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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?

My goal is for all managers to be able to understand their departments with the information
from the financial statement. We will achieve this first through educational meetings about the
financial information of where their departments are and where we want to take them. We will
be starting from April.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
After educating the managers in the first Loss of opportunities, poor performance,
two meetings of April, we will begin working and low profitability.

on a project per department. This will allow
us to enhance the performance of each
department.

We will begin in April with weekly meetings. The first 2 will be educational,
When will you start? and than we will fariic An wealkhs nranrece

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

The metrics that will be chosen per department are as follows:

For the parts department, it's obsolescence.

For the service department, it's hours per RO (Repair Order).
For new car sales, it's inventory turnover.

For used car sales, it's working on inventory days.
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What specific actions will you take to achieve your goal? Who can help you?

Meetings, education, company policies, Toyota guides. In these meetings, we will include the
dealership controller.

We will provide the CAPSTONE metrics for each department along with the financial
statement so they can learn to analyze their departments financially. They will then perform
the computations when the monthly financial statement is released.

Potential Challenges? Potential Solutions?
The primary challenges we may encounter The solution is education. Managing
revolve around the financial education of departments with financial information is
our managers. That's why it's crucial to new to us.

start with educational meetings and involve
the dealership controller.
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We will provide the CAPSTONE metrics for each department along with the financial statement so they can learn to analyze their departments financially. They will then perform the computations when the monthly financial statement is released.












	1_9: The primary challenges we may encounter revolve around the financial education of our managers. That's why it's crucial to start with educational meetings and involve the dealership controller.












	1_11: The solution is education. Managing departments with financial information is new to us.


