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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: Justin Williams
	Class: n433
	Dealership: Bozard Ford
	Locations: Sales Desk
	Link 1: 
	Date recorded: 6/3
	Link 2: 
	Date recorded_2: 6/5
	What should the instructor look for while reviewing the videos: Having our sales managers run the daily huddles and would like some additional input on how to maintain fresh content everyday.
	Were there changes in attitude and reception of the new format: Matt,



We have done a much better job of doing short sales huddles at the desk every morning to start our day.  I also started putting a stopwatch on my phone in sales meetings and we definitely have everyone on board.  We make sure to have an agenda before we walk in and we have a hard stop at 15 minutes.  Really so very helpful having our team know that we are not going to be sitting in there for 30 minutes or longer.
	Is there anything unique about the meeting you would like us to know: New meeting structure and trying to be 2-3 minutes tops.  We are also thinking about a second short huddle in the mid afternoon.


