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What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

Goal: hold average gross PVR to a minimum of $3,000

October 2022 was the first month post-COVID that we dropped under $3,000 PVR. We ended
the month at $2,760. | am making it my goal to ensure our sales people get back to our

processes, hit all SSI and manufacturer bonuses, and set the finance office up for success to
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BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
- Increased gross - Smaller profit margins
- Larger profit margins - Shows a two month trend that our
- Gets our sales people re-acclimated to grosses are slipping correlating with the
our processes that have lacking through declining market
COVID -

November 1st, 2022
When will you start?

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

| will gauge our progress daily by tracking our gross sales log and calculating our average
PVR.
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What specific actions will you take to achieve your goal? Who can help you?

I will communicate with my sales team that holding gross is an important metric as we close
the year. They can help me by following their processes and not coming to the desk asking
for discounts before they even put value you the vehicle. | will also communicate with our

other Sales Manager to make sure he is on board. He can help by having the same attitude

towards holding gross as | do.

Potential Challenges?

- Declining market

- Lazy/stubborn sales people
- Interest rate increases

- Tighter lending policies

Potential Solutions?

- Adjust desking rates to align with the
Federal Reserves rate hikes

- More sales meetings that include
practicing our sales skills

- Watching Joe Verde sales videos as a
team

- Putting the right money into trades which
will allow us to price to market correctly
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	1: Goal: hold average gross PVR to a minimum of $3,000



October 2022 was the first month post-COVID that we dropped under $3,000 PVR. We ended the month at $2,760. I am making it my goal to ensure our sales people get back to our processes, hit all SSI and manufacturer bonuses, and set the finance office up for success to get back to $3,000 PVR by year end 2022.
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