W OPTIMUM

RETAIL SOLUTIONS

Sales Manager

Monthly Coaching and Review

o SALES Vv AORA) 1Y AVG SALE II{)I(E)\lf)IIE(\JA% CRI;)DIT TURI\;)OVER UPT TOUCHES
Month to Date
Year to Date
CATEGORIES hé[CAgﬁI(I;q]Eé{ SI;I():%I;XII\?(?R COMMENTS
Staffing/Recruiting
Training/Role Playing

Performance Management

Communication

Floor Management/

Awareness

Initiatives

Personal Accountability

Action Planning

Leadership

Optimum Retail Solutions (385) 229-4439




ACTION PLAN - HOW MUCH AND BY WHEN

WHAT - What are the two (2) high leverage activities that will improve over the next 30 days?

1. 2.

HOW - What specific actions and/or development are required?

1.

WHEN - When will the individual complete the “How” assignment?

1. 2.

HOW MUCH - What improvement (outcome) is expected over the next 30 days?

Other Comments:

This Month’s Goals
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