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N372
Class #

Dealership

Hampton Chevrolet

Date 5-15-21

Q Relevant 6 Time-bound

Current Situation
or Challenge to be
Addressed:

| want to reduce the length of my sales meetings and incorporate a
training based curriculum

Current Performance
Level (include specific
measure):

Approximately 30 minutes and predominantly presentation based

Goal (what do you
want to achieve?)

15 minutes incorporating more training

Goal Performance

Create and disseminate a comprehensive sales meeting agenda,
focused on the following 3 principles:

Goal Start Date:

Level (include specific |-teaching
measure) -demonstrating
-applying
06/01/21 Ongoing

Goal End Date:

First Check-in Date:

End of first week Product Knowledge

Performance Objective: |(Silverado)

Second Check-in Date:

End of second week Presentation of figures

Performance Objective:

Third Check-in Date:

End of third week Overcoming objections

Performance Objective:

Fourth Check-in Date:

End of fourth week Perfect delivery

Performance Objective:
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How does your goal
align with the dealers’
vision?

My goal aligns with my dealers’ vision because it helps in the
professional growth and development of my sales team.

What are the potential
benefits of achieving
your goal?

A comprehensive and sustained training agenda will help increase
sales and gross profit, and provide our guests with a better customer
experience

What are the potential
consequences if you
don’t achieve your
goal?

The implementation of a training agenda with any inconsitencies and
unpreparedness, gives the impression that a well trained and
competent sales team is not a top priority

Why is the goal
important to you?

This goal is important to me because | am responsible for giving my
sales team all of the resources, training, and guidance they need to
be successful. Additionally, our customers deserve to be served by
confident and competent salespeople

Potential Obstacles

The only potential obstacle | am aware of, is unexpected events that
may cause the delay or cancellation of a sales training meeting

Potential Solutions

Limiting training sessions to 15 minutes allows for flexibility if an
unexpected event or situation occurs

BOTTOM LINE!
Financial Impact of
Achieving Your Goal
(expressed in dollars)

| do not have a financial impact in dollars. However, a better trained
sales staff should increase sales, gross profit, and lead to better CSI
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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, &

agenda for the "
perfect delivery"

training video

Managers, and
Sales Consultant

SPECIFIC ACTION/ NECESSARY ACCOUNTABLE
STEP RESOURCE(S) PERSON(S) EXPECTED RESULT CHECKPOINT
DATES
Create a product |Point of sale GSM and Sales |Training based |Week 1
knowledge sales |material. GM Managers sales meeting
agenda for the training site with walk around
Silverado on Silverado
Create a sales CRM GSM and Sales |"Presentation of |Week 2
agenda for the Managers figures”
"presentation of competition
figures"
Create a sales Grant Cardone |GSM and Sales |Role playing Week 3
agenda for " word tracks Managers
over-coming
objections”
Create a sales eAuto web based |GSM, Sales Quiz Week 4

As you work toward your goal, it’s important to have interim check points with specific, measurable
objectives so your team can hold themselves accountable. If everyone knows the goal and objectives,
you don’t have to spend your valuable time micromanaging.
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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.

It is incumbent for me to create and consistently monitor the revised format to my sales
meetings. Additionally, it is important for me to adhere to the 15 minute time limit. Delegating
specific responsibilities to my management team will also take some of the burden off of me
when | am scheduled off or are unavailable

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

I will meet with my management team to develop the curriculum for our sales training. Once
we have a consensus, | will be responsible for the implmentation of the training

Sponsor Signature:
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