	March 2018 Sales Meeting

	3.20.2018	11:00 am to 11:35 am
	Conference Room A

	Meeting called by
	Takehiko Aoki, Sales Leader

	Type of meeting
	Monthly sales

	Facilitator
	Takehiko Aoki, Sales Leader

	Note taker
	[bookmark: _GoBack]Jiro Tanaka (your name)

	Attendees
	Yuki Ozaki (sales-District 1), Yasuhiro Hoshino (sales- District 2)

	Next meeting
	11 a.m. April 20, 2018

	February sales results

	10 minutes total
	Both salespersons

	Discussion
	February sales results

	District 1: 350 units        10% over February 2017, 2 new customers but lost 1 customer (#8) due to uncompetitive price

	District 2: 412 units         2% below February 2017, customer #10 overbought in January so didn’t order for February

	Conclusions
	Must make up for lost February sales in March in order to meet 1st quarter sales goals. Win new business and regain business of lost customer #8.

	Action Items
	Person Responsible
	Deadline

	Make sales calls on 2 prospective customers and visit customer #8 to offer better price
	Ozaki
	April 15, 2018

	Make sales calls on 4 prospective customers
	Hoshino 
	April 15, 2018

	March sales projections

	15 minutes total
	Both salespersons

	Discussion
	  Update on progress for March sales projections?

	District 1: 450 units (est.)   Increase due to order from customer #6 being larger to deplete 2017 FY budget

	District 2: 500 units (est.)  Customer #10 didn’t order in February so needs to replenish stock

	Conclusions
	We expect to exceed our sales goals for March and will also meet our 1st quarter sales goals.

	Aoki-san will join each salesperson on 2 calls to help introduce new products being launched in April 2018.

	

	Action Items
	Person Responsible
	Deadline

	Make 2 sales calls to introduce new products
	Ozaki, Aoki
	April 15, 2018

	Make 4 sales calls to introduce new products
	Hoshino, Aoki 
	April 15, 2018





