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Creating Your Results: April 2019

“Persuasion is the process of getting people to do things for their reasons” – Anthony Robbins
Welcome to April 2019. What you accomplish over the next 30 days will be a direct result of the expectations and goals you set for yourself. Our coaching is focused on your performance at work, however, I want to encourage you to set your own personal goals and ensure you stay sharp mentally and physically. Our coaching focus for the month of April will be focused in two areas: 

1. Initial Write-Up strategies for the following: 
a. First time customers 
b. Repeat customers 
c. Waiting oil change customers 
d. Diagnostic customers
2. Sales Presentation
a. Digital presentation strategies – when to go digital and how to perfect your digital sales presentation. 
b. Analog presentation strategies – when to go analog and how to perfect your verbal sales presentation. 
The strategy for the month of April is going to be to dedicate a portion of each call to each segment. On our first call this month we will review the content in its entirety, and then the subsequent meetings we will review and practice our strategy to ensure you are perfecting your system. 

Setting your goals: 
It is important to identify the goals that you are responsible for achieving this month. If you work as a team, make sure you have the goals for the team and that you are tracking them each week as we move forward. You can utilize our worksheets in our coaching portal, or you can fill out the form on this document. Let’s set the expectation today. 



April 2019 Sales Goal
	Category
	Goal
	Actual
	Notes

	Gross Sales
	
	
	

	Gross Profit $
	
	
	

	Car Count
	
	
	

	Effective Labor Rate
	
	
	

	5-Star Reviews
	
	
	

	Role Play Sessions
	
	
	






Weekly Performance Summary Week of April 1, 2019
	Category
	Actual
	Goal
	Notes

	
	
	
	

	Car Count 
	
	
	

	Gross Sales
	
	
	

	Total Work Estimated
	
	
	

	Closing Percentage
	
	
	

	Parts GP%
	
	
	

	Labor GP%
	
	
	

	ELR (hours sold / labor $)
	
	
	

	ARO
	
	
	

	Leads Generated
	
	
	

	Leads Converted
	
	
	

	Lead Closing %
	
	
	

	Personal Development Plan: 
Work on mastering the phone guide – 
Use the lead sheets. 
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