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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?

Increase wholesale parts gross profit as a % of sales from 14.08%(Dec. '20) to >/= 18% by
6/30/21.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal

Gross profit will increase by about $2,000 We will need to do a profit/cost analysis to
per month without any additional resources determine if maintaining wholesale
expended.

operations in its current form is viable, or if
we need to cause some creative
destruction and develop a profitable way to
capture this business.

When will you start? 3/15/2021

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

We will begin to analyze wholesale customers individually(revenue, profit %, returns, etc.) and
determine if we are charging a fair amount. We will renegotiate with clients that are not

equitable. We will monitor the DOC dalily to track % gross. We will monitor sales/return report
weekly as well.
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What specific actions will you take to achieve your goal? Who can help you?

We will individually analyze each account and weigh their equity. Fixed operations director
will "hit the street" to speak with the five largest wholesale accounts that we believe is not
providing an equitable return on investment. We will renegotiate terms and/or find ways of

increasing revenue, limited returns, and finding less costly ways of delivering parts. We will
build a tiered program that rewards higher revenue with less returns.

Potential Challenges?

Competition from outside the market. We
are on the edge of our distribution range,

and the private distributor to the east of us
has a later cutoff time for next day delivery
and extremely aggressive pricing strategy.

Potential Solutions?

We develop a loyal, core list of clients to
provide consistent revenue. We can pick
up more mechanical wholesale accounts to
offset the discounts from body.
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