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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?

| want to break the current record total for a year in new car sales volume of 600 units by
achieving 700 units for the year (60 new car sales a month) by December 31, 2024.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
- Higher pay for sales team - May lose some moral if we can't
- Higher moral when setting records accomplish the goal

- Achievable and motivating
- Results will show we are able

Today, January 29, 2024.
When will you start?

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

Every week, | will look at the new car sales and keep track of our rate of sales. | will look at
this with stoneeagle and tekion systems.
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What specific actions will you take to achieve your goal? Who can help you?

I will relay my goal with the sales team, managers included. | will price aggresivley in the
market and keep my prices up to date. As a last resort, | would be willing to put extra spiffs
for sales people on new vehicle inventory month to month in order to achieve my goal.

My management team can help me by pushing for new vehicles to sell and encouraging our
team. | can also get my sales people to buy in to the vision and help achieve this goal as well.

Potential Challenges? Potential Solutions?
- People not buying into the goal - Show the results of our potential success
- Getting the right inventory that will sell to sales people
- May effect our used inventory turn if we - Open communication with GM and selling
push all customers to new aged vehicles that aren't hot items

- Being able to take a lot of trade ins on the
new vehicle sales.
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