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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?

Increase new car volume. We have averaged 34 units per month for the 2024 CY. We were
allocated 223 additional units from our facility upgrade. Need to increase our average to 65
units per month with spikes of 80+ throughout the year. Reset sales comp % and get back to
pre-covid mentality. January and February are historically slower months for us so units per
month appears low for right now but inventory levels are elevated.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Net profit increase, earn additional Floorplan interest, healthy flow of service
inventory, more trades , service, parts , work and reconditioning, lose out on
detail etc. allocations

Now

When will you start?

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

units delivered per month
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What specific actions will you take to achieve your goal? Who can help you?

Our marketing department and marketing manager increase AutoAlert usage, email
campaigns , merchandising online and on the showfloor. New car manager training in
AutoAlert, Implement a Service drive equity champion/vehicle exchange specialist. Lease

buyout customers, loyalty lists etc.

Potential Challenges?

factory and lender programs, lease
programs, payment differences. Starting to
come back, need to attack and train make
meaningful contacts

Potential Solutions?

Continue discussions with MBFS keep
pushing for lease support. Train the sales
team on AutoAlert and make meaningful
contact with customers, "Art of the Deal”
mentality.
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