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What is your goal? What do you want to achieve? From what metric? To what metric? By what date?
Example: “I will decrease my 5K run time from 30 minutes to 21 minutes by June 15.”

We will increase our wholesale sales by 20% from 204K a month to 244K by the end of the
year December 31, 2023.

How does this goal align with or support your dealer’s vision?
What are the BENEFITS of achieving your goal? What are the CONSEQUENCES if you don’t?
Why is this goal important to you?

Our company philosphy is: We are a luxury retailer not a car dealer, our succes will be
measured in this light. Based on this perspective, and book i'm currently reading "Good to
Great" we should probably be out of the wholesale business. Nevertheless, by achieving a
20% growth, we can potentially boost our monthly gross profit by $8,000.

| have a couple suggestions to consider in order to grow our business and strengthen our
customer relationships. Firstly, it would be fantastic if we could make a conscious effort to
proactively seek out new business opportunities. We could establish a plan to consistently
connect with potential clients on a weekly basis, inquiring about their needs and learning
about their current service providers. By doing so, we can tailor a personalized proposal that
highlights the advantages our company can offer, such as expedited shipping, hassle-free
return part pickups, and attractive early payment discounts, among others.

In addition to this, it's essential that we maintain a strong bond with our existing clientele. To
ensure their satisfaction, it would be great if Fran, our dedicated wholesale expert, could
schedule weekly meetings with at least one current customer. This way, we can address any
concerns, receive valuable feedback, and continue to provide exceptional service to our loyal
clients.

By implementing these strategies, we can further enhance our company's reputation and

foster lonn-lastina relatinnshins with hoth new and existina clistomers.
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What specific actions or steps will you take to accomplish your goal? What will you do differently or improve?
For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.

SPECIFIC ACTION/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?
Meet w/ Caliber Fran ASAP Weekly |
and 1428
Prospecting for |Time and Donuts Fran Meet with 1 new Weekly
now cliante nntantial

L
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How will you track your progress? Where will you find the information? How often will you check in?

Fran will need to provide the business cards from new prospects and detail notes of the
meetings to be turned in every Friday.

Potential Obstacles? Potential Solutions?
Getting in the door, making sure to Ask current business for referrals. It's
speak with the right person. suprising how small our business can

be and how many people have
connections with thier competitiors

BOTTOM LINE! What is the financial impact (expressed in dollars) of achieving your goal?

$8K additional gross profit

CONGRATULATIONS! You’ve accomplished your goal! You added or adjusted policies, procedures, and
behaviors. Now what? How will you ensure you and your staff do not fall back into the previous habits
that produced poor results? Be specific.

Hold the parts manager accountable to meet this goal. First by incentivizing him, add a
bonus if he achieves this goal. Second by tracking the progress in our biweekly asset
meetings.
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	How does this goal align with or support your dealers vision: We will increase our wholesale sales by 20% from 204K a month to 244K by the end of the year December 31, 2023. 
	1: Our company philosphy is: We are a luxury retailer not a car dealer, our succes will be measured in this light. Based on this perspective, and book i'm currently reading "Good to Great" we should probably be out of the wholesale business. Nevertheless, by achieving a 20% growth, we can potentially boost our monthly gross profit by $8,000. 





I have a couple suggestions to consider in order to grow our business and strengthen our customer relationships. Firstly, it would be fantastic if we could make a conscious effort to proactively seek out new business opportunities. We could establish a plan to consistently connect with potential clients on a weekly basis, inquiring about their needs and learning about their current service providers. By doing so, we can tailor a personalized proposal that highlights the advantages our company can offer, such as expedited shipping, hassle-free return part pickups, and attractive early payment discounts, among others.



In addition to this, it's essential that we maintain a strong bond with our existing clientele. To ensure their satisfaction, it would be great if Fran, our dedicated wholesale expert, could schedule weekly meetings with at least one current customer. This way, we can address any concerns, receive valuable feedback, and continue to provide exceptional service to our loyal clients.



By implementing these strategies, we can further enhance our company's reputation and foster long-lasting relationships with both new and existing customers.
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