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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?

My goal is to raise total tire sales (dollars) from a monthly average of $23,000 to $28,000
based on a 12 month average. This will be achieved by April 1 2023.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Our GP on tire sales is 15.4% on the tire Basic customer retention is critical for

and 65% average on installation, resulting continued success in the automotive repair
in an additional profit of $12,700. We will business today. Failure to grow our share
also see an uplift in "around the wheel" of the tire business will mean less

sales (brakes,wheel bearings and customers at our door.

alignment parts, etc) 1) No "around the wheel" additional sales.
Our average GP per CP RO is $225 an 2) Less alignment and suspension repair.
additional 10% customer retention will 3) Our customers going to our competitors.

generate an additional $48,600 annually.
The long-term benefits of strong retention
strategies are difficult to quantify but having
a strong process will continue to increase
sales moving forward.

April 1 2022
When will you start?

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

I have studied the last years sales history, (our GL account number is 46900-3). It is clear the
demand fluctuates during the year. | have set a sales target baseline of $23,000 monthly
broken into three main sales areas, Service will be responsible for $15,000 new sales $5,000
and parts counter sales of $3,000. We will have additional sales of $60,000 during the winter
tire buying months resulting in total tire sales dollars of $336,000 up from 279,000. | will be
refrencing our Consept 20 group book page 55 lines 1-10 for data.
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What specific actions will you take to achieve your goal? Who can help you?

Step 1 Training, all customer facing staff must be able to use our tire sales website to properly
guote and offer information on tires. Department managers will ensure their teams are
comfortable doing so.

Step 2 Target sales by department will be assigned with help of the General Manager.

Step 3 Proper displays and marketing will be put in place through out the dealership and
online. The Management team will ensure this is maintained properly.

Step 4 Pricing in the new car deal should be standard and easy with adjustments as needed
set up by the General Sales Manager.

Step 5 Repair Orders will state tire tread depth clearly with colored warning labels.

Step 6 Parts and service areas need clean and fresh display fixtures, correct pricing.

Step 7 Shop Foreman to Identify stress points in the shop and eliminate as required.

Step 8 Our tire storage program is called ( Your Tire Locker) Our marketing team will create
new and exciting graphics and posters.

Step 9 Review targets monthly, raise when possible, ensure process remains in place.

Potential Challenges?

Change is difficult, assigning sales targets
will meet resistance.

A change in culture is required to identify
the need for tires at every opportunity.
Not everyone believes our tire pricing is
competitive.

Potential Solutions?

These targets are easily attainable, this
plan is focused on building a process.

We need to implement a recognition
program to reward staff who have achieved
the goals set each month.
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Step 5 Repair Orders will state tire tread depth clearly with colored warning labels. 
Step 6 Parts and service areas need clean and fresh display fixtures, correct pricing. 
Step 7 Shop Foreman to Identify stress points in the shop and eliminate as required.
Step 8 Our tire storage program is called ( Your Tire Locker) Our marketing team will create new and exciting graphics and posters. 
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