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e Specific m 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?

Increase New Vehicle Turns. Reduce overaged units & Reduce the impact of Floorplan. From
6.1 turns to 8 turns. (currently averaging 31 units per month, increase to 34) Need to average
40 units per month for the last 4 months to reach 406 told new sold for the year and average
34 units per month.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Focusing on turning new, especially Current inventory will become undesirable
overaged, we have multiple benefits. 1: with new models coming out causing further
Maximize floorplan credits while they are aging. Floorplan will continue to be a
still available to reduce expense. 2: Reduce growing expense without a faster turn. Will
2024 inventory to prepare for 2025. 3: need to supplement used inventory with
Focus on taking higher quality trades to lower qulaity, higher dollar auction units.

avoid over spending at the auction.

This goal began September 1st, 2024
When will you start?
How will you gauge your progress? When? Using which metrics?

We calculated our breakeven points and what additional units will need to be sold. Our tracking
will be updated daily and monitored by the whole sales team. We will focus on overage units
and make those known to the team.
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What specific actions will you take to achieve your goal? Who can help you?

1: Identify our current position 2: Are all our units advertised and displayed properly 3: Make
and display new vehicle specials visable to employees and customers 4: Train daily using new
vehicle walkarounds to keep sales team engaged 5: Advertising campaigns, Facebook, Radio,
Text canmpaign 6: Early management intervention, penciling new vehicles with used 7: Align
the goals of the whole team

Potential Challenges? Potential Solutions?
Trying to maximize gross in an increasingly Monitor competition to stay in line with
competitive market. Finding the balance. pricing. Work every opportunity in the
dealership.
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