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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 to take our fixed absorption from 60% to 100%.

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

Increases profitability and customer Financial instability and being too reliant on
retention. the sales department.

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

Using the calculations daily and setting the right goals based on the KPI's that directly effect
our absorption.
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What specific actions will you take to achieve your goal? Who can help you?

It's a team effort! Service, Parts and Sales... Keeping an eye on expenses, making sure our
advertising is focused on the correct metrics. Stocking the right parts. Apply for warranty
increases. Matrix pricing across the board. Training our service advisors to effectively upsell
aditional services. All while creating a customer experience that creates repeat business and
referrals. Our sales department is strong, mainly because that is my area of expertise. | need
to familiarize myself with fixed ops. It all starts with me and | look forward to learning and

growing in this role.

Potential Challenges? Potential Solutions?
Being too focused on the sales Create a culture that values sales and fixed
department. We also recently took over this ops equally.

store and changing the culture and
processes can be met with resistance.
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