medical Services (EMS) and Emergency Care & Safety Institute Titles
• Fire Titles

B. Revenue Opportunities

As you promote our product lines, please comment on key revenue opportunities for 2020 - 2021 
and the strategies you will employ to generate revenue for the following: 



C. Sales & Marketing Initiatives for 2020 – 2021

As you identify new sales opportunities and increase revenue for our product lines, please respond 
to the following questions: 

1. What are the new markets you will open in 2021?  What do you need from
management or the Burlington office (sales, marketing or customer service) to help
open these markets?

2. Describe your experiences with promoting and selling the allied health professions
titles that were acquired from Wolters Kluwer.  What do you need from the
Burlington office to help increase sales of these titles?



3. How and when do you see your market recovering from the impact of the corona- 
virus?  What is the outlook for your territory in 2021?

4. As a result of the coronavirus and its impact on learning, are you seeing a shift to digital
and increased usage of digital content and courseware?  Have new digital service providers
entered your market, and are there new digital models in use?



5. Describe your capabilities in tracking contacts and leads, and working adoption
opportunities?  Do you use a spreadsheet or a database or sales management system
that tracks revenue potential and the various stages of the sales cycle?

6. How can Molly Gross and our marketing team better assist you in the promotion of
our content?  What do you need from Molly and the team to achieve your goals?

7. If applicable, please list new customers whom you recommend for licensing
opportunities (translations, reprints or adaptations).  Include account and contact
name, email address and area of interest.



Marketing Plan 
A. Territory Outlook

In the space below, describe how you will market and promote our product lines in 2021. Consider 
how factors such as special pricing, promotional activities, eBooks, technology, customized electronic 
mailings, or additional office support can assist you in increasing sales revenue.  

B. Interactive Electronic Catalogs & Course Guides

We are directing customers to our interactive electronic catalogs.  As a result of this shift to digital 
and virtual conferences, Course Guides will be printed in very limited numbers.  Territory estimates 
for Course Guides will be sent to you in a separate email. 



C. Competition

Discuss the following competitors in your territory by listing specific company or product strengths.  
Sales and marketing strategies may include promotional activities, pricing, customization, 
giveaways, training, etc. 



D. Conference & Book Fair Plan 2021

Enter details on local or virtual conferences or book fairs in your territory that you would like to 
participate in during 2021. The proposed Costs column should cover registration or booth costs, 
sponsorships or other related expenses. Please specify if any of the registration or booth costs 
that you are proposing will be shared expenses with local distributors or partners. The information 
in your Conference & Book Fair Plan will be reviewed and you will be notified if Jones & Bartlett 
Learning will approve and assume responsibility for the expenses or reimburse you. 



E. Top 20 Customers

Using the attached spreadsheet, please enter details for your top 20 customers/accounts. 
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	Please see attached spreadsheets to complete the following:
	Blank Page
	Blank Page
	Blank Page
	Blank Page
	Untitled

	Rep Name: Enrique Gallego
	Territory: Latam & The Caribbean
	A: 
	 P1: 2020 was a very particular year. For the first time in history, we were all forced to stop our daily activities because of the pandemic we are experiencing. However, we are optimistic that we will soon overcome this health, social and economic crisis to return to (a new) normality.
 
Latin American and Caribbean markets tried to adapt to this sanitary crisis with alternatives that change from day to day. In addition to this world context we need to add a regional particularity: an economic pre-existing economic crisis in most of the countries of the region.  We have suffered a devaluation of regional currencies of more than 30% and a break in the payment chain. Some countries, as Peru, also suffered political instability with three presidents in one week. 
 
Nowadays, even though the economy is gradually getting back to pre-pandemic levels, there are still a lot of sectors that are closed. As a consequence of this many South American countries are struggling.  Amendments and cuts in 2020 and 2021 education budgets are being carried all along the continent.
 
In-person classes are still banned in most countries so universities are prioritizing distance or mixed education with only 50% of students in classrooms. Although it is true that many universities already counted with digital tools, many of them had to adapt their systems as they went along. Also it is true that a big part of the population in the continent suffer a lack of the latest technology and amount of devices at home or other resources to make this digital era easier for the majority. 
 
Even in this uncertain and challenging time, LATIN-FLY mission remained stronger than ever. 
 
For the Caribbean side our reps has promoted the material online mostly and have found great opportunities particularly in Health Management, Public Health, Nursing and Cyber security as there is no much offer in Spanish for this specific matters. Although is valid to say that the usages of JBL titles are mainly referential in subjects dictated in privet universities with curriculum exchange where the English level is higher than in the public ones. 
 
We have managed B2C sales for the Caribbean selling straight to universities.  Caribbean is still a very attractive region but unfortunately Amazon is offering better prices than ours, sales are channelled through the continent and they have better terms and conditions than local retailers do, local distribution channel pushes the competition over our titles and reduces our sell through opportunities. A recent 30% off campaign was launched to see if this is enough to balance this disadvantage.
 
Despite this situation, coordinated strategies between Latin-Fly and distributors started to deliver benefits: sales have shown improvement with growing role and participation of direct shipping (B to C) through distributors and bookellers networking.
 
For the PSG side in Peru we have started to working together with the new NAEMT centers which brought good sales for 2020 and we expect a much better 2021.
 
In PR we have promoting PSG content in the small centers and supply courses to the ECSI centers, and also we have strengthen our relationship with the most important center in the island, ECC trainings. Also we have detected new opportunities to work with in 2021
 
Regarding PSG in Argentina, the government implemented some measures regarding payments in currencies, limitations to importations, which made the business very slow. Our biggest center almost stopped with trainings and the plan to open new centers at universities had to be delayed to 2021.  Flipped classroom has been introduced to several training centers, however, the uncertainty from the pandemic situation and the unstable economic scenario made things difficult for 2020. Uruguay and Paraguay are being contacted to open new centers, and as soon as the vaccine is implemented in the region (January?) new perspectives will appear.
	 P2: Public Safety Group: 
 
We had a good year in Peru, especially with the launching of Flipped Classroom in Spanish. This is an auspicious sign for the following year as many other centers have asked more information about this course. We will push IPR as well trying to use the leads of Flipped Classrooms. 
 
For Argentina, Ecsi corporate sales for oil & gas and universities are the main goals for 2021
 
Content solution: 
 
This sector will gradually come back to better rhymes but still as a part of a new normality where digital products will have a special interest from academics. 
 
We will explore new distributors and the different opportunities and networks thay have in their countries. HEFE Ecuador and HEFE Colombia are an example of this strategy. They have multiple agreements with local universities and we will be able to promote JBL through them. 
 
We will continue reinforcing links and exploring options with our existing main distributors: 
 
E livro
Impexo
Dijuris
 
We will definitely focus on obtaining new distribution channels on those countries where we have not an strong presence.
 

	B: Academic / Higher Education Titles: We will keep working closely with our key accounts from Brazil, Mexico and Colombia. On the other hand, we will invest more time promoting our content in countries like Chile, Peru and Ecuador. 
 
This pandemic situation has given us a great opportunity promoting the Flipped classroom for EMT and First Responder. This 2020 we have settle bases and 2021 we will push for a massive implementation of this system.
 
First, the results of the on going courses is already getting good reputation among the sector. Second, we have being doing webbinars of distance education and digital transformation among different actors and this resulted to be a great strategy as all centers have participated. We will reinforce this webinars and other marketing activities next year. 
 
Fire Titles:
 
We see a good market on the english speaking caribbean. We will include this titles on our communication tools as mailing, social networks, etc. 
 
	C: 
	 2: As agents of Wolters Kluwer (WK) we know the clients and we could offer a great amount of titles in many opportunities. These are some conclusions:
 
Clients do not want to pay extra shipping and handling duplicating costs.  There few titles translated into spanish, this makes librarian to order twice which results more expensive, more job, etc. 
 
This books were adopted to  The Point and now they are in navigate. We noticed considerable resistance to change on some librarians. 
 
On spanish content, WK offers a whole range of facilties. For example in Mexico, they offer invoincing in local Mexican Pesos and book on consignment. For the rest of the region they offer big discounts and free shipping.
 
Our distributors also have said prices are a bit expensive for this titles.  
	 1: We will do special promotion of our contents in Ecuador, Chile, Panama, Costa Rica and Perú.
 
Also, the english caribbean is a sector we have started to target on our last campaigns with good leads. 
 
We will contact Burlington office when needed regarding free print samples, occasional and specific discounts to compete on a better position with big online platforms as Amazon. 
 
It would be always useful coordinated marketing actions on the English caribbean as language would not be a barrier for JBL marketing team. 
 
We have done a market research to get information about the ambulance drivers in Puerto Rico for PSG. We have done a pipeline for this matter and we expect to have good results in 20201 for this market. 
	 5: We have incorporated Evaluation Forms which are sent after every evaluation copy. We have had a great number of answers and a lot of email exchange with instructors. From these forms we also know when books are being adapted. 
 
We have also consolidated information about adoptions in one excel which allow us to know which university has more books adopted, which titles are the most required, countries where we have stronger presence, professors who works in different universities, etc.  With this information we started to target ads and marketing campaigns on a better and more efficient way.
 
We have also introduced a new tool: Trello. This have been a great way of optimize our time, resources and results. Each lead is registered and followed properly.
 
	 6: We have been in close contact with Molly every time we needed it. We do have access to dropboxs accounts as well with updates and very usefull material.
 
When we focus on Latin America, we create and translate into Spanish our marketing material inspired in what we get from JBL: website, mailing newsletters, blogs, etc. 
 
In accordance with the strategy described above, we want to help distributors to improve, or even create in some cases, a digital platform that can have e-commerce. We are definitely going to contact molly to add her experience and help in this matter. 
 
Queremos ayudar a nuestros distribuidores a crear o fortalecer sus sitios webs…ayuda con metadata. 
 
	 7: 
	 3: 2021 will be a year of re-adaptation after covid-19 great effects of 2020. 
 
Many governments have made big efforts to keep economy working by printing money, reducing taxes, giving soft loans, social insurances, etc. Therefore, budgets for next years will need an adjustment to reduce deficits. Health, education, culture are always the most affected sectors.
 
However we see a slowly return to classes in many countries and the academic sector will gradually move on again. On February we may see an inprovement.
 
On the second semester after vaccination campaigns we will gradually see return to face-to-face classes. 
 
	 4: Libraries are facing a difficult situation to adapt theirs services and day to day activities to this pandemic new normality. According to our conversations with them, we see a great demand of digital content with multiple and simultaneous users.  
 
Accesses should be adapted to a Latin american context, culture and competitors as the good experience of Elivro confirms it. 
 
On this context, digital products have great opportunities. We think budgets of 2020, which project expenses in 2021, will include this products. Otherwise we will double efforts in marketing to get more leads on digital products as we see a great opportunity here.
 
 

	MP A: As we mentioned before, economic and post pandemic situation in South America will be crucial next year. Therefore pricing and remote accessing will be two of our main focus: we need to get better prices, ideally better ones than Amazon as well as remote access products as Navigate or other partners as Vital Source adapted to a latin american reality and context.
 
We will keep improving our current marketing tools which works really well: 
 
·         Email campaigns to our +25.000 contacts data base.
·         Facebook ads
·         Continue with our cicle of webinars and virtual fairs
·         Our reps on different countries which will hopefully work both on the field and online.
·         We have incorporate new staff who will help on direct marketing actions with phone calls. 
·         We will evaluate results of our last discount code for the Caribbean and replicate it on 2021.
·         We will participate on every important book fair carried on the continent. Hopefully face-to-face fairs gradually return and we will be physically there.
 
	McGrawH_Rep: Offices in Mexico, Colombia and Chile
 
10 reps on the territory. 
 
Merging with Cengage have not finished. 
	Wiley_Rep: LATIN FLY IN MEXICO, CENTRAL AMERICA and COLOMBIA
 
3 reps on the territory.
 
 
	Lipp_Rep: Offices in Mexico and two reps in South América
	Pearson_Rep: Offices in Mexico, Colombia and Chile
	Cengage_Rep: offices in Mexico. 9 reps in the region.
 
Merging with McGraw-Hill have not finished.
	Cengage_Strengths: All areas publish titles in Spanish for more than 30 years. 
 
Focus in engineering and basic ciences. 
	McGrawH_Strengths: publisher number one in latam. 
 
They have the  Harrison in Spanish and Access Medicine. 
 
In many of the evaluation forms received we can see adoptions of their titles. 
	Elsevier_Rep: 3 reps on the territory
	Elsevier_Strengths: Number 1 in medicine in the whole world. 
 
All their best sellers in Spanish.
	Lipp_Strengths: Spanish Language Program (SLP) for 11 years. 
 
Great titles in medical education. 
	Pearson_Strengths: All areas publish titles in Spanish for more than 30 years. 
 
In many of the evaluation forms received we can see adoptions of their titles. 
	Pearson_SM: To publish in Spanish
Invoice in Local Currency
Warehouse in the territory
	Cengage_SM: To publish in Spanish
Invoice in Local Currency
Warehouse in the territory
	McGrawH_SM: To publish in Spanish
Invoice in Local Currency
Warehouse in the territory
	Elsevier_SM: To publish in Spanish
Warehouse in the territory
	Wiley_Strengths: Reference and adoptions in many universities of Latam, specially in Mexico and Colombia. 
	Wiley_SM: Their experience
they publish almost in evey area. 
	Lipp_SM: To publish in Spanish
Invoice in Local Currency
Warehouse in the territory
	Date1: planned for November 2022
	Date2: planned for April 27th to May 17th -  2022
	Date3: September 4th to December 5th 2022
	Date4: August 2022 - 9th  to 23rd.
	Date5: planned for April 2022
	Date6: plannes for december and november
	Loc4: Bogota, Colombia
	Loc2: Buenos Aires, Argentina
	Loc3: Sao Paulo, Brazil
	Loc5: Mexico DF
	Loc6: Guayaquil, Ecuador
Santiago, Chile
	Loc1: Guadalajara, Mexico
	Pur2: Presentation of new releases
Visit of Clients
	Pur3: Presentation of new releases
Visit of Clientss
	Pur4: Presentation of new releases
Visit of Clients
	Pur5: Visit of Clients
	Pur6: to meet and get new clients
	Pur1: Closing Sales
Year Evaluation
Presentation of new releases
	Cost1: 5000
	Cost2: 2500
	Cost3: 2500
	Cost4: 2500
	Cost5: 4000
	Cost6: 2500
2500
	Account2: e livro
	Account3: e libro
	Account4: panamerican education
	Account5: HEFE MExico
	Account6: HEFE Argentina
	Account7: HEFE Ecuador
	Account8: HEFE Colombia
	Account1: Impexo
	City2: brazil
	City3: mexico
	City4: 
	City5: MExico
	City6: Argentina
	City7: Ecuador
	City8: Colombia
	City9: Mexico
	City10: Peru
	City11: Paraguay
	City12: Puerto Rico
	City13: Peru
	City14: Mexico
	City15: Panama
	City16: Peru
	City17: Puerto Rico
	City18: Brasil
	City19: Argentina
	City20: Argentina
	Account9: Dijuris
	Account10: EMS books
	Account11: ETP
	Account12: Gustavo FLores
	Account13: UPCH
	Account14: GONVIL
	Account15: MEdical Shop Panama
	Account16: LIBUN
	Account17: Universitary books
	Account18: Dilivros
	Account19: Corpus Central
	Account20: SIEM
	City1: colombia
	Name1:  Feria Internacional del Libro de Guadalajara
. 
	Name2: Feria Internacional del Libro de Buenos Aires
	Name3: Bienal do Sao Paulo
	Name4: Feria Internacional del Libro de Bogotá 
	Name5: Entre Pares
	Name6: Feria del libro Ecuador 
Filsa Congress
	Name7: Pablo Urruty
	Name8: Pablo Urruty
	Name9: Armando Tellez
	Name10: Juan Tolentino
	Name11: Vanesa Valverde
	Name12: Gustavo Flores
	Name13: Linsday Cachay
	Name14: Tirzo
	Name15: Kenny Correas
	Name16: Alex Orbegoso
	Name17: Luis Bullón
	Name18: Ricardo Macedo
	Name19: Esteban Mestre
	Name20: Marcela diomede
	Email1: paula.mora@impexo.co
	Email2: marlenlucas@yahoo.com
	Email3: marlenlucas@yahoo.com
	Email4: panamedures@aol.com
	Email5: urrutyp@hefe.online
	Email6: urrutyp@hefe.online
	Email7: urrutyp@hefe.online
	Email8: urrutyp@hefe.online
	Email91: armando.tellez@dijuris.com
	Email10: info@ems-books.com
	Email11: ventas@etp.com.py
	Email12: gflores@ecctrainings.com
	Email13: linsday.cachay@upch.pe
	Email14: tirzog@gonvill.com.mx
	Email15: kenny@medicalshoppanama.com
	Email16: servcliente@libun.edu.pe
	Email17: unibookspr@gmail.com
	Email18: ricardo@dilivros.com
	Email19: corpuscentral@corpus.com.ar
	Email20: info@siem.com.ar


