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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 increase Gross % from 18% wholesale to over 25% to be above NADA guide by the
end of the first quarter of 2025.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Higher return on wholesales sales Change in pay plans to drive behavior
Additional 341K

Less profitable dept = unhappier employees
Working harder not smarter

_ Fourth Quarter - After conversation with GM to get him on board.
When will you start?

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

Using basic metrics that we have now. Sales against gross%.
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What specific actions will you take to achieve your goal? Who can help you?

Evaluate the current pricing.
Find top grossing items
Renegotiate with current vendors.

Potential Challenges? Potential Solutions?

Employees New Hires
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