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e Specific @ 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?

| will increase Pre-owned Vehical Sales from 32 cars per month to 40 cars per month by May
12th, 2023. 6 months

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
The beneffits of achieving my goal will be The consequences of not achieving this
increasing the fixed absorbsion rate and goal would be minimal. We already gave a
making our car dealership more profitable strong gross % on used cars, | am just
in an achievable time span. setting and achievable time relevant goal.

Today

When will you start?

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

I will look into the deals on the cars we had the previous months using these deals | will see
the cars that have room for imporovement and money that is being left on the table. Based
on that data | will make my adjustments.
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What specific actions will you take to achieve your goal? Who can help you?

My used car manager can help me, He can organize the inventory and give me a sheet that
lists all of the cars that have been sitting on the lot for too long and advertise them heauvily.
We can also use our social media manager to push more of these units out to the public.

Potential Challenges?

Potential challenges will be the profit that
we can gain from these vehicals that have
been sitting on the lot for too long. We can
move the metal but we will not always get a
good gross.

Potential Solutions?

We have a strong Finance department so
hopefully we will be able ot make up the

gross of those said used vehicals in the
back end.
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