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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 go from O outside extended service plans, to 5 a month, by Feburary 28th.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
staying in touch with existing customers, Leaving opportunities uncovered,
sell more ESPs, providing customers with customers don't have coverage that could
coverage options that fit their needs. benefit from our Plans. also could lose

contact with previous customers

immediately
When will you start?

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

follow up with the finance mananger daily, and see how many plans they are presenting and
selling. How many people they talk to and how those talks went.
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What specific actions will you take to achieve your goal? Who can help you?

| will help the Finance manager get the lists of potential customers for ESPs, and have the
service writers be aware when someone will benefit from ESP.

I'll help get training for the Finance manager in these scenarios. Pulling current service
customers info and see who benefits from a new ESP(mileage and time).

Provide deals from 2 to 3 years ago where the customer passed on ESP, and have the
finance manager contact them about their coverage.

Help train the sales team about talking to their customers about importance of ESP so we can
keep selling during the deal, the finance manager will be able to talk about the customers
who passed and then signed up later, and how they could've saved money by doing it during

the deal.

Potential Challenges?

service, sales and finance not helping each
other and letting potential sales fall through
the cracks

reaching past customers who have moved
or no longer have their vehicle

Potential Solutions?

improved pay plans for employees who
help in the process of getting customers to
purchase ESPs

improved processes so less customers
need to be contacted after the fact
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