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e Specific @ Measurable 0 Relevant 0 Time bound

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

My goal is to increase average monthly wholesale parts sales dollars by 20%, from
$26,850.00 (YTD average, August 2020) to $32,200.00 by December 31, 2020.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
The benefits of achieving this goal are The consequences of not achieving this
more refined sales skills for our parts team goal are losing any market share we might
and improving our reputation in the have and our opportunity to be the first
wholesale market in our area. place a wholesale customer calls. Thus, we

would lose any chance of being able to
make money in wholesale parts in the
future.

When will you start? October 1, 2020

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

| will gauge my progress on a weekly basis using total wholesale parts sales dollars, total
number of wholesale parts customers serviced, and the wholesale parts sales dollars on a per
customer basis.
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What specific actions will you take to achieve your goal? Who can help you?

The first two actions that need to be taken are initiating a culture change and training our parts

department what is expected of them.

The Parts Manager, General Manager, and | will need to instill a culture of customer service
and sales in the department. Currently, the general attitude comes off as if they don't want to
sell a customer a part. They rely on the internal business from the Service and Body Shop
Departments and seem to be content with that. We need our customers to feel like we want to

sell them what they need, when they need it.

I will work with our General Manager to create and successfully implement a parts sales
training that can be applied to any customer inquiry - whether they are wholesale, counter

retail, or internal.

| will ask the Parts Manager to make at least two contacts per week with wholesale
customers: one current customer and one customer that is either new to the market or hasn't
purchased from us in over six months. The purpose of these contacts will be to find out how
we can best meet their needs and earn their business.

Potential Challenges?

Some potential challenges are that this is
different from "the way things have always
been done." There will be tremendous
resistance from our Parts Manager and he
will inevitably attempt to
passive-aggressively sabotage this
endeavor behind my back.

Another potential challenge is that we've
essentially taken ourselves out of the
market already. We actually tell wholesale
customers over the phone where they can
get the part today if we don't have it on the

Potential Solutions?

| chose to start small with this goal so that
we can overcome obstacles more easily
and with less risk as we begin. That way,
the team will see the small wins and we
can get the Parts Manager on board. Once
he sees the potential in this market, he'll be
more accepting of the new culture and
sales tactics.

While we may never be the big wholesale
dealer on the block, we can be the first
place a customer chooses to call if we offer
better customer service and creative
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