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	NAME: Tom Piscitelli
	DATE: November 4, 2007

	YEAR: 2007
	QUARTER: 3rd
	EVAL. DATE: November 4

	SUPERVISOR: John Manager

	ANNUALGOALS
	YTD GOALS
	YTD RESULTS

	$1,200,0001. 
	YTD $800,0001. 
	$850,000

	Close rate 42%2. 
	42%2. 
	40%

	94% of book3. 
	94% of book3. 
	92% of book

	RPA $6,0004. 
	RPA $6,0004. 
	RPA $5,850

	12% Self Gen5. 
	12%5. 
	13%

	KEY STRATEGIES
	YTD RESULTS

	1. Use a written Survey form on all calls
	Sometimes

	2. Use the Presentation Binder on all calls
	Never

	3. Use Best-Better-Good CHOICES on every call
	Using but not correctly

	4. Place yard signs on all sales
	Always

	5. Hang door hangers 6 x 6 x 6 around all sales
	Never

	SHORT TERM ACTIONPLAN

	1. Use the Survey, Presentation Binder and CHOICES on every call

	2. Hang door hangers 6 x 6 x 6 after every sale

	3. Always propose a high BEST system

	4. Join Le Tip to increase self-gen leads

	COMMENTS

	Tom understands that using all of the System Selling tools, placing yard signs and door hangers are not optional and has committed to using them 100% of the time. We will have once-a-week role plays to practice using these tools in October and John will do at least one ride-along in this time for feedback.


