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

The goal for my Kia store is to bring the bottom line to a net positive. To achieve this gross
profits from all departments must increase but also reduce expense. The department that
requires the most attention is our variable department. Goal is to reduce advertising expense
from 80k to <15k a month, starting as soon as possible.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
The immediate benefit of achieving our goal A major consequence of not achieving our
is profitability. More profit increases goal will be to potentially cut staff and go
employee morale as well as creates a work back to the drawing board to reevaluate our
environment of success. circumstances.

The start has begun on 5/1/2024
When will you start?

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

We gauge our progress with a weekly Monday meeting to review the weekend with the
variable department and the performance. A long with the review, we set weekly goals for
ALL staff and track them with shareable excel that asks: what are your goals this week? How
will you achieve them? What are your setbacks and how will you overcome? We do this to
build accountability for the staff as we are a team. Following these meetings, | sit with the
General Manager to review the metrics for the week via CDK reports for service and
StoneEagle for Variable. We also set goals for ourselves to hold each other accountable.
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What specific actions will you take to achieve your goal? Who can help you?

Increase sales per unit with first adjusting how we purchase used cars (i.e reducing auction
cars and incentivizing sales professionals to buy off the street,facebook,craigslist, etc.), ensure
our preowned vehicles are checked through our internal service department, move towards a
volume mindset with our new vehicles to increase our yearly turn rate. The expense that is
outstanding is our advertising expense. We are averaging just over 50k a month in advertising
with the profits not proving its value. The goal is to reduce the advertising expense to just
under 15k will assist tremendously in getting us over the line into green territory. The person
who will be assisting the most will be the general manager of this location as well as the
department heads, additional support will come from out variable/fixed directors as well.

Potential Challenges?

A potential challenge that can arise is the
sudden changes in process can reduce
morale. Morale is often a reoccurring issue
when change happens immediately.

Potential Solutions?

A potential solution can be incentivising our
staff to push with the change with money.
Money does not make people happy, but a
little extra bonus will not hurt ? right?
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