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\W/HEN IT COMES TO ESTABLISHING EFFECTIVE SALES GOALS, THe CONTAINER STORE/ A LEADING RETAILER SPECIALIZING IN
STORAGE AND ORGANIZATION SOLUTIONS, MUST ADOPT STRATEGIC PRACTICES THAT ALIGN WITH ITS BUSINESS OBJECTIVES,
CUSTOMER NEEDS, AND MARKET DYNAMICS. W/HILE SETTING SALES TARGETS IS CRUCIAL FOR DRIVING GROWTH, MOTIVATING
STAFF, AND MEASURING SUCCESS, IT IS EQUALLY IMPORTANT FOR THE COMPANY TO RECOGNIZE WHAT PRACTICES TO AVOID TO
PREVENT SETTING UNREALISTIC OR UNPRODUCTIVE GOALS. THIS ARTICLE EXPLORES THE ESSENTIAL CONSIDERATIONS THE
CONTAINER STORE SHOULD ADHERE TO WHEN SETTING SALES GOALS, HIGHLIGHTING KEY STRATEGIES AND COMMON PITFALLS TO
AVOID—SPECIFICALLY FOCUSING ON THE EXCEPTION, OR THE PRACTICE THE COMPANY SHOULD NOT PRIORITIZE.

UNDERSTANDING THE IMPORTANCE OF EFFECTIVE SALES GOAL SETTING

THe RoLE oF SALES GOALS IN RETAIL SUCCESS

SALES GOALS SERVE AS A ROADMAP FOR RETAIL OPERATIONS. THEY HELP ALIGN TEAM EFFORTS, INFORM INVENTORY PLANNING,
AND PROVIDE BENCHMARKS FOR PERFORMANCE. FOR THE CONTAINER STORE, WHICH PRIDES ITSELF ON EXCEPTIONAL CUSTOMER
SERVICE AND UNIQUE PRODUCT OFFERINGS, SETTING APPROPRIATE SALES GOALS ENSURES THAT GROWTH IS SUSTAINABLE AND
THAT CUSTOMER SATISFACTION REMAINS HIGH.

BeNeFITS oF WELL-DEFINED SALES GOALS

- MOTIVATES STAFF TO ACHIEVE TARGETS AND IMPROVE PERFORMANCE

- GUIDES INVENTORY AND STAFFING DECISIONS BASED ON EXPECTED DEMAND

- FACILITATES PERFORMANCE MEASUREMENT AND ACCOUNTABILITY

- SUPPORTS STRATEGIC PLANNING FOR EXPANSION AND PRODUCT OFFERINGS

- ENHANCES CUSTOMER EXPERIENCE BY ENSURING PRODUCT AVAILABILITY AND STAFF READINESS

Key PRINCIPLES THE CONTAINER STORE SHOULD FoLLow WHEN SETTING
SALES GOALS

1. DATA-DRIVEN GOAL SETTING

LEVERAGE HISTORICAL SALES DATA, MARKET ANALYSIS, AND CUSTOMER INSIGHTS TO ESTABLISH REALISTIC AND ACHIEVABLE
SALES TARGETS. THIS APPROACH MINIMIZES THE RISK OF SETTING GOALS THAT ARE EITHER TOO HIGH, LEADING TO FRUSTRATION
OR TOO LOW, RESULTING IN MISSED GROWTH OPPORTUNITIES.
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2. ALIGN SALES GoALS WITH BusiNess OBJECTIVES

ENSURE THAT SALES TARGETS SUPPORT THE COMPANY'S BROADER VISION, SUCH AS ENHANCING CUSTOMER SATISFACTION,
EXPANDING PRODUCT LINES, OR IMPROVING OPERATIONAL EFFICIENCY.



3. INCORPORATE SCALABILITY AND FLEXIBILITY

SET ADAPTABLE GOALS THAT CAN BE ADJUSTED BASED ON SEASONAL TRENDS, MARKET CHANGES, OR UNFORESEEN
CIRCUMSTANCES LIKE SUPPLY CHAIN DISRUPTIONS.

4. Focus oN CusToMer-CENTRIC METRICS

INCLUDE GOALS THAT PROMOTE EXCELLENT CUSTOMER SERVICE, LIKE INCREASING REPEAT VISITS, IMPROVING AVERAGE
TRANSACTION VALUE, OR ENHANCING ONLINE ENGAGEMENT.

5. PrRoMoTE TeaM CoLLABORATION AND COMMUNICATION

INVOLVE SALES TEAMS IN GOAL-SETTING PROCESSES TO FOSTER OWNERSHIP AND MOTIVATION, ENSURING THAT TARGETS ARE
UNDERSTOOD AND EMBRACED.

WHAT THE CONTAINER STORE SHoULD AvolD WHEN SETTING SALES
GoALS

W/HILE ESTABLISHING SALES OBJECTIVES, SOME PRACTICES CAN BE COUNTERPRODUCTIVE. THE FOLLOWING LIST HIGHLIGHTS A
KEY EXCEPTION—THE APPROACH THAT THE CONTAINER STORE SHOULD AVOID TO MAINTAIN HEALTHY SALES DYNAMICS.

PrRACTICES TO AvoID: SETTING UNATTAINABLY HIGH orR UNREALISTIC GOALS

ONE CRITICAL MISTAKE IS SETTING SALES GOALS THAT ARE OVERLY AMBITIOUS OR UNREALISTIC. W/HILE AMBITION IS
IMPORTANT FOR GROWTH, GOALS THAT ARE DETACHED FROM MARKET REALITIES CAN HAVE DETRIMENTAL EFFECTS.

W/HY IS THIS AN EXCEPTION? BECAUSE OVERLY AGGRESSIVE SALES TARGETS CAN:

- DEMOTIVATE EMPLOYEES IF GOALS SEEM IMPOSSIBLE TO ACHIEVE

- ENCOURAGE UNETHICAL SALES PRACTICES OR CUSTOMER PUSHINESS

- LEAD TO POOR CUSTOMER EXPERIENCES DUE TO OVEREMPHASIS ON NUMBERS
- RESULT IN INACCURATE PERFORMANCE ASSESSMENTS

IN ESSENCE, THE CONTAINER STORE SHOULD AVOID SETTING SALES GOALS THAT ARE DISCONNECTED FROM ACTUAL MARKET
CONDITIONS AND OPERATIONAL CAPABILITIES.

How To EsTABLISH EFFECTIVE AND REALISTIC SALES GOALS

STEPS TO AvolD THE PITFALL oF UNREALISTIC GOALS

- ANALYZE HISTORICAL SALES DATA TO UNDERSTAND PAST PERFORMANCE

- MONITOR INDUSTRY TRENDS AND MARKET CONDITIONS TO GAUGE POTENTIAL GROWTH
- ENGAGE STAFF AND MANAGERS IN THE GOAL-SETTING PROCESS TO GATHER INSIGHTS

- SET SMART GoALS (SpeciFic, MEASURABLE, ACHIEVABLE, RELEVANT, TIME-BOUND)
- REVIEW AND ADJUST GOALS REGULARLY BASED ON PERFORMANCE AND MARKET CHANGES



ALTERNATIVE STRATEGIES FOR EFFECTIVE SALES GOAL SETTING

- USE TIERED TARGETS THAT CHALLENGE BUT REMAIN ACHIEVABLE
- INCORPORATE QUALITATIVE OBJECTIVES, SUCH AS CUSTOMER SATISFACTION SCORES
- RECOGNIZE AND REW ARD INCREMENT AL PROGRESS TO MOTIVATE CONTINUOUS IMPROVEMENT

ADDITIONAL CONSIDERATIONS FOR THE CONTAINER STORE'S SALES
STRATEGY

BALANCING SHORT-TERM AND LoONG-TERM GOALS

W/HILE IMMEDIATE SALES TARGETS CAN BOOST SHORT-TERM REVENUE, ALIGNING THEM WITH LONG~TERM BRAND POSITIONING AND
CUSTOMER LOYALTY INITIATIVES ENSURES SUSTAINED GROW TH.

INTEGRATING CUSTOMER EXPERIENCE INTO SALES GOALS

PRIORITIZE METRICS THAT REFLECT CUSTOMER SATISFACTION, SUCH AS NET PROMOTER SCORE (NPS), IN ADDITION TO SALES
VOLUME, TO FOSTER A CUSTOMER-FIRST CULTURE.

LEVERAGING TECHNOLOGY AND DATA ANALYTICS

UTiLize CRM SYSTEMS, SALES DASHBOARDS, AND ANALYTICS TOOLS TO TRACK PROGRESS, IDENTIFY TRENDS, AND REFINE SALES
STRATEGIES PROACTIVELY.

CoNcLusIoN; ENSURING EFFeCTIVE SALES GoAL SETTING AT THE CONTAINER
STORE

SETTING SALES GOALS IS A NUANCED PROCESS THAT REQUIRES CAREFUL CONSIDERATION OF VARIOUS FACTORS, INCLUDING
MARKET CONDITIONS, OPERATIONAL CAPACITY, AND TEAM MOTIVATION. THE CONTAINER STORE SHOULD FOCUS ON
ESTABLISHING REALISTIC, DATA-BACKED, AND CUSTOMER-CENTRIC SALES TARGETS THAT ALIGN WITH ITS OVERALL BUSINESS
OBJECTIVES. |MPORTANTLY, THE COMPANY MUST AVOID THE PITFALL OF SETTING UNATTAINABLE GOALS THAT CAN
DEMOTIVATE STAFF AND HARM CUSTOMER RELATIONSHIPS. BY ADOPTING BALANCED AND FLEXIBLE STRATEGIES, EMBRACING
CONTINUOUS REVIEW , AND ENGAGING STAFF IN THE PROCESS, THE CONTAINER STORE CAN FOSTER A CULTURE OF SUSTAINABLE
GROWTH AND EXCELLENCE IN RETAIL SALES. ULTIMATELY, UNDERSTANDING WHAT PRACTICES TO AVOID—SUCH AS SETTING
UNREALISTIC GOALS—IS JUST AS VITAL AS IMPLEMENTING EFFECTIVE STRATEGIES TO ENSURE LONG-TERM SUCCESS.

FREQUENTLY AskeD QUESTIONS

\WHAT IS THE MAIN FOCUS OF SETTING SALES GOALS FOR THE CONTAINER STORE?

THE MAIN FOCUS SHOULD BE ON ALIGNING SALES OBJECTIVES WITH OVERALL BUSINESS STRATEGY, CUSTOMER NEEDS, AND
ACHIEVABLE TARGETS.

WHY IS IT IMPORTANT FOR THE CONTAINER STORE TO SET REALISTIC AND MEASURABLE



SALES GOALS?

TO ENSURE SALES TARGETS MOTIVATE EMPLOYEES, TRACK PROGRESS EFFECTIVELY, AND DRIVE BUSINESS GROWTH WITHOUT
SETTING UNATTAINABLE EXPECTATIONS.

How sHouLD THE CONTAINER STORE INCORPORATE CUSTOMER FEEDBACK WHEN
SETTING SALES GOALS?

BY ANALYZING CUSTOMER PREFERENCES AND FEEDBACK, THE STORE CAN SET SALES GOALS THAT FOCUS ON INCREASING
CUSTOMER SATISFACTION AND LOYALTY.

\WHAT ROLE DOES MARKET ANALYSIS PLAY IN SETTING SALES GOALS FOR THE
CONTAINER STORE?

MARKET ANALYSIS HELPS IDENTIFY INDUSTRY TRENDS AND COMPETITIVE POSITIONING, ENABLING THE STORE TO SET RELEVANT
AND STRATEGIC SALES TARGETS.

W/ HICH OF THE FOLLOWING SHOULD THE CONTAINER STORE AVOID WHEN SETTING
SALES GOALS?

SETTING GOALS THAT ARE OVERLY AGGRESSIVE OR DISCONNECTED FROM OPERATIONAL CAPABILITIES.

WHY IS IT IMPORTANT FOR THE CONTAINER STORE TO INVOLVE STAFF IN THE SALES
GOAL-SETTING PROCESS?

INVOLVING STAFF FOSTERS BUY-IN, PROVIDES VALUABLE INSIGHTS, AND INCREASES MOTIVATION TO ACHIEVE THE SET TARGETS.

ADDITIONAL RESOURCES
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SETTING EFFECTIVE SALES GOALS IS A FOUNDATIONAL ELEMENT OF ANY SUCCESSFUL RETAIL ORGANIZATION. FOR A SPECIALTY
RETAILER LIKE THE CONTAINER STORE/ WHICH EMPHASIZES ORGANIZATION, INNOVATION, AND CUSTOMER SERVICE, ESTABLISHING
CLEAR AND ACHIEVABLE SALES OBJECTIVES IS CRUCIAL. HO\X/EVER, EVEN WITH BEST PRACTICES IN MIND, THERE ARE CERTAIN
PITFALLS OR CONSIDERATIONS THAT THE COMPANY SHOULD AVOID TO ENSURE THEIR SALES STRATEGIES REMAIN BOTH EFFECTIVE
AND SUSTAINABLE. THIS ARTICLE EXPLORES THE KEY PRINCIPLES THE CONTAINER STORE SHOULD UPHOLD WHEN SETTING SALES
GOALS AND HIGHLIGHTS THE AREAS WHERE CAUTION OR EXCEPTION MAY BE WARRANTED.

(UNDERSTANDING THE IMPORTANCE OF STRATEGIC SALES GOAL SETTING

BEFORE DELVING INTO SPECIFIC CONSIDERATIONS, IT’S ESSENTIAL TO RECOGNIZE WHY SALES GOAL SETTING MATTERS
PROFOUNDLY FOR THE CONTAINER STORE. WELL-CRAFTED SALES TARGETS PROVIDE DIRECTION, MOTIVATE STAFF, AND ALIGN
INDIVIDUAL PERFORMANCE WITH BROADER CORPORATE OBJECTIVES. THEY SERVE AS BENCHMARKS TO MEASURE PROGRESS,
IDENTIFY OPPORTUNITIES FOR GROWTH, AND MOTIVATE CONTINUOUS IMPROVEMENT.

For THe CONTAINER STORE, A RETAILER THAT PRIDES ITSELF ON PERSONALIZED CUSTOMER EXPERIENCES AND INNOVATIVE
STORAGE SOLUTIONS, SALES GOALS MUST ALSO REFLECT THE COMPANY’S CORE VALUES—CUSTOMER SATISFACTION,
PRODUCT KNOWLEDGE, AND OPERATIONAL EXCELLENCE. MISALIGNED OR POORLY SET GOALS CAN LEAD TO EMPLOYEE
FRUSTRATION, MISALLOCATED RESOURCES, OR EVEN COMPROMISED CUSTOMER SERVICE.



THE PiLLARS OF EFFecTIVE SALES GOALS FOR THE CONTAINER STORE

To MAXIMIZE EFFECTIVENESS, SALES GOALS SHOULD ADHERE TO CERTAIN PRINCIPLES, INCLUDING BEING SPECIFIC, MEASURABLE,
ACHIEVABLE, RELEVANT, AND TIME-BOUND (SMART ). ENSURING THESE PILLARS ARE IN PLACE HELPS MAINTAIN FOCUS AND
DRIVE RESULTS.

1. SPECIFICITY IN GOAL SETTING

GOALS NEED TO BE CLEAR AND UNAMBIGUOUS. FOR THE CONTAINER STORE, THIS COULD MEAN TARGETING A PARTICULAR
PRODUCT CATEGORY, CUSTOMER SEGMENT, OR SALES CHANNEL. FOR EXAMPLE, A GOAL MIGHT SPECIFY INCREASING SALES OF
CUSTOM CLOSET SOLUTIONS BY A CERTAIN PERCENTAGE WITHIN A QUARTER.

2. MEASURABILITY FOR TRACKING PROGRESS

QUANTIFIABLE METRICS ENABLE THE COMPANY TO ASSESS PROGRESS EFFECTIVELY. METRICS SUCH AS TOTAL SALES REVENUE,
AVERAGE TRANSACTION VALUE, OR CONVERSION RATES HELP MANAGERS EVALUATE WHETHER SALES EFFORTS ARE ON TRACK.

3. ACHIEVABILITY TO SUSTAIN MOTIVATION

W/HILE AMBITION IS ESSENTIAL, SETTING OVERLY AGGRESSIVE GOALS CAN DEMORALIZE STAFF. GOALS SHOULD CHALLENGE THE
TEAM BUT REMAIN ATTAINABLE WITH THE RIGHT STRATEGIES AND RESOURCES.

4. RELEVANCE TO BUSINESS OBJECTIVES

GOALS MUST ALIGN WITH BROADER COMPANY PRIORITIES, SUCH AS GROWTH IN KEY MARKETS OR ENHANCING CUSTOMER
EXPERIENCE. FOR THE CONTAINER STORE, EXPANDING ONLINE SALES OR INCREASING SALES PER STORE MIGHT BE RELEVANT
OBJECTIVES.

5. TIME-BOUND FOR URGENCY AND Focus

TIME FRAMES CREATE A SENSE OF URGENCY AND ENABLE PERIODIC REVIEWS. QUARTERLY OR MONTHLY TARGETS HELP KEEP
EFFORTS ALIGNED AND ADAPTABLE.

WHAT THE CONTAINER STORE SHOULD ENSURE WHEN SETTING SALES GOALS

BASED ON BEST PRACTICES AND INDUSTRY STANDARDS, THe CONTAINER STORE SHOULD FOCUS ON THE FOLLOWING WHEN
ESTABLISHING SALES OBJECTIVES:

1. DATA-DrIVEN GOAL FORMULATION

USING HISTORICAL SALES DATA, MARKET TRENDS, AND CUSTOMER INSIGHTS ENSURES GOALS ARE GROUNDED IN REALITY. For
EXAMPLE, ANALYZING SEASONAL FLUCTUATIONS CAN HELP SET MORE ACCURATE TARGETS.

2. EMPLOYEE INVOLVEMENT AND Buy-IN

ENGAGING SALES TEAMS AND STORE ASSOCIATES IN GOAL-SETTING FOSTERS OWNERSHIP AND MOTIVATION. THEIR FRONTLINE
INSIGHTS CAN LEAD TO MORE REALISTIC AND MOTIVATING GOALS.

3. FLEXIBILITY AND ADAPTABILITY

MARKET CONDITIONS CHANGE RAPIDLY. THE CONTAINER STORE SHOULD BUILD IN FLEXIBILITY TO ADJUST GOALS AS NEEDED,
ESPECIALLY DURING UNFORESEEN CIRCUMSTANCES LIKE ECONOMIC DOWNTURNS OR SUPPLY CHAIN DISRUPTIONS.

4. CLeaAR COMMUNICATION

GOALS MUST BE COMMUNICATED TRANSPARENTLY ACROSS THE ORGANIZATION. CLARITY ABOUT EXPECTATIONS, METRICS, AND
TIMELINES MINIMIZES CONFUSION AND ALIGNS EFFORTS.



5. INCENTIVE ALIGNMENT

REWARD SYSTEMS SHOULD INCENTIVIZE THE BEHAVIORS THAT DRIVE SALES GOALS, SUCH AS UPSELLING, CROSS-SELLING, OR
ENHANCING CUSTOMER SERVICE.

THe ExcepTioN: WHEN THE CONTAINER STORE SHouLD Be CauTious or Avolb CERTAIN PRACTICES

\/HILE THE ABOVE PRINCIPLES SERVE AS A ROBUST FRAMEWORK, THERE ARE SPECIFIC AREAS WHERE THE CONTAINER STORE
SHOULD EXERCISE CAUTION OR CONSIDER EXCEPTIONS. NOT ALL PRACTICES THAT SEEM BENEFICIAL ON THE SURFACE ARE
UNIVERSALLY APPLICABLE OR SUSTAINABLE.

1. OVEREMPHASIZING SHORT-TERM SALES T ARGETS

W/HY IT’S A CONCERN: FOCUSING SOLELY ON IMMEDIATE SALES NUMBERS CAN LEAD TO A DECLINE IN CUSTOMER EXPERIENCE,
EMPLOYEE BURNOUT, AND NEGLECT OF LONG~TERM BRAND HEALTH.

WHAT TO AVOID: SETTING AGGRESSIVE QUARTERLY SALES GOALS THAT INCENTIVIZE QUICK WINS AT THE EXPENSE OF
CUSTOMER SATISFACTION. FOR EXAMPLE, PUSHING STAFF TO UPSELL AGGRESSIVELY MIGHT RESULT IN A NEGATIVE SHOPPING

EXPERIENCE.

ALTERNATIVE APPROACH: BALANCE SHORT-TERM TARGETS WITH LONG-TERM CUSTOMER LOYALTY INITIATIVES, SUCH AS
PERSONALIZED CONSULTATIONS OR POST-SALE FOLLOW-UPS.

2.RiGIb GoaLs THAT IGNORE MARKET DYNAMICS

WHY IT’S A CONCERN: RIGID GOALS THAT DON’T ADAPT TO MARKET SHIFTS CAN DEMOTIVATE STAFF AND LEAD TO UNREALISTIC
EXPECTATIONS.

WHAT TO AVOID: SETTING FIXED SALES TARGETS WITHOUT ROOM FOR ADJUSTMENT DURING DISRUPTIONS LIKE SUPPLY
SHORTAGES, ECONOMIC DOWNTURNS, OR SEASONAL VARIATIONS.

ALTERNATIVE APPROACH: INCORPORATE CONTINGENCY PLANS AND ADJUSTABLE TARGETS THAT REFLECT CURRENT MARKET
REALITIES.

3. UNREALISTICALLY HiGH or Low GoALs

W/HY IT’S A CONCERN: GOALS THAT ARE TOO AMBITIOUS MAY DEMORALIZE STAFF, WHILE OVERLY CONSERVATIVE TARGETS
MIGHT NOT PUSH THE ORGANIZATION TOWARD GROW TH.

WHAT TO AVOID: ARBITRARILY SETTING GOALS WITHOUT THOROUGH ANALYSIS OR BASING THEM SOLELY ON PAST
PERFORMANCE.

ALTERNATIVE APPROACH: USE A COMBINATION OF HISTORICAL DATA ANALYSIS, MARKET RESEARCH, AND TEAM INPUT TO SET
BALANCED, MOTIVATING GOALS.

4. |GNORING NON-SALES METRICS THAT DRIVE SUCCESS

W/HY IT’S A CONCERN: SOLELY FOCUSING ON SALES FIGURES NEGLECTS OTHER CRITICAL PERFORMANCE INDICATORS LIKE
CUSTOMER SATISFACTION, PRODUCT KNOWLEDGE, OR OPERATIONAL EFFICIENCY.

WHAT TO AVOID: SETTING GOALS THAT INCENTIVIZE SALES AT THE COST OF SERVICE QUALITY.

ALTERNATIVE APPROACH: DEVELOP INTEGRATED GOALS THAT INCLUDE CUSTOMER FEEDBACK SCORES, EMPLOYEE TRAINING
COMPLETION, AND INVENTORY ACCURACY ALONGSIDE SALES TARGETS.



BALANCING GoaL SETTING WITH CoMPANY CULTURE AND V ALUES

THE CONTAINER STORE’S UNIQUE CULTURE EMPHASIZES EMPLOYEE EMPOWERMENT , CUSTOMER-CENTRICITY, AND INNOVATION.
W/HEN SETTING SALES GOALS, IT’S VITAL THAT THESE CULTURAL ELEMENTS ARE PRESERVED.

- EMPOWERMENT OVER PRESSURE: GOALS SHOULD ENCOURAGE EMPLOYEES TO TAKE INITIATIVE RATHER THAN SIMPLY MEET
QUOTAS.

- CUSTOMER-FIRST MINDSET: SALES TARGETS SHOULD NOT INCENTIVIZE AGGRESSIVE SELLING THAT COMPROMISES SERVICE
QUALITY.

- INNOVATION ENCOURAGEMENT: GOALS SHOULD MOTIVATE EXPERIMENTATION WITH NEW PRODUCTS, MARKETING STRATEGIES,
OR SALES CHANNELS.

THe RoLE oF LEADERSHIP IN EFFECTIVE SALES GOAL IMPLEMENTATION
EFFECTIVE LEADERSHIP IS ESSENTIAL IN TRANSLATING SALES GOALS INTO ACTIONABLE STRATEGIES. LEADERS SHOULD:

- REGULARLY COMMUNICATE PROGRESS AND ADJUST STRATEGIES AS NEEDED.

- RECOGNIZE AND CELEBRATE ACHIEVEMENTS TO MAINTAIN MOTIVATION.

- PROVIDE TRAINING AND RESOURCES TO HELP TEAMS MEET TARGETS.

- FOSTER AN ENVIRONMENT WHERE FEEDBACK IS VALUED AND INCORPORATED INTO GOAL-SETTING CYCLES.

ConNcLusioN: THE Key TAkeawWAYS FOrR THE CONTAINER STORE

IN SUMMARY, THE CONTAINER STORE SHOULD ENSURE THAT ITS SALES GOALS ARE ROOTED IN DATA, ALIGNED WITH STRATEGIC
PRIORITIES, AND DESIGNED TO MOTIVATE AND EMPOWER STAFF. THEY SHOULD AVOID OVEREMPHASIZING SHORT-TERM WINS,
SETTING RIGID OR UNREALISTIC TARGETS, AND NEGLECTING BROADER PERFORMANCE METRICS THAT CONTRIBUTE TO LONG-TERM
SUCCESS.

THE ONE EXCEPTION TO BE CAUTIOUS ABOUT IS: SETTING OVERLY AGGRESSIVE OR INFLEXIBLE SHORT-TERM SALES GOALS THAT
MIGHT COMPROMISE CUSTOMER EXPERIENCE OR EMPLOYEE WELL-BEING. |NSTEAD, THE COMPANY SHOULD AIM FOR A BALANCED
APPROACH—CHALLENGING YET ATTAINABLE, FLEXIBLE YET FOCUSED—ENSURING SUSTAINABLE GROWTH THAT REFLECTS ITS
CORE VALUES.

BY ADHERING TO THESE PRINCIPLES AND EXERCISING PRUDENT JUDGMENT ON EXCEPTIONS, THe CONTAINER STORE CAN CRAFT
SALES STRATEGIES THAT DRIVE GROWTH WITHOUT SACRIFICING ITS REPUTATION FOR QUALITY, SERVICE, AND INNOVATION.
THIS BALANCED APPROACH WILL POSITION THE RETAILER FOR CONTINUED SUCCESS IN AN INCREASINGLY COMPETITIVE
MARKETPLACE.
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