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Insert the YouTube links to the two videos of your four sales meetings. You may post the videos publicly,
privately, or through unlisted links.

Link #1 Date recorded
https://drive.google.com/file/d/1CMvTrr188QUCII6EQI8a2_f 101/19/2024
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Link #2 Date recorded
https://drive.google.com/file/d/19gnIOVWXUUHWdbKOzUS |02/01/2024
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Provide comments regarding the following:

What should the instructor look for while reviewing the videos?

| tried to engage my team more in both meetings by having them participate. | also made sure | had printed incentive
sheets printed so that everyone could follow along with incentives and have a written plan of what was important for the
dealership in the month. In the first meeting, | wanted to have some fun while teaching salespeople that video isn't
scary so | put a video challenge out and money behind it. They loved that!

Were there changes in attitude and reception of the new format?

| felt that after both of these meetings, my salespeople left upbeat, feelling good and motivated and were ready to tackle
the day. It was informative, fun, got the point across and allowed them to communicate with each other!

Is there anything unique about the meeting you would like us to know?

When | was more prepared for the meetings, | felt more excited and enthusiastic to have them, which carried on to the
salespeople throughout the day!
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