Conduct a Performance Review PE
1. [bookmark: _GoBack]SGT Johns is now in his 12th month of recruiting and it’s time for his performance review. During the last two months he has been struggling to make his mission. As a matter of fact, in the last month he only achieved one National Guard enlistment. He is now in the last week of the current month and is on his way to “rolling” his first zero for the year.

SGT Johns is confused about his situation and you notice a trend. He indicated that he made 15 appointments in the last 2 months and conducted 12 with the following results: 3-high school leads that were no-shows, 4-face-to-face interviews which all the prospects were overweight, 3- prospects with open law issues, 1 house appt who would not commit, and 1 walk-in Store Front for enlistment.

As the NCOIC, where do you look to find the appointments made, appointments conducted, and Conversion rate for SGT Johns?
a. Leader Zone – Appointment Manager
b. Leader Zone – Pending Appointments Manager
c. Leader Zone – Appointment-Initial
d. Contact Method Report
e. None of the above

2. You also notice that there are a lot of 1-800-GO-Guard leads in SGT Johns’ box. They are marked for termination with only one attempt to contact by phone, no attempt to contact by address via mail, or house visit. You ask why he hasn’t tapped into these leads and he tells you that his mentor told him not to waste time working those leads because they won’t yield any results.
As the NCOIC, what action other than counseling of both the Mentor and SGT Johns, do you take to put these leads back on SGT Johns’ RWS system so they can be worked properly?
a. The Reorganization tab allows the RRNCOIC the ability to bring back deleted records.
b. Target Categories will tell the RRNCOIC where each lead was generated, along with the telephone number, address and other personal information.
c. RRNCOIC Activity will allow the leader to regenerate any lead the RRNCO has terminated from his or her RWS system.
d. The Revive People tab allows the RRNCOIC to revive a record from terminated records.










3. As the NCOIC, you find yourself concerned about his last two months of performance. This leads you to conduct an overall analysis of his Prospecting activities to determine if there is a way to help him out of the downward spiral. You will also need to provide him additional training in Pre-qualification and CCS for closing the sale.

a. “Record Reports Summary” will allow you to review a RRNCO 1, 3, 6 and 12 months activities.
b. “Prospecting Analysis” provides Mission and Performance Report, Contact Method Report, Contact Time Report
c. “My Reports” allows the NCOIC the ability to analyze all RRNCO’s activities
d. There is no such report in Leader Zone




