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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?

Having hired a new salesperson with no prior automotive experience and, frankly, very little
knowledge of cars, | sset a goal to get him to average 12+ units per month by the end of his
first year. COVID saw him furloughed, so we adjusted the time frame to May 31st, 2021.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Many; More consistent output for the store, Losing the employee, missing out on
a solid income for the employee, a sense possible sales, further frustration for me,
of pride and aceivement for the employee possibility of worsening the atmosphere in
(and for mel) and an improved atmosphere the store.

in the store coming off of a very trying year.

June 1st, 2020
When will you start?

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

We did review Fred's progress each month, but looked at his production more on a quarterly
basis. We looked at his used/new ratio, his front end gross and also his back end gross to let
him see the benefits to him of endorsing F & | products. Te set goal was 12 sales per month,
so that was the main metric
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What specific actions will you take to achieve your goal? Who can help you?

i checked with Fred at the start of each shift, then several times per week we reviewed what
he had in his pipeline. | taught him to be be organized, to plan ahead and how to follow up
with sold customers to help create repeat & referral business. My Sales Manager assisted in
the process (It was a great example to set for him too, as he has limited experience) and |
encouraged my F & | dept to give feedback on how his customers responded to their
presentations of back end oroducts and how they spoke of him.

Potential Challenges?

With business during htese times being
even more unpredictable than ever, there
was a possibility that Lockdowns, and later
supply chain issues, would impact our
ability to meet our overall sales goals.
There was always the potential for Fred to
be unable to achieve the goal.

Potential Solutions?

We had discussed altering the goal from a
specific unit number to a percentage of the
store's output if need be. | liked Fred's
energy and enthusiasm from the beginning
and was confident he wouldn't fail.
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