
Number of Open calls 

sitting in each reps 

Daily Workplan. This 

number should be at 

zero at the end of 

each working day

The total number of 

calls each sales rep 

manually marked 

completed for the date 

range above

The number of calls 

verified completed by 

the phone system to 

known customers 

inside of DealerSocket

Number of new Sales 

Events created by 

each Sales Rep for 

the date range

The Number of “Open 

Events” currently 

sitting in each reps 

active pipeline

(Goal < 60)

Number of calls that 

were skipped by the 

system because a rep 

manually set a to-do 

within the same date 

range of a running 

campaign

Number of incomplete 

calls that were never 

made during a series 

of follow up calls

Number of open 

appointments each 

rep has scheduled for 

the date range

The number of 

appointments that 

were “Completed” 

(Showed) for the 

dated range

Sales Activity Report (By Team)

1. Click Reports
2. Click Sales Reports Folder
3. Click “Sales Activity Report (By Team)”
4. Select Date Range
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