NLC Meeting notes
· $24,995 becomes the price for new NLC members with on-site business review
· $19,950 remains the price for not having onsite business review
Pre-work required prior to on-site business review (should also apply to non-onsite clients prior to first coaching call)
· Financials
· Org chart
· Sales process
· Level of departmentalization
· Maintenance agreement program
· Provide SOPs for sales, service, install departments
· Owner’s priority list starting with “must-do’s”
· Complete business evaluator and roadmap
· If on-site, prework will include agenda of the site visit and desired outcomes
· Email from owner to communicate agenda of the site visit
On-site Process
· Dinner with owner previous night if possible
· Be there when doors are opened and observe for the first hour
· SWOT analysis done with a cross-section of various front line department employees
· Interview department leaders and key personnel independently
· Discuss department leader interviews with owner
· Review business evaluator roadmap
· Confirm priority list of 3-5 “must do’s”, the nest 6-12 “need to do’s” and “nice to do” items
· Observe dispatch procedures
· Observe CSR inbound and outbound call process
· Observe the ordering, PO and delivery process
· Observe the strengths and weaknesses of operating software and skill levels of users
· Confirm with owner of commitment level of 1-10 of making changes needed




After the onsite visit (or after initial call if not onsite) process
· Share results of onsite visit with coaching staff and AM responsible for the account
· Create 30, 60, 90 day plan and post to the shared drive
· On-going support
· Once KPI report card is created, the report card to updated each quarter and re-posted in shared drive folder
· Coaching call topics to be focused on the “must do” items coming from the intake meeting
· AM will support summarizing the notes and uploading the call into shared drive
· AM  will send out reminder emails with homework assignments to be completed prior to next call
· AM will also help create agenda for the next call including assignment reminders two days ahead of next meeting
· One month prior to renewal the coaching meeting to focus on progress of the KPI scorecards, successes and items that still must be done
· If renewal is agreed upon, the coach then repeats the prioritization process and resets the 30, 60, 90 day plan



	 
