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e Specific m Measurable o Relevant 6 Time-bound

What is your current situation and challenge you will address?

We are currently dealing with sales personnel that are periodically unenthusiastic and non engaged . They are not as aware
of the inventory, current incentives or team objectives as they should be.

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?
Example: “I will decrease my 5K run time from 30 minutes to 21 minutes by June 15.”

Currently, we have sporadic meetings with no focus or agenda. There is very little training element and absolutely no
engagement from the sales staff.

By the end of August ( August 31st), we want to hold 2 Formal Effective Sales Meetings each week These meetings will be
held every Monday and Friday at 8:30 AM for a maximum amount of 45 minutes per meeting. They shall include the following

elements: Training ( with an emphasis on teaching, demonstrating and application) , Incentive, Recognition and Objectives.
Every meeting will review product, process and personal growth.

e How does this goal align with or support your dealer’s vision?

e What are the BENEFITS of achieving your goal? What are the CONSEQUENCES if you don’t?
e Why is this goal important to you?

This goal supports our vision in order to keep sales people informed with pertinent factory information, CSI and incentives.
It also would keep them goal oriented and on target for individual KPI's ( volume, gross, customer satisfaction)

The benefits would be higher volume and higher gross profit. In addition, it would make for happier sales consultants
engaged in making positive connections with our customers.
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What specific actions or steps will you take to accomplish your goal? What will you do differently or
improve? For each, be sure to include necessary resources, who is accountable, the measurable result,

VARIABLE OPERATIONS 2

START, END, &

dry erase board
tracking information

SPECIFIC ACTION/ NECESSARY ACCOUNTABLE
EXPECTED RESULT CHECKPOINT
STEP RESOURCE(S) PERSON(S)
DATES

Announce the change |Conference room Charlie GM Get the managers 7/17 start
and describe what our Chris SM thinking about an
expected benefit is Bobbi Jo F&I Mgr agenda
Research key metrics | Gross Summary Charlie Let's find out where we |7/24
and KPI's Statements Chris are

FCA MSR reports Bobbi Jo

CSl reports
Review our goals Gross summary Charlie This is where we want |7/24
and set targets CSI Reports Chris to go

Bobbi Jo

Set up meeting format |Powerpoint Chris This is where we set up |7/31

the FORMALITY of the
meeting
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How will you track your progress? What specific metric(s) will you track? At what intervals will you
check on the progress?

Over the next six weeks we have to gather our information and agree on our agenda that will include all the elements we
have laid out. We need to share our vision with the team to ensure our first kick off meeting by 7/31. From there, we will
evaluate the level of engagement from the consultants and make necessary revisions. We want to include all relevant
materials offered from the manufacture as well as from the industry to use as handouts, so that every consultant leaves with
something. By August 7th we want to have an uplifting/ motivational element such as music or a short video to start our
meeting. We will use these elements moving forward. On the 14th, our meeting should include a complete review of all
training, CSI, month to date unit sales with our tracking data. We will also pick a training topic to teach, demonstrate and
apply. On the 28th, we should be ready hold all these elements together and meet twice per week.

| will review the meetings agenda 30 mins before each meeting moving forward. After the meeting, | will ask a consultant
randomly what was covered and what they have taken of value from the meeting.

Potential Obstacles? Potential Solutions?
Customer's requiring attention during the meeting Set up a formal calendar
Sales person resistance ask for engagement 20% telling 80% listening
Holidays where we might be closed on either day cover relevant topics on next available meeting day

BOTTOM LINE! What is the financial impact (expressed in dollars) of achieving your goal?

Knowledgeable, happier and more engaged sales consultants lead to higher gross profit and more volume. It also leads to
happier loyal customers that refer others. The financial impact of this is huge, but even a small impact of an additional 3 units
per month/ per sales consultant with an additional $300 gross per unit would lead to an additional 12 units/month with a total
gross of $2723 per unit or $153850 per month.
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Once you’ve accomplished your goal, added or adjusted policies, procedures, and behaviors, now

what? How will you ensure you and your staff do not fall back into the previous habits that produced
poor results? Be specific.

I will review the agendas twice per week. | can make suggestions about specific areas we need to cover.
I will also speak with at least one consultant after the meeting to measure their level of engagement.

Describe any planning or implementation meetings conducted as part of development of your plan.

S

4

Meeting with Sales Management team to discuss the vision moving forward.
There will be a meeting to research current KPI's in all areas and the overall goals.
Kickoff meeting with Sales Consultants and share the expectations.

ponsor Signature:
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