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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?

| will decrease CITs time to fund from 5 to 3 Days to fund by 12/1/24

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal

1. Increase in E-Contracts

2. Faster Funding From Finance Institutions
3. Higher Customer Satisfaction

4. Faster Trade Payoffs

5. Trade Units Title Issues Resolved
Quicker

6. Deals Turned Into Accounting Office
within 48hrs of sign up

. Dealys In Funding

. Delays In Trade Payoffs

Low Customer Satisfaction

. DMV Compliance

. Falling Behind the Tech Times

. Title Work delays on Sold Trades

OUTRWNPR

8/1/2024
When will you start?

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

Daily - Will be tracking F&I progress on funding through a daily email from deal row in the
accounting office. Email will include Name of Customer, Age of CIT, Bank Providing Funds,
and any notes from lender provided through Route One on why a contract is delayed.
Weekly - Controller will bring CIT excel tracking spreadsheet to level ten meeting to discuss
continuing issues with GMs and Owner
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What specific actions will you take to achieve your goal? Who can help you?

Actions

1. Hold Deal Row accountable for sending email daily, using CIT schedules provided and

outside sources like Route One to track.

2. Hold F&l accountable to responding to emails daily with updates they have obtained from
lenders and steps they have taken to resolve the issues

3. Have a hard time limit on F&I to turn deals into accounting of 24hrs

4. Deal row will track F&lI communication via CIT Excel sheet with notes of phone calls and if

F&I has responded daily to emails

5. Include 24hr time frame in both deal row and F&I measurables and track this weekly in

their level 10 meeting.
Help
. Deal Row schedules will be cleaner

. Payoffs will be made, and trade titles will be received in a timely manner
. F&I meet measurables and gain confidence in process

. Everyone will have better communication and build working relationships from this process
. Job Security - With Fundings happening within 3 days F&I and deal row will meet
measurable standards more often and gain confidence from the GMs and controllers
7. Title room will have less over 30-day old titles from this process as well
8. Move our CITs up the balance sheet faster and turn them in to CASH

1
2
3
4. No delays in title work processing in Title Office
5
6

Potential Challenges?

1. Getting everyone to buy in

2. This could be a tedious task but if done
correctly it will benifit more than just F&I
the trickle down effect will help multiple
departments in the company

3. Customers not having proper
documentation at time deal is done in F&I
office

Potential Solutions?

1. Incentives for meeting measurables

2. Cross training with F&I, Deal Row and
Title Room and each department
understanding how they affect each other's
processes

3. F&l and sales having the proper training
on what documentation is needed in all
situations
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