NADA

—
ACTION PLAN 1

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 increase our stores amount of outbound phone calls (sales) by 40% by the end
of 2022. We are currently averaging 4600 total click to call phone calls per month. To
increase by 40% we would need to have about 6450 click to calls in our store in the month of
December.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Activities breed results. The more activies These are consequences we already
we can produce, the more traffic we will suffer. Our lack of follow up has presented
have in our store. negative experiences for our customers. By

not achieving our goal we will continue to
not follow up with our sold orders, call
customers after the sale and ultimately fail
to create a professional experience for our
guests.

immediately
When will you start?

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

2 months ago we took on CallRevu as a tool at 2 of our stores. Its been extremely beneficial
at one but at the other, they seem to not use it. | represent the "other" store. We were recently
re-trained on how to use CallRevu and by creating this goal, many more managers want to
get involved. We will be meeting weekly to track our progress. We will be using a forecast of
the previous weeks calls to gauge our performance for the month.
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What specific actions will you take to achieve your goal? Who can help you?

Our General Sales Manager has asked to help us achieve the end goal. We have broken
down the monthly goal into a daily goal. We have 22 people that make outbound phone calls
on a daily basis. If we take our 6450 goal and divide it by the 22 it becomes 293 calls monthly.
293 calls divided by 22 working days becomes a rounded up number of just 14 outbound
phone calls per day. Instead of using just a regular out bound phone call, with CallRevu we
utilize click to calls. These are recorded and tracked phone calls within the CRM and the
CallRevu tool. To us, these are real phone calls that either reach a customer or their

voicemail.

We have decided to ask each salesperson to just make it to double digits amount of calls per
day through the end of October. Come November, we have informed them that the standard
will become 15 click to calls. If we can complete 15 click to calls per person per day, we will

achieve our goal by the end of December.

Potential Challenges?

We have already begun to face challenges.

A couple of our older veterans refuse to
use the click to call tool. Were exploring
better ways to communicate with them the
value of using click to call. Another
challenge is a few of our sales people that
sell the most units claim that they do not
have enough time in their day to make 15
click to calls.

Potential Solutions?

The sales people that sell the most units
tend to be the most looked up to by newer
sales staff. If we do not get them onboard,
there could be a negative domino effect.
We plan to sit with each of them
individually and deliver the same message.
Our message will revovle around them
being the leaders of our store. That they
are role models to the newer sales staff
and people want to be just like them. This
means more responsibility. The
responsibility we ask them to push is the
agenda we are putting forth.
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