11/1/2016
 Sales/Floor Manager
Scope of position:  The Sales Manager (SM) supervises sales associates’ activities for the purpose of increasing unit sales, gross profit, customer satisfaction and customer retention. Manage Sales BDC.  Key functions of the SM are inventory control,  desking and assisting the Sales Associates as a closer. The SM achieves sales goals as set forth by the General Manager.  The SM conducts ongoing sales and F&I training,  all follow up on showroom traffic (sold and unsold), enforces use of the CRM tool (currently Higher Gear) and ensures a professional atmosphere and positive shopping experience is maintained.  Reports to the General Manager.  Sales training and daily sales follow up. Manage Sales BDC with pricing and product knowledge.
Salary:


None 
Draw:
$1000.00* per week.  May be adjusted for seasonality by General Manager.  Overdraws are payroll advances, and can be recovered in future pay periods.
Gross Profit:
1.0% of New + Used Vehicle Department Gross Profit, currently Line 2, Page 2, section (1)& (2) of the Toyota Financial Statement less Policy Adjustments (7110)


LESS:
$200.00 Pack Per Retail unit sold, New and Used


All True Car Invoices will be deducted from the total monthly gross from Line 2, Page 2, of the Toyota monthly financial statement

Bonus- Monthly 

Vs. Previous Year
10% increase in Volume

$500


10% increase in Gross Profit
$500


15% increase in Volume

$1,000


15% increase in Gross Profit
$1,000


20% increase in Volume

$1,500

20% increase in Gross Profit
$1,500

Note:  Volume and Gross Profit levels are not cumulative
CSI:




Green Light*
=

$500.00 per month per Toyota Signaling Success




Red Light*
=
              <$500.00> per month commission adjustment

*Score based on monthly score information related to same month commissions are based on and provided to us by the Chicago District.

Demo:


Demo car per company policy




OR




$350.00 a month car allowance (1st year of employment)




$400.00 a month car allowance after 1st year of employment.

Benefits:

Health, dental and retirement benefits as offered by the company

Vacation:

Standard vacation policy.  
_________________________________________________

___________________________________________________
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                Date
Sales Manager






General Manager

The above compensation plan represents an at-will employment relationship, and is not an employment contract.

