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out-service competition

by april 1, take accounts from competitors

By April 1, develop questions to discover prospects’ 
problems with current suppliers to out-service 

competition
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By (Date), (Person) will (accomplish task), (how will 
we know it’s been done?)

By April 1, Susan will create 20 questions to ask 
prospects about their current supplier and email 

them to the sales team.
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If You Only Remember 2 Things:

-build after-action meetings into 
your schedule 

- change can manage you, or you 
can manage change.



when you get back to your office, 
the 2 things you should do are:

-download the custom e-book from 
shoshinconsulting.com 

- set objectives for your business 
and put an after-action date on 

the calendar for each.

http://shoshinconsulting.com

