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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.”

o000

| will streamline our used car reconditioning/detail/frontline ready process from 7-14 days to

under 5 days by Feb 01, 2024. | have already started to disect our proccesses and there are
many areas of improvement.

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?

R

Our vision is to be the Chickfila of the a car dealership. Our motto is “Simply Different”. In able
to be those two things above, we need to be more efficient with our proccesses. As the Used
Car manager, | have complete control of our frontline ready proccess. Used car gross start to
delcine after the first 10 days so that is why it is crucial to streamline our proccesses. It is
important to me, bc as the the dealer son’s, once | get this proccess improved, people will
know | am competent and can lead different groups effectively. My background as a LT in the
Navy speaks for itself, but people always need to see it and not just hear about it.
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e
What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? e@ 6
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?
recon tracker google drive me organization complete nov 15 | v |

techs pickup car techs me / recon techs | quicker move complete Dec 7th v
detail team better| conversation me / detail team cleaner cars complete dec 5th v
camera guy coms| no photo report | me camera guy | pics online fast complete dec 1 v
feedback meeting| communication all above feedback for impr dec 12 tbd

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

| will be monitoring progress weekly. Based on my newly created used car recon tracker | can
see how many days it takes for vehicles to be frontline ready.

Potential Obstacles? Potential Solutions?
| need the camera guy to come in when COMMUNICATION. | have had several
scheduled and take quality pictures and stern talks with camera guy and detail
communicate with me if he cannot find team in the beggining and they did not
keys , etc. | need detail team to clean like it. After talking to them again the
vehicles and not take shortcuts. | need next few weeks, they were more
other employees to inspect detailed cars receptive and after busting my tail for
as closely as | do myslef them, | earned their repsect and they

listin to me now.

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

0000

My goal is to get used vehicle sales to 100. We have been stuck selling 45-70 for several
years.

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.

I will inspect what | expect. | will trust but verify. All things | did while a LT in the Navy. | will not
let bad habits creep back up !!!!
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