Fill in the Shifts & Zones

« All team members should be assigned at the beginning of the day
o azone position by hour or time block

o lunch /break

o MODs are zoned for Rally Rounds

DAILY SALES GOAL CHART

/

Highlight Shift Time Horizontally
Use abbreviation when zoning.

RR: MOD Rally Round assignment
PH: Party Host
FR: Fitting Room
$: Cashier

B: Break/Lunch Evenly space breaks during peak hours

H n I. I_v H n u 5 E \_ to ensure balanced coverage.
DAY OF WEEK: DATE: LOCAL STUFF
Associate Shift Start_[Shift End [Lunch [9am 10am _ [11am _ [12pm _ [ipm [2pm [3pm [4pm [Spm [8pm [7pm [8pm 9pm
Jeff| 10 2 PH/S  PH/S __ FR FR___ PH/S | |
Jennal 2 E] 5-5.30 FR PH/S PH/S = FR/B FR ~ PH ~pH/3
Tony 5 S $ $ FR FR
MOD fill in Sales & KPI's - \
. “ — ||
. Assign RR each hour, 2
time should be evenly Q
split where possible o3
. Fillin Sales Goal with L4 ||
. E ‘ 4’
daily sales =
projection/plan (7] MoD
« Fillin LY Sales, LY UPT Paul RR RR RR PA/S B RR FR— RR  PH/S RR
and LY Average Chad RR RR Shipment ~ RR B RR PH RR RR
Transaction (AT) if
applicable
« In NetSuite search,
Stores - Gift Card Sales
o (space before & after Sales Read MOD Sign-Off Time Sales S % Lefi to Sales Goal % Left to Gl Card Goal UPT/ Average Trans, | % Lefi fo Endiess Alsies Goal | Customer Capiure %
7] (AT)
dash) =
« NetSuite shortcuts -> x Paul [12pm $143 97% 100% $48/1 0% 90%
endless aisles ; 2pm
o Update filter to this w fpm
= Bpm
week from last week = Bom
Last Year Sales Sales Goal Gift Card Goal Last Year UPTIAT Endless Aisles Goal (3% of
sales)
Close Sitoo 7¢ 4 . N
How to generate a Business Read
1.Log in to Sitoo > Menu > Statistics
Turnover Today Average Turnover per Average Product per 2 F ” .
Customer Customer aulinig
Turnover Today = Sales Volume (the volume number listed
below your read is volume produced the previous day)
« Calculate % of daily goal is already met
Number of Number of Number of Number of .
Receipts Sales Refunds Products Average Turnover per Customer = AT (Average Transaction)
Average Product per Customer = UPT (Units per Transaction)
. J
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SHIFTS & ZONES

SALES & KPIs

DAY OF WEEK: DATE: LOCAL STUFF
Associate Shift Start [Shift End |Lunch |9am 10am 11am 12pm 1pm 2pm 3pm 4pm 5pm 6pm Tpm 8pm 9pm
Sales Read MOD Sign-Off Time Sales $ % Left to Sales Goal % Left to Gift Card Goal UPT/ Average Trans. % Left to Endless Aisles Goal Customer Capture %
(AT)
12pm
2pm
4pm
6pm
8pm
Last Year Sales Sales Goal Gift Card Goal Last Year UPT/AT Endless Aisles Goal (3% of
sales)
Connect with a Party Review MODs must sign off with each other when handing
off the Rally Rounds.

3¢Key Business: Discuss sales goals, events, and store priorities for the day/week.

3¢Zoning: Assign team members to areas, breaks, and tasks; ensure proper dress code .
and equipment (lanyard, apron, Yealink phone, Zebra, Party Guide). RR Hand Off outline
o Discuss overall Party Rating
o Gonnect/Coach/Continue recap

o Wins

3¢Test Call: Have a team member perform a test walkie call.
3¢Zipline: Ensure completion of all Zipline tasks and assigned training.

i « Set the expectation for them to share key takeaways from Zipline during -
Continue: the next Rally Round. Give a general time the next Rally Round will occur. o Opportunities

RR should occur at least once every hour. o Align on the Plan



