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SMART GOAL

Specific: What exactly will you accomplish? KPIis ___1.93%____. KPI will be 12%

Increase the operating profit return on gross profit from 1.93% to the guide of 12%
by the end of 2018 and no later than the 2nd quarter of 2019

Measurable: What reports / calculations will you use to measure your results?
I will be looking at the expenses for the pre-owned department

[ will be mesuring the turn rate for the pre-owned inventory

I will be measuring the pre-owned break even point with F&I

I will be looking at the fixed ops departments expense allocations

Achievable: Is achieving this goal realistic with effort and commitment? Have you got the resources to achieve
get them?

This goal is realistic with a focus on allocating more expenses to the fixed operations departments

I have a strong realtionship with the service and parts managers and a ongoing project of building a second
team of technicians. We have a slow and steady approcah to increase service and parts sales, by buliding

a second team of technicians.

Relevant: Why is this goal significant to your dealership operations? To You?

I feel our expense allocation needs to be revised. Along with more evenly allocating expenses to our
fixed ops departments and increasing our sales and operating profit I think we can get the total absorption
closer to guide too.

Timely: You answered "what" under specific. Now tell us BY WHEN.
The goal is to get the GROI to guide by the end of 2018 and no later than the 2nd quarter of 2019.




Take Action!

Potential Obstacles
Dealerand Controller opposition to expense allocation
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Who are the people you will ask to help you?
President of the company Jake Sodikoff

COO Andria Jackson

Service Mgr Brannon Pyles, Parts Mgr Kenny Crider

UCM Tanner Johnson and Vehicle Aquistion Analyst Larry Davis

Specific Action Steps: Break down your BIG goal into smaller, intermediate goals. What are those steps?

What?
Review expense allocation
Discuss the changes
Continue developing technician teams
Continuing to focus on pre-owned inventory
Calculate GROI
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