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INSTRUCTIONS

Welcometo the expanded edition of theM otor cycle Salesper son'sOr ganizational Planbook . For thosefamiliar with
theoriginal edition, please notethat all categoriesremain the same, however, somehave been expanded and rel ocated
totheback of thebook. In addition, astatistics section has been added to hel p you plot the growth of your
business.

Today'sGoals
Each morning, write down the number of Ups, Sales, Deliveries, Follow-Up Calls, Prospect Calls, and Mailoutsyou
intend onmakingthat day.

Today'sTotals
Attheend of each day, record the actual resultsof your efforts.

ThingsToDolList

Listall of thetasksyou need to accomplish for that day. Remember to transfer all unfinished businessfrom previous
days. Onceeachtask iscompleted, noteitscompletion by striking through with ayellow highlight marker. This
allowsyoutoview thetasksyou'vecompleted.

Phone-Ups
Record all of the Phone-Upsand nature of call youreceivethat day. Review thislist often and follow-up for the
purpose of setting appoi ntmentsand making sal es.

Follow-Ups
Listall of theFollow-Up Callsyou need to makethat day, and purposefor calling. Thenmakeanotationif your call
wassuccessful, and when you need to follow-up again.

Appointment
Record all appointmentsyou've scheduled al ong with aphone number in order to confirm the appoi ntment.

Ups
Record the namesand purposeof visit of al new prospectsthat visited the deal ership.

Want List

List all motorcyclessrequested by customersthat are not part of your current inventory and review thislist often. In
additionto doing alocator search, make apractice of taking thislist with youwhen youtake your daily inventory
walk.

Prospect Calls

A steady number of prospect callsshould bemadedaily in order toincreaseyour client base. Although prospecting
isnever easy, themore callsyou make, theeasier it becomes. Devel op ascript to help makeyour calling easier and
moreaccepting to the prospect.

Mailouts
Mailoutsareagreat sourcefor introducing yourself and keeping your namealivewith future prospectsand current
customers. Make sureyou record each Mailout including routine paperwork.

Customer Log

In addition to recording the sal e, make certain you'verecorded all other pertinent i nformation about the customer
before he/shetakesdelivery. Thiswill allow you to devel op future business, and give you moreinfomation for
following-up.

— Instructions continued onreverseside—




INSTRUCTIONS

Statistics

The Statisti cs section of the planbook will help you predict how to increase your salesand profits. By mathemati-
cally tracking each month, you can determine whereimprovement or enhancement needsto take place. Follow
thisstep-by step process:

. Fill inthe dates at thetop of the Weekly Statistics sheet.

. Record each day'sactivitiesand source of business.

. Attheend of each week, total all of the categories.

. Transfer theweekly total sto the corresponding week on the Weekly Statistical Summary sheet.

. Attheend of themonth, total the categories.

. Transfer thetotalsto the Monthly Statistical Summary sheet.

. Calculatethe Closing Ratios, Total Commissions, and Gross Averages.

. Plot Total Monthly Deliveriesand Commissionson therespective graphs, bringing forward Totalsfromthe
previous months.

O~NO O DWNPEF

« If youwant toincreaseyour sales, it may beaseasy asincreasing your numbers.

« Watch for discrepanciesin each month regarding your salesand profits. If you noticeyour salesdropping, ook
to seewhereyour statistics may befluctuating and adjust them accordingly.




Date

Today's Goals Today's Totals
Ups Ups
Sales Sales
Deliveries Deliveries
Follow-Up Calls Follow-Up Calls
Phone-Ups Phone-Ups
Prospect Calls Prospect Calls
Mailouts Mailouts
Things To Do Ligt

1. 13.v

2. 4.

3. 15.

4, 16.

5. 17.

6. 18.

1. 19.

20.

9. 21.

10. 22.

11. 23.

12. 24.
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Date

Phone-Ups

Name Name
Address Address
City State Zip City State Zip
Phone: Hm Phone: Hm
Bus Fax Bus Fax
Typeof Vehicle Typeof Vehicle
Trade-In Trade-In
Appointment Date Appointment Date
Name Name
Address Address
City State Zip City Zip
Phone: Hm Phone: Hm
Bus Fax Bus Fax
Typeof Vehicle Typeo icle
Trade-In Trade-In
Appointment Date oi ntment Date
|lovwUps
Name Phone Reason

© 2001 Salesperson, Inc. All RightsReserved.




Date

8:00am

Appointments

Name

8:30am

Ups

Address

9:00am

City

State Zip

Phone: Hm

9:30am

Bus

Fax

10:00am

Typeof Vehicle

10:30am

Trade-In

11:00am

Name

11:30am

Address

12:00pm

City
Phone: Hm

12:30pm

at Zip

Bus

Fax

1:00pm

Typeof Vehicle

Trade-1

1:30pm
2:00pm

e

2:30pm

dress

3:00pm

City

State Zip

hone: Hm

3:30pm

Bus

Fax

4:00pm

Typeof Vehicle

4:30pm

Trade-In

5:00pm

Name

5:30pm

Address

6:00pm

City

State Zip

Phone: Hm

6:30pm
7:00pm
7:30p!

Bus

Fax

Typeof Vehicle

Trade-In

8:00pm

Name

8:30pm

Address

9:00pm

City

State Zip

Phone: Hm

9:30pm

Bus

Fax

10:00pm

Typeof Vehicle

Trade-In
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Want List

Date

Name

Phone

Vehicle

Cost
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Prospect Calls

Date

Name

Phone

Outcome

Y

4@
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Mailouts

Date

Name

Phone

Follow-Up Information
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Customer Log

Name Name
Spouse Spouse
Address Address
City State Zip City State Zip
Phone: Hm Phone:Hm
Bus Fax Bus Fax
Typeof Vehicle Typeof Vehicle
Trade-In Trade-In
DateDelivered Stock # DateDelivered
Gross Profit Commission GrossProfit
HusbandsBirthday HusbandsBirthday
WifesBirthday WifesBirthday
ChildrensBirthday ChildrengBirthday
ChildrensBirthday Children
ChildrensBirthday ChildrensBI
Anniversary ersary
Other Vehiclesin Household Vehiclesin Household
Other Vehiclesin Household @er V ehiclesin Household
Name Name
Spouse Spouse
Address Address
City State City State Zip
Phone:Hm Phone:Hm
Bus Bus Fax
Typeof Vehicle Typeof Vehicle
Trade-In Trade-In
DateDeliv Stock # DateDelivered Stock #
GrossP, Commission GrossProfit Commission
Husbzlids B4 HusbandsBirthday
Wifes WifesBirthday
Children day ChildrensBirthday
ChildrensBirthday ChildrensBirthday
ChildrensBirthday ChildrensBirthday
Anniversary Anniversary
Other Vehiclesin Household Other Vehiclesin Household
Other Vehiclesin Household Other VehiclesinHousehold
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