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Name: ____________________________ Class #: ___________________________

Dealership: __________________________ Location(s): __________________________

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

Link #2 Date recorded

Provide comments regarding the following:

What should the instructor look for while reviewing the videos?

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

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


	Name: Robert Vanden Elsen
	Class: 426
	Dealership: Steve Marshall Ford Lincoln
	Locations: Nanaimo, BC
	Link 1: https://youtu.be/HLi3-wurJGw
	Date recorded: March 2024
	Link 2: https://youtu.be/OSmFVXvykD8
	Date recorded_2: March 2024
	What should the instructor look for while reviewing the videos: 

 I planned my first meeting as I do regularly with an agenda hand out reviewing house keeping items, numbers, dealer updates and touch on something we will be working on. The 2nd meeting I had to cover a few house keeping items but wanted to try a different meeting approach with a visual demonstration ( snow ball with money in it) to get their minds thinking about improving inefficiencies within the fixed departments (1% change).
	Were there changes in attitude and reception of the new format: 

The First meeting did'nt have much participation or feedback but the 2nd meeting had the guys talking all day about ideas to improve on the inefficiencies they see. 



An idea that came out of this was a restaurant style physical pager that buzz's for the tech when their quote is completed from the parts department.   (Amazon $159.00 ) ... might not seem like much, but how our shop is set up this might safe alot of wasted time at the vortex we call the back parts counter.


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

This exercise was extremely impactful to watch and re watch. I was oddly nervous to be recorded but learned that one style can tap into the power of the room while the other way feels more  stale and lecture based.  I'm going to continue to push myself to think outside the box, record the meetings and grow to be a greater impactful leader.  



Thank You Mark this really opened my eyes putting me out of my comfort zone.




