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SMART GOAL

Sqecifici I|/hat efuctly will you accomplish?
The goal we ee tolnq to

INCREASE STORE LEASE RETAIN]\IENT - ACTION PLAN
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Measurf,ble: Wal rcporls / calculations full you use to measurc your resuils?
Each Monda-v, the Relenlion Mmager rvill email out a "Retention Doc," rvhich rvill track the total months leue customer's that leoes ue expiring md ofthose
accounts we have retained, lost to mother brad, lost to mother store, etc. This Doc will help us understmd ifwe are close to achieving our goal of 55% retention
. how mmy customers lve de retaining md losing. The main calculation here will be total monthly retained customers/total monlhly teminations to see monthly retention
9l a seperate.tgb, we lill be trackilg YTD le6e retention, which is the sme calculationjust lotal relained customers/total terminations
We are alt

Achievabfe: ^ aarlerihE thir goal realislic \|ilh effort and commitmeht? Have you gd the resourcer b achieve this goal? IfnoL how will you get theh?
This ggql_i.s- re3listic a! rve are on the lorv side ofthe leue retention spectrum in comparision to our muket. The medim lece retention % for our muket is
around.48jZ,. fop Pgrfgrmers are aroud 55%. Currently, we do not have the resources to improve this metricmd that is why rve are looking to develop a
new role that is solely focusedon improving this statslic for our store.

Relevanl: Why is !his loal jiEni/icant to your dealcnhip onerotiont? To you?

The goal is s igni l icmt for ouf s lore srmply because i l  Increse new car sales. We tue total lerminations l 0 / 3 1 / 1 8  w s
re len l ron .  \ r 'e  a re  re .
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Titrrclri you dntv,ctcd "what" undo rpeci/ic. Now lell ui Ry ,yt!!,:N.
Our timeline is to hire this new persorvposiion before Yeu End md have them trained by l/3 l/20 I 8i

Take Action!

Potetrtinl Obstscles
Client Advisor Dush back

Potential Solutions

sell more because oflhe new

to much

Who ere the people you will ask to help you?
Myself (Pre-O\wed Mdager). OMer (Dad), ceneral Sales MMager

Bring on u ssistol to aid this Dersons role
Keep them involved in the hire/training Drocess md prove to them it rvill malie fieir iob e6ier
Introduction lrom old contact persor/client advisor inlroducing knew point ofcontact for lede period

Specific Aation Steps r Break down your BIG Eoal into smallcr, interhediate xoals. What arc those steps?

What?
Sil down \|ith T eam to (:reate Job ResDonsibililcs,'DcscriDtioh

Lookjbr intemal cahclidates ptior to ou$ide hirc. (No candidates)

lleceive llcsumcs and Schedule Candidate Interviews

Other Information / Comments:
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