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e Specific m 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?

To increase wholesale business from 9% to 15% by 06/01/2022

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Will add profit to the department Will continue to be overstaffed
Will justify the amount of staff on hand. Will lose out on the opportunity to further
(Currently staffed .5 to many) diversify our portfolio.

Will add a relationship which could lead to
more business

12/01/2021
When will you start?

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

| will discuss with my parts manager on the weekly basis to guage how the prospecting is
going. We will monitor our progress through the DMS
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What specific actions will you take to achieve your goal? Who can help you?

I will have my parts manager call on the previous book of business and guage intrest of
potential customers. | will also have the Parts Director of the company help with this as well.

Potential Challenges?

Adding a customer that constantly pays
slow.

Danger of giving to much of a discount as
to where it doesn't make financial sense
Having additional charges with things that
are brought back.

Potential Solutions?

Having my accounting office as well as my
parts manager keep tabs on receivables to
keep me updated.

Make sure we only take customers that
makes sense from a financial standpoint
Making sure that we verify each thing that
is ordered as much as possible to prevent
unnecessary returns
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