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

My first goal for my store is to increase the front end gross profit on new from $1,075 per copy
to $1,500 per copy by March 31, 2023.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
There are many benifits to achieving this The main drawback to not achieving this
goal. A few of the biggest benefits that goal is there will be less money to operate
come to mind is obviously more money. the store and pay people. Not only would
First there would be more money for the the salespeople make the same or less
salespeople. Second, there would be more money, but if the gross dips any lower we
money for the stores managers and third, may have to start looking at cut and no one
there would be more money so the store wants to make cuts.

can afford to increase it's advertising.
These are just a few of the benefits of
achieving this goal.

March 10, 2023
When will you start?

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

To gauge this process, | will take a look at the gross each day and also spend time with the
desk and salespeople to encourage a new way of achieving more gross for the entire sales
process. | will do this on a daily basis and | will use Stone Eagle to measure the gross and |
will keep the gross on an excel spreadsheet so | can show them on a weekly basis where
they are.
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What specific actions will you take to achieve your goal? Who can help you?

There are a few actions | will take but the main one will be to alter a few questions that the
salespeople ask before they work the numbers. | am a fan of asking customer how often they
get paid before | work a deal. There are a lot of customer in this day and age that cannot
afford a $600 car payment, but they can afford $150 per week. By asking how often a
customer gets paid we can alter the repayment schedule based on pay periods and not by
month. Instead of coming back with a payment of $450 a month | may come back with $115
per pay period if they get paid weekly. Maybe $230 if they get paid every 2 weeks. It just feels
less expensive in the customers mind. We will get more first pencil closes by doing this not to
mention when the deal gets to F&l. Now a menu presentation is based on the same method.
Now a full platinum package will cost $25 per pay period instead of the payment going up
another $100 per month. Much easier for the customer to swallow and we will get more first

pencil closes.

As far as who can help me with this | would say the entire sales staff. Managers to help me
train the salespeople. Salespeople to actually learn the process and to embrace it and the
finance team, to take the handoff and run with it to increase the profit exponentially.

Potential Challenges?

A potential challenge is that the
salespeople do not come accross genuine
and appear to come across, nosey in the
customer eyes. The salespeople not being
able to articulate why they are asking the
guestion about being paid how often.
Another potential challenge would be the
desk not enforcing this 100% of the time.

Potential Solutions?

Potential solutions to these porblems would
be to make absolutely sure that everyone
in the sales department are trained on this
so wel that it is just second nature to them.
| would keep reminding the sales
managers every day that this is going to
make them more money and it would not
be hard to show them results almost in
realtime. | would like to get the finance
managers involved as they would benefit
just as much so they should be taking an
active role in this.
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