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What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

My goal is to improve the health of my inventory. | want our inventory to hit the front line
guicker, so that we can do hard turns at 60 days. | would want to reduce recon time from our
average of 7 days, to the guide of 3 days. | understand that it is a process, so in order to
achieve that within the next 45 days, a meeting will be held twice a week to track progress
and any challenges our service may be having with getting vehicles ready.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
The benefit is, we keep the money moving. If we don't achieve this goal, we'll be in the
Inventory stays healthy, it would help us to same spot we are now struggling to get rid
prevent having aged units, and the overall of aged units that hurts everyones pockets.
moral of the employees should improve If we can't start right, we most definitely will
when they feel that the business is thriving. have a difficult time ending right.

When will you start? We've already begun!

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

We will monitor when the vehicles arrive at our dealership, and how long it takes for the
vehicles to go through the shop and make it to our front line. We will take into consideration
vehicles that need parts or body work which may delay recon. We will also then address the
buyer that purchased the vehicle that requires intensive work to make it show ready. We are
going to identify our reasons for failure to understand what changes need to be made

in order to have our vehicles ready in a healthy amount of time, which is 3 days. A
conversation has already been had with our team about the goals that we have set.
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What specific actions will you take to achieve your goal? Who can help you?

We will have 2 meetings weekly to track progress. We will identify if we have enough techs
and proper equipment to achieve our 3 day goal of having vehicles on our front line. My
service manager will help me in managing the work that needs to be done and in what order
to assure that we are efficient. | will work with our management team, to make sure our pricing
strategy aligns with our market and gives us the opportunity to move inventory quickly. Goal is
to have the departments understand our goals and work daily to become more efficient.
Hoping we can achieve progress within 45 days, and build on that moving forward.

Potential Challenges?

Challenges will be changing the habits of
how we work. When you're so used to
doing something a certain way, it may take
a little time for people to adjust. Employees
may be complacent and unwilling to make
adjustments to how they've been
completing their day to day work, so our
challenge will be to help them understand
and support them in using their time
efficiently and maximizing their hours.

Potential Solutions?

Creating a new team or team leader to help
guide everyone in the right direction.
Dividing the work accordingly to utilize the
strengths of specific individuals. Basically
put the right people in the right place to be
successful. Commit to change and hold
yourself accountable to having the
meetings, monitoring of progress, and
sticking to time frames you've given
yourself to achieve your goals.
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