Sales & Marketing Meeting – January 2008

2007

1. Turnover achieved 2007

i. UK

ii. Export

2. What did we do well?

3. What can we learn from 2007?

2008

4. Turnover Targets (Annual, Quarterly, Monthly)
a. UK

b. Export
5. Turnover Targets per Category 

a. Oxygen Monitoring 
i. Oxygen Monitors & Analysers

ii. Oxygen Sensors & Accessories
b. Pulse Oximetry
i. Hand Held Oximeters

ii. Finger Oximeters

iii. Sensors & Accessories
c. Infant Resuscitation
d. Infant Warming
e. Oxygen Hoods & Phototherapy Equipment

f. Temperature Probes
g. NIBP Cuffs
h. Stethoscopes 
i. Microstim
j. V1000

6. Proposed markets & territories to focus on 

7. 2008 Projects
a. Exhibitions (participate & attend)

i. UK

ii. International 

b. International sales visits

c. Products

i. VM-2160

ii. 4000 Series

iii. VM-2105

iv. 400-AC Temperature Probes

v. 400-DS Temperature Probes

vi. NIBP Cuffs

vii. O2 Monitor

viii. Barkey

ix. Stethoscopes

x. NeoPEEP & NeoPIP

xi. Oxygen Sensors Promotion

d. E-Commerce

e. Automotive Sensors in Germany (OMIS Report)

8. Human & Physical Resources 
9. Any other business
