
© 2022 All Rights Reserved, NADA.

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: CALVIN WILEY JR
	Class: 401-30
	Dealership: LAFONTAINE AUTOMOTIVE GROUP
	Locations: LIVONIA, MI
	Link 1: https://youtu.be/bEyKRMJcXWA
	Date recorded: 2.13.23
	Link 2: https://youtu.be/uxBZg_58ay0
	Date recorded_2: 2.16.23
	What should the instructor look for while reviewing the videos: 

-GROUP INVOLVEMENT



-AUTOMOTIVE MARKET ANALYSIS



-ACCOUNTABILITY



-POSITIVITY
	Were there changes in attitude and reception of the new format: 

YES.  THIS IS HOW WE TYPICALLY RUN OUR SALES MEETINGS.  I TEY TO AVOID TALKING ALONE FOR 15 MINUTES BY GETTING OTHERS INVOLVED.  DEPENDING ON THE TOPIC, THERE IS MORE ENGAGEMENT FROM SALES STAFF.
	Is there anything unique about the meeting you would like us to know: 

-THE ONLY THING UNIQUE ABOUT THESE MEETINGS IS THAT THEY WERE FILMED.  


