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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: Santiago Lueje Ruiz
	Class: N400
	Dealership: Porsche Centre San Ángel & Santa Fe
	Locations: Mexico City, Mexico
	Link 1: https://we.tl/t-UUckXjMwjQ
	Date recorded: 12/01/2023
	Link 2: https://we.tl/t-CCz6SOjoqM
	Date recorded_2: 19/01/2023
	What should the instructor look for while reviewing the videos: Having an agenda, topics to be reviewed, have no fear of conflict, making agreements, to be followed up on
Training on F&I Products
Breaking the ice, start with some donuts
	Were there changes in attitude and reception of the new format: I think in general just having the meetings properly scheduled, start on time, end on time, having and agenda a preparing them makes a great difference and changes the attitude of participants
Also start with something relaxed like offering up some donuts eases up the environment
Make agreements, send the agreement list of every meeting with responsible persons to be accounted for


	Is there anything unique about the meeting you would like us to know: Since we are a very low volume premium brand, with a very small staff that that visits costumers at their homes, offices or businesses to be a lot more convenient. Since the pandemic we stopped and reduced a lot of our in person team meetings, because we did a lot of online stuff and one on one meetings, But now that we got back into them theres nothing like an in person meeting. With the pandemic we also did a lot of online training but theres nothing like in person training and we have introduced F&I Training, Workshops and Reinforcement to our Group Sales Meeting and it has been great


