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For decades business to consumer companies have tried many different
systems when it comes to customer follow-up, sales planning, and goal setting.
And for years, the lack of integration, the complexity, and in many cases, the
isolation of the salespeople from the systems, has kept dealerships from see-
ing their true potential — a positive and proactive sales team focused on
results.

Daily Gameplan is first and foremost a system that promotes the
communication of salespeople and managers for one primary goal —
more sales! The specialized monthly planners are crucial to those results.
Simply put, Daily Gameplan keeps everything your salespeople need to
focus on at their, and ultimately your, fingertips.

d314dVvlS ONIL1TO

Helping Sales Teams Achieve More!

DAILY GAMEPLAN




<

An average retailers list
of expenses directly related
to their sales department.
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Monthly Company Investment
(per Salesperson)

Newspaper Ads $910
Television Ads $487
Radio Ads $539
Direct Mail $277
Compensation $3,680
Support Staff $2,484
Rent/Overhead $500
Total Monthly Investment $8,877

How does your store stack up?

At $14.90 per Salesperson,
per month, our goal is to be
your best investment ever!

Helping Sales Teams Achieve More!

DAILY GAMEPLAN




i

SR e
Tt ,.hﬂ'd&ﬂ.!;n

: Goal Setting 101

The Daily Gameplan is a sales tool that
allows Salespeople and their Managers to
work closer together to achieve more.

What is your store
truly capable of selling?

Most successful sales teams have three things in common:

They consistently push themselves out of their comfort zones.

They write down their goals, and then break their goals
into smaller, manageable daily or monthly activities.

They consistently track their progress and immediately
make the adjustments necessary to hit their goals.

BEFORE
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There are three key components to successfully
transforming your salespeople into a sales
team focused on their goals

Accountability

By inspecting your salesperson’s process and follow-up routine,
you can consistently mentor them towards success.

Prioritize your day to spend as much time as possible
one-on-one with your sales team.

Proactive Managers motivate by finding each team member’s “hot button”
and catering their mentoring style to reflect their team’s needs.
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Everyone wins when they >
A.l.M. for the same target.
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At Daily Gameplan we understand that the best follow-up system

available is the one your team will actually use. That's why we are

always happy to answer any questions or cover any component in
detail on our toll free help line at no additional cost to you.
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Office hours:
7:30am to 5pm Mountain Standard Time
(2 hours behind Eastern Standard Time)
1.888.330.6006

Those who wish to learn online or have a question
after hours are welcome to visit our learning center at
www.dailygameplan.com
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Each Daily Gameplan contains 112 Client Files. The object of the Client Files
is to give your salespeople a personal archive of each client they have made
contact with this month. Having all the client information in one place insures
a productive one-on-one session and helps your salespeople properly
follow-up with working and sold clients.

Client Information Product Description MONTHLsYou?aIé\TISTICS

S(Ot‘t Serﬂcl'(m rmu(on'l( ﬂa(\Ma TV !'Tz’e-“ ﬂ Walk-in O Internet

Name(sy’ Brand Description

/ 0 w [CIPhone-in amv
23] k ]Q!f,i Sﬂ eet Al [4! i
Date Street Address Brand o : [Be Back [JRadio

Description

/1- [JRepeat/Referral [JNewspaper
City State C !ipn | Brand Description ; CJAppointment  []Other
/ ACTION STEPS
303-972-94-44
Best Phone #1 S ﬁ Demo ﬂMgr Intro
JKsent Card

303"‘%2-"" 4 Nwme up

Best one #2

((ott@)daﬂg%lmeglm.(gm i $l102

N/A | 2% | $lloz yp

Power Tips

Your Salesman’s follow-up records!

Easy to track commissions & deliveries!

The more detail, the easier to recall each deal!
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Meet with your salespeople One-on-One
no less than twice per week. This should
be the top priority for hitting your forecasts

and objectives. g

The goal of your One-on-One sessions
should be to find as many unsold clients
who are just one or two steps away from
buying. Together, build a plan to set and
confirm an appointment with the client.

Never assume that your salespeople
have exhausted every possibility if they
are working on their own; they don’t
have all the answers. Every sales
manager brings a wealth

of experience, ideas,

and options to every

one-on-one

meeting.
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The Plan-A-Room section in Daily Gameplan is designed to help your
sales team gain insight into their clients needs and wants. Train your sales
team to involve their clients and hand sketch the room or area that clients
are looking to upgrade or design.

Getting involved in the design process will help build rapport, show
professionalism, and minimize miscommunications.

. @oom DESCRIPTION: Entertainwent/6reat Roows
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, @ ROOM DESCRIPTION: Outdoor Pool/Barbecge

- @Room DESCRIPTION: Sou’s Roowt 6 @ Q { C\_/ % J )

123 4 5 6 7 8 9 10 1112 13 14 15 16

128 4 5 6 7 8 9 10 11" 12 13 14 15 16 17 18 19 20' 21' 22' 23' 24' 25' 26' 27' 28' 29' 30" 31' 32' 33' 34' 35'

Plan-A-Room starts at the second tab of the planner
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i Salesperson Planner Left na'i_-y

The left daily page is to help your sales team plan their work. There are
quick glance calendars, an inspirational quote and schedulers for today’s
appointments and phone/floor traffic.

w
\Weatier Notes: _—————————""
- ENING IN
SATURDAY Business Effets: " WHAT'S HAPP!

iy MoTow 5 N i :
b s B g 0
o e Yo sent ;
u wm
; Zwsekends (5 Fridays, 4 s 4 4 Sundays)
1 2M‘AR“C'H7 47 Gt Patricks Day
" in business by being a conformist.” .
i “aet wich"in business 1)
{ e jccess o ger ricn i ) I
“No one can possibly achieve any 1 cal and lasting sid il
INC & b

~].Paul Getty Prospeci File
Page # oF
Pmduclwnntsmeeds

|| name

Used for client contacts and
today’s appointments!

i s e b A Frospect File
Use Prospect or Client Files

for in depth customer notes!
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Client Follow-ups taken from
working client files!

Ga6-2007 by Dally Gamapia . Al rights reserved. W dailygameplan.cam
. o dallygameplan

. Inc, Al fights resene

007 by Dally Gamepk

Capyright © 19952
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Salesperson Planner Right Da

The left dail i

. y page is to hel

quick glance Ip your sales team plan thei

Appointment calendars, an inspirational quote EFl)nd r?'r work. There are
s and phone/floor traffic. schedulers for today's

% INCENTIVES & DELIVERIES
% INVENTORIES

% CLIENT ISSUES
T“B nnlh‘ En“ﬂ?ﬁln“ * PRODUGTTRAINING

* TODAY'S PRIORITIES

v
Check with Jake about gwitching chifte - Truck Training Seminar
ower Tips

Gend thank you cardg to egterday’s deliveries

Eollow up calls 10 Hot Prospects
Get title signed from Elaine Josep
v/ | Send next week’s birthday cards = Run lig

Update time cheet
30 minutes practice walk-around - Envo
Today’s To Do List!

Walk through esterday’s used trade-ins

h - finance heeds ASAP!
t on Dail Gameplan Online

Use Client Files
for in-depth
customer notes!
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\ﬁi MONTHLY RESULTS
- UNITS | SALES GROSS InSpeCt yO
ur team

%\‘&g LINIT OR STOCK # ' m
periodically to insure
aplit w/Vince Armijo - they are Updating
the clipboards!

DAILY RESULTS

Seott

SALES NEEDED PER DAY (=) | -
Sales & lncome Graphs.

“Record full details in the

Copyright & 1698-2006 by Daily Gameplan. 1ng. Al Tights resorved o dailygameptan.cam

Helping Sales Teams Achieve More!

DAILY GAMEPLAN



<

Two exercises your sales team can do
at the beginning of the month to stay
focused on their goals & objectives

OSampIe: $s000 || 280 18 |+ 29% 62

Forecas t Income Income Per Sale Average Number of Sales Needed Closing Ratio Prospect
(Your Goal) (Box 5B Below) to Reach Forecast Income (from Box 48 on next page) Contacts Needed

A Monthly Activities Forecast — Located on the Client Files tab

9 SALES/UNITS TRACKING GRAPH -
I o e e e e o e e e e e e = i

Set your monthly sales/units goal. Draw a diagonal line

from the lower left hand corner to your goal on the I

right hand side of the graph. Update your progress = 20 Sales or

daily; and most importantly, stay above the line! i ) Units
Each Line = 1 Sale

15 Sales or
Units

10 Sales or
Units

o

f 5 Sales or
7— Units
|

0
12 3 4 5 6 7 8 9 1011 12 13 14 15 16 17 18 19 20 21 22 23 24 25 26 27 28 29 30 31
CALENDAR DAYS

A Daily Sales Tracking Graph — Located on the Daily Pages tab
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Three exercises your sales team can do at the end of the month to
analyze their strengths, areas of improvement, and annual sales track.

Your Monthly Totals Your Monthly Statistics

o Sample: Demonstraéiiegﬁ 1A 33 : -8 6s % Rgg}oonstration

2A o —12B
Write-Ups/ z + o, Write-Up/
Proposals Presented +7 Yo Proposal Ratio

3A Manager

3B
Manager 1 o Total Customer Contacts o, Introduction
Introductions _(;)J . 7‘ % Ratio

4A 4B

's : = 2-’ % | Closing

Ratio

5A 4A 5B
income | ¢ 4-2-00 | = IS s 280 ?axclgng\?eﬁ:gr;e

Sales

A Located on tab one of the Daily Gameplan

2007 Personal Sales Planning — Forecasted vs. Actual

Customer Opportunities Sales Units Earned Income $ Per Sale

ups gross if applicable total personal income earned income =+ sales
Forecasted Actual Forecasted Actual Forecasted Actual Forecasted Actual
January 2007 60 6§ 12 T p3600 p38 50 p300 p350
Vear to Date 60 6§ 12 1l $3600 p38 50 $300 $350
February 2007 S4- [Y] 1 |2 3300 3600 300 300
Year to Date 114 123 23 23 b6900 7450 $300 32§
March 2007
Year to Date
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A Located on the last page of the Daily Gameplan

2007 Reality Check — How are you tracking?

6 saes [ 23 |+[ 'z | x12months = | 138 |
YTD Sales Completed Months End of Year Sales Projection
Earnings [$ 7,450 |=| 2z | X 12 months = | 44,700 |

YTD Earnings Completed Months End of Year Earnings Projection

Areas to improve in order to reach my goals!
1_ s lwprove croff (ales (ufed) to 30%.

. Mail_new(letter 3 tiwe( thi Year Mk—trm—m—f—mm" g
3 Uge wv (ale( wanager for idea( Euter progpect( {n Gaweplan — uo loft up(!

A | ocated on the last page of the Daily Gameplan
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If you have any questions regarding Daily Gameplan, your initial roll-out
of the system, or any of the components we’ve covered here, we are
always available to answer them for you One-on-One.

No annoying phone systems or impersonal call centers to deal with.
We'll handle all of your questions or concerns professionally and immediately.

Office hours are 7:30am to 5:00pm Mountain Standard Time.
(2 hours behind Eastern Standard Time).

Our goal is to make your experience with Daily Gameplan the best
of any service provider.

Daily Gameplan, Inc.
231 Violet St. #100
Golden, CO 80401

OUR WEBSITES
www.dailygameplan.com
www.dailygameplanonline.com
www.dailygameplannews.com
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