v OPTIMUM

Associate Monthly Coaching and Review

RETAIL SOLUTIONS Associate: Month:
q . . Custom
Sales Stretch Close Ratio Avg Sale Apps Credit $$ SOB | Items Per Sale Split Sales
Program
Last Month Store
Last Month Personal
Plan
Variance
ASSOCIATE MANAGER
CATEGORIES SCORING SCORING COMMENTS

1) Ask Relationship Questions

2) Set Your Stage

3) Ask Selling Specific Questions

4) Presentation or Turn Over

5) Romance Beauty and Value

6) Answer Technical - if needed

7) Romance the Reason

8) Price

9) Close

10) Add-On

11) WOW

7 Performance Factors

1. Skill/Knowledge 2. Capacity 3. Resources 4. Feedback 5. Internal Motivation 6. Consequences 7. Clear Expectations




ACTION PLAN - HOW MUCH AND BY WHEN

WHAT - What are the two (2) high leverage categories within the selling process that must improve over the next 30 days?

1. 2.
HOW - What specific actions and/or development are required?

1.

2.

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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