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e Specific m Measurable 0 Relevant 0 Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

My goal is to increase new vehicle sales by focusing on selling old aged units and increasing
inventory turns.

Our days' supply of new vehicle inventory is 140 days and we are goaled to reducing this
number to 80 days in 90 days and 45 days in 180 days.

We need to increase new vehicle inventory turns from 2.56 to 5 in 90 days and to 7.5 in 180

AAavie

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Reducins days' supply will ensure Aging inventory prevents better allocation
manufacturers send us more inventory and and variety of allocation. Reduced
we are not sitting on aging inventory. inventory variety means less variety for

customers to chose from. Can't compete
By increasing our inventory turns, we will with our competitiors that turn their
sell more vehicles faster and adding gross inventory faster. Old aged units start to
profit to our bottom line. cost us on our floorplan and potential other
costs like flat spots in tires, damage,
Residual effects: More commissions for my elemental vulnerabilities. (Lost of dust and
sales team which, increases retention. hail in Lubbock)

Pumping MB into our market and capturing
them in Service.

TODAY!
When will you start?

How will you gauge your progress? When? Using which metrics?

We can gauge our progress every month end by calculating Days' supply of new vehicle
inventory and new vehicle inventory turns.
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What specific actions will you take to achieve your goal? Who can help you?

Inventory actions:

Make sure all of our vehicles are listed online with appealing photos, proper descriptions, and

pricing. (Having specials on page)

Parking the inventory in a way that is appealing to customers. Also, making sure we rotate
new car inventory to keep it from being dull and boring.
Make sure vehicles are clean on the lot and kept free of debris like water bottles from

customers leaving them there.

Sales:

Product knowledge! Doing daily MB product knowledge with our sales staff to make sure they
know what they are selling. The more information they have, the better chances they have of
selling them. GEtting them excited about the brand. They will sell if th customer feels their

passion for their products.

Ensure we have a polished sales process to create confidence in sales people.
Need to increase social media presence from our sales team.

Management:

They need to know their inventory and make sure the sales staff is aware of inbound and

in-stock vehicle. (sales staff should know this too(

Know their manufacturer incentives, rebates, and programs to put together deals on units that

may have manufacturer money/specials.

Train our sales staff to sell what we have in stock instead of selling or special ordering.

Potential Challenges?

Sales stafffmanagement retention issues.

Enviromental issues that damage stock like
hail/dust. Also, we are near a lot of
downtown bars and can have ocassional
vehicle damages which can deter a new
car buyer.

No motivation from sales or management.

Potential Solutions?

Keep them paid and happy so they stay.
Get them excited about MB!

Putting up vehicles when potential storms
are nearby. Lock up all vehicles behind
locked gates to prevent damages at night
or weekends.

Motivate them! Get excited and show

enthusiasm everyday and lead by example.
IF I care then they will care!
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	1: My goal is to increase new vehicle sales by focusing on selling old aged units and increasing inventory turns. 

Our days' supply of new vehicle inventory is 140 days and we are goaled to reducing this number to 80 days in 90 days and 45 days in 180 days. 

We need to increase new vehicle inventory turns from 2.56 to 5 in 90 days and to 7.5 in 180 days. 
	1_2: Reducins days' supply will ensure manufacturers send us more inventory and we are not sitting on aging inventory. 



By increasing our inventory turns, we will sell more vehicles faster and adding gross profit to our bottom line. 



Residual effects: More commissions for my sales team which, increases retention. 



Pumping MB into our market and capturing them in Service. 
	1_3: Aging inventory prevents better allocation and variety of allocation. Reduced inventory variety means less variety for customers to chose from. Can't compete with our competitiors that turn their inventory faster. Old aged units start to cost us on our floorplan and potential other costs like flat spots in tires, damage, elemental vulnerabilities. (Lost of dust and hail in Lubbock)




	When will you start: TODAY!
	1_6: We can gauge our progress every month end by calculating Days' supply of new vehicle inventory and new vehicle inventory turns. 
	1_8: Inventory actions:

Make sure all of our vehicles are listed online with appealing photos, proper descriptions, and pricing. (Having specials on page)

Parking the inventory in a way that is appealing to customers. Also, making sure we rotate new car inventory to keep it from being dull and boring. 

Make sure vehicles are clean on the lot and kept free of debris like water bottles from customers leaving them there. 



Sales:

Product knowledge! Doing daily MB product knowledge with our sales staff to make sure they know what they are selling. The more information they have, the better chances they have of selling them. GEtting them excited about the brand. They will sell if th customer feels their passion for their products. 

Ensure we have a polished sales process to create confidence in sales people.

Need to increase social media presence from our sales team.



Management:

They need to know their inventory and make sure the sales staff is aware of inbound and in-stock vehicle. (sales staff should know this too(

Know their manufacturer incentives, rebates, and programs to put together deals on units that may have manufacturer money/specials.

Train our sales staff to sell what we have in stock instead of selling or special ordering. 
	1_9: Sales staff/management retention issues.



Enviromental issues that damage stock like hail/dust. Also, we are near a lot of downtown bars and can have ocassional vehicle damages which can deter a new car buyer. 



No motivation from sales or management.




	1_11: Keep them paid and happy so they stay. Get them excited about MB!



Putting up vehicles when potential storms are nearby. Lock up all vehicles behind locked gates to prevent damages at night or weekends.



Motivate them! Get excited and show enthusiasm everyday and lead by example. IF I care then they will care! 


