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Why are you here?

s

2 2009 Business Assessment
= 2010 Off-site Planning Session
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When did you come to the fork?
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Someti mes | wo:r
doing this job properly.

Insecurity guards.
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The Roadmap to your business health

l Retail Dashboard
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Average Sale YTD Sales vs. Plan Turnover

$  83.65 monhwod 2% 3.7

-2% vs last year ($26,994) Footwear -7% Footwear -8% Footwear

-2% vs target $10,270 Apparel 1% Apparel % Apparel

$28,573 Accessories -30% Accessories -9% Accessories
-5.39% YTD vs Last Year 13% vs Last Year -10% vs Target

Transactions YTD Margin vs. Plan Months of Supply

1’531 month to date 5% 2_9

32% vs lastyear ($10,738) Footwear (332) Footwear unit OTB
26% vs target $5,489 Apparel 311 Apparel unit OTB
$22,975 Accessories
20.01% YTD vs Last Year 18% vs Last Year 1% vs Target $2.95YTD

last month

70% of your Revenue go towards
Inventory and Payroll
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But Parker,
| Om not a
person!
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- Business revolves around 2 things
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Mathematics
&
Relationships
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-Abraham Maslow O
Hierarchy of Needs (1947)

The Great Race

KARNAN
ASSOCIATES

—— Fulfillment

self-esteem
confidence, achievement, respect of others,
the need to be a unique individual

love and belonging
friendship, family, intimacy, sense of connection

safety and security
health, employment, property, family and social stability

Stability
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el Revenue per Foot

2010 Sales Plan $800,000
Sq. Ft. 2,000

$400 per foot
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Building a Strong Foundation
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It all starts with the
Sales Plan

~N

- Retail is a highly reactive business.
= As aresult you must be highly proactive

J
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Getting Proactive: Establishing a Sales Plan
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YTD Sales vs. Plan

2%

($26,994) Footwear
$10,270 Apparel
$28,573 A

13% vs Last Year

YTD Margin vs. Plan

5%

($10,738) Footwear
$5,489 Apparel
$22,975 A

18% vs Last Year

QUICK TIPS )

The one certainty about the plan is that
it will be WRONG! y
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Your plan is The Measuring Stick
sales

KARNAN

Jan S 17,911 $ 31,212
ASSOC'ATES 240,000 R LS Feb 5 4,161 $ 14,785
$30,000 - Mar S (8,568) $ 5,779
Apr S 7,637 S 19,426
$20,000 - May $ (9,854) $ 3,940
Jun S (1,209) $ 11,393
$10,000 - Jul S 1,772 S 6,727
Aug
$- - . : : : : . s
Jan Feb ar  Apr y Jun Jul Aug Sep Oct Nov Dec cN)g":’
$(10,000)
Dec
$(20,000) Total $ 11,849 $ 93,262

Margn vPlan Lt vear

$20,000 Jan S 9306 S 15,652
mv Plan O Last Year Feb $ 3007 $ 10,082
Mar S (2,551) S 4,145
$15,000 Apr $ 7,508 S 12,519
May $ (1.874) S 4,221
$10,000 Jun ) 1,519 S 9,228
Jul ) 811 S 4,543
$5,000 Aug
Sep
Oct
S' T T T T T 1 Nov
Aug Sep Oct Nov Dec Dec
$(5,000) Total $ 17,726 $ 60,390

e
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Now, how are you going to get there?
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Average Sale

S 83 . 65 month to date

-2% vs last year

-2% vs target

-5.39% YTD vs Last Year

Transactions

1’ 5 3 1 month to date

32% vs lastyear

26% vs target

20.01% YTD vs Last Year

The only 2 ways to increase business... )

1. Sell more to each customer
2. Sell to more customers Y,
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Increasing the Average Sale
requires emphasis on what
capacity of the business?
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Training

What specifically are you going to do to
improve staff training?
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Increasing the # of Transactions of
. abusiness requires emphasis on
what capacity of the business?
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Marketing

What specifically are you going to do to
improve marketing?
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The Rearview and the Windshield
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Turnover

3.7

-7% Footwear

1% Apparel

-30% Accessories
-10% vs Target

Months of Supply

2.9

(332) Footwear unit OTB
311 Apparel unit OTB

1% vs Target

: Turnover tells you how yo}
Cash Flow
Mont hs of Supply tells you

Customer Satisfaction )







