Field Produc’rivi’ry GROWTH TOOL

qu.l.ners Advisor Development - Sales Leadership Client Meeting After Action Review

Compare the meeting you planned with the meeting you ran. Lock in what worked, and turn gaps into process changes.
Use one form per client meeting. Be specific — names, moments, and decisions — so the learning transfers to the next call.

CLIENT / MEETING DATE MEETING TYPE Discovery - Proposal - Review - Closing - Other

The meeting — expected vs. actual

WHAT WAS EXPECTED TO HAPPEN? Intent, agenda, decision you wanted WHAT ACTUALLY OCCURRED?  What the client did, said, and decided

Reflection — what worked, and what to change

WHAT WENT WELL — AND WHY?  Name the cause, not just the result WHAT CAN BE IMPROVED — AND HOW?  One change you can make next time
Apply it — turn the review into a next action
WHAT SHOULD | CHANGE IN MY PROCESS? WHAT ADDITIONAL KNOWLEDGE DO | NEED? FROM WHOM SHOULD | ASK ADVICE?

Field Productivity Partners - Driving FPP Complete immediately after the meeting, while details are still sharp. For coaching use




	client: 
	date: 
	meeting_type: 
	expected: 
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	went_well: 
	improve: 
	process_change: 
	knowledge_needed: 
	ask_advice: 


