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What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

My goal is work on controlling our expenses better out our stores to improve net profitablity. |
am going to start by looking at each departments vendor list. | want to make sure that we
utilizing each of our vendors to its fullest. | need to know what each vendor use is for us. Cut
what we aren't using, negetiate with the ones we are for a lower rate.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Utilizing the tools we have to their fullest We will continue to struggle with
potential. Make sure we do not have any profitability if we do not clean this up. We
wasted spend on vendors we are not using. will continue to waste money or not fully

utilize our vendors.

Immediately.
When will you start?

How will you gauge your progress? When? Using which metrics?

I will start with our Sales department and get a list of every vendor we are using. Then | will
set up a demo with each account rep to see how well we are using the tool. The

measurement will come from either removing the vendor, or reengaging with them to make us
more sales which leads to more profit.
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What specific actions will you take to achieve your goal? Who can help you?

1. Negotiate with vendors to make sure we are getting the best deal.
2. Take a look at current vendors for utilization.
3. Set up a demo with each vendor to see their whole product vs what we are using.

4. Cut those we aren't using if there is no value there. Or, commit to 90 days with your team
giving it 100% to see if there is value there.

Potential Challenges? Potential Solutions?

Explorer many different pay plans to make

sure we are optimizing production and are
in line with goals.
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